In this number: Dealers 
in twenty-seven countries 
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methods of U. S. manu- 
facturers: The big conven- 
tion of the National Type- 
writer Dealers’ Association 
is portrayed: Helpful sug- 
gestions for selling appear: 
Articles of practical value 
to dealers are presented: 


Some interesting new prod- 


ucts are described: The 
important activities of the 
month are reported. 
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by day he is more firmly entrenching himself as the logical 


and indispensable outlet for all stationery products. 


But he needs help. And that is exactly what Webster offers 
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ception of service. 
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“TEAM-PLAN” is Webster's culminating contribution to 


America’s Independent Retail Stationers. 
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isa news and technical trade 
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industry of office equipment. 
It covers the manufacture 
and distribution of office ma- 


OFFICE 


APPLIANCES 


fice appliance industry. It 


will answer any questions 
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= of its ability, and it 
asks its readers in all parts 
of the world to aid it ged 


chinery, office devices, office PUBLISHED ON THE FIRST DAY OF EVERY MONTH os ~ 4 
furniture, office supplies and a 


the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable 
special articles upon sub- 
jects germane to its field 
have given it unusual pres- 
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reaches some dealers in 
fifty-four other countries 
who deal in American office 
equipment. 
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> WANTS AnD FOR SALE © 


The rate for Classified Advertisements is eight cents a word. Minimum charge, $1.60. 





SITUATIONS WANTED 


COMBINATION TYPEWRITER REPAIRMAN and Salesman 
with five years’ experience as manager of branch office is 
available as salesman and mechanic in any city with popula- 
tion of 200,000 or more A first-class mechanic with excellent 
results as salesman. Can rebuild any make of typewriter and 
can repair any mechanical office device. Can start in new con- 
nection on short notice. Address V-67, care Office Appliances, 
Chicago, 


SITUATION WANTED as floor salesman or all around man 
in stationery department of reliable firm. Fourteen years’ ex- 
perience in shelf and social stationery, also office furniture. 
Training received through one of the largest concerns of its 
kind. Age 37—can furnish best of references. Address B-157, 
care Office Appliances, Chicago. 


SERVICE MANAGER for dealer handling all makes of office 
machines seeks new location. Factory training on several 
makes of typewriters, Burroughs, Sundstrand. Twenty years’ 
experience in service department, ten years as manager. Will 
consider any part of the country. Address N-89, care Office 
Appliances, Chicago. 

HIGH GRADE SALESMAN at present employed as manager 
of furniture department desires to make a change to west 
coast. Thoroughly capable of managing department and knows 
how to sell office furniture and filing equipment. Answer 
S-103, care Office Appliances, Chicago. 


SALESMAN AND MECHANIC wants 
trained Victor, Sundstrand, Burroughs, 
has sold all makes, also typewriters. Sixteen years’ experi- 
ence. Capable managing service department or acting sales 
capacity. Address K-61, care Office Appliances, Chicago. 


FACTORY-TRAINED TYPEWRITER-ADDING MACHINE 
repairman with seven years’ servicing experience, all makes, 
will be open for proposition in December. Sales experience. 
For references, etc., write C-68, care Office Appliances, Chicago. 


connection, Factory 
Dalton. Knows and 


MECHANIC, 45, single, with complete snop, air, lathe, buffer, 
rebuilding parts, tools. $40 week anywhere. Technical ex- 
pert and rebuilder. Care Ames Supply Company, 583 Market 
St., San Francisco. 


SALESMAN with five years’ successful experience selling 
mimeographs, also seven years’ general stationery, seeks new 
connection with mimeograph dealer located in the South. Ad- 
dress Z-106, care Office Appliances, Chicago. 


SALESMAN WANTED 


OUR HIGH-GRADE TYPEWRITER SPECIALTY is being 
successfully and profitably sold by typewriter salesmen, re- 
pairmen, supply and specialty salesmen. This is a golden 
opportunity for anyone calling on office trade. Territories 
are being allotted now. Write for details and selling plans. 
Address O-102, care Office Appliances, Chicago. 


SALESMAN WANTED for line of wood desks by manufac- 
turer in middle west. Salary and expenses. Applicants must 
know territory and dealers between Twin Cities and New York, 
and have experience in same or similar line. State minimum 
salary from start until ability demonstrated. Address X-156, 
care Office Appliances, Chicago, 


SALES REPRESENTATIVES can make good connection with 
established concern introducing to large users popular and 
necessary office device. Exclusive territory. Liberal compen- 
sation. Hoge Manufacturing Co., 23 East 21st St., New York 
City. 


MANUFACTURER of office chairs wants’ representative 
Greater New York District, commission basis. Could be han- 
dled advantageously along with one or two appropriate lines. 
Address D-69, care Office Appliances, 1601 Pershing Square 
Bidg., New York. 


STEEL FURNITURE MECHANICS 


ENLARGEMENT of factory facilities and production involves 
need for additional skilled mechanics and experienced layout 
men. Those who can qualify and who contemplate move to 
California are invited to correspond with R. J. Holdsworth, 
Gen. Mgr., Steel Furniture Mfg. Company, Baldwin Park, Calif. 


BUSINESS OPPORTUNITIES 





FOR SALE—Appliance business, fully equipped, well estab- 
lished, with several salesmen, covering large territory in 
Virginia. Headquarters in one of the South’s most prosper- 
ous cities. Dealers and agents for the leading makes of 
typewriters, cash registers, adding machines and scales. It 
will take approximately $6,000 to handle deal, actual assets; 
or will sell part interest. Owner has other interest to which 
his time and money must be given. Unusual opportunity. 


Address T-71, care Office Appliances, Chicago. 


REPRESENTATIVES AVAILABLE 





ARE YOU LOOKING FOR A NEW ENGLAND SALESMAN? 
A man who is thoroughly experienced, enjoying respect and 
confidence of buyers—having traveled this territory many 
years, am well acquainted with buyers in stationery stores, 
office equipment and department stores—if you want a man 
of excellent ability who will produce results and furnish proof 
of past performances, and if your proposition is good for 
$5,000.00 per annum, plus reasonable expenses, communicate 
with BOX F-90, care Office Appliances, Chicago. 

DO YOU WANT REPRESENTATION AT WASHINGTON? 
A live, well established specialty organization, headed by a man 
with 25 years’ experience in the office equipment business, 20 
of which have been spent in Washington, are in a position to 
aggressively push one more line. We are thoroughly familiar 
with government routine, and qualified to handle both govern- 
ment and Commercial business. Interested only in a high 
grade product manufactured by a reputable concern, Address 
A-66, care Office Appliances, Chicago. 





SALESMAN formerly head of large office equipment distrib- 
uting organization has liquidated business and will consider 
any opening with manufacturer as sales or district manager, 
or as representative selling to dealers. Successful experience 
in steel filing equipment, visible records, check’ protectors and 
several other lines running into large volume. Can sell and 
ean instill real sales ideas into others. Excellent references. 
Address M-70, care Office Appliances, Chicago. 


SUCCESSFUL SALESMAN, formerly southern district man- 
ager for one of leading file manufacturers and more recently 
in charge of southern district for safe manufacturer, will be 
available for new connection. Married, home in Atlanta, well 
acquainted with all southern dealers east of the Mississippi. 
Best of references. Address Y-68, care Office Appliances, 
Chicago. 

MIDDLE WEST REPRESENTATIVE wants exclusive lines 
specializing in office furniture, steel filing equipments, dupli- 
cating machines or any lines used in offices. I travel five 
states with many years’ experience. Good reference fur- 
nished. Address G-93 care Office Appliances, Chicago. 


SALESMAN, well known to office furniture trade in Metro- 
politan district, wants line of flat top desks and chairs, mod- 
erately priced. Assures business with good accounts only. 
Commission basis only. Reference furnished. Address W-69, 
care Office Appliances, Chicago. 








CAPABLE, EXPERIENCED MAN desires connection with 
manufacturer selling to dealers. Age, thirty. Acquainted in 
entire southwest, but will consider other territory. Salary 
and expenses proposition only. Excellent references. Address 
E-213, care Office Appliances, Chicago. 


BUSINESS OPPORTUNITIES 





FOR SALE—One-fifth interest in established corporation, spe- 
cializing in fine private and general office furniture in wood 
and steel, and selling to some of the largest accounts in Chi- 
cago. Excellent proposition for experienced salesman, $3,000.00 
cash, balance out of earnings, to right man. For further par- 
ticulars, write L-72, care Office Appliances, Chicago. 








IF YOU ARE LOOKING for a real typewriter, adding machine 
and equipment business, write for detailed information. Ad- 
dress R-65, care Office Appliances, Chicago. 
WANTED—Partner office equipment and stationery store; 
Hawaiian Islands; must have experience steel office equip- 
ment; $15,000.00 required. P. O. Box 189, Honolulu, T. H. 








FOR SALE—Used office machine business in Detroit. Over 
100 machines in stock. Exclusive agency. Cheap rental. Sac- 
rifice for cash. Address P-84, care Office Appliances, Chicago. 








FOR SALE AND WANTED TO BUY 
ELLIOTT-FISHER BILLING and bookkeeping machines 
bought and sold. Maloney, Gilmore Co., 508 8S. Dearborn, 
Chicago. 











NATIONAL CASH REGISTERS, all styles, sizes bought, sold 
and exchanged. We can save you money. Henry Kass, Inc., 
Cash Register Systems Experts, 640 Broadway, cor. Van Tromp 
Street, Albany, N. Y. 

ELLIOTT-FISHER MACHINES bought, sold and rebuilt. 
Teeter-Warsh Co., Plankinton Arcade, Milwaukee, Wis. 








ALL 
machines bought and sold. Robt. Novak & € 
St., Chicago. 


MODELS ELLIOTT-FISHER billing ane anes ing 
0., . Dearborn 





ADDRESSING MACHINES, Comptometers, Dictaphones, Edi- 
phones, Kardex cabinets, Mimeographs, Multigraphs, bought 
and sold. Hanover Office Equipment Co., 58 Greenwich St., 
New York City. 











ys) 





BUSINESS OPPORTUNITIES 
The detailed inquiries which follow have been received direct from 


readers of Office Appliances. They are tangible business oppor- 
tunities which are well worth following. 


Wants Abroad 
Jose Gifre Pugol, manufacturer of typewriter 


and second hand typewriters, wishes to con 
American office appliance products in Spain 





Figueras, Gerona, Spain. 
ribbons and dealer in rebuilt 
sider the representation of 


He conducts a branch at Barcelona. Mr. Gifre sells to dealers only; he 
does not wish the representation of a new typewriter, but other worth 
while products will appeal to him 
Wanted Here at Home 

Bangor, Maine The Business Machines Company, 10 Central street, 
wishes to hear from manufacturers of office machines and supplies de 
siring representation in central, northern and eastern Maine The com 
pany handles a varied line of machines for offices and stores, both new 
and old Please address communications for the attention of Paul Kav 


anagh 
Battie Creek, Mich Hayward, of the Woodstock 


Earl E proprietor 


Typewriter Sales Company, P. 0. Box 193, contemplates branching out 
into office furniture and stationery lines. He now sells typewriters, sup- 
plies and adding machines. Mr. Hayward plans to open up in a small 
way, carrying a small stock of stationery, and to sell furniture items 
largely from catalogue. He requests catalogues, price lists and advertising 
matter, and complete information on furniture lines and stationery sup 
plies 

Cincinnati, Ohio.--F. A. Klenk & Associates, 1175 Gilbert avenue, de 


sires to hear from manufacturers of staple office equipment and stationery 


lines, to assist in selecting stock for their new store. The principals are 
F. A. Klenk, formerly connected with The W. F. Hall Company, and 
E. J. Morrison, who had been with The Tri-State Office Equipment & 
Supply Company 


Jersey City, N. J B. Fishman, 55 Newark avenue, seeks to add several! 


items to his established desk and general furniture lines He has two 
stores, and has been engaged in the office equipment business sixteen 
years 

Pacific Coast...Scott T. Allured, 1419 Center street, Park Ridge, Ill 
seeks a connection which will take him to the Pacific coast as represen 


tative of an individual manufacturer, or as the representative of several, 


on a commission basis. He has represented one of the leading stationery 
manufacturers on the west coast sixteen years He is interested only in 
stationery, or articles of proven merit, with good possibilities for volume 


business 


o- 
Commerce Department Trade Opportunities 


Inquiries sent to the I S. Commerce Department from represen- 


tatives abroad Recognized business establishments can secure 
names and addresses on application to the Bureau of Foreign 
and Domestic Commerce at Washington, or to the district and 
co-operative offices, mentioning the file number of the trade 
opportunities wanted 
Desks, children’s, Winnipeg, Canada No. 46,919; agency desired 
Equipment, office, Berlin, Germany No. 46,951; agency desired 


Furniture, school, church and theater, such as desks, chairs and lockers 


wood and metal, Paris, France... No. 47,207; purchase and agency con 
templated 
Machines, calculating, Vienna, Austria No. 47,623: agency desired 
Machines, cash register, for small stores, Florence, Italy No. 47,047 


purchase and agency contemplated 


Machines, typewriter, new and rebuilt Tegucigalpa, Honduras No 


16,775; purchase and agency contemplated 

Pens ountain, and pencils, Paris, France No. 46,928; agency de 
sired 

Sets, pencil, for school, Buenos Aires, Argentina No. 47,120; agency 
desired 

Specialties, office, Paris, France No. 46,928; agency desired 


Stationery inks, Tegucigalpa, Honduras No. 46,884 


desired 


including agency 


Supplies, office ind stationery, Mexico City, Mexico.—No 46,777; 
agency desired 
~~ 
Records of Stock Steel Furniture Shipments 
The Department of Commerce reports data on the operations of manu 


facturers of steel furniture stock goods, based on the report of thirty-four 
companies in the group.” and fifteen companies manufacturing 
shelving. The following figures show orders received, shipments, and un 
filled orders for both groups from September, 1924. In a few cases in the 
group, where orders or unfilled orders were not reported, these 
were calculated on the relation of the firm's shipments to total shipments 


business 


business 


Business Group 
Orders received, $1,589,994 
unfilled orders, $1,193.871; October—Orders 
ments, $1,783,162; unfilled orders, $1,184,731 
$1,615,912; shipments, $1,678,636: unfilled 
ber-—-Orders received, $1,914,038; shipments 
$1,220,232 


shipments. $1.519,078 
received, $1,761,431 ship 
November —Orders received.* 
orders, $1,216,144 Decen 
$1,872,677; unfilled orders 


1924 September 








1925--January—-Orders received, $521,877: shipments, $1,972,137: ur 
filled orders, $1,455,890; February—-Orders received, $1,986,151 ship 
ments, $1,939,097 unfilled orders, $1,501,460 March-——Orders received 
$2,012,322; shipments, $2,027,863; unfilled orders, $1,482,859; Apri’ 
Orders received, $1,964,059; shipments, $2,009,199; unfilled orders, $1 
166,428; May--Orders received, $1,855.55 shipments, $1.918.869; un 
filled orders, $1,383,424; June-——Orders received, $1,792,656; shipments 
$1,805,599 ; unfilled orders, $1,390,540 ; July—Orders received, $1,823,435 


shipments, $1,810,745 
ceived, $1,664,649 
September Orders 


$45,897 
unfilled 
shipments, 


August—Orders re 
orders, $1,358.386 
$1,816,484; unfilled 


unfilled orders, $1 
shipments, $1,688,965 
received, $1,969,769 


orders, $1,535,231; October—Orders received, $2.170.076 : shipments, $2 
130,498 ; unfilled orders, $1,406,117; November—Orders received, $1,975 
117; shipments, $1,885,505: unfilled orders, $1,.496.242 December—Or 
ders received, $2,454,277; shipments, $2,418,577; unfilled orders, $1,531,- 
05 

1926-—-January—-Orders received, $2,652,208 ; shipments, $2,434,205; un 
filled orders, $1,760,573 February—-Orders received, $2,272,555 ship 


OFFICE APPLIANCES 


re ceived, 
April 
$1,- 
un- 
shipments, 


ments, $2,183,048 unfilled orders, $1,833,862 March -Orders 
$2,289,276; shipments, $2,387,866; unfilled orders, $1,718,189 
Orders received, $2,356,403; shipments, $2,323,447; unfilled orders, 
576,103 May—Orders received, $2,464,457; shipments, $2,575,561 ; 
filled orders, $1,568,788 June—Orders received, $2,556,631; 
$2,605,502; unfilled orders, $1,535,166. July—Orders received, $2,283,- 
666; shipments, $2,149,546; unfilled orders, $1,668,989. August—Orders 
received, $2,298,526; shipments, $2,342,615; unfilled orders, $1,637,538 
September—Orders received, $2,419,554; shipments, $2,449,906; unfilled 
























orders, $4,613,823 October—Orders received, $2,614,780; shipments, $2,- 

2.997: unfilled orders, $1,687,319 November—Orders received, $2,603, 
l shipments, $2,734,540; unfilled orders, $1,547,540 December—-Or 
ders received, $2,802,325; shipments, $2,934,331; unfilled orders, $1,556, 
i104 

1927-January—-Orders received, $2,886,815; shipments, $2,730,714; un 
filled orders, $1,727,608 February-——Orders received, $2,771,477 ship 
ments, $2,686,419; unfilled orders, $1,803,500 March—-Orders received 
$3,021,915; shipments, $3,080,931; unfilled orders, $1,743,968. April 
Orders received, $2,750,877; shipments, $2,849,536; unfilled orders, $1, 
645,599. May—Orders received, $2,381,369; shipments, $2,528,672; un 
filled orders, $1,597,944. June—Orders received, $2,369,244; shipments, 


July—Orders received, $2,091, 
$1,507,120. August—Orders 





$2,519,512; unfilled orders, $1,469,071 
804; shipments, $2,040,209; unfilled orders, 








received, $2,381,889; shipments, $2,474,854; unfilled orders, $1,412,244 
September—Orders received, $2,367 shipments, $2,218,602; unfilled 
orders, $1,557,988 October—Orders received, $2,410,552; shipments, $2,- 
557: unfilled orders, $1,574,461. November—Orders received, $2,476,- 
shipments, $2,856,181; unfilled orders, $1,577,410. December—Or 

ders received, $2,850,314; shipments, $2,740,602; unfilled orders, $1,413,- 














H02 

1928—January—Orders received, $3,248,165; shipments, $2,712,663 ; un 
filled orders, $2,000,450 February—Orders received, $3,295,861; ship 
ments, $2,908,306; unfilled orders, $2,389,306. March—Orders received 
$3,283,329; shipments, $3,169,351; unfilled orders, $2,511,518. April 
Orders received, $2,915,344; shipments, $3,065,637; unfilled orders, $2, 
S59 877 May—Orders received, $3,085, shipments, $3,213,291; un 
filled orders, $2,232,594. June—Orders received, $2,764,085; shipments, 
£3,009.239: unfilled orders, $1,992,665. July—Orders received, $2,594, 
216; shipments, $2,515,482; unfilled orders, $2,071,553. August-—Orders 
received, $2,619,234; shipments, $2,564,638; unfilled orders, $2,118,423 


$2,689,009; shipments, $2,754,135; unfilled 
Orders received, $3,184,100; shipments, $3 


September Orders received, 


















orders, $2,061,856 October 
155,353; unfilled orders, $2,089,956 November—Orders received, $2,675 
664; shipments, $2,854,312; unfilled orders, $1,916,890. December — Orders 
received, $3,610,645; shipments, $3,117,139; unfilled orders, $2,409,985 
1929 January——-Orders received, $3,905,906; shipments, $3,625,533 ; un 
filled orders, $2,579,055 February——-Orders received, $3,060,290; ship 
ments, $3,242,581; unfilled orders, $2,408,258 March-—-Orders received, 
$2,883,716; shipments, $2,923,363; unfilled orders, $2,343,888. April Or 
ders received, $2,880,395; shipments, $2,844,938; unfilled orders, $2,379 
91 May-—-Orders received, $2,814,423; shipments, $2,783,992; unfilled 
orders, $2,400,734 June—Orders received, $2,530,723 shipments, $2 
584,539; unfilled orders, $2,320,642. July-——Orders received, $2,559,991 ; 
shipments, $2,624,552: unfilled orders, $2,240,260 August —Orders re 
ceived, $2,517,725; shipments, $2,482,594; unfilled orders, $2,171,493 















Orders received, $2 S shipments, $2 2,535; unfilled 





September 1s, 

orders, $2,067,742 September—-Orders received, $2,290,133; shipments, 
$2,333,984 unfilled orders, $2,055, October—Orders received, 
848.741: shipments, $2,983,615; unfilled orders, $2,059,474 November 
Orders received, $2,900,452; shipments, $2,631,079; unfilled orders, $2 
45,471 December—-Orders received, $2,5 shipments, $2,781,610; 





unfilled orders, $2,166,610 
1930—January—Orders received, $2,298,735; 
filled orders, $1,798,624 February—Orders 
ments, $2,485,544; unfilled orders, $1,771,145 
$2,627,339; shipments, $2,726,519; unfilled orders, 
Orders received, $2,523,746; shipments, $2,427,006 ; 
680,003 May—-Orders received, $2,310,398; 
filled orders, $1,651,456. June—Orders received, 
$2,123,441; unfilled orders, $1,264,934 


35 un 
ship 


shipments, $2,883,8° 
received, $2,085,053 
March— Orders received, 
$1,589,770 April 
unfilled orders, $1 
shipments, $2,342,097; un 
$2,005,940; shipments, 





Shelving 

1924--September—Orders received, $415,163; shipments, $471,890; 
filled orders, $334,485 October——Orders received, $681,364; shipments, 
$595,157: unfilled orders, $327,455 November—Orders received, $526,- 
707; shipments, $549,120; unfilled orders, $469,315 December—Orders 
received, $596,934; shipments, $650,923; unfilled orders, $364,813 

1925—-January—Orders received, $2,206,952; shipments, $517,363; un- 
filled orders, $361,268. February—-Orders received, $539,286; shipments, 
$443,514; unfilled orders, $453,358 March—Orders received, $606,754; 
shipments, $539,972; unfilled orders, $515,434. April—Orders received, 
$566,834; shipments, $650,769; unfilled orders, $436,048. May—Orders 
received, $523,426; shipments, $549,272; unfilled orders, $372,296. June 

Orders received, $501,182; shipments, $482,187; unfilled orders, $398,- 
August—Orders received, $516,694; shipments, $452,716; unfilled 


un- 














lers, $447,255. September—Orders received, $624,676; shipments, $542,- 
unfilled orders, $511,689. October—Orders received, $730,911; ship- 
ments, $692,471; unfilled orders, $626,933 November—Orders received, 





$574,905; unfilled orders, $739,831 December—Or- 
shipments, $788,461; unfilled orders, $570,941. 
received, $580,948; shipments, $577,364; un 
filled orders, $583,415. February——Orders received, $656,029; shipments, 
$603,144; unfilled orders, $633,545 March—Orders received, $583,701; 
shipments, $726,413; unfilled orders, $604,991 April—Orders received, 
$704,432; shipments, $699,370; unfilled orders, $570,693 May—Orders 
received, $578,364; shipments, $617,260; unfilled orders, $587,310. June 
Orders received, $603,915; shipments, $601,913; unfilled orders, $553,- 
660. July—Orders received, $600,904; shipments, $531,361; unfilled or- 
ders, $602,134 August—Orders received, $506,324; shipments, $545,901; 
unfilled orders, $662,148 September—-Orders received, $707,082; ship 
nents, $588,096 unfilled orders, $790,426 October—Orders received, 
$591,652; shipments, $639,780; unfilled orders, $745,364 November—Or- 


$686,814; shipments, 
ders received, $620,947 ; 
1926—-January—Orders 








ders received, $573,957; shipments, $583,488; unfliled orders, $730,846 
December-——Orders received, $561,979; shipments, $621,773; unfilled or- 
ders, $607,656 

1927—-January-——Orders received, $576,377; shipments, $555,996; un- 
filled orders, $623,355 February—Orders received, $6 $; shipments, 
$607,622: unfilled orders, $675,201 March—Orders received, $689,964; 
shipments, $690,783; unfilled orders, $678,53 April—Orders received, 
$621,888; shipments, $677,745; unfilled orders, $627,266. May—Orders 
received, $686,144; shipments, $585,397; unfilled orders, $731,157. June 

Orders received, $638,485; shipments, $657,927; unfilled orders, $710,- 
300. July—Orders received, $534,875; shipments, $656,584; unfilled or- 
ders, $679,309. August—Orders received, $592,353; shipments, $604,107; 
unfilled orders, $668,621. September—Orders received, $607,905; ship- 


SEPTEMBER, 1930 


ments, $531,154; unfilled orders, $737,723. October—Orders received, 
$551,239; shipments, $619,293; unfilled orders, $665,790. November—Or- 
ders received, $574,763; shipments, $590,764; unfilled orders, $650,908. 
December—Orders received, $619,276; shipments, $577,910; unfilled or- 
ders, $605,809. 
1928—January—Orders received, 
filled orders, $679,745. February 
$681,999; unfilled orders, $743,376. 


$768,748; shipments, $680,264; un- 
Orders received, $741,310; shipments, 
March—Orders received, $841,098 ; 
Orders received, 


shipments, $831,607; unfilled orders, $774,947. April 
$740,658; shipments, $716,104; unfilled orders, $793,903. May—Orders 
received, $732,921; shipments, $768,562; unfilled orders, $752,512. June 


Orders received, $737,060; shipments, $720,253; unfilled orders, $729,- 
310. July—Orders received, $713,330; shipments, $722,516; unfilled or- 
ders, $705,657. August—Orders received, $863,422; shipments, $836,105 ; 
unfilled orders, $734,367. September—Orders received, $799,850; ship- 
ments, $678,422; unfilled orders, $753,813. October—Orders received, 
$958,726; shipments, $953,804; unfilled orders, $760,104. November 
Orders received, $875,354; shipments, $915,640; unfilled orders, $720,- 
888. December—Orders received, $828,555; shipments, $791,376; unfilled 
orders, $757,429. 

1929—-January—Orders received, $1,099,575; shipments, $901,970; un- 
filled orders, $819,420. February—-Orders received, $919,557; shipments, 
$974,305; unfilled orders, $765,541. March—Orders received, $1,145,632 ; 
shipments, $1,109,876; unfilled orders, $801,643. April—Orders received, 
$1,095,329 ; shipments, $1,131,362 ; unfilled orders, $765,484. May—Orders 
received, $1,120,990 ; shipments, $989,120; unfilled orders, $897,361. June 

Orders received, $949,553; shipments, $910,534; unfilled orders, $934,- 
834. July—-Orders received, $939,057; shipments, $867,496; unfilled or- 
ders, $999,328. August Orders received, $931,468; shipments, $899,- 
947; unfilled orders, $1,041,309. September—Orders received, $732,020; 
shipments, $689,347; unfilled orders, $807,529. October—-Orders received, 
$927,578; shipments, $979,236; unfilled orders, $1,014,754. November 
Orders received, $801,223; shipments, $859,697; unfilled orders, $950,437 
December—Orders received, $735,452; shipments, $856,011; unfilled or- 
ders, $823,870. 

1930-——January—Orders received, 
filled orders, $696,647. February 


$707,719; shipments, $659,174; un- 
Orders received, $750,062; shipments, 
$667,629; unfilled orders, $776,797. March—Orders received, $839,189; 
shipments, $812,080; unfilled orders, $807,596. April-——-Orders received, 
$796,100; shipments, $814,706; unfilled orders, $782,460. May—Orders 
received, $725,243; shipments, $751,521; unfilled orders, $753,976. June 
Orders received, $698,928; shipments, $705,041; unfilled orders, $745,- 
SSL. 
ee 
Polish Market for Office Appliances 


Commerce Reports] In keeping with the general economic development 
of Poland, the market for office equipment and appliances has shown con- 
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siderable expansion during recent years. Low grain prices have affected 
adversely = since the middle of 1929, but it is believed that the 
tendency toward the modernization of office methods and equipment will 
be continued as soon as business conditions begin to show definite signs 
of improvement. 

The demand for typewriters increased considerably up to the middle of 
1929 as a result of their more general use in public Offices and because 
of the growing demand for commercial training in the schools. Official 
statistics show that during 1927 Poland imported typewriters amounting to 
1,202 metric quintals, valued at 3,881,000 zlotys. During 1928, imports of 
2.430 metric quintals valued at 7,570,000 zlotys were recorded, and during 
1929, 1,797 metric quintals valued at 5,101,000 zlotys [one zloty equaled 
$0.1128 United States currency in 1927, $0.1120 in 1928 and $0.1119 in 
1929]. American machines account for nearly eighty-five per cent of the 
direct imports of typewriters; German machines rank second with only 
six per cent of the trade, and Austria third with about five per cent. 
Domestic manufacture is still in the experimental stage. No important 
business has yet been done in Poland with rebuilt or ‘‘rough’’ machines, 
but since the business depression dealers report that sales of such ma- 
chines have been increasing at the expense of new typewriter sales. Polish 
workshops with hand labor can satisfactorily finish off rough machines at 
comparatively low prices. 

Warsaw representatives of foreign adding and calculating machines re- 
port satisfactory business, but that it is below the level of a year ago. 
More than sixty per cent of the machines sold are small and medium sized 
models, and prospects for this type, if simple in construction and easy to 
operate, are said to be encouraging. Terms of payment, however, cannot 
be too rigid, since local dealers must sell office appliances on credits 
ranging up to twelve months. 

There is also a good potential market in Poland for cash registers, and 
as a result of vigorous salesmanship the volume of sales is being held at 
a satisfactory level. In this line, also, payment terms are an important 
factor. 

During 1927 Poland imported 432 quintals of calculating machines and 
cash registers, valued at 2,335,000 zlotys; in 1928, 735 quintals valued at 
4,031,000 zlotys ; and for 1929, imports of 930 quintals valued at 4,395,000 
zlotys were shown. The United States was again the principal supplier, 
with fifty-four per cent of the trade, followed by Sweden with twenty 
per cent, Germany with fourteen per cent, and Austria with nine per cent. 

While relatively small at present, it is anticipated that sales of address- 
ing and duplicating machines will expand rapidly when business con- 
ditions improve. Imports of addressing and duplicating machines in 1927 
were valued at 288,000 zlotys, as compared to 338,000 in 1928 and 396,000 
zlotys in 1929. Great Britain was the principal supplier of this type of 
office appliances, taking seventy-three per cent of the trade, with Austria 
having thirteen per cent, and Germany twelve per cent. Direct imports 
from the United States were very small. 











1,769,445. Combination desk and telephone 1,770,761. Telautograph. George 8. Tiffany, 
holder. John Martin, Toronto, Ontario, Canada. Summit, N. J. Filed April 11, 1928. Granted 
Filed May 25, 1929. Granted July 1, 1930. PATENTS July 15, 1980. Serial No. 269,126. 

Serial No. 365,948. 1,770,793. Visible Card File. Luigi Lombard- 

1,769,484. Window _ ventilator. Fred A ini, Turin, Italy. Filed November 26, 1927. 


Filed September 12, 1929 
Serial No. 392,086. 
Edward Groz, Dysart, 


Bailey, Omaha, Nebr. 
Granted July 1, 1930. 
1,769,572. Pencil. 


Copies of patents herein listed can be ob- 
tained from the Commissioner of Patents, 
Washington, D. C., for ten cents each in 


Granted July 15, 1930. Serial No. 235,957, and 


in Italy April 19, 1927. 
1,770,836. Filing device. Charles Boote, 


Iowa. Filed February 15, 1929. Granted July 1, cash, postoffice money orders or certified Jacksonville, Fla. Filed September 24, 1928. 

1930. Serial No. 340,085. check, Stamps and personal checks not (ranted July 15, 1930. Serial No. 308,008. 
1,769,595. Carbon sheet carton. George Gar accepted. 1,770,914. Card holder. Frederick C. Diven, 

wood Neidich, Nutley, N. J. (assignor to Neidich Seattle, Wash. Filed May 31, 1928. Granted 

l’rocess Company, Burlington, N. J., a corpora- 1.770.424. Stam ac Sdear J »n- July 22, 1930. Serial No. 281,744. 

tion of Delaware). Filed January 19, 1928. jeimer’ Chicago, Ml. Filed: March 7. 1929. 1,770,919. Numbering machine. William F. 

Granted July 1, 1930. Serial No, 247,779. Granted July 15, 1930. Serial No. 345.202. Haupt, Orange, N. J. (assignor to The Bates 
1,769,649. Filing device. Leonard Clayton 1,770,661. Telephone book holder. Maude Manufacturing Company, West Orange, N. J., 


Ridge, Toronto, Ontario, Canada. Filed August 
2, 1926. Granted July 1, 1930. Serial No. 126,- 1928. 
580. 063. 
1,769,718. Typewriter machine. Jesse A. B 1,770,697. 
Smith, Stamford, Conn. (assignor to Underwood Tokyo, Japan. 


Stencil 


Elliott Fisher Company, New York, N. Y., a July 15. 1930. 

corporation of Delaware). Filed April 28, 1928 1,770,733. Summary 

Granted July 1, 1930. Serial No. 273,452 autographic registers. 
1,769,885 Fastener for pin tickets. Frank Williamsport, Penn. 


Magidson, Pittsburgh, Penna. (assignor to Pitts- 
burgh Tag Company, Pittsburgh, Penna., a cor 
poration of Pennsylvania). Filed April 5, 1928. 


Granted July 15, 1930. 


Roderick, Newberry, Penna. 
Granted July 15, 1930. 


Filed October 8, 1927. 
Serial No, 225,028. 

register attachment for 
Francis L. 
Filed 
Serial No. 271,017. 


Filed October 30, | @ Corporation of New Jersey). Filed January 4, 


Serial No. 316,- 1928. Granted July 22, 1930. Serial No. 244,- 

397. 
sheet. Shinjiro Horii, 1,772,030. Manifolding sales book. Edward 
Granted Kirby Bottle, Elmira, N. Y. (assignor to Ameri- 


can Sales Book Company, Limited, Toronto, On- 
tario, Canada, a corporation of Ontario, Can- 
ada). Filed September 14, 1921. Granted Au- 
gust 5, 1930. Serial No. 500,495. 
1,772,031. Manifolding sales book. Edward 
Kirby Bottle, Elmira, N. Y. (assignor to Ameri- 
can Sales Book Company, Limited, Toronto, On- 
tario, Canada, a corporation of Ontario, Can- 


Cottringer, 
April 18, 1928. 





Granted July 1, 1930. Serial No. 267,612. 





1,770,062. Pencil sharpener. Carl H. Blom- 
tren, Spokane, Wash. Filed June 12, 1928 
Granted July 8, 1930. Serial No. 284,855. 

1,770,080. Autographie register. Howard W 
Lewis, Newark, N. J. Filed January 4, 1928 
Granted July &, 1930 Serial No. 244,464. 

1,770,119 Filing shelf Charles Zimmerli, 
Rochester, N. Y.; Security Trust Company, Roch- 
ester, N. Y., and Sadie A. Zimmerli executors 
of said Charles Zimmerli, deceased. Filed Sep- 


The SERVICE BUREAU of 

Office Appliances is for the 

Exclusive Use of Subscrib- 
ers and Advertisers 


In the execution of its various com- 


ada). Filed September 14, 1921. Granted Au- 
gust 5, 1930. Serial No. 500,496. 

1,772,032. Manifolding sales book. Edward 
Kirby Bottle, Elmira, N. Y. (assignor to Ameri- 
can Sales Book Company, Limited, Toronto, On- 
tario, Canada, a corporation of Ontario, Can- 
ada). Filed May 23, 1922. Granted August 5, 
1930. Serial No. 562,957. 

1,772,033. Manifolding sales book. Edward 
Kirby Bottle, Elmira, N. Y. (assignor to Ameri- 
can Sales Book Company, Limited, Toronto, On- 


tember 11, 1928. Granted July 8, 1930. Serial 

No. 305,165 a ee oe ae Pe tario, Canada, a corporation of Ontario). Filed 
1,770,160. Typewriter. William Pendleton answere be paresmal letters a te May 23, 1922. Granted August 5, 1930. Serial 

Lamar, Atlanta, Ga. Filed July 13, 1927 quiries upon matters germane to the No. 562,958. 

Granted July 8, 1930. Serial No. 205,485. field, it furnishes special reports upon 1,772,034. Manifolding book. Edward Kirby 
1,770,270 Combination punching and eye- articles of office equipment, supplies Bottle, Elmira, N. Y. (assignor to American 


letting machine. 
Filed August 16, 1928. 
Serial No. 299,984. 


Sidney H. Hart, Houston, Tex. 
Granted July 8, 1930. 


names of manufacturers of any article 
wanted, puts man and job together, 
prepares advertising copy, 
lists of desirable agents and dealers 


Sales Book Company, Limited, Toronto, Ontar:o, 
Canada, a corporation of Ontario). Filed April 
furnishes 7, 1923. Granted August 5, 1930. Serial No. 


1,770,304. Calculating device. Harry H. Fer- 630,580 
. : ~aee he . ‘ in nearl very country, aids foreign a + 
ris, Los Angeles, Calif. Filed December 13, Geoleen Tm seeatan 0. 0 4, eee 1,772,035. Manifolding book. Edward Kirby 
‘70a July 8, 1930. Serial No. 154,553. in many other ways performs useful Bottle, Elmira, N. Y. (assignor to American 
.770,326. Reporting machine. Robert J. service, all without charge. Subscrib- Sales Book Company, Limited, Toronto, Ontario, 


Speir, Takoma Park, Md Filed July 26, 1928 


ers in every land have made, and are 


Canada, a corporation of Ontario). Filed April 


Granted July 8, 1930. Serial No. 295,472. making, good use of this bureau; ; 
1,770,336. Lead pencil sharpener. Franz manufacturers in every section of the c, e. Guat At a See oe 

Gruber, Erfurt, Germany. Filed September 3, field have had evidence of the service. 50.508. 

1927. Granted July 8, 1930. Serial No. 217, Subscribers’ requests for catalogues to 1,772,051. Pencil. John P. Lynn, Chicago, 


177, and in Germany June 8, 1927. 

1,770,410. Price tag. Frederick Kohnle, Day- 
ton, Ohio (assignor to The Monarch Marking 
System Company, Dayton, Ohio, a corporation of 
Ohio). Filed February 20, 1929. Granted July 


bring their files up to date, or to re- ll. 
lace the file in case of fire or other 
orm of destruction, are 
in a bulletin which 
quently to leading manufacturers. 


Dur-O-Lite Pencil Company, 
Filed 
Granted August 5, 1930. Se- 


calendar. Manuel F. 


(assignor to 
Chicago, Ill., a corporation of Illinois). 
August 1, 1927. 
rial No. 209,656. 


1,772,112. 


broadcast 
is mailed fre- 





Perpetual 











15, 1930. Serial No. 341,443. 





Alameda, Calif. Filed November 14, 


Rose, 
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1928 Granted August 5, 1930 Serial No Filed July 20, 1928. Granted August 12, 1930 roe Calculating Machine Company, Inc., Orange, 

319,229 Serial No. 294,110 N. J., a corporation of Delaware) Filed Au- 
1,772,129 Telephone mouthpiece sterilizer ,772,567. Loose leaf binder. Norman Clay gust 12, 1929. Granted August 12, 1930. Serial 

George L. Clare, Chicago, Ill. Filed April 17, baugh De Loss, Cleveland Heights, Ohio. Filed No. 385,161. 

1929 Granted August 5, 1930 Serial No November 13, 1926. Granted August 12, 1930 1,773,098. Typewriting machine. Gustave O. 

355,792 Serial No. 148,163 Degner, New York, N. Y. (assignor to Royal 

.772,154. Visible record file. Robert Martin, 1,772,608. Fountain pen. Frank J. Kristofek, Typewriter Company, Inc., New York, N. Y., a 
Berlin-Charlottenburg, Germany Filed August St. Paul, Minn. (assignor to Brown & Bigelow, corporation of New York) Filed December 12, 
15, 1927. Serial No. 213,003, and in Germany St. Paul, Minn., a corporation of Minnesota) 1927. Granted August 19, 1930 Serial No 
August 26, 1926. Granted August 5, 1930 Filed April 25, 1925. Granted August 12, 1930 239,490. 

1,772,180. Card picker Eugene A. Ford, Serial No. 25,850. 1,773,145. Calculating machine. Ernst Kass- 
Searsdale, N. Y (assignor to The Tabulating 1,772,610 Inkstand and pen filler. Adolph ner, Berlin, Germany. Filed January 8, 1927 
Machine Company, Endicott, N. Y., a corpora Langsner, Chicago, Ill. (assignor to Eugene Serial No. 159,771, and in Germany March 8, 
tion of New Jersey). Filed November 23, 1928 Dietzgen Company, Chicago, lll., a corporation 1926. Granted August 19, 1930 
Granted August 5, 1930. Serial No. 321,291 of Delaware). Filed December 14, 1927 1,773,151 Method of making sales books 

1,772,280. Combination envelope. Charles W Granted August 12, 1930. Serial No. 239,895 Ernest George Nixon, London, England (as- 
Fraser, Toronto, Ontario, Canada (assignor to 1,772,628 Fountain pen Rockel Alexander signor to American Sales Book Company, Lim- 
The George Everall Company, Limited, Toronto Fritsch, Chicago, Ill. (assignor to John Lawrie, ited, Toronto, Ontario, Canada, a corporation 
Canada) Filed October 6, 1928. Granted Au Chicago, Il.) Filed June 20, 1927. Granted of Ontario, Canada). Filed January 13, 1928 
gust 5, 1930. Serial No. 310,763 August 12, 1930. Serial No. 200,280 Serial No. 246,498, and in Great Britain Jan- 

1,772,309 Pencil Villehad Henrik Fross 1,772,768. Tabulating mechanism of typewrit- uary 18, 1927. Granted August 19, 1930 
man, Cologne-on-the-Rhine, Germany Filed De ing machines. Ernest William Bache and John 1,773,300. Filing cabinet Isaac Slater Call, 
cember 20, 1929 Serial No. 415.549. and in Grice, West Bromwich, England (assignors to Savannah, Ga. Filed March 25, 1929. Granted 
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No. 1,771,563. Duplicating with the aid of stencils; patented July 29. No. 1.772.401. Glue and paste spreader; patented August 5, 1930, by 


1930, by David Gestetner, Tottenham Hale, London, England (assignor to Overton W. Pendergast, Terre Haute, Ind. Serial No. 294,221. 

O. Gestetner, Limited, London, England). Serial No. 236,590. No. 1,772,475. Temporary binder ; patented August 12, 1930, by Leon 
No. 1,771,740. Index system; patented July 29, 1930, by Miriam Zion, L. Allyn, Kalamazoo, Mich., and William A. Pool, Ridgefield Park, N. J. 

New York, N. Y. Serial No. 379,622. (assignors to Master-Craft Corporation, Kalamazeo, Mich.). Serial No. 


: hi , 406,228. 
. No. 1,772,129. Telephone-mouthpiece sterilizer; patented August 5, 1930, No. 1,772,492. Record sheet for tabulating machines: patented August 

y George L. Clare, Chicago, tll. Serial No. 355,792. , - - - 

nod 12, 1930, by Clair D. Lake, Endicott, N. Y. (assignor to The Tabulating 

No. 1,772,314. Caster; patented August 5, 1930, by William T. Hormes, Machine Company, Endicott, N. Y., a corporation of New Jersey). Serial 
Catonsville, Md. Serial No. 211,754. No. 294,110. 

No. 1,772,371. Clip for drawer pulls; patented August 5, 1930, by No. 1,772,868. Double-end pencil; patented August {2, 1930, by Charles 
Harry G. Specht, Fairfield, Conn. (assignor to The Bassick Company, R. Keeran, Chicago, tll. (assignor to Autopoint Company, Chicago, Ill., a 
Bridgeport, Conn., a corporation of Connecticut). Serial No. 204,498. corporation of Illinois). Serial No. 622,710. 

Germany November 19, 1927 Granted August George Salter & Company, Limited, West Brom August 19, 1930. Serial No. 349,819 
5. 1930 wich, England) Filed April 20, 1928 Serial 1,773,337 Map holder Lester P. Barlow, 

1,772,312 Envelope William B Hilbert No. 271,605, and in Great Britain June 21, Stamford, Conn Filed May 22, 1926. Granted 
Waukegan Il Filed February 16, 1929 1927. Granted August 12, 1930 August 19, 1930. Serial No. 111,072 
Granted August 5, 1930. Serial No. 340,539 1,772,868 Double end pencil Charles R 1,773,392. Calculating machine for all spe- 

772,314. Caster William T. Hormes, Ca Keeran, Chicago, Ill. (assignor to Autopoint cies Konrad Eichenauer, Neu-Rossen, near 
tonsville, Md. Filed August 9, 1927. Granted Company, Chicago, Ill., a corporation of Ili Merseburg, Germany (assignor to Rheinische 
August 5, 1930. Serial No. 211,754 nois). Filed March 5, 1923. Granted August 12, Metallwaaren-und-Maschinenfabrik, Dusseldorf 

772,371 Clip for drawer pulls Harry G 1930. Serial No. 622,710 Germany, a corporation of Germany) Filed 
Specht, Fairfield, Conn. (assignor to The Bas 1,772,926 Filing or index system Zemach July 21, 1927. Serial No. 207,426, and in Ger 
sick Company, Bridgeport, Conn., a corporation Auerbach, New York, N. Y Filed August 17, many November 18, 1926. Granted August 19, 
of Connecticut) Filed July 9, 1927 Granted 1925 Granted August 12, 1930 Serial No 1930 
August 5, 1930. Serial No. 204,498 70,676 1,773,421 Time recorder. James W. Bryce, 

1,772,401. Glue and paste spreader. Overton 1,773,025. Carriage shift control for calculat Bloomfield, N. J. (assignor to International Time 
W. Pendergast, Terre Haute, Ind. Filed July 20 ing machines. George C. Chase, South Orange, Recording Company of New York, Endicott, N 
1928. Granted August 5, 1930. Serial No. 294 N. J. (assignor to Monroe Calculating Machine Y., a corporation of New York). Filed May 12, 
221 Company, Inc., Orange, N. Y., a corporation of 1924 Granted August 19, 1930 Serial No 

1,772,475. Temporary binder. Leon L. Allyn, Delaware). Filed October 3, 1927. Granted Au 712,554 
Kalamazoo, Mich., and William A. Pool, Ridge gust 12, 1930. Serial No. 223,708 1,773,554. Loose leaf binder, card system file, 
field Park, N. J. (assignors to Master-Craft 1,773,026. Carriage shifting mechanism for or the like. Josef Einar Thureson, Stockholm, 
Corporation, Kalamazoo, Mich.) Filed Noven calculators George C. Chase, South Orange Sweden (assignor to Nya Aktiebolaget Galco, 
ber 11, 1929 Granted August 12, 1930. Serial N. J. (assignor to Monroe Calculating Machine Stockholm, Sweden, a joint-stock company) 
No. 406,228 Company, Inc., Orange, N. J., a corporation of Filed June 1, 1929. Serial No. 367,648, and in 

1,772,492 Record sheet for tabulating ma Delaware) Filed October 15, 1927 Granted Sweden October 4, 1927 Granted August 19, 
chines Clair D. Lake, Endicott, N. Y (as August 12, 1930. Serial No. 226,418 1930 
signor to The Tabulating Machine Company 1,773,027 Calculating machine George C 1,773,671 Envelope. Elmer D. Glass, Phila- 


Endicott, N. ¥ 1 corporation of New Jersey) Chase, South Orange, N. J. (assignor to Mon delphia, Penna Fiied January 23, 1928 
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MINTINGS 
A Page Dedicated to Progress 
Principle is defined in the dictionary as the fundamental truth of all things. Man's 


true progress comes through establishing these truths in his consciousness and direct- 
ing his thoughts, words and acts in accordance with principle. 


“Everything in nature contains all the 
powers of nature. Everything is made of one 
hidden stuff; as the naturalist sees one type 
under every metamorphosis, and regards a 
horse as a running man, a fish as a swimming 
man, a bird as a flying man, a tree as a rooted 
man. Each new form repeats not only the 
main character of the type, but part for part 
all the details, all the aims, furtherances, hin- 
drances, energies, and whole system of every 
other. Every occupation, trade, art, trans- 
action, is a compend of the world, and correla- 
tive of every other. Each one is an entire 
emblem of human life; of its good and ill, its 
trials, its enemies, its course and its end. And 
each one must somehow accommodate the 
whole man, and recite all his destiny.” —Emer- 
SON, 

a a 

“Joy is strictly mental. It is not concerned 
with persons, things, or situations. It is iden- 
tified strictly with thought. Our thoughts, our 
feelings, our reactions toward the external 
world cause us joy or sadness. We deal en- 
tirely with our own thought, impression and 
feeling, not with the state of external things. 
(me person may think of a thing as giving him 
sadness and another may think of the same 
thing as giving him joy. 

“We can see that if we place our thought 
upon a situation or the external phase of a 
thing, we can appear to become happy over it 
or depressed by it. Our thought alone governs 
the situation. 

“Since the character of our thought about 
things determines whether those things make 
us happy or unhappy, we find opened to us two 
doors to happiness: we can take the attitude 
that, since real happiness is found within, 
things do not have power over us; or we can 
realize that, by keeping our thought joyful, we 
shall always react to external things through 
the spirit of joy.”"—Unity Daily Word. 

* * * 

“Much of the dogma, the form, the cere- 
mony, the mere letter that has stood as re- 
ligion—and honestly, many times, let us be fair 
enough to say—this, thank God, is rapidly dy- 
ing out, and never so rapidly as it is today. By 
two methods it is dying. There is, first, a large 
class of people tired of or even nauseated with 
it all, who conscientiously prefer to have noth- 
ing rather than this. They are simply aban- 
doning it, the same as a tree abandons its 
leaves when winter comes. There is, second, 
a large class in whom the Divine Breath is 
stirring, who are finding the Christ within it 


all its matchless beauty and redeeming power. 
And this new life is pushing off the old, the 
same as in the spring the newly awakened life 
in the tree pushes off the old, lifeless leaves 
that have clung on during the winter, to make 
place for the new ones.”—Trine, “Jn Tune 
with the Infinite.” 
i a 
“Religion consists in the filial acceptation of 
the Divine Will whatever it be, provided we 
see it distinctly. Well, can we doubt that de- 
cay, sickness, death, are in the programme of 
our existence? Is not destiny the inevitable? 
And is not destiny the anonymous title of Him 
or of That which the religions call God? To 
descend without murmuring the stream of 
destiny, to pass without revolt through loss 
after loss, and diminution after diminution, 
with no other limit than zero before us—this 
is what is demanded of us. Involution is as 
natural as evolution. We sink gradually back 
into the darkness, just as we issued gradually 
from it. The play of faculties and organs, the 
grandiose apparatus of life, is put back bit by 
bit into the box. We begin by instinct; at the 
end comes a clearness of vision which we 
must learn to bear with and to employ without 
murmuring upon our own failure and decay. 
A musical theme once exhausted, finds its due 
refuge and repose in silence.”—Amiel’s Jour- 
nal, 
x * * 


THE CREED OF SCIENCE 


Ry Robert G. Ingersoll 





To love justice, to long for the right, to love 
mercy, to pity the suffering, to assist the weak, 
to forget wrongs and remember benefits—to 
love the truth, to be sincere, to utter honest 
words, to love liberty, to wage relentless war 
against slavery in all its forms, to love wife 
and child and friend, to make a happy home, 
to love the beautiful in art, in nature, to culti- 
vate the mind, to be familiar with the mighty 
thoughts that genius has expressed, the noble 
deeds of all the world, to cultivate courage and 
cheerfulness, to make others happy, to fill life 
with the splendor of generous acts, the warmth 
of loving words, to discard error, to destroy 
prejudice, to receive new truths with gladness, 
to cultivate hope, to see the calm beyond the 
storm, the dawn beyond the night, to do the 
best that can be done and then to be resigned 
—this is the religion of reason, the creed of 
science. This satisfies the heart and brain. 
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New Officers of National Association of 
Typewriter Dealers.—Top row, left to right: 
D. W. Boyce, Boyce Typewriter Service, 
Pueblo, Colo.; R. E. Huffman, Huffman 
Typewriter Company, Aberdeen, S. D.; Leo 
Adler, Cleveland Calculating Company, 
Cleveland; Elmer R. Spencer, Buffalo Type- 
writer Company, Buffalo, and W. T. Corney, 
Thomas & Corney, Toronto, all directors. 
Bottom row; Mrs. J. I. Taylor, Globe Type- 
writer Exchange, New York, director; James 
P. Ward, Chicago, president; P. E. Kinnisten, 
Chicago, secretary; Lamont H. Wood, Mid- 
west Typewriter Company, Kansas City, 
Mo., director. In addition to the foregoing, 
other directors elected are H. J. Williams, 
Williams’ Iowa Supply Company, Iowa 
City, Iowa; W. J. King, King’s Typewriter 
Service, Indianapolis; Fred W. Hock, Ameri- 
can Typewriter Company, Pittsburgh, and 
B. F. Schweiss, Fletcher Typewriter Com- 
pany, St. Louis. Mr. Williams, Mr. King 
and Mr. Hock attended the convention 
but were not available when the picture 
was made. Mr. Schweiss was unable to 


attend. 
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SPEND: 


By Glen Buck 


“You can’t expect to sell the products you make, or help to make, unless you 
buy the products that others make. 

“When you acquire more clothes, furniture, radios, motor cars, the millions of 
people who contribute to the making of clothes, furniture, radios, motor cars, will 
have more money to spend for your products, or your time. 

“Prosperity is entirely a matter of co-operation. 

“A nation of hoarders is a poor nation always. 

‘“ America has had unprecedented prosperity because she has succeeded in turn- 
ing more raw material into useful and beautiful commodities than any similar num- 
ber of people that ever aspired to wealth. 

‘America has been able to produce more because she has succeeded in creating 
a real need for more. 

“Our luxuries of yesterday have become the necessities of today—thanks to 
the education of advertising. 

“We have much because we have spent much. 

‘No howling calamity in Wall Street can possibly do the harm that is bound to 
come if there is persistent decrease in the nation’s spending. 

“And no wiseacre in Washington knows how to make a law that will counter- 
act the stupidity of those who will not spend when the spending is most economi- 
cally right. 

“The muddle-minded economist who counsels cowardly hoarding and bone- 
headed buying in this crisis is an enemy of the public’s welfare—and his own. 

“If prosperity limps it has been kicked in the shins by those who have more 
power in their legs than in their heads. 

“It is time to be extravagant—within the limits of your means. 

“If you can afford to spend and do not, you are helping to break the circuit of 
power upon which your personal prosperity depends. 

“ “Let the other fellow spend, I'll save’ is a foxy philosophy of ruin. 

“The surest way to stop other people’s spending is to stop spending yourself. 
The disease is catching and becomes rapidly epidemic. A million men of no faith 
could wreck Heaven itself. 

“Prosperity ts co-operation. 

“And therein lies the whole solution of the problem. 

“Your income depends upon your outgo. Stop the one and the other will 
surely diminish. 

‘“‘America’s money and America’s man-power will not be kept at work unless 
we all spend now until it hurts.” 

Note.—We have hitherto referred to Mr. Buck as a master of epigram. In Mr. Buck's 
expression of a more or less generally accepted philosophy of material progress, one observes 
that each sentence conveys an impressive thought and may be detached from its accompanying 
text without losing any of its force—En. 


* From a copyrighted booklet issued by Glen Buck, Pittsfield Tower, Chicago, of which copies may be had 
upon request 
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SELLING 





In Which Are Presented 

Some Ideas and Suggestions 

Adaptable to Every Divi- 
sion of the Field 


we 
“Your Price Is Too High!’”’ 


—_ IUR price is too high.” 

Different salesmen react differently to that 
objection by the prospect. One goes up in the air 
at once. It is a criticism of his house and his prod- 
uct. “Of course,” he says, “if you want something 
cheap, we can’t supply it. Ours is a quality propo- 
sition and we can’t meet the prices quoted on in- 
ferior makes.” 

(Another Says, “You can't expect to buy our kind 
of goods for the prices some salesmen quote you on 
stuff that isn’t in the same class. You can’t get some- 
thing for nothing.” 

One of those salesmen has met the objection with 
declarations of what his company cannot do, The 
other has met it with statements of what the pros- 
pect cannot do. Both of them take negative atti- 
tudes. Both of them step back into a defensive posi- 
tion. Their attack loses force and they are under an 
immediate handicap. 

\nother salesman says, “Well, you know how it 
The highest quality you sell 
brings the highest price. The only exceptions t 
that rule are in cases like ours where the high 
quality is higher than the price and makes the price 
low by comparison.” Or, if the prospect is not en 
gaged in selling, he may say, “Wherever you find 
high quality, you find the price has to correspond, 
though, in our case, you will find the quality has 
gone up faster than the price, so the price is really 


is in your business. 


comparatively low.” 
his last salesman makes no negative statements. 
He is not criticalin any way. He takes a positive at- 


titude He advances instead of backing up. He gives 


the prospect something more to think about than a 
mere claim of “Your price is too high.” He follows 
this up, drawing away from price. 

“You can always get a price that matches the 
quality you sell,” he says. “The General Motors 
people know the Buick is a good car, but they know 
they couldn’t sell it at Cadillac prices. But they can 
sell Cadillacs at the higher figures. And because 
three or four thousand is enough for a Cadillac, that 
doesn’t stop some men from paying fifteen thousand 
for a Rolls-Roy ce. 

“It is like that in office furniture. These steel 
desks are not really high priced. They are high 
quality desks moderately priced. There is nothing 
tinny about them. They have great strength, 
strength enough to stand up under any service you 
give a desk. They are perfectly rigid. The drawers 
and all operating parts work perfectly when new 
and they keep right on working that way. Heavy 
weight on the desk, or unevenness of the floor will 
not spring the frame and make drawers or roll-top 
stick.” 

The salesman who is not a price seller does not 
worry much about being told his price is too high. 
He knows it is not and he can prove it. He imme- 
diately sets about proving it. He knows that mere 
denial means nothing to the prospect. There must 
be demonstration, production of evidence, and he has 
the evidence. He can demonstrate his position. He 
knows his stuff. Price criticism means so little to 
him that it does not even irritate him, much less 
bring from him a retort that will make a difficult 
sale still more difficult. 


Competing With the Catalogue 


Hk SALESMAN was all a salesman should be 

in appearance and personality. He carried him- 
self with assurance. He evidently was proud of his 
position and confident of his ability. To the pros- 
pect who had clipped a coupon and sent it in, there- 
by expressing his interest in a certain make of steel 
office safes, he spoke about as follows: 

“Our company has been making steel safes for a 
long time. We are one of the oldest concerns in the 
business. The president’s father was a practical 
steel man and he designed a steel safe some years 
before we decided to market them. Our plant has a 

You 
Many 


capacity of so many thousand safes per year. 


will find them in use all over the country. 


Government offices are completely equipped with 


\s larg 


them. steel users for other work as well 


as for safes, we buy in large quantities and get the 
bottom price on all raw material and can keep our 
prices as low as any. We keep a full stock on hand 
and can ship immediately and our location gives us 
an advantage in the matter of freight rates. If you 
ever come to So-and-So City, I hope you will come 
out to the plant and go through it. It 1s modern and 
everything is planned with efficiency in mind and 
the whole force is loyal and every man is a co- 
operator. I believe our number four hundred and 
eight would fit your needs perfectly. I'd be glad to 
have your order to be shipped at any time you say.” 

‘That wasn't all that was said, but it gives a fair 
idea of the line of selling talk that salesman featured. 
Right there in that prospect’s office, on his desk, 

a a competing steel safe manu- 


lay catalogue of 
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facturer. This also had come as a result of a clipped 
coupon. It would probably be followed up by a 
salesman, but that is not the point I want to make. 
The point is that the catalogue received enough at- 
tention to insure its message getting across and here 
is something of the message the catalogue was offer- 
ing in competition with that of the salesman quoted 
above: 

“The vital records of your business need protec- 
tion. Accounts receivable and payable, production 
reports, plans, specifications, formulae, orders, vou- 
chers, lists of customers and stockholders, mailing 
lists of all kinds, insurance papers of course, and 
countless other items. Such things cannot be re- 
placed and insurance will not cover their loss. They 
must be kept safe. 

“Decide now that your business shall never be 
hampered nor wrecked by loss of its records. Our 
indestructible, entirely fireproof steel safes will guar- 
antee the safety of anything you want to protect 
from fire. Paper burns at 460 degrees Fahrenheit. 
These safes are tested up to 2,000 degrees and 
they must preserve records intact through that heat 
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maintained for four hours, soaking in an inferno. 

“We can supply safes with almost any desired in- 
terior capacity up to five feet high by three and a 
half feet wide. Compared with the old iron safes, the 
new steel safes are wonders of convenience and 
lightness at much lower prices. Let us quote you a 
price on the size fitted to your business and delivered 
right to the spot you want it placed on your prem- 
ises. Our salesman will be calling soon with the 
hope that you will ask him a lot of questions about 
the details of these remarkable safes.” 

Of course the catalogue said a great deal more, 
but it said it all very plainly and illustrated it with 
pictures. It lay there, making its appeal for atten- 
tion whenever the prospect’s mind was open to sug- 
gestion. 

This is not written to indicate, not even to inti- 
mate that a catalogue can or will do what a sales- 
man cannot, but only to suggest that sometimes 
the makers of printed salesmanship are better at 
choosing what selling points to present and how to 
present them. The salesman may learn from the 
catalogue. 


Is Your Salesmanship a Gate? 


s° MUCH has been said and written to urge 
salesmen to study salesmanship that some men 
have come to think of salesmanship as the end to be 
sought. 

Henry Ward Beecher once declared that a text is 
like a gate and that some preachers only swing back 
and forth on it while others enter through it. 

It is somewhat that way with salesmanship. Some 
salesmen study salesmanship diligently. They pry 
into its psychology. They investigate its technique. 
They swing back and forth on it. They make it an 
end, while others make it the means to an end—a 
gateway to bigger and better business. 

[ have had salesmen call upon me with something 
to sell when they seemed to be taking more pride in 
their selling methods, in their manner of presenting 
their proposition, than in what they were seeking to 
sell. 

They had evidently practiced until they were let- 
ter perfect. They knew all the things a salesman 
should avoid doing. They had learned how to do 
many of the things one should do. Their technique 
was a hundred per cent, but their selling was minus. 
They had studied salesmanship enough to know all 
about it, but they had forgotten to study their prop- 
osition. 

In order to make many sales, a man needs to know 
salesmanship, but it is more important that he know 
his proposition, his line, his products. If he cannot 


study both salesmanship and what he is selling, the 
latter ought to get his attention. One of the most 
successful typewriter salesman I ever knew, made 
sales because of his wonderful knowledge of his 
machine. His salesmanship was pretty nearly zero, 
but his sales were kept right up to boiling point. In 
other words, perhaps, he was a salesman, but didn’t 
know it. He was far ahead of the man who knew 
he was a salesman, but didn’t know how to prove 
it by making sales. 

I called in a district representative to help me in 
putting over a big sale of steel office equipment. He 
proved to be a man who knew everything about the 
making and installing of the equipment. He could 
answer every question and explain every problem 
and master every difficulty. He did know steel office 
equipment, but he knew so little of salesmanship 
that we nearly lost the sale. 

It is possible for a salesman to know his line so 
well that he will overcome the handicap of not know- 
ing salesmanship, but it will rarely happen that he. 
will know salesmanship so well that he can over- 
come the handicap of not knowing his stuff. 

Salesmanship is not a substitute for knowledge of 
the product, and knowledge of the product, be it 
never so perfect, will always be helped by knowl- 
edge of salesmanship. And the greater the salesman- 
ship knowledge backing up the other knowledge, the 
greater the sales. 


Application 


HIS is a period of evolution in many business 

lines. The sales methods that proved effective 

a decade ago are very apt to fail today. The new 
conditions require new methods. 

Everyone in these days knows that selling is not 

the development of conversation. <A sales force 


which reflects the unique, the individual qualities of 


a business, and passes them on to the public, is the 
force that will sell today. 

One such sales force is that of Stockwell and 
sinney of San Bernardino, Calif. In speaking of the 
training of his men R. H. Stockwell said, “The sales 
policy of our company is based almost entirely upon 
the idea of ‘growing’ salesmen to fit our needs. If 
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we could hire the kind of salesmen we want, our 
sales problem would be considerably lessened. But 
this is an utter impossibility. Therefore, we do the 
next best thing—we train our own. 

“In the first place we are careful in our selection 
of the type of men we train. They must have all 
the earmarks of keen, aggressive men who are trust- 
worthy and willing to learn—men who crave activ- 
ity and chafe under the restraint of work which is 
laid out by others. They must be mentally pliable, 
ambitious, resourceful, quick to respond to treat- 
ment, and, above all, courageous. I want a man who 
is like a piece of highly tempered steel that springs 
back when pressure is applied. 

“A salesman in our organization must be able to 
assume responsibility—to think for himself. 

“We have one creed for him to follow, and that 
is: Study, Application, and Work. The salesman 
must attend and take an active part in our weekly 
get-together meetings, study the books we supply 
him, and nose out the principle of our sales policy 
and apply it. The rest is work. 

“Practically every one of my nine salesmen are 
specialty salesmen, specializing in some particular 
line which we sell. We want our men to know more 
about the goods they are selling than their merits, 
for there must be more than quality of goods back 
of selling. 

“Here is where application comes in. Each sales- 
man must be able to apply the merchandise he is 
selling to the particular needs of the individual pros- 
pect. One of our men, let us say, sells adding 
machines. He must be able to do more than show 
a prospect that such a machine will make his work 
easier and save him time. He must be able to con- 
vince him that such a machine is indispensable to 
his business. 

“In order to do this, each salesman must under- 
stand the basic principles of business, and the type 
of forms most applicable to the various problems 
that may confront different customers. Suppose a 
customer's problem is credits and collections. The 
salesman who can show him a set of forms most 
applicable to his needs, and demonstrate the need of 
a suitable filing cabinet for them, and the necessity 
of accuracy such as only an adding machine can be 
depended upon to give—such a salesman makes a 
prospect forget that he is buying forms, file, and 
adding machine. He is thinking only that he is get- 
ting the things for himself and his business that are 
just what he wants. That is real salesmanship. 

“However, we do not consider that merchandise 
is sold when the order is signed and the goods are 
installed in the customer’s place of business. It 1s 
sold only when the customer’s immediate satisfac- 
tion becomes a lasting one through the type of serv- 
ice that he receives from his purchase. Thus it may 
be necessary for the salesman to help him apply his 
purchase to the advancement of his business, and to 
become accustomed to using it. 

“The firm who sells service will automatically sell 
The more distinctive the service is the 
greater will be the return all around. That is why 
we teach our men the necessity of being able to 
apply our merchandise to the needs of the individual 
consumer. Often I talk to a salesman on the side 
in an effort to instruct him in the application of our 
sales policy to his individual selling problems. But 


«’ . 
on rds. 


our best method of imparting this information is at 
our weekly get-together meetings. 
“A different basic business principle is studied at 
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each of these meetings. The subject is announced 
beforehand, and each salesman is expected to pre- 
sent in open discussion the application of his par- 
ticular line to the needs of some business man whose 
problem represents the particular principle that we 
are studying at that meeting. 

“In this way we periodically cover all the basic 
business principles that may be used by any busi- 
ness, and the application of our merchandise to its 
various phases. At these meetings we also discuss 
any sales difficulties that may have arisen during the 
previous week. Sometimes we present skits wherein 
one of us takes the part of a difficult customer to 
whom the others endeavor to make sales. This al- 
lows us to bring out certain points we want our 
salesmen to apply, and shows them that we are ca- 
pable of doing what we ask them to attempt to do. 

“The right kind of sales management boils itself 
down to the business of guiding and developing the 
thinking processes of men. It never directs their 
actions, as such a method always presupposes that 
the sales manager does the thinking for the sales- 
men—and that cripples their initiative and resource- 
fulness. 

“If there is one American characteristic that can 
be called universal, it is probably that of desiring to 
excel in a contest. For this reason we use this 
method constantly to stimulate our salesmen to 
greater sales efforts. We change the nature of our 
contests from time to time so as to add interest and 
variety. 

“We set a quota for each salesman which we feel 
sure that he can make. This quota is determined 
by past performance and by sales conditions at the 
time. There is usually some reward for those ex- 
ceeding it. This may take the form of one or two 
prizes for those getting the highest percentage; 
again it may be a bonus for all, or it may be the 
bestowing of some special privilege, or it may take 
some other form. But whatever the reward, I be- 
lieve that contests are undoubtedly the keynote to 
greater selling efforts. 

“We have a blackboard where we have the names 
of our salesmen listed along with the sales percent- 
ages. Mr. Binney’s and my name are also listed 
there and we expect our percentage to average with 
that of our salesmen. The fact that it does, despite 
the many demands on our time, favorably impresses 
the salesmen and shows them that we are the kind 
of employers that can say, ‘Come on, boys’ instead of 
‘(so on, boys.’ 

“What a concern has to sell and the way it is sold 
are tremendously important to the success of that 
firm. But I do not hold the theory that selling is the 
whole thing; experience has taught me otherwise, 
though I realize—perhaps because selling and sales 
management have always been my chief activities— 
that the success of a concern is dependent on the 
way its policies support its sales efforts. Which, 
undoubtedly, explains our reasons for devoting so 
much time to the study of the application of our 
merchandise to the individual needs of our trade.” 





Adding Machine Thefts in Cleveland 
According to a statement issued by Cleveland police, 
there is an average of two adding machines stolen a day 
from business houses in Cleveland. The only explanation 
offered is that they are sold to racketeers who use them in 


their business.—A. E. D. 





REMINDERS 


“One of the most valuable things a 
salesman can offer his customer—and 
one of the cheapest—Courtesy. 

‘Only a quitter gives up before he is 
absolutely compelled to do so. You 
never know when a turn for the better is 
just around the corner. 

“ When a salesman is satisfied to sell 
for a firm using antiquated methods and 
handling an antiquated line, it is only a 
question of time when he will become an 
antiquated salesman. 

‘Buyers have been known to change 
their minds, even after the order is 
signed. Don’t give them too many 
chances. 

“| When you base your selling argument 
on price, you put yourself in competi- 
tion with inferior lines sold at lower 
figures. 

“If some of the products you handle 
are slow sellers, it may be because they 
are lacking in appeal, but it may be be- 
cause you are not giving them their share 
of attention. 

‘| The salesman who takes it easy with 
the easy buyers is apt to take it easy also 
with the difficult buyers. He thinks the 
former will buy anyway. He thinks the 


latter will not buy anyway. He loses 
either way. 

‘| The only thing you can advantageous- 
ly do to get even with the competitor 
who knocks your goods is to say noth- 
ing at all about him or his goods. 

‘| When a new line is added to what 
you are expected to sell, accept the op- 
portunity. The addition is made to help 
business, not merely to give you more 
work to do. 

‘The salesman who thinks business 
magazines and trade papers can teach 
him nothing about his business is prob- 
ably right—but not for the reason he 
thinks. 

‘| The only good reason for putting off 
until tomorrow what you can do today 
is that tomorrow is a better day to do it. 
‘| Perhaps the customer who is a small, 
unimportant buyer may become a better 
buyer if you take pains to teach him how 
to make the best use of what he buys. 

‘| The salesman who all the time keeps 
on the watch for a good place to get 
“genuine imported Scotch” may know 
the addresses of the best speakeasies, 
but he won’t find the boss inviting him 
out to lunch. 


MAKE YOURSELF NECESSARY 


The success that is necessary to you depends upon your being necessary to someone else. 
“Make yourself necessary to the world and mankind will give you bread,” said Ralph 


Waldo Emerson. 


Therein lies the secret of success for any business—making its services or its products neces- 


sary to some portion of mankind. 


Some things mankind recognizes as necessities without any proof. There has been a great 
increase since Emerson’s day in the number of things we regard as necessities. There will be a 
further increase as we incline to greater comfort and luxury. 

Manufacturers who have put forth products that mankind had not previously known nor 
used have prospered because they were able to make mankind feel the necessity for them. 

The world lived and people were happy before the days of automobiles, phonographs and 
radios. These things would scarcely have been called necessities when they were frst coming 
into use. People in general did little to put them into the class of necessities. But the manu- 
facturers and distributors were able to stimulate their use until today the automobile is no 
longer a luxury, but ranks sare the first of necessities, and the phonograph and the radio have 


their places among the things t 


at cannot be spared. 


What men have done with these products, men can and will do with other products, and 
business in many lines is on its way to a more stable position because it is making itself neces- 


sary to mankind. 


Every retail merchant, every wholesaler, every manufacturer, has his chance to make him- 
self, his services, his merchandise, necessary to some part of the world. If he does it, he is 
assured of success. If he fails to make himself essential, mankind will be justified in refusing 


to supply him with sustenance. 


(Frank Farrington’s Business Talks) 


(All rights reserved) 
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DISPLAYS 





Helpful Thoughts ona Vital 
Phase of Merchandising En- 
deavor 


What Is the Stationery Retailer Justified in Spending 
on Special Displays? —ByS. K. Hargis, Retail Display 
Consultant 


N RECENT months, I have received perhaps a 

hundred letters from retailer clients on the sub- 
ject of special displays. Of these, about 17 came 
from retail stationers. Have also talked with many 
more stationers in regard to their display plans and 
And the topic of greatest interest is con- 
cerned with the proper budget which the stationer 
should allow for his own, special displays. There 
may have been a time when the stationer could rely 
almost exclusively upon the showing of his goods 
alone ; but, undoubtedly, that time has passed. True, 
he is getting a considerable quantity of good display 
material from manufacturers and suppliers for the 
mere asking but his competitors get pretty much the 
thing. 
to win a certain distinction for his store 
study his dis- 


methods. 


same 

So that, 
he must, to a greater or lesser extent, 
play problem from his own individual angle. This 
naturally leads to the important questions: what 
kinds of special displays serve best in stationery 
and how much should the stationery retailer spend 
upon his displays? 

Happily, there is reliable and interesting 
data upon this subject available. Unless the money 
diverted to special displays will bring in a definite 
and certain return on the investment, the stationer 
perhaps is not justified in making any such outlay 
at all. 

gut, it has been proved on numerous occasions 
that the right kind of special display WILL move 
stationery stocks faster and more profitably. 

Present day merchandising methods have estab- 
lished one point beyond any doubt. Merchandise of 
any kind sells today in proportion to the quality of 
the displ: 1) given it. If, in the earlier history of the 
trade, displ: 1y was merely a part of the routine busi- 
ness of shop operation, it no longer is so. Dealers 
have found that by presenting their offerings in in- 
teresting and attractive ways, sales increase and re- 
peat business is secured. Thus, we have ample proof 
that it pays to spend money on special displays, pro- 
viding the displays are of the right kind. 

What Is a Good Display? 
McLeod, Jr., of New York Uni- 


rood retail display more 


some 


Oliver Cromwell 
versity has perhaps defined g 


clearly than anyone else | know of thus: 
Color Selling point 
Proportion Human appeal 
Size Adaptibility to buyer’s needs 


Dimension Dramatization 

\rrangement Kducation 

(his is given in very brief form and represents 
the “points” or elements that must be present in 
most displays. 

Hlowever, we 


dealing here with the display 


budget that is justified in the average store as we 
find it in the trade. 

The best data available shows that approximately 
28% to 34% of the total business done by our stores 
is a direct result of window display. This, of course, 
is a very broad average. Some displays will produce 
75% of the business of a given day or week; some 
displays will fail to produce even 5% of current 
sales. But, let us say that 30% of the business you 
get comes as a direct result of your showings to the 
public, very little influenced by good will, advertis- 
ing or previous contact with the customer. 

lft display brings 30% of your sales, it certainly is 
well worth close study. It certainly is well worth 
an expenditure. But, how much? 

Let us say that you are doing $50,000 a year gross. 
Previous experience has shown that 5% of this gross 
can profitably be spent for special displays prov iding 
you rely exclusively or almost exclusively upon dis- 


play. li you also advertise, there must be a split 
with the display budget. 

Does this seem much? 

Not much at all—providing you are able to buy 
for it the kind of displays that increase sales. This 


means: 
(a) A definite display policy 
(b) Displays with regard to seasonal angles 
(c) Displays that have the buying urge 
(d) Striking displays that catch the eye 
(e) Display program planned to harmonize 
whole. 


asa 


How Business Grows 

So long as displays prove to be the chief drawing 
card in the trade, it cannot be said that 5% of gross 
is excessive. 

In one case, one of the really progressive retailers 
in the field gave a large portion of his personal at- 
tention to displays inside and outside of the shop 
His budget for 1928 included 3% of the normal year 
around $100,000. This appeared to be 
well justified. 

In 1929 he increased his display budget to 6% of 
his normal gross with the idea of seeing just how 
surely increased sales would result from improved 
display. Some of this budget went to a competent 
display expert, but for the most part it went to buy 
special materials and equipment for extra fine set- 


ly gre SS ¢ if 


ups. 

In 1929, this business showed an increase in gross 
sales of $14,600. While there was no possible way 
to credit window display s and store display s for this 
increase directly, it is the belief of the dealer that 
his improved displays were responsible for the in- 
crease, 

We cannot afford to lose sight of the fact that dis- 
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play is a living force in all retailing today. Many 
students of the subject attribute modern display 
methods to the vast increase in the personal NEEDS 
of the general public in the past “aa years. 

No retailer in the trade can afford to slight such a 
powerful profit-making force. And few of them are 
doing so. 

On every hand we see suppliers spending large 
sums on special display material which is passed 
out gratis to the retailer. More and more the largest 
concerns in the trade are increasing the amount and 
improving the quality of their retailer display helps. 
Having, as they do, enormous past experience of the 
most practical nature to base their judgment upon, 
isn’t it logical that the retailer can do as much on a 
smaller scale and to his own, individual advantage ? 


Mixing in the Displays 


The display material that the supplier furnishes 
you is the result of close study and considerable ex- 
Use it. But to get a certain distinction to 
your shop that the other fellow won't have, establish 
a fair rate of gross profit each year to be spent on 
carefully planned special and individual displays. 
And then follow through. 

Listen to one of the outstanding display experts 

f the country: 

“The average passerby spends just four seconds 
looking into your window. In that brief time the 
display succeeds or fails. The appeal must be so 
human, so direct that it taps an immediate flow 


pense. 


EFFECTIVE DECORATION 
OF THE WINDOW,” WITHOUT 
REGARD TO MERCHANDISING, 
WE SUBMIT THE PORTRAIT 
OF MICHIGAN’S “CHERRY 
GIRL.”’ When the State of 
Michigan held a Cherry Festival 
not long ago at Traverse City, 
Miss Signe E. Holmer was chosen 
Cherry Queen. When some town 
in Michigan holds a Peach Fes- 
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of interest in the customer. This can be done with 
proper co-ordination of color and ‘dramatization’ of 
the merchandise. ty 

lf your display costs a hundred dollars and makes 
buying urge impressions upon nine hundred people 
you have made a wise investment. If your display 
costs you ten dollars and makes a buying urge im- 
pression upon only ten people, you have made a poor 
investment. No one will deny that there is a dis- 
tinct limit to what the average retailer in the trade 
should spend on display. There is a point beyond 
which there can be no profit. There are limitations 
of space, location, and limitations of the particular 
feature you wish to make. This fair figure is some- 
where around 5% of the gross business of the pre- 
vious three years. 

Merely putting stocks on display fails to get the 
results that should be expected. When you restrict 
your displays to merchandise, you present a window 
that looks pretty much like all the windows about 
and certainly very much like competing windows. 
When you spend a little money and get a real selling 
punch into your display, your shop is bound to stand 
out, to be impressed upon the local public mind 


and to get a lot of sales otherwise lost. 

Good management plus the tendency today of the 
public to buy on sight demands that a fair invest- 
ment be made in good special display material. 
variably, 
going about the matter on a 


basis. 


In- 
the outstanding stores in the trade are 
liberal and systematic 


tival, we nominate Miss Holmer 
as Queen of that Order, too. Oh, 
yes ; we are told that Miss Holmer 
is an enthusiastic user of the 
Underwood portable typewriter, 
with which she doubtless answers 
her considerable correspondence 
We suspect that every day is like 
the day before Christmas to the 
mail carriers of Traverse City 








ow One Dealer Capitalized on Seasonal Interest in the 
Preparation of Effective Displays.—By Ursula Kelligar 


CCORDING to Old Man Almanac, Autumn 
begins September 23. Several days before that 
date stationers and office supply dealers should begin 
decorating their windows with Autumn-colored 


leaves, pumpkins, goldenrod, cat-tails and corn- 


stalks or such other natural articles as the fall sea- 
son brings to mind. At all times dealers should keep 
their windows attractive, but the results in the fall 
of careful treatment of window displays are likely 
to be particularly acceptable. 
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The first months of Autumn are the beginning of 
the football season, and students and teachers from 
surrounding towns visit the little city in which the 
writer lives. Students and teachers need typewrit- 
ers, typewriter supplies, school supplies and station- 
ery for their work, and many will buy or rent a type- 
writer and practically all of them purchase supplies. 
These people are kindly but critical, and | am very 
careful indeed how my windows look to this class of 
customers. 

In the fall, squirrels and nuts can be featured as 
part of the window decoration. People are always 
interested in these attractive, neat, active little ani- 
mals. The squirrels may be real or stuffed and the 
decorations should consist of nuts, real or artificial 
trees, etc. Of course, a live squirrel or two is most 
attractive, because everybody enjoys watching them 
eat nuts and envies their health and activity. When 
people stop to watch the squirrels they also read the 
signs in my windows and look at the merchandise | 
am showing. One time I filled the floor of my win- 
dow with nuts, put in some shrubbery of the strong- 
est kind and then turned two live squirrels loose in 
the window. While the window was trimmed this 
way, | put on a sale of typewriter supplies and placed 
the following signs prominently in the window: 

“All brands of typewriter ribbons and carbon 
paper this week at half price.” 

“As squirrels are gathering nuts for the winter, 
you should be wise and get typewriter supplies while 
they are so inexpensive.” 

“Don't be a nut by neglecting to buy your type- 
writer supplies when you can get them for so little.” 

This window got more attention than any of my 
windows ever did before and the sale was very suc- 
cessful. 

Buckeyes are supposed to be omens of good luck. 
Many people carry them when they are hunting or 
going on a journey or taking a business chance. 
Buckeye plants have repeatedly helped me decorate 
my window. I heap them up in a pile on the floor 
of my window and display them with all my brands 
of ribbon, carbon papers, type cleaners, social sta- 
tionery, etc. In a position in the window where it 
will be sure to be seen, I place a sign reading, “With 
each ribbon, box of carbon paper and bottle of type 
cleaner will be given free a box of stationery to the 
buyer who finds a buckeye in these typewriter sup- 
plies.” I find this to be a good way to advertise my 
social stationery. 

October 12 is the day on which America was dis- 
covered and throughout the land it is celebrated as 
Columbus Day. I always take advantage of this 
anniversary and decorate my windows prettily with 
flags and other patriotic articles. Sometimes I make 
the window look like a forest with a wigwam and 
tourist tent standing side by side in the middle with 
trees all about them. In front of these tents is a 
mirror that does duty for a lake, with three small 
toy ships on it that look as if they were coming 
toward the tents. In front of the wigwam I place 
a stone and a knife and some potatoes and ears of 
corn with a sign saying, “This is what the Indians 
wrote with in 1492 when Columbus discovered 
America.” In front of the tourist tent I placed a 
portable typewriter with a sign reading, “This is 
what American tourists write with today.” This is 
a timely display that helps materially in selling port- 
able typewriters. 

Theodore Roosevelt was born on October 27. This 
fact I make use of. He was a very wonderful and 
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interesting man and had many admirers who revere 
his memory. On this day I decorate my window 
with guns and patriotic articles. President Roose- 
velt was very fond of the Corona typewriter and car- 
ried one with him on his trip through Africa, so that 
October 27 is a good date for me to show the Corona, 
provided I hook it up with the fact that so distin- 
guished a man was born on that date.’ 1 put a picture 
of Roosevelt beside a Corona No. 3 and place a sign 
on the Corona reading, “The Corona and Roosevelt 
were buddies and he took it on his hunting trip 
through Africa.” 

All young people enjoy Hallowe'en and most peo- 
ple recognize the evening in some way or other. Just 
before Hallowe’en | decorate my window with ap- 
ples, pumpkins, black cardboard cats, cardboard 
witches, suggestions of ghosts and ears of corn. I 
show large and small typewriters, ribbons and some 
boxes of carbon paper. On the pumpkins are these 
signs: “We have the kind of carbon needed for 
making copies of games played at Hallowe’en 
parties.” 

“Rent a typewriter to make copies of games played 
at your Hallowe'en parties.” 

The window is lighted with candles which are put 
inside of pumpkins having faces cut in them. 

One other suggestion, and I have done. Several 
days before Armistice Day I decorate my windows 
with flags, guns, poppies, etc. Many Coronas were 
used by the soldiers in the war. I had a wax figure 
dressed as a soldier in the center of my window, 
holding a Corona with a sign reading: 

“The Corona is one of the strongest typewriters 
made. Hundreds of them went through the war un- 
hurt.” I displayed several of the gold medals that 
were won by the boys of this city in the war and 
placed a sign by each of them saying something to 
the following effect: “This medal was won by John 
Smith for an act of bravery in the World War. It 
was presented to him by Capt. Joe Lassen in 
France.” The names of all the boys who won the 
medals were also placed in windows. People stopped 
to read the notices and, of course, also observed the 
articles | was showing. 

These are but a few of the many ways in which 
one may take advantage of current events, anniver- 
saries, celebrations, etc., in effective decoration of 
the window. 


aeitetialtpenscicai 
“Friendly Fellows” in Third Edition 

The third and final edition of “Friendly Fellows,” issued 
by Sidney J. Burgoyne, Twenty-second street and AlI- 
legheny avenue, Philadelphia, is now off the press and will 
be ready for distribution about the end of August. 

The book consists of four hundred thirty-four pages and 
contains three hundred sixty-six poems in diary form. Sin- 
gle copies of the book are sold at $2. There is a discount 
of twenty-five per cent for lots of twelve; thirty-three and 
a third per cent for lots of fifty; forty per cent discount 
for lots of fifty to ninety, and fifty per cent for lots of one 
hundred or over. 

Mr. Burgoyne is the founder of “Friendly Fellows,” an 
organization promoted for the purpose of “seeking and 
finding the good in others” and supporting the creed—to 
not only live and let live, but to live and help live. 

The ideas expressed in the book are furnished by Mr. 
They verse by Evelyn Gage 


Burgoyne. were put in 


Browne. 
————__—~<—_ — — 
The only interesting people are those who have done 
something.—The Office Cat (The Richmond & Backus 


Company). 
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EDITORIAL 





How Far Can a Dog Run into the Woods? 
@@ In a broadside containing “A Message to Busi- 
ness Men,” Burton Bigelow, president of Burton 
Bigelow, Inc., merchandising counsel, Buffalo, N. 
Y., asks the question, “How far can a dog run into 
the woods?’ He answers by saying, “When a dog 
has run half-way into the woods—from then on he is 
running out!” 

The answer is reminiscent of the childhood tru- 
ism, “What goes up must come down.” For every 
action there is a compensating reaction. Business 
depression, which has been bruited so dismally, 
inevitably has a low point. When this point is 
reached, business will naturally rebound and be on 
the up-grade again. Mr. Bigelow says, “The so- 
called business depression didn’t start with the stock 
market crash in October. It was late in June or early 
in July, 1929, when this dog started into the woods. 
Most of us didn’t know he had gone in—but he had. 
And because he started in earlier, so also he is com- 
ing out sooner than we expect. We see beyond all 
doubt that business has reached the mid-point—that 
we are now on the way out of the woods.” 

Work is still the sovereign specific. Intelligent 
planning of sales campaigns and courageous execu- 
tion of the plans will help bring the dog out of the 
woods. The expending of energy to tell the world 
how poor business is has done and will continue to 
do much to retard the return of business prosperity. 
As Mr. Bigelow points out, it is time to “hold a 
shirt-sleeve meeting: lay hard-hitting plans 
and then—just go to work!” 
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This Month’s Special Department of Export 
Suggestion 

S4Elsewhere in the present issue of Office Appli- 
ances will be found a special section for the particu- 
lar attention of manufacturers who are interested in 
export trade. We recommend that each one of the 
articles in that section be read by office appliance 
exporters, for the suggestions cover a considerable 
scope of activity and represent the viewpoints of 
dealers abroad in many parts of the world. The sec- 
tion shows the dealers face to face with the problems 
they have to solve before they themselves can bal- 
ance their books with a profit at the year’s end. 
Without such a culmination, efforts to extend ex- 
ports will be fruitless ; but with it neither prejudice, 
nor tariff, nor any other obstacle apart from actual 
calamity will prevail to stem the rising tide of inter- 
national commerce. 

Many of the letters received from abroad in re- 
sponse to Office Appliances’ interrogations came 
from dealers who are well satisfied and happy in 
their associations with manufacturers in the United 
States. Obviously, such replies contained little if 
any criticism or suggestion. Those dealers who are 
associated with American houses which give the 
same sound judgment, painstaking care and sincere 
good will and courtesy—in short, the same good 
common sense—to their relations with dealers 


abroad that they practice in their relations with their 
dealers at home encounter no criticism. Honest coop- 
eration is the most superior lubricant known. It 
implies a state of mind which is open to the under- 
standing and interpretation of facts—which receives 


advice with courtesy, applying that which is sound, 
and in the kindliest spirit rejecting that which is 
inapplicable to conditions existing. —Those who thus 
cooperate never close the door to progress, for the 
way to negotiation and discussion is always open by 
reason of the fact that there exists a common desire 
between exporter and importer to find and abide by 
the methods which shall profit both. Dealings be- 
tween men where one or the other must part with 
his self-respect are seldom of long duration. 

Many of the letters received from dealers abroad, 
however, come from those who have encountered dif- 
ficulties in their relations with manufacturers here, 
and the record of errors disclosed is fairly long and 
well worth study by those who feel that they are not 
reaping from the export fields the number of sheaves 
which the merits of their machines or appliances 
deserve. An examination of the several articles in 
this special section may disclose the reason for fail- 
ure. Most of the recommendations are sound and 
all are marked by sincerity and a desire to promote 
international trade and amity. A number of the 
letters give information regarding the countries of 
the writers which exporters to those countries must 
understand before they can proceed with reasonable 
assurance of success. 

A perusal of the special section herein brings re- 
newed emphasis to the advice of the Acme Card 
System Company of Chicago. This advice comes 
as the result or moral of a well-considered and well 
written booklet on “Profit Building Through Man- 
agement”: 

“Know the facts. 
“Know all the facts. 
“Know all the facts at the right time.” 
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Pyroxylin Pencils Achieve Census Eminence 
@@On another page is a report of preliminary 
figures of the census of manufactures covering lead 
pencils produced in 1929. The figures given are in- 
teresting ; but one of the matters on which we have 
not heretofore observed a report refers to the value 
of mechanical pencils with bodies of pyroxylin, 
which takes so well the many different hues which 
now appear to be so much in demand in the decora- . 
tion of writing instruments. Pyroxylin pencils led 
the list with 53,285 gross, valued at $3,809,535. The 
total of all mechanical pencils, including those made 
of pyroxylin, was 160,444 gross, valued at $8,172,600. 
Pyroxylin pencils led the list in the mechanical field, 
outdistancing all competitors. 

Incidentally, the secular press reports DuPont as 
stating that “Duco” finishes for automobiles are re- 
verting to black, as the percentage of cars finished in 
color is becoming smaller, while black is gaining. 
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@@CONSIDER—The man who expects to win the 
esteem and confidence of his fellows through dis- 
paragement of others is destined to disappointment. 
The law involved is inexorable, the result inevitable. 

If a publisher, retailer, manufacturer or any other 
man has some value to offer, let him present it on its 
merits. The man who professes virtues and points 
out a rival’s deficiencies is pretty sure to be found a 
recent convert to his professions. 








By M. L. Hayward 
The Warranty of Title The Dangerous Excess 

If a seller says “I'll sell you these goods, and guarantes he office appliance dealer had bought certain supplies 
that they belong to me,” this statement is a warranty of and the seller shipped 10 per cent more than the order 
title, and because it is expressed in positive terms, is called called for. 
an express warranty “As the price of these supplies has advanced since we 

On the other hand, if the seller makes no express wat made our agreement, I know you will be glad to take the 
ranty but so deals with goods so as to vive rise to a rea additional quantity,” the seller wrote, the dealer made no 


, , reply, refused to accept the goods from the railway com- 
sonable inference that they are his, then there may aris« 
' , pany, and the seller sued for damages. 
what is called an implied warranty, which if established, Os 

[The buyer was bound to accept the supplies, take out 


' DeSean citl ~- ' ' 
sc taal Py Ps ae eae : | gh sg nl iis sh the quantity actually ordered, and hold the balance at my 
ee i aaa hare es oe eee — risk if he did not care to take the entire shipment,” the 
the seller, by the very act of selling, holds out tothe buyer cujer aroued 
that he is the owner of the article he offers for sale,” says ‘To constitute a delivery to the carrier a delivery to the 
one state court, in laying down the general rul consignee, so as to pass the title and make the consignee 
The old cases used to establish a distinction between liable for supplies sold and delivered, the supplies must cor- 
sales of ds in the seller's possession, and sales of goods — respond in quantity as well as quality, with those named in 
not in his possession at the time of the sale, holding that’ the order,” said the Wisconsin Supreme Court in ruling 
there was an implied warranty in the former case and not in the dealer’s favor on this point. 
in the latter, but the tendency of the modern decisions is “Even if he was not bound to accept the supplies, he 
to ignore this distinction and to hold that there is an was at least obliged to notify me that he refused them,” 


implied warranty in both cases. the seller maintained, as a last resort, but the court “killed” 


this argument in the following words: 


‘If an affirmation at the time of the sale be a warranty, . k ' 
, “Defects in quality may exist without the seller’s knowl- 
[ cannot feel a distinction between the seller’s bind in —— 7 . : : - 
edge. There is nothing in such circumstances which neces 
yr out of possession The thing is bought of him, and in : . : he 
' sarily implies bad faith or a disposition on his part not 
consequence f his assertions; and, if there be any dif 


to fulfill the contract. But where he knowingly sends more 
or less goods than are ordered, he is guilty of an intentional 
violation of the contract which he undertakes to perform, 


ference, it seems to me that the case is strongest against 
the seller when he is out of possession, because then the 


aler has nothing but the warranty to y on,” says . . _ . 
deale . - ut the warra rel n, . the and his conduct savors of bad faith; and it would seem that 


court in a leading English case. he has no right to presume that the purchaser will accept, 


There seems to be no reason why in every case wher or to relv on notice of refusal. He must show an actual 
the seller purports to sell an absolute and perfect title, he acceptance, by proving either that the purchaser retained 
should not be held to warrant it,” says the New Jersey and used the goods or that he did some other act from 
courts in arriving at the same conclusion, which his assent may be presumed.” 


THOMAS A. EDISON 


Photograph taken August 12 on the 
fifty-third anniversary of the famous 
nventor’s tremendous achievement of 
sound recording and reproduction 

The setting of the picture was part 
of a congratulatory program of the 
Ediphone National Organization, now 
affording a world-wide service to bus 


ness Fifty-three years ago Mr. Edi 
son's tinfoil-covered cylinder repro 
duced his dictation of “‘Mary Had a 
Little Lamb’’ and the world received 
through Thomas Edison a new revela- 
tion of the Infinite Intelligence in 
which ‘‘man lives, moves and has his 
being.’’ Mr. Edison perceived the prin- 
ciple and drew upon Intelligence for 
the application 
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MAKING BUSINESS GCOOD 


HEN the stock crash came in October, 1929, Thorp & 

Martin Company, Boston Mass., was just completing 
the thirteenth consecutive month which had shown a gain 
in sales over the same month the year before. It had at 
the middle of May six more consecutive months to add to 
this record with hope that May, 1930, would beat the record 
made in May, 1929 


vear’s record for nineteen consecutive months under the 


It certainly is some feat to beat last 


best conditions and when it is taken into account that the 
last six months of this record was made when the average 
concern was running behind last year, when business as a 
whole was off by ten to twenty per cent, the methods used 
certainly are very much worth while studying. 

Mr. H. B. Crosby, treasurer and general manager of the 
company, is a master of the art of selling and acts as sales 
manager of the twenty-one outside salesmen employed. 
He is keen 
acts until he has his plan well worked out. 


also a student of human nature and never 


“In my position in this company,” he said, “it is ob- 


vious that I can bring a great deal of pressure to bear 


on the salesmen, It is also obvious that when business 
conditions are not good it is necessary to put forth greater 
selling effort than ordinarily if sales are to be maintained 
to say them. It is a fact that 
every man can put forth extra effort. He may not be able 
that effort but least, he 
harder than he has been working although he 


The problem 


nothing about increasing 


to maintain extra for a time at 
can work 
feels that he has been working hard before. 
then was to find an effective way of inspiring greater effort 
on the part of every man.” 

After considering every possible way in which this addi- 
tional selling effort could be secured, Mr. Crosby at once 
discarded the idea of bringing pressure to bear upon the 
salesmen. It might work satisfactorily he believed to 
bring the man who was not doing as well as he could into 
the office, laying down the law to him and advising him 
to go out and do some real work. The same tactics used 
in the case of the men who had been doing well in the 
past would tend to discourage them and cause them to 
produce less rather than more. 

“There is no greater incentive to increase one’s effort,” 
Mr. Crosby 
tional money commensurate to the extra effort. 
prospect of getting this additional 


competition can be added, then the greatest possible effort 


reasoned, “than the opportunity to get addi- 
If to the 
money the spirit of 
which man is capable of putting forth results.” 

With this sound premise in mind he began work on 
plans for stimulating sales by increasing the productive 
In the meantime, 
other 


effort of every man on the sales force. 
neglect to urge the men on in all the 


There was that accord that had been main- 


he did not 
ways possible. 
tained for so many months to keep up. The men took real 
pride in bringing in enough business so that each month 
would beat the corresponding month of the year before. 

Che final plan decided upon was a carefully worked out 
contest that held out a total of $650 in possible cash prizes 
in addition to regular commissions on sales made. To 
make the contest successful, however, it was necessary to 
make a careful study of each and every detail. It 


would not be good business to award prizes that were not 


very 


actually earned and it would not be a very successful 
contest unless every man was sold on the idea at the 
Start, 


The first step taken was to pick out the three best sales 
men, those who had been consistently the highest men on 


the sales force. Each of these men was selected as a 


Thorpe & Martin Combat 

Business Depression With 

Hard Work—and Win. By 
J. E. Bullard 


captain of a team, there being three teams of seven men 
each, the red team, the white team and the blue team. 

The next problem was to decide upon the personnel of 
the teams. To arrive at this, the past records of the men 
were compiled and the average sales per month of each 
salesman determined. From these figures the men were 
so placed on the teams that if each man continued to pro- 
duce as he had in the past, the total sales of each team 
would be exactly the same. In other words, based on the 
past records of the men, the selling power of these three 
teams was equal. The only thing that could change the 
total sales was the men on one team putting forth greater 
effort than the men on the other teams. This could be 
brought about through the leadership of the captain prob- 
ably more effectively than it could in any other way. As 
has already been stated, Mr. Crosby is a good salesman 
himself, and he places more confidence in salesmanship 
than he does in coercion. Therefore, after the teams had 
been made up he called the three captains into his office 
and went over the make-up of their teams with them, If 
they had any ‘objections or suggestions he wanted to have 
them, 

As is only natural each captain had some suggestions in 
regard to changes. There was a man on one of the other 
teams, he thought he would like to have on his own. 

“Which man on your team do you want to trade for 
this man on the other team?” Mr. Crosby would ask. 

The man to trade was picked out and in all likelihood, 
the trade would mean that the captain suggesting the trade 
would obtain a poorer producer than the man he traded. 
After a conference lasting well toward an hour these cap- 
tains left the office thoroughly convinced that the teams 
were so thoroughly equal in selling power that the only 
thing that could prevent all three teams being tied was 
the leadership of the captains. The captain that was able 
to get the most work out of the men on his team would 
win, The captain that got the least work out of his team 
would fail. In other words these captains felt that it was 
up to them and if any one of them lagged behind it was 
his fault. There were no alibis. Mr. Crosby had done a 
good job of selling. 

Before deciding upon the prizes quotas were set for each 
man, These quotas were based upon the sales made by 
these men the same month the year before. The total of 
the individual quotas of the seven men on a team was 
the team quota. These three team quotas, of course, were 
identical. It was made a rule of the contest that no team 
and no man would be given a prize unless the quota was 
made. This protected the company and also served as a 
mark for the men to shoot at. 

After this had all been worked out, the prizes were de- 
cided upon, The contest was to start in February and end 
in March, a period that looked as though it might prove 
to be the dullest yet experienced. It was important that 
the prizes given be of such a nature that each man would 
work as hard as possible to earn at least one, that the 








team totals would be the highest and that up to the very 
end of the contest there would still be an opportunity 
for every man to earn extra money so that no man would 
become discouraged and fail to put forth every ounce of 
effort of which he was capable. 

offered 


high man of each of the three 


Accordingly a number of different prizes were 
There was a prize for the 
teams, each week of the four weeks of the contest, every 


man considered for scratch at the 


this prize starting at 
week. That is, 


during that week counted for this prize. 


beginning of each only the sales mad 
There was a very substantial cash prize offered to any 
high man on his team 
This 


addition to the weekly prizes this man would win. 
not at all likely that this prize would be won by any man 


man who succeeded in being th 


for the four consecutive weeks was of course in 


It was 


since the men were so equally divided and as a matter of 


worth working for and 


fact it was not, yet it was well 
the work done meant additional sales. 
There was a prize for the high man of the contest 


There was a special prize for the high man on each team 


in the sale of the particular classes of merchandise it was 


most desired to sell during this period. 


Each man who met his quota and was a member of the 
high team was paid an additional ten per cent commission 
on all his sales. Each man who met his quota on the 
second team was paid seven per cent additional commis 
sion on his sales and those who made their quota on the 
low team got an additional five per cent commission. 

The contest started at 8:30 in the morning, Monday, 
February 24, 1930, and ended at 5:00 P, M. Saturday, March 


22. How 


by the fact 


evenly matched the teams were was indicated 


that there was less than $250.00 between the 


first and second teams \s it happened the teams wer« 


lined up at the end in the order of red, white and blue. 


Only one man out of the twenty-one fell below the quota 


in spite of the fact that these four weeks were not markedly 


good business weeks in New England or any other part 


of the country compared with the corresponding weeks 
of 1929 and that the quotas were set at the 1929 sales 
volume [wo fairly new men did better than they had ever 


done before and actually set records for themselves. 


One of the captains not only was high man on his own 
team which means that he made the largest increase in 
sales on a percentage basis but actually found the tim 


after he had done his own work to go out and help his 
men close sales. Each captain proved to be a good leadet 
and all the team men did all they could to spur each 
other on 

Che utmost endeavor was put forth to the very end of 
the contest and it was not until the clock was striking 
hve that effort ceased to get sales under the line. Bull 


tins were posted daily and the teams kept informed con 


stantly of their standing. Each man knew just how much 


to do to stand a good chance of win 


onducted like a baseball or a 


more he would haves 
affair was ¢ 
that thers 
The people working inside the store 
took an ever Though 


Thorp & Martin Company has conducted many sales con 


ning The whole 


football game except were three teams in the 


field instead of two. 
growing interest in the contest. 
tests before, none have been conducted in just this manner 


or under the same circumstances 
After the close of the 


men at 


contest the firm gave a dinner to 


the twenty-one which there were guests and at 


which the high men told how they had accomplished what 
This 


those 


they had accomplishment was worthy of note b« 


four weeks there was an increase of 


1929 sales for the cor 


cause during 
thirty per cent over and above the 


responding period. 


In considering this increase it is well to bear in mind 


that this sales force is at all times keved up to a high 
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Apparently it is constantly producing all that it 


pitch, 
four weeks the sales of 


can produce. Also during thoss 
the average company were off anywhere from a few per 
cent up to as much as perhaps twenty per cent. It was 
a period when most firms were waiting for business to get 
better and considering it rather hopeless to secure moré 
business than last year by the simple process of going after 
it \lso this was the eighteenth consecutive month that 
an increase had been made over the same month the year 
before. It would seem that the force was due for a slump 
all things considered rather than for a sprint that would 
result in such a surprising increase. 

Mr. Crosby had a theory that all the effort put forth in 
March would bear fruit in April because these men could 
not go after business with the energy they did without 
stirring up a lot of prospective business that would not 
be closed in time to count in the contest but which would 
be closed later. The fact that April, 1930, was a better 
month than April, 1929, confirmed his theory. 

One thing that this contest did demonstrate 
matter how bad the business conditions it is possible to 
cet business if it is gone after in the right way and with 


was that no 


enough energy. If the salesmen are given the right leader- 


ship and the necessary money incentive they will put forth 
the energy and get the The 
worked out that it not only provided an enticing increase 
in income for the men but also resulted in a net profit for 
been realized had it not been 


business. contest was so 


the firm that could not have 
held. Thus far this year it looks as though the year 1930 
would prove a better business year for Thorp & Martin 
Company than 1929 with all its prosperity did. 

That five, seven and ten per cent extra commission for 
the men who made quota served as one of the most effec 
The high 


Salnc¢ 


tive means of making the teams work harder. 


men on each team got after the low men with the 
spirit that members of a world series base ball game team 
eet after any man on the team who is falling down. Just 
a little additional effort on the part of all the men on 
team promised to give them a seven per cent 
second 


the low 
rather than a five per cent 
to the 


commission and the 


first that it would have 


team was always so clos¢ 


required but another good sale to put it in 
striving to bring 


first place. 


everybody was not only 


could himself but also 


( onsequently 
in all the 
thing possible to spur on all those 
sales record that the 


business he doing every 
men on the team who 


did not make the high men thought 


they ought to make. 


> 
Typewriter Price War in Madison 

he Capital Times of Madison, Wis., for Wednesday, 
\ugust 6, published a story concerning a so-called price war 
in typewriters. This was said to have started among local 
typewriter agencies and to have resulted in a reduction in 
the price of typewriters purchased by the board of educa- 
tion. Some of the school people question the policy of pur- 
chasing one make of typewriters for the schools on the 
ground that a variety of machines is what the graduate stu- 
dent will encounter upon entering the field of business. 


ccecieeeniiniies 
Minneapolis Firm Takes Larger Quarters 

The Midland Paper and Stationery Company moved Sep- 

into a new store at 521 Second avenue, South, 

Walter V 


store will b« 


tember 1, 
Minneapolis, Minn. 
pany, states that the new 
Northwest using open display exclusively. 

The new location is choice, being next door to the Shaw- 
Underwood, Globe-Wer- 


center of the 


Pierce, manager of the com 
the largest in the 


Walker agency and close to the 
nicke and Burroughs agencies. 
office building district of Minneapolis, the 


calculated that sixty per cent of the office 


It is in the 
owners having 
buildings are 


within two blocks of the store. 


CONCERNING OPERATION 
OF ADDING MACHINES 


By John P. Mendeleef. 
—Translated from the 
Russian 


NOTE.—Mr. Mendeleef does not offer his method for train- 
ing students to operate adding machines as new, but he sug- 
gests that some part of it may be different from the method 
employed over here. Mr. Mendeleef has long been engaged in 
developing a thorough technique for the operation of office 
machines of many kinds for the purpose of securing their full 
value. He has taught the proper use of the machine 
and in past years published a comprehensive manual, besides 
many pamphlets relating to that subject and also to business 
administration, 


cconom 


In our November number was presented an interesting out- 
line of the development of the ofice equipment business in Rus 
sia throughout the past quarter century, by Mr. Mendeleef. 


There seems to be little room for contradiction or 
doubt of the fact that the method outlined here is the only 
affords the 


and accurate 


one which opportunity of performing quick 
work on the adding machine. 

It is of no little significance that this method not only 
works with adding machines but at the same time helps 
students to learn the touch method in connection with the 
typewriter. For typewriters there are many books of in- 


struction and ample opportunity of reviewing courses 


which have been taken. However, so far as I know there 


have never been brought out any special books dealing 


with the operation of adding machines. Perhaps the Bur- 
roughs and National Cash Register schools do have charts 
for the 


sheets which are issued by manufacturers, they limit them- 


purpose. But, so far as concerns any instruction 


selves to dealing merely with the mechanical features of 
their particular machines or devices. 

Having worked on Burroughs machines for more than 
thirty been engaged in 
Block Company, I 
long ago became interested in the possibilities of the key- 


years and having for some time 


introducing them in Russia for The J. 
boards, not only of such machines as those mentioned but 
also, in recent years, the keyboards with which machines 
of the Odhner type have been equipped. 

Russia who had calculating 


machines were in the habit of sending to me for training 


Large business houses in 
persons whom they wished to become adept in the opera- 
For training these students 


I developed a special chart for practice and instruction, 


tion of calculating machines. 


making it possible for students to master the work on the 
machines. In formulating these instruction charts I used 
the same general method as I had used twenty years before 
in preparing my book on writing by the touch method in 
essentially, the system of learning the 
keys on the banks of the key- 


Russian characters 
relative positions of the 
board. 

As the basic bank to use as the starting point in learn- 
ing to operate adding machines, I took the “5” row. My 
reason for choosing this bank is that this row is in the 
middle of the keyboard and therefore provides for equally 


balanced finger movement in regard to the figures in both 


MR. MENDELEEF 





the upper and lower portions of the keyboard. Besides 
having the advantage of convenient position it helps the 
student to learn where this basic row is located, and learn- 
ing that location he is impressed with the fact that he 
must not watch his hands in the operation of the machine, 
\nother help toward balanced movement is the fact that 
on opposite sides of the keyboard are the correction button 
on the right and the sub-total button on the left. 

The practice charts which I have gotten up enable the 
student to master the task of performing calculations with- 
out looking at his hands. While working by this method 
the operator merely moves his fingers up and down without 
any sidewise movement. 

The vertical rows of keys are taken care of by the fingers 
of both hands according to the following arrangement: 

Left hand—100,000, little finger; 10,000, ring finger; 1,000, 
middle finger; 100, index finger. 

Right hand—10, index finger; units, middle finger; 0.1, 
ring finger; 0.01, little finger. 

Figures in the millions are used very rarely; when they 
do occur they are struck with the little finger of the left 
hand. 

With this arrangement of the keys and fingers it requires 
but little practice to show an appreciable gain in speed of 
operation, and to depress at a single stroke the keys in- 
As a general rule it 
is not necessary to press a certain number across the ver- 


volved in the figure being recorded. 


tical rows in successive order and the fingers need there- 
fore be moved only up and down. 

It is of course possible that my application of . this 
method may not be new, and I assure you I do not want 
to pose as a second Columbus. It is quite possible that a 
similar arrangement is already in use in the schools of 
instruction conducted by adding machine manufacturers 
and distributors. If there is such a system used in the 
manufacturers’ schools of instruction, it ought to be made 
available for the use of all operators of adding machines. 

I shall be very grateful to anyone who is interested in 
this problem and has catalogues or other trade literature 
bearing upon the subject of adding machine operation, if 
he will send me such literature. In the catalogues of such 
well-known publishers as the Gregg Company and the 
Isaac Pitman Company I have not found such pamphlets 
listed, nor have I run across any detailed treatment of in- 
structions for the latest types of adding and calculating 
machines. 

For my part I shall be very glad to give any desired 
information as to my instruction charts to any one who 
desires it with the object of publishing it in connection 
with the use of adding machines. Please address corre- 
spondence to me as follows: John P. Mendeleef, Liteiny 
Prospect 55, Apt. 13, Leningrad 14, S. S. S. R. May I re- 
spectfully request that pamphlets be sent me marked as 
“Registered Printed Matter.” 
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PROGRESSIVE SPIRIT 


OFFICE FURNITURE 


= HE next few years are going to see big changes in the 


office furniture business, if present indications are a 


criterion,’ said the office furniture department manager, th: 
other day. “Some people are beginning to tire of stand- 
ardized surroundings. Even standardized luxury is begin 


ning to pall, and now it is not remarked as anything out of 


of the accepted order of things to find a man or a concern 


ot wealth demanding furniture built to order from designs 


made up by the dealer and the manufacturer, and accepted 


and copyrighted by the customer as his exclusive property 
lo get this business—and there is more of it every vear 
the office furniture dealer must study the art of interior 


decoration and master enough of the art of furniture design 


to be able to sketch out an idea for the artist or draughts 
man to work upon, first, if possible, gaining some idea of 
what the customer has in his mind’s eve If we do not 


master our subject—if we do not improve our minds and 


GOVERNS 


An Interview Giving in Sub- 
stance the Ideas of the Office 
Furniture Department 


Manager of a Chicago Office 
Equipment House 


freshen our ideas,—we must eventually step aside and sec 


the cream of this business going into the hands of dec- 


orators and architects who are more than willing to divert 
a part of their energies into this promising field. 

“What I have 
to tell what sort of a problem the 
I never go on the 


said suggests one reason why it is next to 


impossible office fur- 


niture man may find himself up against. 


street to sell that I do not find some new question that 


has to be met—some problem which I have not encoun- 


tered before If it is not a matter of design, or color, or 








DESIGNED BY THE WEL 

KNOWN FRENCH ARCHITEC 

AND INTERIOR DECORATOR 
ROUX-SPITZ, FOR EXHIBITION 
AT THE RECENT SALON DES 
ARTISTES DECORATEURS IN 
PARIS The room is of rather im 


SUGGESTED PRIVATE OFFICE 
L 
r 


pressive dimensions The walls 
were finished in black Duco The 
furniture was upholstered in thick 
pile material in ivory shade, while 


the ground carpet which was of 





mole color, was supplemented by a 
large rug in cream and green. The 
only touch of bright color was 
found in the red Morocco leather 
used for upholstering the desk and 
writing chair. Handles of the doors 
and file cases were made of chro- 
mium plated metal, while the base 
of the sofa and other furniture 
showed a wide band of the same 
material. Bookcases and cupboards 
for drawers and card indexes were 
featured The room was lighted 
indirectly 


SEPTEMBER, 1930 


arrangement, we may be—and not infrequently are—con- 
fronted with questions involving the selection of different 
types of furniture to meet the peculiar requirements of a 
business. We have got to solve these problems in the light 
of what we have or can get. 

“Selling office furniture is not the lazy man’s road to a 
competency. Itis a business in which one encounters much 
competition, some of which is a long way removed from 
the usual ideals of ethical merchandising. The square mer- 
chant must meet this competition and prevail over it, not 
by like tactics, but by being a better merchant, and know- 
ing his business better, and working about ten per cent 
harder than the other fellow is willing to work. 

‘To return a moment to the topic first mentioned. | 
might illustrate what I said by instancing a famous house 
whose standard product is consumed by all civilized people. 
They recently established a plant in a Chicago suburb. 
Their offices have been newly equipped throughout with 
everything especially designed from plans accepted by them 
before manufacture. The result is a harmonious ensemble 

furniture, drapes, walls, rugs, all match and blend pleas- 
ingly, without a jarring note. The furniture, the design of 
which the company owns, is modernistic in its general ap- 
pearance and effect, but it includes nevertheless a sugges- 
It was no doubt felt that 


the familiar designs offer much of beauty and harmony and 


tion of several different periods. 


that an abrupt transition into the exclusive art moderne 
would be too pronounced a change. Soa graceful compro- 
mise was achieved, resulting in a very effective layout. 
“Let me emphasize the point that the growing desire 
among persons and firms who can spend liberally is to de- 
mand something exclusive in their office surroundings, and 
that if the dealer is not up to the job of getting this busi- 
ness he will lose a source of liberal profit. Such installa- 
tions are not figured on a narrow price basis. They are 
arranged upon the basis of satisfaction to the customer, a 
few dollars one way or the other making no difference. 
“In spite of our efforts to keep the world standardized— 
a conception partly good and partly emanating from lazi- 
ness of mind—‘the world do move,’ as the rural philosopher 
used to say. About the only thing we can be sure of is 


something else, because alert minds are always seeking 
what is new and different and more expressive of person- 
ality. 


“While we 


fighting 


were building transcontinental railroads, 


wars, founding cities and otherwise establishing 
the ground work of a great industrial civilization, we were 
There 


By and by we rested 


content with plain, simple office surroundings. 
wasn't time among men for luxury. 
and looked about us. With means and leisure came golf, 
and rotary and kiwanis clubs, exchange of ideas, good fel- 
lowship and finally the urge for the better office, stimulated 
by dealers, manufacturers and trade journals. We are now 
in the phase of period and combination designs, advancing 
into modernism, and setting our feet upon a third phase— 
the sale of 


made to order for the user thereof. 


the individual, exclusive, copyrighted office, 


“There is no line to mark the boundaries of the different 
epochs; they overlap and blend one into another, and the 
only way we can distinguish them at all is to look back- 
ward to the things that were and compare them with the 
things that are and those that seem to be appearing upon 
the horizon. 

Our Show Windows 

“In our present situation there is little to be said about 
the art of window display in office furniture. Our windows 
We have 


There is really no comparison be- 


are small, and therefore exhibits are restricted. 
to study concentration 
and our 


tween the volume 


of our trade in office furniture 
We have a widely established name 
and reputation, which lends force to such exhibits as we 


window advertising. 
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can make apart from any virtue the displays themselves 
may have. There are, therefore, two possible factors which 
make our windows profitable. They may attract by their 
excellence, and they certainly do serve to remind passers- 
by of the fact that our company handles office furniture and 
that customers may be sure of good merchandise and A-l 
service. 

“Simplicity is the keynote of our trims. 
instance, a desk and chair and the articles, desk accessories, 
etc., that are customarily employed by the desk user. Effort 
is made to concentrate attention upon some feature it is 


We put in, for 


desired to emphasize. 

“Sometimes we use price cards and sometimes we do not, 
depending upon the nature of the article shown. For in- 
stance: When we display lines that have a price appeal, we 
use price cards. Mostly this applies to the smaller articles 
sold in connection with office furniture. Fine desks, with 
their appropriate chairs are shown, as a rule, without any 
reference to price, because, if the prospect is interested in 
a fine desk he is usually inclined to find out more about it 
and to discuss its cost afterward. Price tags on fine articles 
that run into money may frighten the would-be purchaser 
away before he finds out that the article is really an invest- 
ment and well worth the price asked for it. 

Roll Tops Versus Flat Tops 
You will notice that in this department we are not show- 
ing any roll top desks, only flat tops. This is because the 
roll top is becoming largely a special order proposition. 
The roll top desk does not so readily adapt itself to modern 
conceptions of office layout as the flat top and the demand 
Everything that can be stored in the 


for it is not great. 
drawers and pigeon holes of the roll top desk can be put 
away better in appropriately labeled private files where 
they need not necessarily get lost and are equally acces- 
sible. The flat top desk lends itself to practically any office 
arrangement desired. Furthermore, it does not cut off 
light which the roll top undoubtedly does unless it is placed 
in some situation where it can not do so. After all, what 
I mean for what purpose does the 
Is it not simply to write upon 


is the use of a desk? 
average man use his desk? 
or to have some place to make memoranda of conversations 
and other things which come up in the course of the day? 
Here and there one finds a man even now who is inclined 
to think that too much importance is attributed to the 
standard desk as it is presented to us today. There are 
many who have desks six feet long, but who could be ac- 
commodated with desks half as long and still have plenty 
of room. The drawers of more desks than one would 
imagine are filled with odds and ends that could better be 
thrown out or stored at the home of the user, or filed in 
some appropriate place where they could be found when 
occasion demanded. IT do believe that we should have fewer 
sizes of plain desks. The manufacturer offers us a variety 
of desks at different prices from $40 up to $65 and more for 
what one may designate as the bread and butter line of 
desks. It seems to me that two styles, one at $50 and one at 
$65 would answer all requirements. The $40 man would 
easily pay $50 while the man who would pay $55 or $57.50 
would probably pay $60 or $65 if he had to. This would 
do away with types that really answer no effective purpose 
and serve but to tie up material and money. 

“Permit me here to sum up my suggestions. First, let 
the department manager study the subject of interior dec- 
oration and prepare himself to make effective office layouts 
and to prepare sketches of special furniture which can be 
copyrighted as the exclusive property of the customer. 
Such sketches need not be elaborate but they must be born 
of a knowledge of the subject and be sufficiently clear so 
that a draftsman can be employed to work them out in de- 
tail so that when the customer sees them he will want the 
kind of furniture depicted. Let him study the art of interior 
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decorating from books which can be obtained at almost any 
library and familiarize himself with the effects and har- 
monies of different colors so that he can please the cus- 
tomer in the matter of wall color, rugs, drapes, furniture, 
etc 

“Let the dealer attempt to sell the best outfit he can per- 
suade the purchaser to buy within the compass of the pur- 
chaser’s means, because a good office is a good investment. 
“Let the 


to place the different pieces of furniture in relations which 


dealer be prepared to make office layouts and 


will make them the most effective both in appearance and 


in use. 


“Let the ] 


dealer realize that when he loses an order it is 
quite often his own fault because he was not prepared with 
sufficient information and technical skill to turn the scales 


in his favor 
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“Let all dealers understand that interior decorators and 
architects are more than willing to take over the designing 
of the office furniture of their clients, and that the busi- 
ness that goes with these men is business taken away from 
the dealer. 

“Let the dealer prepare himself with knowledge of his 
lines at every point. Let him be ready with fresh and inter- 
esting selling ideas which he can present to customers ina 
way which interests them, draws them out and leaves them 
believing that the dealer’s suggestions have been their own. 

“Let the dealer understand that an idea is all that ever 
sells anything. 

“Finally, let the 
better goods and better knowledge than his competitor has 


dealer meet unfair competition with 


the time or the means to acquire and so increase his rep- 


utation for quality products and exceptional service. 
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CONCERNING FILING SUPPLIES 


‘J SOMETIMES think,” said the elderly gentleman who 
is completing fifty-three active years in the retail sta 
tronery manufacturers of filing equip 


too 


industry, “that the 


ment and supplies expect much of their dealers. To 


each manufacturer only the filing system or systems in 
which he is interested have any validity. All the others are 
in the outer darkness Even he does not make the effort 


few ex- 


With a very 
that the 


should. 


equipment men assume 


to teach his dealers what he 
ceptions, the dealers know 
their systems and can step right out on the floor and ex 
plain why the customer should install them. 


where we are in 


Another thing In a store like ours, 
touch with scores of men and women every day, we en- 
counter many shades of opinicn and many different ways 
of doing the same thing. We must be prepared to meet 
emergencies of this sort. The man next door, in a moment 


of weakness, may have permitted some competing station- 


er to let him fit up his files with some line that isn’t the one 


we most favor. Perhaps he is in a hurry; perhaps he is 
‘sore’ at the other dealer; perhaps the latter has sold 
out or changed his line—but for some reason at the last 


By a Veteran in the Station- 
ery Line 


moment he comes to us for supplies to replace folders and 
guides which have worn out and others to start new filing 
cabinets. Obviously he isn’t going to use any system but 


the one with which he is already familiar. So, it is up to 
us to look around and find him enough supplies of his sort 
to keep him going until we can have more sent in. 

“If we haven’t the supplies he wants with which to match 
those he already has he accepts the fact and goes elsewhere. 
We have The another 
store, obtains what he wants, and very likely favors that 


He is up-to-date 


made no progress. customer goes to 


store with his future business. they are 


up-to-date; if they weren’t, in his opinion, they wouldn't 
have the goods. 

“On the other hand, if we have what the customer wants 
and deliver the goods promptly, the customer will say, 
*‘That’s good work,’ and we will thereafter hold a high place 
We then shall his future 


in his esteem. stand to receive 
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business, for having been well served once the customer 


will look for more good service when the need for it shall 
again arise. 

“We are urged on every hand to concentrate; to reduce 
our lines; to conserve capital by keeping in stock only such 
goods as register a certain number of turnovers per year. 
! am an old man now and perhaps I don’t get the force 


of the new logic, but it does seem to me to be a misguided 


cconomy to deprive one’s self of the opportunity of serving 
a customer by not handling what he quite properly and log- 
ically expects us to have. If, for instance, we concentrate 
on two lines of supplies and get rid of such others as we 
and a customer asks for a line we do not have, 


may have, 


we either must content ourselves to see him go elsewhere 
or attempt to sell him what we have, and this is sometimes 
ridiculous, because our lines may not accord with the sys- 
tem he has established and understands. We can send out 
for the 


factory, particularly when the customer is in a position to 


goods wanted, but such action is always unsatis- 


know about it. 
fidence in the adequacy of our service is by no means in- 


Our profits are little enhanced and his con- 


creased. 

“IT don’t want to be understood as being one of those who 
keeping of dead stock. For stock the 
from there, 


advocate the such 


bargain table is the place, and, failing to move 


the ash can is the final recourse. Such a situation seldom 


develops with filing supplies. 
that a well-conducted 


“There is no gainsayving the fact 


filing supplies department is profitable. The demand for 
including guides, folders, cards, etc., can be 


throughout the 


such supplies, 
depended upon to keep up fairly steadily 
year, with a spurt along about the first of January, when 
the files are cleaned out, their contents stored, and new 
supplies are required to accommodate the new year’s busi 
One 


one’s filing supplies as well as for the 


ness. may build up a reputation for the quality of 
integrity of one’s 
business in other respects, and such a reputation is worth 


a good deal to the house that enjoys it. It is well, if pos- 


sible, always to show the customer high grade lines, even 
if first one must sell him a lower grade. He may remem- 
ber the incident.” 

—— 

Frenchman to Receive Honors from Stenographer 
Colleagues 

The president of the International Stenographic Com- 

mittee, Mr. Georges-Buisson, intends to call the com- 

mittee together at Paris on the twenty-seventh of this 


month on the occasion of the fiftieth anniversary of par- 
liamentary stenography. 

\ number of the colleagues of Mr. Georges-Buisson from 
various nations have suggested that the occasion would be 
a suitable one on which also to pay honor to Georges-Buis- 
son for the half century of service he has put in as a parlia- 
mentary stenographer. Accordingly A.-J. De Baerdemacker, 
director and founder of La Revue Stenographique Belge et 


Revue Internationale de Stenographie, has been charged 
with the duty of organizing a demonstration of affection 
and regard for the distinguished president of the Interna- 
tional Committee, who is also editor-in-chief of the journal 
of which Mr. De Baerdemacker is founder and editor, The 
latter gentleman is, by the way, secretary of the Interna- 
tional Committee of which Mr. Georges-Buisson is presi- 
dent. 

A bronze medallion, the work of a talented Belgian sculp- 
tor, will accordingly be pre sented to Mr. Georges-Buisson 
with appropriate ceremonies on September 27. 

Georges-Buisson was appointed stenographer to the par- 
lament of Alsace-Lorraine in 1880, and the present year 
therefore marks the fiftieth anniversary of his service as a 


parliamentary stenographer. 
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TWO INTERIOR VIEWS OF THE NEW FIFTEEN STORY BUILDING 
OF THE NORTHWESTERN NATIONAL BANK, MINNEAPOLIS, 
MINN.—The upper picture is of the bank counter, the longest 
in the world, Note the absence of screens and wickets. One 
hundred and four Art Metal individual roll top teller’s counters 
are used in the six banking rooms. The main banking room is 
said to be the largest in the world, exceeding any other by five 
feet. The lower picture is of a portion of the officers’ space show- 
ing a few of the eighty-four Art Metal desks of the new DeLuxe 
type recently placed on the market. These desks constitute one 
of the largest installations of executive desks ever sold. The Art 
Metal Construction Company also received the contract for the en- 
tire metal equipment of the bank. This consisted of special coun- 
ter and cage equipment on the first three floors and basement in 
addition to a large amount of general office equipment for the mez- 
zanine and fourth floors. The architects of the building are 
Graham, Anderson, Probst & White. 








Woodstock Approaches 

The Woodstock Typewriter Company has concluded 
a contest for the sales organization, the “Best Approach 
Contest.” Individuals with dealers and company branches 
contributed to this concatenation of sales resistance bust- 
The prize winners were: First, Reginald Crane, Chi- 
cago branch; second, J. S. Rich, manager Detroit branch; 
third, T. T. Bradley, Woodstock Typewriter Sales Com- 
pany, Fort Worth, Texas. 


ers. 




















NEW MACHINES 


DEVIC 





Aluminum Chairs Built by “G-F” 


Che General Fireproofing Company, Youngstown, Ohio, 


has introduced its new line of aluminum ofhce chairs 


through the sales organization to its trade. Fine appear 
ance is an outstanding attribute of this new line. The chairs 
are formed along pleasing modern lines, finished to suit 
the buyer—in solid colors or grained finishes. All finish 
is oven baked enamel, as enduring as the chair itself. 

In the manufacture of a well-rounded line of metal office 


When the 


filing 


furniture a variety of materials is employed. 


individual pieces, such as desks, tables, lockers and 
cabinets, receive comparatively permanent locations in the 
stabilizing weight is an ad 


material. But 


certain amount of 


Here 


high degree of portability is essential, as in the office chair, 


othee, a 


vantage steel is the ideal where a 


it is necessary to use a metal combining lightness and great 
strength. 


Accordingly the company’s engineers selected an alu- 


minum alloy as the basic metal for its new chair line. 


These are the first aluminum chairs to be included in the 
products of a manufacturer of general office furniture. These 
chairs embody the cardinal attributes of comfort, lightness, 
strength, appearance and durability 

aluminum chairs the physical 


In the design of “G-F” 


comfort of the user is of first importance. The curve of 


the back, both vertically and horizontally, and the shaping 
of the seat, conform to the contour of the body, giving 
proper support where support is needed. Light weight is 
closely associated with comfort, for any office chair must 
be readily portable. These aluminum chairs are about one 
half the weight of wooden chairs of the same general form 
carried easily, indicating conservation 


and size They are 


of floors and floor coverings. 





“G-F” chairs are assembled by the acetylene welding 


heat 
from the stresses to which chairs are 


process, and treated after assembling Chis assures 


immunity subjected, 
withstanding the racking when tilted or otherwise strained 
When finished the structural parts of these aluminum chairs 
construction. Thus, in side chairs, the 


are of one-piece 


seat, back and legs are welded into a single unit. In the 
swivel chairs the seat and back are a complete welded unit; 
the base is another. The base of the swivel chair is made 
from a single sheet of aluminum. The long life and low 
upkeep of “G-I” office chairs appeal strongly to the busi- 
ness man who appreciates the low cost of office equipment 
maintenance. Examination will convince the executive that 
little in the way of maintenance charges will ever be added 
to the original cost. 

A catalogue mailed recently to “G-F” agents reveals three 
distinct types of office chairs. It is the purpose of the com- 


to add other lines from time to time. 


pany 
a 
A New Note Book Stand 
Direct View is the name of a new note book stand for 
stenographers, patent on which is pending. It is declared 


to be of simple use and construction. It is adjustable to 


any height desired and is set directly behind the typewriter 
and adjusted to suit the vision. The stand is equipped with 
tempered steel clips attached to the aluminum plate and 
intended for holding single sheets such as invoices, et 
when it is not used for a note book holder. 


rhe stand retails at an extremely moderate price and is 





made and distributed to the trade by the Feature Sales 
Products Company, 198-200 Canal street, New York City. 
r~— > 
— 
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DIRECT VIEW NOTE 


BOOK STAND 





TWO MEMBERS OF THE “G-I 


FAMILY OF ALUMINUM CHAIRS 
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New Automatic Mimeograph by A. B. Dick Co. 
The A. B 
market a new model automatic Mimes 
features. The 
Model 96 on its stand, which is an integral part of 


Dick Company, Chicago, has placed on th« 
graph that has many 
new accompanying illustration shows the 
new 


the machine. 





MODEL 96 AUTOMATIC MIMEOGRAPH 


Among the new features is an automatic feed table that 
accommodates 500 sheets of paper at a time, placed in 
position without being combed or feathered. The entire 
500 sheets are printed without interruption, increasing pro- 
The feed 


table can be adjusted to accommodate paper stock ranging 


duction speed and consequently saving time. 


in width from two and a half to eight and a half inches 
and in length from five and a half to sixteen inches. All 
weights of paper from cardboard stock such as post card 
stock and even slightly heavier weight down to the lightest 
weight bends are fed with equal facility. 
\ new paper back stop, fitting snugly against the ream 
table, stack, holds it 
securely in position, and assists in obtaining uniform regis- 


When the supply of paper 


of paper on the feed aligns the 
tration in the printed copies. 
on it is consumed, the feed table automatically drops down. 
This action automatically stops the printing and puts the 
feed table in position to receive another supply of paper. 
The design of the feeding device tends to prevent lint from 
the impression paper adhering to the stencil on the cylin- 
working 


der or lighting on and impeding the action of 


parts. The construction of the machine eliminates jam- 
ming of paper during the printing operation. A new 
receiving tray equipped with a new back gauge stacks 


the printed copies neatly. 

Adjustments throughout the machine have been simpli- 
fied, insuring greater accuracy and more uniform results. 
The new model is equipped with the closed cylinder con- 
taining the automatic that has met 
approval during the past several years, 

The stand on which the Model 96 is mounted is designed 


inking system with 


lor either hand or electric operation. Motor equipment 
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can be added at any time, The stand is of metal finished 
in walnut. 

A special feature is an electric light that swings on a 
pivot, making it possible to direct light on either side of 
the machine. When placed in a position directly over the 
receiving tray, printed copies can be easily watched as they 
are discharged by the machine. 

In a finely printed brochure entitled “Faster and Finer, 
New Model, Number 96 Mimeograph,” the new machine 
is pictured and described in detail. On an opening page 
the reader of the brochure is introduced to “Miss Gail,” 
who demonstrates through the medium of illustrations and 
printed words the various features of this latest Mimeo- 
graph, 

eee 
A Duplex Fountain Pen 

Amadio Brochetti and Joseph Familet are joint inventors 
of a duplex fountain pen that has some unique features. 
Che pen consists of a pair of barrels, each carrying a pen 
point and so hinged at the ends opposite the pen point that 
the barrels may be either aligned or arranged in parallel 
relations. The hinged ends of the barrels are perfectly flat 
and abut against each other when the barrels are aligned. A 
sleeve is fitted on one of the barrels in such a way that it 
used to hold the barrels in a rigid aligned position 
The duplex pen is equipped 


can be 
by means of screw threadings. 
with three caps—two small ones, one for each barrel, and 
one large one to be placed over both pen points when the 
barrels are in parallel position. 

The patent rights for the duplex fountain pen are for sale. 
Inquiries should be directed to Mr. Joseph Familet, 4 Lloyd 
place, Jamaica, Long Island, New York. 

— 

Executive Line of “Steelcase” Desks Announced 

The Metal Office 
Mich., has announced a distinctive line of desks and tables 
with turned legs, designed especially for the use of execu- 


Furniture Company, Grand Rapids, 


tives. The appearance of fine wood grain is faithfully repro- 
duced in the new Executive steel desks and tables, each of 
which is equipped with a linoleum top, grained or finished 


to match the rest of the desk, if desired. Conduits for con- 











NEW DESK 


“STEELCASE” 


EXECUTIVE 
cealed telephone wiring are built into the desk. Provision 
is made for a telephone bell box to be attached to an inside 
panel. An outlet for the wiring of a desk lamp is also pro- 
vided. 

The line is offered in four sizes of flat top desks and sev- 
The desk group includes a single ped- 
estal desk and a desk with a typewriter compartment in 
either pedestal. 


eral sizes of tables. 
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Art Metal Construction Company Offers New Items 
The Art Metal Construction Company of Jamestown, 
N. Y., has recently added several new items to its exten 
sive lines. 
One of these items is an Art Metal calculating machine 


desk, rigidly and substantially constructed, intended for use 





ART METAL CALCULATING MACHINE DESK 
with calculating machines of the portable type. The work- 
ing section of the desk top is standard desk height, 30% 
Artolin, 
smooth-working top, which by the way, is standard equip 
Metal desks Che 


and top places the machine in the best position for efficient 


inches, covered with which makes a durable, 


ment on most Art design of the shelf 


operation with the keyboard at the right height and proper 


angle. The operator is encouraged to assume a natural, 
casy posture 


\nother 
of desk footing 


article in the Art Metal line is a new 


with black treads of molded bakelite, now 


new type 


adopted as standard equipment on Art Metal 2600 line 
desks, It is said that these treads impart a distinctive, 
modernistic appearance to the desks. The square legs, 
tapered cast bronze footings and black treads extending 


slightly beyond the bronze shoe, afford a very attractive 
combination, the extra wide flat treads giving an excep 
tionally fine bearing surface which harms neither floors 


nor floor coverings and makes it possible to move the desks 


easily. 
Still another new device in the Art Metal line is a desk 
for continuous form typewriters and billing machines 





METAL DESK FOR CONTINUOUS FORM 
BILLING MACHINES 


NEW ART 


his desk facilitates the operator's work, enabling her to 
achieve a high record of production. It is approved for us¢ 
machine using continuous folded forms either of 


The desk top, which is 


with any 


the manifold or interfold type 


OFFICE APPLIANCES 


covered with Artolin, is 50x32 inches and is 27 inches above 
the floor. channel 
suspensions to afford ample knee space when in use. A 


The form rack slides rearward on large 


patented sliding shelf has a hinged cover and compart- 
ments for carbon paper, pencils, clips, etc. A roomy box 
drawer and a cupboard with spring latch door complete 
the equipment of the desk. 

is a convenient desk for 


the 


Another new feature of the line 


salesmen, information clerks and other members of 


personnel, whose duties require a modest desk equipment. 
desk is included in the 1500 line. It is 36x3042x24 
Che knee-space drawer has a paracentric key lock. 
It is said to be 


The new 
inches 
An open storage shelf is also provided. 
ideally fitted for any desk user who needs space for clerical 
work as a part of his duties. A convenient tray for the 
box drawer is optional equipment. 
——jqQ+Y —— 

New Remington Rand Systems for Vertical Filing 

Two new methods of indexing and vertical fling made 
flexible to meet economically the increasing complexity of 
present day filing systems and lists, and providing speed 
through the use of color, have been perfected by Remington 
Rand Business Service, Inc. These methods are as follows 

1. The Variadex which is a new direct expanding index 
offered in letter, bill and legal sizes. In general plan of tab 
positions, this system is similar to direct alphabetic arrange 
ment. It maintains the familiar sectional arrangement for 
guides and individual and miscellaneous folders 


» The triple check automatic is a new 


arrangement ol 





HEREIN 


DRAWER SHOWING SYSTEMS DESCRIBED 


captions and subdivisions placed so that they become auto- 
matic in operation. This system is declared to achieve great 
speed and economy, color providing a third check for 
accuracy. 

It is said that these two new systems utilize new captions 
and follow scientific principles never before recognized in 
American indexing. Months of measuring work and tabula 
tions obtained the facts for these captions. What 
tion of names begin with A, B, C, D? Among the A’s, how 
many are Aa, Ab, Ac, Ad, Ae? How important are common 


names like Smith and Jones, American and National? These 


propor- 


are among the many questions answered. 

Both of these systems provide flexibility and expansion to 
provide for growing and complex lists in a practical and 
economical manner. Either can be started with a small list 
and increased scientifically. 

Perhaps the outstanding feature of Triple-Check Auto- 
matic is the secondary key, designed to fit the distribution 
of modern names. This also contemplates the variance with 
which certain names will predominate in various sections of 
such as the Johnsons of Minneapolis and the 


\ ork. 


Variadex provides a guiding plan arranged to favor ex 


the country 
Cohens of New 


pansion and adjustment; modern captions; color plan which 
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improves speed and accuracy; a second position available 
for adjustment of guiding; elimination of alternate guide 
tab positions and of numbers. 


a 
The Krantz Stapler Is Announced 

The Krantz Manufacturing Company, 1800 N. Francisco 

Ill., with sales offices at 35 E. Wacker 

Krantz non- 


avenue, Chicago, 


drive, Chicago, is introducing to the trade the 





THE NEW KRANTZ STAPLING MACHINE 


clogging stapling machine. The machine was invented by 
Edward Krantz, who brought into being the Krantz shock 
absorber for typewriters and other office machines some 
years ago. Before the new stapler was placed on the mar- 
ket five working models were tested out in actual use by 
manufacturing and industrial concerns. 

There are only three moving parts in the machine. 
These parts are made of special heat treated steel, insuring 
durability. The operation of the machine is very simple. 
\s the lever or handle 
As the 


the plunger is released and forced down by an oil tem- 


is depressed, a plunger is raised 


until it trips. handle resumes its normal position 


pered spring, carrying the staple before it and forcing the 
staple through the jaws onto the anvil, completing the 
stapling operation. The patented rotary anvil makes pos- 


sible either permanent or temporary stapling as well as 
loose stapling, for more than twenty-five sheets of paper. 


The 


machine is guaranteed to give satisfactory and continuous 


guarantee of the new stapler is inclusive. Each 
service for a period of two years from the date of sale. If 
a machine fails to live up to the guarantee, it will be re- 


price refunded. 


- Sa x 
DeLuxe Linoleum Desk Pad Added to Fox Line 


Fox & Company, 325 West Ohio street, Chi- 


placed or the purchas« 


Leora: E. 


( 


ago, Ill, has augmented its line of desk specialties with a 





FOX DELUXE LINOLEUM DESK PAD 


new DeLuxe linoleum desk pad. 
catalogue designation, No. 6304. 


This new pad bears the 
It measures twenty-eight 
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by thirty-eight inches and has five-inch padded end panels. 
The panels are of genuine top grain leather in blue, brown, 
green and red, embossed in contrasting shades. The lino- 
leum of the pad is colored to match the leather end panels. 
The bottom of the pad is felt covered. 
spenusitiiapsbanies 
New Lamps Offered by Greist 

The Greist Manufacturing Company, New Haven, Conn., 
recently added a number of new lamps to its line. Two 
new models are shown here. The No. 2507, finished in 
statuary bronze, is a Colonial type for home or office use. 
It stands eighteen inches high, including the shade, which 
is hung on a ball-socket joint well out in front of the base. 
The shade is designed to give a fine spread of light over 
the working part of a desk or table. The retail price of 
this lamp is $9.00. When equipped with a daylight lens, 
the lamp retails for $10.00. 

The “Standard” is a full-sized, long shade lamp made 
to sell at a popular price. It is fourteen inches high and 
its base is six inches in diameter. The adjustable shade is 
nine inches long and is made of one piece heavy, opaque 
metal. The lamp is offered in three popular lacquer fin- 
ishes—mahogany bronze, Venetian bronze and olive green. 
The retail price is $4.50. 

Two other new Greist lamps are No. 2407 and No. 3308. 
The No. 2407 is fifteen inches high and has a double joint 
adjustment. It is finished in statuary bronze. This lamp 
retails for $10.00. The No. 3308 is a trim and substantial 








TWO NEW GREIST LAMPS.—At the left is No. 2507, a Colonial model. 
At the right is the ‘‘Standard,’’ No. 1708. 


lamp that stands fourteen inches high. The shade, made 
of green cased glass, is nine inches long. Its interior is 
white. The shade is easily put on or removed. It is 
clamped between two plates which are tightened with a 
thumbscrew. The lamp is made in three finishes—ma- 
hogany bronze, Venetian bronze and olive green—and re- 
tails for $7.50. 
———~<>————_ - 
Three New Force Products Announced 

William A. Force Company, 105 Worth street, New 
York, N. Y., has placed on the market three new items— 
hand numbering machine No. 200, automatic numbering 
machine No. 150, and self-inking hand dater No. 400. 

The hand numberer is a lever action machine which re- 
tails at $10.00. It is particularly useful for shipping rooms, 
production control systems, and other system work re- 
quiring serial numbering on various forms, tags, tickets, 
vouchers, receipts, shipping bills, etc. 

The automatic numbering machine retails at $8.50. It 
has a convenient control lever by which it is easily regu- 
lated to “repeat,” “duplicate” or “consecutive,” as desired. 
A self-releasing catch locks the machine during adjust- 
ment and releases it automatitally when the machine is 


put in use again. Clean and éasy re-inking are assured by 








an improved ink pad, and accurate placing of numbers is 
made possible by a graduated gauge plate. The standard 
letter 


supplied instead of number wheels if desired. 


model has six number wheels but wheels can be 


The machine 
may also be furnished with “triplicate” or “quadrupli 
cate” movements in place of the regular “duplicate” move 
ment 

The self-inking designed for use on 


The dating 


hand dater was 


narrow margins and in other small spaces. 
type and lettering are in small, light-faced and highly legi 
with the bolder than the 
date stand out distinctly 
is identical to the Model 


in larger 


ble type, numerals in a face 
year, making the 
dater, Model 425, 
400 except that it has larger typ« r 
The retail price of both models is $3.50. 
—_—> 
Auto-typist Improved 


The American Automatic Typewriter Company, 233 West 


month and the 
\ companion 
and is for us 


spaces 


Chicago, Ill, has announced a new and 


\uto-typist 


Schiller 


improved Model 7 of the 


Street, 
The most important 
change in the construction of the machine is the placing 
of the spool box mechanism inside the desk 


desk a 


record to work 


This gives the 
neater appearance and also permits the operating 
gravity, 


with the maximum assistance of 


because the record lies flat on the tracker bar instead ot 


in an upright position \ larger motor is used so that 
when peak 
\uto-typist will operate as smoothly as when the current 


Solid bakelite buttons have 


loads are placed upon electrical circuits the 


supply is not being overdrawn 


been substituted throughout the mechanism for wooden and 
glued together The 


celluloid parts which were formerly 





THE AUTO-TYPIST MODEL 7 


air controls have been improved, insuring greater speed with 
less noise 

Che Auto-typist desks are now offered in walnut, mahog 
any and oak finishes, or in any color desired, to harmonize 
with the office furnishings. The machine can be equipped 
with either noiseless or standard typewriters 

ae 

American Lead Pencil Company Offers “Trumps” 


for Card Players 


OFFICE APPLIANCES 


and other card games. The 
rhe body is 
finished in a lustrous white, on which are stamped minia- 
ture cards of the different Each 
pencil is fitted with a gilt tip and red eraser, both shaped 


pressly for scoring in bridg« 


new pencil is a little over four inches long 


suits in actual colors. 


square to prevent rolling. 
Che “Trump” is packed in two ways—three dozen in a 
box and one dozen on a display card. The color scheme 


of the display card is red and black, the latter shade bring- 
ing out in a striking manner the white bodies of the pencils. 
Che top of the card is a cut out of the four suites—spades, 
hearts, clubs and diamonds. 
— 
Canode Offers New Duplicating Machine 
The Canode Ink & Office Supply Company, 4534 West 


North avenue, Chicago, IIL, has announced a new duplicat- 





CANODE “VELOSOGRAPH" DUPLICATOR 


ing machine to be marketed under the trade name “Vel- 
osograph.” The machine is a revolving type duplicator that 
uses an original composition pad in place of gelatin films or 
[he matter to be duplicated is easily copied on 
“Velosopad.” Che method of 


stencils. 
the composition pad, called 
fixing the “Velosopad” in position on the machine is very 
simple, as is also the operation of the duplicator to produce 
up to five hundred copies. The machine has a neat, attrac- 
tive appearance and an efficient operating action. 
—_—— 
Brown-Morse Introduces New Desk Lines 
Che Brown-Morse Company, Muskegon, Mich., has an- 


nounced desk “All 


standardized steel desk line called the “General” and the 


two new steel lines, the American” 
“Executive” line. 

The “General” is a commercially priced desk with round 
legs, rounded tops and panels, flush cup type drawer pulls 
and a choice of either linoleum or composition top. It is 
finished in hi-lighted, antique walnut. The line is complete, 
including all types of desks and tables, as well as a personal 
file, wardrobe cupboard and phone stand. 
massive propor- 


walnut. 


The “Executive” line is built in more 


tions and is finished in hi-lighted and matched 

Che desks have tops of top grain leather colored to har- 

monize with the rest of the desk. This line includes desk, 

table, phone stand, wardrobe, personal file and waste basket. 
Currier Marketing New Sales Register 

The Currier Manufacturing Company, Minneapolis, 

Minn., is the manufacturer of a patented autographic regis- 


three and one-half by five and one-half 








The American Lead Pencil Company, Iloboken, N. J 
has announced the No 253 lrumps” pencil, mack CNX ter which uses 
“are 
*” *& 


rRUMPS 


PENCIL MADE BY THE 





AMERICAN LEAD PENCIL COMPANY 
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inch sales tickets. The machine, here illustrated, is made 
without cranks, gears or springs. 
[The “Curmanco” sales register is low priced. Sales 


tickets are printed on double wound rolls, both slips being 


- 


™ 





CURMANCO”’ SALES REGISTER 


picked up by taking hold through the thumb hole just be- 
cutting The 
between the printed sales ticket and the plain copy, re- 
mains stationary, being held in place on either side by clips. 
Pressure on the top edge of the writing surface tilts it up, 


low the edge. carbon paper, which goes 


opening a drawer where the duplicate copies are kept. 

Che Currier Manufacturing Company is appointing dis- 
device in all parts of the country. 
ae 
New Steel Desk for Fanfold Machine Work 
Remington Rand Business Service, Inc., recently designed 
It is de 


tributors for this new 


a new steel desk for use with fanfold machines. 
clared that this desk economizes floor space, doing 
away with the bulkiness which usually accompanies the use 
of fanfold Rand desk is 


declared to be structurally as rugged as office furniture can 


new 


machines The new Remington 


be. It is made from suitable weights of fine steel, reinforced 
to secure rigidity and permanence. All drawers, sliding 
shelves, form magazines, etc., are suspended so as to secure 
the greatest ease of convenience for which the desk is de 
It permits 


signed. The fanfold desk is primarily a desk 





NEW REMINGTON RAND STEEL DESK FOR FANFOLD WORK 


fanfold machine operation to take its most convenient place 


in the regular desk line of any office, bringing the operation 


into a compact amount of floor space. The desk stands 


twenty-five inches high, which is said to be the most efficient 


type for machine, papers and other incidentals. The desk 


top is covered with heavy battleship linoleum, bronze bound, 


and measures forty-two inches in length by thirty-two 
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inches in depth. The magazine may be withdrawn from its 
protective place under and completely within the limits of 
the top, but in actual use requires only a few inches more 
of floor than the desk does when inactive. The 
magazine not only houses an ample supply of forms, but 
Small 


space 


provides a place for a large carbon paper reserve. 
supplies and personal belongings may be put in the amply 
spaced drawer at the right of the operator. A sliding shelf 
adds 147 square inches of working top when needed. The 
desk is finished in standard olive green with hardware of 
statuary bronze and will make a fine appearance in any busi- 
ness setting, despite its modest cost. 
New Full Automatic Mercedes Calculating Machine 
Ralph C. Coxhead Corporation, 22 Park Place, New 
York City, announces an improved full automatic electric 


Mercedes calculating machine, Model 18. The new model 








MACHINE 


NEW MODEL 18 MERCEDES CALCULATING 


presents a compact, efficient and sturdy appearance. Its 
operation is controlled entirely by the left hand, leaving 
the right free for writing answers. The usual “repeat” is 
missing from the keyboard. There are no levers of any 
description on the machine. The entire action of the 
machine is controlled by six keys. To multiply one has 
but to set the figures in the machine, touch the multiplying 
key and the Mercedes automatically figures the problem and 
proves the result. To divide, the divisor is set on the key- 
board, the dividend in the long dial, then the operator 
touches the division key and the answer automatically 
appears in the quotient dial. 

Discounts are figured by setting net amount on keyboard 
and setting the discount on the lower dial, touching the dis- 
count key and the machine automatically deducts discount 
and shows net amount. 

The new model Mercedes is said to be as near fool-proof 
as possible. It has an automatic key-locking device which 
prevents the machine from operating if keys have not 
been depressed all the way, releasing when keys have been 
struck properly. Automatic setting of decimals gives the 
result with the decimals automatically pointed off. The 
carriage operates automatically. There is no locking device 
on clearing levers, for pressure on the clearing levers with 
motor in operation automatically throws off motor to pre- 
vent locking. Can be operated as full automatic, semi- 
automatic or manual. 


Please turn to page 106 for more 
New Machines and Devices 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices of 


this journal their headquarters. 


The staff at the main office, 417 South Dearborn Street, Chicago, and the staff 


at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd St. and Park 


Ave., New York, will be happy to be of any possible service. 


While the facilities at New York 


are not so many as at Chicago, there will be found the same desire to serve. United States 
manufacturers or their representatives traveling abroad are cordially invited to call 
upon Office Appliances’ London Correspondent, Mr. W. Teignmouth Shore, 
18 Templars Avenue, Golders Green, London, N. W. 11, England. 
Mr. Shore’s knowledge of the office equipment business 
and its possibilities in Great Britain makes his 
counsel valuable to those desiring to 
cultivate the British Market. 


LONDON NOTES AND 


NEWS 


By W. T. Shore, 18 Templars Avenue, Golders Green, London, N. W. 11, England 
Nore.—Mr. W. T. Shore, whose address is given above, is the authorized subscription representative of OrFicE APPLIANCES 
in the British Isles. New subscriptions should be sent to Mr. Shore. Renewal orders should be sent to Orrick APPLIANCES 
home address, 417 South Dearborn street, Chicago, Illinois. 


London, August 3, 1930 
HIS is holiday time. Also, for many men of business 
what I will call “mental stock-taking” time. We are all 
trying to take stock of the business situation and of busi 
The trouble is to look facts in the face 
not pleasant; the temptation is to make 


ness prospects 
when they are 
believe that they are at least not so bad as they seem to be 
and as in our hearts we know them to be. I need not tell 
business facts all over the world are 
and 


you over there that 
not pleasant. Almost every nation is “up against it” 
no nation appears to be able to see a way out, at any rate 
a quick way out. Though this is not the place to enter 
into any general discussion, one fact must be put forward, 
if for no other reason than that it affects directly as well 
as indirectly the health of the appliances trade 
Owing to increased mechanical facilities of production and 
manufacturers the world 
On the other hand there 


office 


to some less important causes, 
over have been over producing. 
has not been and scarcely can be any increase in markets. 
What is to be Whatever is 


done, must for a time bring bad business for many; of that 


done I for one cannot say. 

there can be no possible doubt whatever. 
Business men in this country are distinctly 
Ed.) as well they may 

do not seem to be throw- 


“nervy” (In 
“nervous,” probably 
be, and we—like other countries 

ing forward any men big enough to tackle successfully the 
For office appliance 


the sense of 


situation with which we are faced. 
manufacturers and marketers it means simply this: that 
their customers have less to spend and an increasing un- 
willingness to spend anything at all. Therefore, the com- 
petition for what there is to get grows more bitter and 
stern. Costs of production and the 
efficiency of methods of sale must be increased. Which is 
easy to say; difficult, very difficult to do. Only one word 
of advice can I offer to any American firm that is con- 
templating attacking the office appliance market here—send 
over your best men and make them work in close alliance 


must be decreased 


with the best men here. The more and more I see of 
\merican firms’ ways of working here the more and more 
I am assured that they are wrong in not employing astute 
and experienced British and advertising 
men to advise and work with them—to keep them “out of 


A very big advertising house from your 


sales managers 
trouble,” at least. 
side of the water came over here, and they not only will 
not employ a “native” but are cocksure they need not do 
so. I fear they will be feeling a very cold wind before 
long and that then they will blame the benighted Britisher 
for not responding to their call to “come along and buy.” 
I quite realize that I may be wrong in all this; but I am 
not the only one to hold this opinion, which is also the 
opinion of Americans who know us. 

As for news, there is none. The business atmosphere is 
filled with hopes and conjectures, which cut no ice. To 
sum up: there may come a sudden change for the better; 
there may come one for the worse. We can only wait and 
see, and do our best to “buck up.” 

a 
The Stationer’s Scrap Book of Ideas 

F. W. Bridges, Limited, publishers of The British Sta- 
tioner, Grand Buildings, Trafalgar Square, London, W.C. 2, 
England, recently published The Stationer’s Scrap Book 
of Ideas, edited by F. H. Bridges. The book contains some 
sense suggestions for commercial 
stationers office 
veniently divided into four sections, as follows: Organiza- 
tion; Advertising and Publicity; Selling Ideas; Window 
Display and Selling Ideas for Specific Lines. An index in 
the front of the book classifies the subjects treated and 


common 
dealers in 


178 pages of 


and equipment. It is con- 


gives the numbers of the pages where the stationer may 
find suggestions on the particular phase of his business 
that he may be interested in at the time. The subjects 
run all the way from account books to window dressing 
and are written in such a way that the volume is an excel- 


lent reference book. 
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DINNER WHICH WAS PART OF THE UNIQUE SALES CONFERENCE 


HELD BY UNDERWOOD ELLIOTT FISHER EUROPEAN EXECUTIVES 
LAST JULY Part of this conference was held aboard the Graf Zeppelin 
while cruising over Switzerland, reference to which was made in the 


August issue of Office Appliances. Forty-one delegates from nine different 
European countries were present. The inset pictures the Underwood El 
liott Fisher Sandstrand European sales trophy cup 








Amsterdam House Takes Underwood for D. E. I. 
Che firm of George Wehry & Co., Holland, 
has been appointed sole representative of Underwood type- 


Amsterdam, 


writing machines for the whole of the Dutch East Indies. 
Colonial headquarters of Wehry & Co. are at Batavia, Java, 
and branches are located at Soerabaya, Samarang, Cheribon, 
Cjilatjap, Padang, Makassar, Palembang, Pontianak, Band- 
jermasin and Medan. 

iene 


Mr. Eylar Goes Abroad 
M. S. Eylar, vice president of the Underwood Elliott 
Fisher Company, New York, started August 14 on a trip 


to European countries. He left on the S. S. “Europa” and 
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will be gone about six or eight weeks, spending most of 
his time in France, England, Italy, Switzerland and Ger- 
many. He was accompanied on the journey by E. R. 
Baines, comptroller of the General Office Equipment Cor- 
poration. Mrs. E. R. Baines completed the trio. 

Mr. Eylar will visit the subsidiary organizations estab- 
lished in Europe, while Mr. Baines will devote most of his 
time to the standardization of accounting methods and 
operation of details of subsidiary concerns abroad. 

Mr. Stevenson of the company’s export department was 
in Europe at the time of the visit of Mr. Eylar and Mr. 
and Mrs. Baines, and Mr. Eylar went over matters which 
Mr. Stevenson had been arranging during his stay abroad. 

a 


Barrett Manager Spends Summer Visiting 
European Dealers 

Frank J. Roderick, manager of the Barrett division of 
the Lanston Monotype Machine Company of Philadelphia, 
manufacturers of the Barrett desk electric and hand adding 
and listing machines, is spending the summer among the 
European representatives of the Barrett machines. He re- 
ports that business among the dealers called on is in a 
very satisfactory condition. 

Mr. Roderick arrived in England about July 1 and after 
spending two weeks with the London distributor for the 
Barrett and contacting with the sub-dealer agencies, reports 
that the new model Barrett Sterling machines are meeting 
with a very favorable reception among the English busi- 
ness houses. 

Business on the Continent in countries so far covered 
by Mr. Roderick has been extremely satisfactory. Mr. 
Roderick reports that the demand for the Barrett desk 
electric is increasing and the popularity of this model is 
firmly established among the Continental dealers. His 
contact so far has been principally with the established 
dealers who have been actively pushing the sale of the 
Barrett machine during the past few years, most of whom 
are reporting a very satisfactory business. 

The new retail, professional and home model Barrett 
machine is being introduced to the dealers in Europe for 
the first time and has created enthusiasm among them be- 
cause of its high quality coupled with a low retail selling 
price. Dealers are readily stocking this machine in addition 
to their regular committments of the standard models. 


——— 

Changes in Mercedes Sales Organization 
The Mercedes Buromaschinen-Werks A.-G., Zella- 
Mehlis, Thuringia, Germany, announces a number of 


changes in its foreign sales organization. Company branches 
have been opened in Brazil under the name of Mercedes do 
Brasil Ltda., Caixa Postal 3786, Sao Paulo; and in Rou- 
mania under the name Mercedes Societate Anonima, Str. 
Doamnei 4 b, Bukarest. 

General agencies have been established in a number of 























SALES CONFERENCE 


-On June 19 Ernst Jost, of Zurich, distributor of American 
salesmen together for a conference. 


and other office machines, called his Swiss 


Only three men were absent. 
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ECUADOREAN HOUSE IN) NEW 
PREMISES.—On July 1 Reed & Reed 
(John Mark and Robert Alan Reed) 
of Guayaquil, Ecuador, moved into a 
new location in the heart of the busi 
ness district of that city Only eight 
een months before they had opened 








their offices on the second floor of a 
downtown building. They made good 
by personal selling, and made it pos 








sible to take a more suitable location 
They are firm believers in the ‘‘cold 
canvass Top picture shows the ex 
terior of the new store and the lower 
picture is a view f the interior 














countries as ws England Che Mercedes Sterling 
Book Keepi g and Calculating Machines Ltd., Alderman’s 
House, Alde ri ins W alk, Bishopsgate, | ondon EF « y a 
handling all Mercedes products; Jugoslavia—Wassits und 
Jozits selgrade, handling typewriters and calculating 


machines; Persia—Willy Schnell, Teheran, Arsenal, han 

Vilim & Company, Pflas 
handling bookkeeping machines, a1 
XI, and Adler 


typewriters l 


dling typewriters; Ceskoslovenska 
tergasse 5, Prag II, 
Karl hod 


Gara, Chodska ul. Julius 
Central 


6, Prag 
handling and cal 


Schreibenmachinen-Import 


Passage, Bratislava, 


culating machines; Hungary 


\. G., Jozsef ter 1, Budapest V, handling typewriters, calcu 
lating and bookkeeping machines; Belgium—Societe Belge 
de Mecanographt Someca, 1 Place du ( ongres, Brussels, 
handling typewriters and bookkeeping machines, and A. \ 
Baugnies, 55 Rue du Lombard, Brussels, calculators. 


Bull A. G. Makes Important Announcement 
The following announcement was recently received from 
Paris, France 
“The Bull A. G 
cal Machines), the 
Zurich, Switzerland, has decided to function in France, its 
colonies, countries of the protectorate, and those under 


Bull Statisti 


located at 


(Company for the Sale of 


headquarters of which are 


French mandate, without the intervention of a general 


agent 
“Business operations will be handled by the headquarters 
at Zurich, but with a relay to the Paris office, 75 Champs 


Elysees, under Mr. Emile Genon, president and delegated 


administrator of the Bull A. G.” 
\ news story concerning the Bull machines and the new 


organization appeared in the August issue of this journal 


- ~~ —- 
Mr. Cardinell a Busy Man During Trip Abroad 
John D. Cardinell, president of the Ink-Out Manufac- 
turing Company, Inc., Montclair, N. J., who has been in 


Europe for the last four months on a business trip, has 


successfully developed distribution on all of the company’s 
] 


products and has opened offices in London, Paris and Ham- 


burg. It is both interesting and gratifying to find that in 
every country which Mr. Cardinell has visited, thus far, 
excellent contacts have been made, considerable orders 


have been obtained for immediate shipment and new chan- 
established which will as- 
sure This 
evidence of a new spirit of prosperity prevailing in Europe 
in Paris Mr. Cardinell was 


nels of distribution have been 


an increasing volume of trade. seems to give 


It is stated that from one hous« 
Eradopens, Eradovials and im- 
the amount of $10,000. In Lon- 


given an order for Erado, 
printed eradicator sets to 
don, he was received with the greatest courtesy when he 
visited one of the largest distributors of engineering sup- 
plies in England, and within half an hour from the begin- 
received an order for several hundred 
rolls of tracing papers, such as Vellum, Xtra, Peervell and 
Bluvel. The Dennison Manufacturing Company, Ltd., of 
London, after negotiating with Mr. Cardinell, secured the 


British Isles and 


ning of his call, he 


distribution of the eradicator line for the 


many other countries, while the Dennison Company of 
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Hamburg are handling distribution throughout Germany, 
Austria, Denmark, Sweden, Norway, Finland and Poland. 
The eradicator line will be distributed in France, Germany 
and other countries in packages especially printed in the 
prevailing languages. 

Such has been the success of Mr. Cardinell’s trip thus 
far that when he goes on to the other countries, including 
Austria, Hungary, Italy, Spain, Poland, Greece, etc., should 
he find similar markets existing, he will proceed on a com- 
plete circle of the globe, taking in Egypt, India, Australia, 
China, Japan, Philippine Islands and Hawaii and thus back 
to the west coast. 

On the way home, he will inspect his company’s new 
office in the Merchandise Mart in was 
opened during his absence. 

While business has been the main issue of Mr. Cardinell’s 
trip abroad, he has managed to take in many wonderful 
and historical points of interest in the line of his travels, 
which he and Mrs. Cardinell have found intensely inter- 


Chicago, which 


esting. 


— 
Barcelonian Pays Visit to U. S. 

Jose Gifre Pujol, a dealer in rebuilt and second-hand 
American typewriters and a manufacturer of typewriter 
ribbons at Figueras, Gerona, Spain, with a branch house 
at Barcelona, arrived in the United States on August 4 on 
the “Conte Grande” of the Italian line, and sailed for Gib- 
raltar August 23 on the steamship, “Augustus,” of the 





JOSE GIFRE PUJOL 


same line. The chief purpose of his trip was to buy ma- 


chines in the rough and to make contact with American 
manufacturing plants producing goods in our field. He 
also desired to make arrangements regarding representa- 
tion of American office equipment lines in Spain. He 
which he 


wishes lines that properly fit in with those 
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already has. Mr. Gifre enjoys a high reputation and has 
the entire confidence of those manufacturers with whom he 
deals. He has been engaged in the office equipment field 
for about twelve years and is one of the pioneer typewriter 
ribbon manufacturers in Spain. 

On September 15 Mr. Gifre plans to open a new estab- 
lishment in Barcelona at the Consejo de Ciento, No. 241. 
The new plant will be equipped to handle enameling of all 
kinds, nickeling, platen grinding, the manufacture of type- 
writer ribbon spools and other such work. It will be 
equipped with up-to-date machinery and every facility for 
turning out first-class work. Mr. Gifre plans to make a 
very definite enlargement of his activities. He said that 
he felt it to be of great benefit to him to visit the United 
States at regular intervals and familiarize himself with the 
methods of American manufacture from time to time. 
While he is not wholly in sympathy with the great drive 
and rush of American life and has a natural preference for 
the European continental idea, he nevertheless thoroughly 
appreciates the results obtained by American methods. 

General conditions in Spain in the office equipment field, 
he says, are rather quiet, but the market for American lines 
is good and dealers are looking forward to favorable prog- 
ress which will be, it is thought, gradual. 

He states that unquestionably American products in the 
office equipment field are recognized as leaders. 

————— 

British Typewriter Branches Opened in Canada 

An item furnished by the United States Department of 
Commerce states that the Imperial Typewriter Company, 
Ltd., Leicester, England, has opened a program estab- 
lishing branches in Canada. As a result of the Dunning 
budget British typewriters enter Canada with a duty of 
ten per cent instead of 17% per cent. In eastern Canada 
the company has established branches in Toronto and 
Ottawa. Branches have been opened in western Canada 
at Winnipeg, Regina and Calgary, and one is to be opened 
shortly at Saskatoon. 

——_—_.g——— 
Mr. Stevenson Receives a Memento of Finland 

C. Stevenson of the export department of the Underwood 
Elliott Fisher Company recently received a photograph 
album from Helsingfors, Finland, presented “as a remem- 
brance” by O. Y. Amko A. B., Underwood Elliott Fisher 
agents in Finland. Views of the exterior and interior of 
the O. Y. Amko A. B. store appear in the album together 
with a number of general scenes of the city of Helsingfors. 

To Mr. Stevenson, the album is a treasured possession 
because it is a symbol of the friendship that exists between 
him and his business associates in Finland. 
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VIEWS FROM MR. STEVENSON'’S 
ALBUM.—At the right are three dis- 
play windows of 0. Y. Amko A. B 
of Helsingfors, Finland Below we 
observe a likeness of the beautiful 
fountain in the city’s public square, 
and a view of Finland’s national 
museum 
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TWO INTERESTING PICTURES 
FROM SHANGHAI.—Top Banquet 
given to A. C,. Marquardt, export 
manager of the Conklin Pen Com- 
pany, by the executives of the Wing 
On Company, Ltd., Shanghai, China 
Lower picture The up-to-date and 
well-arranged stationery department 
of the Wing On Company, Ltd.—a 
part of their beautiful store 


Conklin Completes New Distribution Plans in Orient 


Export Manager of The Conklin Pen Company Presents 
Interesting and Valuable Information Regarding 
Markets in the Far East 


& EW distribution arrangements in oriental markets 
just completed by The Conklin Pen Company, of 
Toledo, Ohio, open the way, it is said, for rapid expansion 
of the company’s business in that field 

a. © 


Company, has just 


Marquardt, export manager of The Conklin Pen 
returned from a tour which consumed 
seven months and which took him into more than a dozen 
oriental countries. The new Conklin policy of distribution 
has been inaugurated by the company in harmony with 
drastically changed conditions in Far Eastern markets. 
‘These oriental countries, often popularly supposed to 
offer tre 


“While it 


be the least desirable of the overseas markets, 


mendous potentialities,” says Mr. Marquardt 





ct 
aii 


ee: 
Tor yp eens ee 
& s > a = 








is true that the masses of such populations are in no sense 
prospects for Conklin 
America, the fact remains that there are enormous numbers 
There 


pens or anything else made in 


of consumers who are prospects. India is typical. 
are between three hundred million and four hundred million 
Approximately ten per cent are of the 
They give us 
consuming 25,000,000 
people which is a market worth going after in any country. 


people in India. 
“better” class prospects for our products 
a good market of approximately 

“And many conditions in oriental countries strongly favor 
the American factory at this time. In India the boycott 


merchandise gives American-made goods the 


American 


on British 
preference. goods are being eagerly bought to 
replace British products. 

“The outstanding development in oriental merchandising 
today is the increasing dominance of the native business 
man. European shops sell but three to five per cent of the 
The American who 
Many 


total now. Native shops sell the rest. 


overlooks the native dealer is passing up the market. 
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of these native shops are situated in side streets. They 
look small and poor, but really deal in a big way in all 
commodities. The awakened native dealer is the key to 
new and greater distribution in the Orient.” 

Mr. Marquardt’s trip reveals that the pathway to a profit 
is always rough regardless of the country. American 
dealers who think that it is hard to do business here will 
not find it any easier in oriental countries. Here are some 
of the “glooms” of the oriental business man: 

In India political troubles interfere with business; in 
Ceylon, the over-production and low price of rubber and 
tea; in Burma, over-production of rubber; in the Federated 
and Malay states, over-production and low price of rubber, 
tin, tobacco—everything they grow or produce; in Java the 
rice crop has failed and coffee prices are low; in China there 
is civil war; in Japan the factories and workers engaged in 
making the vast quantities of almost innumerable things 
which Japan exports to all the world are idle because the 
world isn’t buying in normal volume. 

“Wherever you go,” says Mr. Marquardt, “there is 
plenty to afford discouragement to the business man who is 
easily discouraged. But most of the orientals continue 
doing business as usual, even if in reduced volume, and they 
pay more attention to good times coming than to bad times 
present. They usually apologize because they do not buy 
more and in most cases seem to deeply deplore their in- 
ability to give an order even larger than the salesman 
hopes for.” 

Americans who think it was hot this summer need only 
to consider the life of a traveling man in the Orient. The 
coolest temperature Mr. Marquardt found during his trip in 
the Orient was 97 degrees. During seven months he called 
on the trade in temperatures ranging from 97 to 115 degrees. 

“While most of the native retail stores in the Orient lack 
modernity of arrangement there is a very definite trend 
towards more elaborate retail establishments than even 
those of America and Europe,” says Mr. Marquardt. “Espe- 
cially in China and Japan is this movement apparent. Some 
of these new stores express the very ultimate in good 


taste and modern equipment, and they are outfitted with 
a luxury that goes far beyond anything known in this and 
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other countries. In the stationery department of Itoya’s in 
Tokyo, Conklin pens are sold under a ceiling that alone 
cost more than $100,000. The cases, furnishings and other 
decorations are comparably elegant and costly. 

“The stock in this sumptuous store is not by any means 
limited to high-priced goods. Here one can buy a 5-cent 
notebook and receive just as much courtesy and attention 
as the purchaser of a fine jewel would receive in an inter- 
nationally famous jewelry store. 

“T have never seen a finer store selling any line than the 
store of the Wing-On Company, Limited, in Shanghai. If 
Conklin pens were made of genuine jade and set with 
diamonds and rubies they could not be displayed in a more 
luxurious and artistic manner. This great store is not 
only beautiful, but ultra-modern in its equipment and ar- 
rangement. In such surroundings retailing approaches the 
practice of a fine art.” 


——— 
Japanese Stationer Opens New Store 

Following occupation of temporary quarters for a year 
and a half, Itoya Stationers recently moved into their new 
building, which was erected on the site originally occupied 
by the company in Tokyo, Japan. The new building is a 
steel and concrete structure with two stories below the 
street level and eight above. The outside finish is a soft 
cream color with a balustrade across the windows of the 
third floor and a series of cloister-like arches outside the 
windows of the eighth floor. 

The first floor of the building is devoted to the display 
and sale of fine stationery, novelties, notebooks, diaries, 
fountain pens and pencils. An innovation is a series of 
shallow display cases near the store entrance containing 
samples of the many items that are offered for sale on the 
second floor. 

The entire north side of the first floor is devoted to 
articles for children, such as bags for school books, pic- 
ture books, games, pencil boxes, paint boxes, etc. 

In the first basement crepe paper, party supplies and 
novelties are displayed in addition to a complete line of 
small office devices. Filing cabinets and supplies are also 
shown here. 





NEW BUILDING AND STATIONERY 
STORE INTERIOR VIEWS OF THE 
ESTABLISHMENT OF ITOYA & 
CO., STATIONERS AND OFFICE 
OUTFITTERS OF TOKYO, JAPAN. 

Note the beauty and luxuriousness 
of this modern merchandising palace 
referred to in the accompanying ar- 
ticle. Observe the magnificent ceil- 
ing and the stairway in the upper 

left-hand picture. 
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The second floor contains displays of articles imported 
A model writing room con- 
round table 


from many parts of the world. 
taining leather 
straight chairs, and two writing desks with chairs to match, 
is closed off from the rest of the floor by permanent 
wooden screens. The picture is completed by modernistic 
lighting fixtures consisting of clouded glass cylinders with 
Other parts of the floor are devoted to the 


two covered settees, a with 


metal 
display of matched suites for home and office use. 

The third floor was laid out for holding exhibitions. The 
first exhibition was held here from June 6 to 15 and con- 
sisted of displays of all kinds of articles used by students 


rims, 


in the primary and grade schools. 

The offices of the company are located on the fourth 
floor and the fifth floor is used as a stock room. The sixth 
and seventh floors of the building are rented out for use 
by other concerns, and the eighth floor houses a restaurant. 
it is intended to utilize the flat roof of the building as an 
restaurant during the summer. 

eiiiilineimmins 


Japan as a Market for Pens and Pencils 


open alt 


By Walter Buchler 


NOTE Mr. Buchler’s article may carry to some the impression that 
Japan is backward in the use of modern writing tools. But one need but 
look at the illustration on the preceding page to realize that the people 
of that country are in the front of the procession of progress, as the 
amazingly efficient and beautiful Itoya store suggests 


time the fude, or camel-hair brush with a bam 


4 r one : 
boo holder, was the 


versal use among the Japanese, 


instrument for writing in uni 
rich and poor. Japan's 
rapid development as a progressive nation soon made her 
adopt both pencil and pen. 

both are found lying on every desk, table, and 
desk used, on the “tatami” 
(matting) of the home of the Japanese. The War gave 


Japan her opportunity to develop an industry of her own 


Today, 
ae 


where neither nor table is 


in such writing materials, and tremendous quantities of 
pens and pencils were then exported to every part of the 


globe 





TWO JAPANESE MERCHANTS 
DISCUSS BUSINESS 


The poverty of so many millions of people in Oriental 
countries has enabled Japan to continue and increase her 
sales of pencils in these markets where price is an impor- 
consideration. The 
chinery supply of cheap labor in Japan makes it 
dificult for others to compete in these Oriental markets 
But Japan her 
the sale of pencils of good 


tant employment of modern ma- 


and the 


insofar as cheap pencils are concerned. 
self affords good 
quality in every variety, hard, soft, artists’ pencils, copy- 


scope for 
ing-pencils, etc., which she cannot yet produce as well in- 


sofar as quality and finish are concerned 





OFFICE APPLIANCES 


By all means make the price as low as possible, so as to 
enable even the poorest person in Japan to buy a pencil 
at a price within his (or her) means, but under no circum- 
stances should quality be sacrificed for price, as the Japa- 
nese, when buying foreign-made pencils, are looking for 
quality. They also want to be assured that what they buy 
is foreign and not some imitation made in Japan. 

Hence, pencils offered in the Japanese market should be 
distinctively foreign in the brand impressed on each pen- 
cil, the name of the company should be given and the coun- 
try it is manufactured in as well as the usual markings as 
to grade. No special packing is necessary for the Japanese 
market, as long as it has a 100 per cent foreign appearance. 
Every Japanese is familiar with the sight and use of such 
writing materials and no explanations are necessary. He 
(and she) has, as a rule, a fair hand; in fact, the majority 
through their training in the manipulation of the brush 
and artistic writing of Japanese characters (taken from the 
Chinese) write a very fair hand indeed. 

All boys and girls in Japan today write with a pen or 
pencil in school. And it is quite a usual thing to see them 
on their way to school with a bottle of ink and a pen dan- 
gling from their girdle. These they have to buy them- 
selves, and get at the stationer’s whose shop is invariably 
opposite or adjoining the school building. 

The 
marking, and packing made above in regard to pencils ap- 
Japan offers not so much 


same remarks regarding the question of quality, 
ply equally as much to pens. 
scope for the sale of penholders, which she can make and 
Every kind of pen is sal- 


for fountain-pens, 


does make herself, as for pens. 
this market, 
which have in recent years become exceedingly popular 


able in including pens 
among all classes in Japan. 

To enter this market the best course is to appoint a 
foreign firm already established in Japan as one’s sales 
agents. The arrangements concluded should not preclude 
the exporter or manufacturer from dealing direct with any 
Japanese firm prepared to buy on the usual Letter of 
Credit basis, of course protecting the agent in the matter 
of commission and price. It is necessary to mention this 
because nowadays more and more Japanese firms are en- 
gaging in direct trading, and there is no reason why both 
the larger and small manufacturer or exporter should not 
participate in this business, emanating as it does from a 
market where satisfactory prices are obtainable. The prin- 
cipal centers to concentrate on are Tokyo, Yokohama, 
Osaka, and Kobe, where there are all the larger merchants 
covering the rest of Japan. Should any manufacturer or 
exporter intend opening a small branch in this market, 
Osaka or Tokyo will be his best location. In this case, he 


“Banto” (sort of in- 


will have to engage the services of a 
terpreter), and it is for him to bring in the necessary con- 
nections and at the same time act as interpreter where 
necessary. Reliability and having a sound knowledge of 
the market are more important qualifications to be sought 
for when deciding on a “Banto” than on his knowledge of 
English, which is today of secondary importance in Japan, 
as many Japanese know English sufficiently well to con- 
duct a conversation. 

Imports of pens and pencils into Japan during recent 


years were as follows: 


1927 Yen 1928 Yen 1929 Yen 
2,740 doz 46,165 2,543 44,935 2,817 50,524 
..621,190 gross 576,996 768,967 750,979 667,604 595,773 
629,753 doz 413,856 671,924 382,861 885,535 536,810 


Pens (of gold) 
Pens, others 


Pencils 


Exchange 


Rate of 1 Yen $0.4741 1927 
0.4641 1928 
0.461 1929 
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GOOD METHODS AND BAD 


A special section consisting of a questionnaire and 
answers presented particularly for those manufacturers 
who are interested in markets abroad. In which dealers 
in many countries who distribute office equipment man- 
ufactured in the United States give high compliment to 
export methods of many U. S. manufacturers, criticize 
some practices, and in some cases make constructive 
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suggestions. 
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NOTE.—The selection of firms to which to send the questionnaire was made with 
no consideration to the volume of their trade but with the object of covering the three 
major divisions of the industry—machinery, furniture and stationery specialties, in 
which latter would be included fountain pens, pencil sharpeners and such items. 


It was also our intention to make the choice among firms whose entire business is not 
confined to the products of a single manufacturing company. 


Obviously we could not call upon all of our friends in each country. The response 
would have produced a formidable volume. If, however, any of our other friends care 
to comment upon the questionnaire, which is reproduced on page 45, we shall esteem it 


a privilege to publish their observations. 


UR principal purpose in obtaining the expres- 

sions of opinion which follow is to present in- 
formation from authoritative sources concerning the 
progress and standing of American office equipment 
manufacturers in the art of exporting machines and 
merchandise as compared with the exporters of simi- 
lar lines in other countries ; to determine whether or 
not progress has been made in the last decade or 
more, and to emphasize some of the more conspicu- 
ous of those principles whereby success in the export 
field has been achieved. 

We refer to exporting as an art because it demands 
aS a prerequisite scrupulous care in manufacturing 
the product to be exported ; calls for intimate knowl- 
edge of conditions and possible outlets abroad; re- 
quires close attention in filling orders; demands ex- 
actness in packing for shipment, so that directions 
are precisely followed and nothing left to chance; 
and finally, calls for the correct routing to achieve 
reasonable dispatch with economy in_ shipping 
charges, all papers being made out and goods packed 
in accordance with the rules established at ports of 


entry for the assessment and collection of customs 
duties. 

But there are other considerations without which 
there can be no lasting success in exporting. The 
successful exporter promotes demand by good ad- 
vertising in the language of the country to which his 
goods are sent; by good salesmanship having con- 
sideration for the needs, the customs, the habits and 
even the prejudices of buyers; by the prompt and 
courteous handling of inquiries and other corre- 
spondence from abroad, and by the instant adjust- 
ment of complaints. 

As a country new in the exportation of fabricated 
products we made many mistakes. Knowledge can- 
not be acquired extemporaneously—it must be had 
by labor and pains; we come to understanding by 
way of a long road filled with obstacles. That we 
have progressed rapidly to a position which merits 
the approval of so many of our friends abroad must 
be gratifying to every office equipment manufac- 
turer whose products help to lighten the labors of 
the world. 
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In the last decade there has been a great change 
for the better in our handling of export problems ; 
but every year new manufacturers enter the field, 
some of whom are without a sufficient understanding 
of the factors which combine to bring about success 
in exporting. Some, however, avoid the major difh- 
culties by selling through export agencies—a system 
followed by many, but not by all. 

The questions propounded to representative deal- 
ers among our subscribers abroad were designed to 
uncover the weak spots in our methods and to pre- 
sent such experiences as buyers of our products in 
other lands cared to relate. 

It will be noted that the replies are generally of a 
complimentary and heartening character, and that 
where a critic speaks, he invariably tries to criticize 
constructively. In the divisions of typewriters and 
adding and calculating machines we note that buyers 
abroad are especially complimentary to American 
export methods. 

Only in comparatively isolated cases do we now 
encounter major faults in export practice. Experi- 
ence has been a faithful teacher. We have discov- 
ered an aptitude, too, for learning from the errors 
of others. This journal has from time to time 
pointed out costly mistakes, presenting instances of 
well-intentioned activities which have resulted in 
loss because not taken with the proper knowledge of 
conditions abroad; or because of ignorance of the 
reason behind a specific direction; or because the 
shipper thought to save money for his customer by 
a departure from precise instructions. We recall in- 
stances where manufacturers shipped goods having 
features not specified by the importer abroad, with 
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the result that they were not accepted by the im- 
porter’s customers and had to be returned at much 
expense, delay and dissatisfaction. And there is the 
classic story of the ribbon and carbon manufacturer 
who received from a dealer in a mountainous region 
of South America an order for a large quantity of a 
certain brand of carbon sheets to be packed in tin 
containers of a specified length and width, soldered 
allaround. The manufacturer decided he could save 
money for the dealer by packing the sheets in good 
fibre containers just twice as long as the dealer or- 
dered. When, some weeks later, he was notified that 
the shipment had been refused and awaited his dis- 
position at the port of destination, he was surprised 
and indignant until he learned that the tin contain- 
ers were specified as a protection against sea water 
encountered almost inevitably in the process of light- 
ering goods from ship to shore, that port having a 
shallow harbor, with docking facilities only for light 


craft. Furthermore, the size was specified because 
goods intended for the dealer’s town had to be 


packed on the backs of llamas and carried over nar- 
row, precipitous mountain trails, where too large a 
package would make it impossible for the beast to 
get through defiles and around ledges with out-jut- 
ting rocks above and sharp and dangerous turns. 
When the shipment got back to the point of origin 
it was a total and soggy loss. Such embarrassing 
and expensive incidents are, fortunately, now very 
rare. We have stepped forward into an important 
place in world trade and have been forced to learn 
more rapidly than we would have learned had it not 
been for the great war and its resulting changes and 
realignments. 


The development of export is one of the most outstanding advances in the office 
equipment industry during the past twenty years. Long prior to that time some of the 
older typewriter manufacturers and some manufacturers in other divisions of the in- 
dustry had established distributors in many of the principal market centers of the world. 
During the past two decades, however, these manufacturers have greatly increased the 
number of distributors and the volume of their export business, while many manufac- 
turers who have since entered the office equipment field have found sale for their 


products in many countries. 


Out of their longer experience the older companies have developed a sound export 


policy and practice upon which their success in the foreign field has been achieved. 
In the procedure of the less experienced companies and those making their initial 
efforts in the field abroad some errors have been committed, errors due to carelessness, 
to insufficient information, to lack of knowledge of the psychology of other peoples 
and to inadequate system for conducting the business. 
To discover these errors at the point of greatest effect was the design of the ques- 


tionnaire upon which this symposium is based. 





COPY OF THE QUESTIONNAIRE SENT ABROAD 


QUESTIONNAIRE FOR FACILITATING TRANSACTIONS BE- 
TWEEN UNITED STATES MANUFACTURERS OF OFFICE EQUIP- 


10. 


«« MENT AND DISTRIBUTORS ABROAD adhad 


Issued by: OrricE APPLIANCES, 
417 South Dearborn Street, 
Chicago, Illinois, U. S. A. 


. Do some manufacturers over-estimate the potentiality of your field, and, there- 


fore, expect greater volume of business than is possible to secure; do they some- 
times expect results too soon, due to lack of knowledge of business conditions in 
your country? 


. Do manufacturers inform themselves as to the selling psychology of your people, 


or do some of them expect United States methods to succeed without modification? 


. Do manufacturers appear to lack information of customs duties in your country; 


of trade mark laws; of laws affecting commercial transactions or of special prac- 
tices at the port of entry? 


. Do manufacturers furnish printed matter in the language of your country and in 


appropriate and explicit phrase, to be sent to prospective users? 


. Are manufacturers prompt in executing orders for articles which must be long 


in transit? 


. Are they careful to follow instructions for routing shipments and invoicing for 


customs? 


. Is care exercised in packing goods so that they will stand the considerable han- 


dling to which they are subjected on the long shipment? Does the packing con- 
form to regulations in your country without excessive weight of box or other 
container, and without excessive cubical displacement? Are replacement parts 
sent promptly? 


. Are your letters to manufacturers with whom you have relations acknowledged 


with explicit attention to your request and suggestions? Have other manufacturers 
in whose lines you were interested failed to respond to inquiries or orders? 


. Do manufacturers refer to you original letters of inquiry or complete and accurate 


copies received from your territory? 


Do some manufacturers share expense for advertising and salesmen training when 
considerable volume of business is involved? 


. Do you find that the American houses with whom you deal are improving in their 
understanding of the conditions which you and they must encounter and that 
cooperation is becoming more general and more intelligently applied? 
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THE ANSWERS TO THE QUESTIONNAIRE 


a 


a eS 


ARGENTINA 


South American house has satisfactory experience 


\ subscriber in the Argentine expresses entire satisfac 


with his experience with the manufacturers whos« 
products he distributes. He that relations are 
cordial, pleasing and quite satisfactory, and that conditions 


as stated, it is hardly necessary for him to answer 


tion 
dec lares 


being 


separately each one of the several interrogatories listed. 

He believes that on the part of some manufacturers in 
this country there is a tendency to ask a little greater 
volume of business from a foreign territory than can be 


reasonably expected from it. 


AUSTRALIA 


Australian house expresses interesting views and discloses 
the proper procedure for developing export business in 
Australia 


G. S. Wride of the house of Pockington & Wride, direct 
factory representatives handling a number of American 
lines in Australia, with headquarters in Sydney, presents 
some interesting and valuable facts for the consideration 
of American exporters. 

Mr. Wride 

1. Most manufacturers in the United States considerably 
over-estimate the potentialities of this market and expect 
results that are quite unreasonable. Their estimate of the 
time it takes to obtain results is also unreasonable. 
Australia is a country almost as large as the United States 
but with a population of only six and a half million people, 
and while the spending power per head in Australia is well 
above the average of other countries the people are very 
conservative and a careful study of marketing conditions 
has proved that it takes from two to three years to suc- 


cessfully secure results with most merchandise that is of 


Says: 


payable dimensions. 


themselves as to the 
Our ex 


2. Manufacturers do not inform 
selling psychology of the people of this country. 
perience proves that United States methods 

modified before being presented to the Australian public. 
Most methods of selling in the United States are successful 
when so modified. But generally speaking, 


should be 


in Australia 
high pressure salesmanship is not acceptable to Australian 
dealers or to the public. (And we might add for the in 
formation of our Australian friends that this type of sales- 
manship is less and less tolerated in the United States.) 


be well informed with 
customs duties. Even the leading 
are quite ignorant of 


3. Manufacturers seem not to 
regard to Australian 
manufacturers in the United States 
this subject, apparently, nor are they better informed with 
regard to trade mark laws and laws affecting commercial! 
nor have they a knowledge of special pra: 
We regret to say that although 


transactions, 


tices at our ports of entry 


we have advised manufacturers of the special conditions 
regarding invoicing for customs purposes, our advice is in 
many cases completely ignored, due perhaps to an idea 
that the special conditions required for this country should 
not be necessary for export, inasmuch as they are not 
necessary in the domestic market. 

4. The answer, of course, is that manufacturers do fur- 
nish printed matter in the language of our country and 
appropriate to be sent to the prospective users of their 
devices. 

5 and 6. We cannot say that manufacturers are prompt 

in executing orders for articles which must be long in 
transit, nor are they careful to follow instructions for 
routing shipments and invoicing for customs. 
7. Most manufacturers exercise particular care in packing 
their goods and we find very little to complain of regarding 
damages, etc. Occasionally we receive timber boxes that 
are of excessive weight. 

8. Our letters to manufacturers with whom we have re- 
lations are satisfactorily and explicitly acknowledged. 
Most manufacturers give prompt and careful attention to 
our letters but when we have sought to interest manufac- 
turers who are not cultivating this market, our letters on 
many occasions have been ignored. 

9. Apparently Mr. Wride misunderstood the precise pur- 
port of our question. He states, however, that when con- 
tact is made with American manufacturers, it is rare that 
orders are inaccurately filled. Almost invariably they find 
that their orders for goods are supplied exactly as specified. 

10. The question of advertising and training of salesmen 
is a very contentious one with those manufacturers with 
whom they have been in contact. Some American manu- 
under the impression that the expense in- 
curred for these items in the field should be 
quite sufficient to cover the forcign outlets, overlooking the 


fact that if a ten per cent appropriation is necessary in the 


facturers are 
domestic 
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domestic market, the same percentage is necessary for a 
foreign country. 

11. Those American houses who are seriously endeavor- 
ing to cultivate this market are gradually coming to under- 
stand the conditions we encounter and cooperate with us 
intelligently and efficiently. 
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The foregoing are Mr. Wride’s opinions, acquired from 
experience gained as a wholesale stationer and a manufac- 
turer’s agent since starting in business after his return in 
1919 from the World War. He expresses the hope that his 
remarks will be accepted as constructive rather than simply 
critical. 


AUSTRIA 


Viennese house compliments American manufacturers, 
but suggests more information on Austrian laws affect- 
ing commercial transactions 


° 


The Rex Company of Vienna, one of the pioneer office 
equipment organizations of Austria, expresses itself in a 
pleasing vein regarding the policies of American manu- 
facturers. They replied in substance as follows: 

As a rule American manufacturers do not over-estimate 
the absorptive power of the Vienna and Austrian market, 
nor do they expect results too soon. Most manufacturers 
are informed as to the selling psychology of the Austrian 
people; but some do seem to expect American selling 
methods to succeed here as well as in America. 

There seems to be no lack of information among your 
exporters as to customs regulations, trade mark laws, laws 
affecting commercial transactions, etc. 

Recently some American manufacturers have started to 
supply us with printed matter in the language of this coun- 
trv. Heretofore they had not done so. 


Another leading Austrian 


Manufacturers of your country are prompt in getting 
out goods in response to orders from distant points, and 
are careful to follow instructions for routing, shipping, in- 
voicing, etc. They exercise due care in packing for ship- 
ment abroad, conforming to regulations of the customs 
office and avoiding excessive weight of containers and 
undue cubical displacement. Prompt attention is given, as 
a rule, to requests for replacement parts. Letters are 
promptly and explicitly answered, and there is no failure 
Let- 
ters of inquiry sent to our manufacturers are immediately 
referred to us. 


so far as we know in responding to letters or orders. 


Some American manufacturers share in 
We 


find that American houses are decidedly improving in their 


the expense of advertising, training of salesmen, etc. 


methods. 


company approves export 


methods of United States manufacturers, but mentions 
that some of them overestimate the potentiality of the 
country 


7 


From Jakob Ehrlich of the Nfg., 
Vienna, Austria, representatives of the Royal Typewriter 


Joe 


house of Lesti 


Company, Inc., and pioneers in the development of the of- 


fice equipment industry in Austria, comes the following 
interesting observations 
“Tt is a fact that American manufacturers over-estimate 


the possibilities of the Austrian market and therefore ex- 


pect a greater volume of business than it is possible to 
secure. Austria is now, since the war, a little country, 
where business conditions are becoming progressively 


of the high customs duties levied by 
The market is small 
and the buying power of the people is limited. 


worse on account 


surrounding states domestic very 

Factories 
are not prosperous, and many banks have liquidated, so 
that there are many people out of work. 

“Manufacturers in America do inform themselves as to 
the selling psychology of our people, and generally do not 
expect United States methods to succeed without modifi- 
cation. Our experience indicates that your manufacturers 
have sufficient information as to our customs duties, trade 
mark laws, laws affecting commercial transactions, and 
special practices at the ports of entry 


“American manufacturers supply printed matter in the 


language of our country, but not in the size nor after the 
They do 


manner such material is used here. execute 


orders promptly for articles which must be long in transit. 
And they are careful to follow instructions for routing 
shipments and invoicing for customs. 

“Care is exercised in packing goods, so that they will 
stand the considerable handling to which they are sub- 
jected on their long journey by water and rail. The pack- 
ing conforms to regulations in our country, without exces- 
sive weight of box or other container, and without undue 
cubical displacement. Replacement parts are sent 
promptly. 

“Our letters to United States manufacturers with whom 
we have relations are acknowledged with explicit attention 
to our requests and suggestions. Other manufacturers in 
whose lines we have been interested have not failed to re- 
spond to inquiries or orders. When manufacturers for 
whom we are agents receive inquiries from this territory, 
such inquiries, or accurate copies thereof, are always for- 
warded to us for our attention. 

“Some manufacturers share advertising expenses, but not 
the expense of training salesmen. 

“We find that the American houses with whom we deal 
are improving in their understanding of the conditions 
which we and they must encounter, and that cooperation 
is becoming more general and more intelligently applied.” 








BULGARIA 


Dealer compliments upon several points but indicates a 
lack of information of the possibilities 


V. 


importers, com- 


rhe following interesting discussion was written by 
I. Kassuroff of Kassuroff Brothers & Co., 
f Sofia, 
American manufacturers of office appliances 


mission merchants, Julgaria: 


“As a 


etc., Oo 


rule, 


overestimate the consuming potentiality of our field and 
expect a volume of business not commensurate with the 
power of our people to absorb the merchandise. They seem 
also not to have a sufficiently clear picture of business 


conditions at this end, at times expecting results too soon. 
“We American 


manufacturing the 


having come across an 


that 
vy of our people, the general expectation 


cannot recall 


concern showed any interest in 
selling psychol 
being that United States methods will succeed here with- 
out the slightest 

“However, 
laws have not seldom constituted an interesting subject for 
the consideration of a number of American manufacturers, 
while others appear to be carrying on business here under 
a total lack 
about the Bulgarian laws affecting commercial transactions 


and the special practices at our Black Sea and Danube 


modification. 


Bulgarian customs duties and trade-mark 


of such information. The same can be said 


ports of entry. 

“One thing in which American manufacturers have dis- 
tinguished themselves is the supply of printed advertising 
matter. They generous 
with such material, usually in English, French, German or 
Spanish. Occasionally pieces have been sent with illustra- 
tions, but without text, so that the printing could be exe- 
cuted locally in the language of our country. Some manu- 
facturers, desirous of giving a wider publicity to their 
products, have often employed the local press, supplying 
free of charge the necessary cuts and bearing a part of or 
the entire cost of printing and circulation. 


have always been exceedingly 


° 


“As to executing orders, American manufacturers have 
always been prompt and very careful in following instruc- 
tions for shipment and invoicing. 
“There seems to be no other country in which the manu- 
facturers exercise such good care in packing goods as in 
the United States. The packing is so excellent that dam- 
ages seldom occur in spite of the rough handling and the 
long journey. Packing has always conformed with the 
regulations of our country, and requests for replacement 
parts are promptly attended to. 

“With regard to the manufacturers with whom we have 
that our re- 
quests and suggestions have almost invariably been ac- 
knowledged with explicit attention. We do not know of 


a single case where a manufacturer in whose lines we are 


relations in the United States, we must say 


interested has failed to respond to our inquiries or eventual 
orders. In the case of orders sent by potential customers 
in this country to American manufacturers whom we repre- 
sent, these manufacturers have invariably referred such 
inquiries to us, either in the original or by copies, together 
with a copy of their reply to the inquirer. 

“While some manufacturers, as already stated, share the 
expense of advertising, it is very seldom that such participa- 
tion takes place in the training of salesmen, due, perhaps, 
to the fact that Bulgaria is still in an early stage of devel- 
opment with regard to the use of modern office appliances, 
notions as to the volume of business being relative. 

“It is gratifying to note that American business houses 
with whom we have the honor to deal are constantly im- 
proving their understanding of the conditions which they 
and we have to encounter, and that co-operation is grad- 
ually becoming more generally and more intelligently ap- 


plied.” 


CHILE 


Chilean house compliments U. S. manufacturers and 
brings out dealers’ responsibility for manufacturers’ 
service and co-operation 


The firm of Davis and Company, Santiago and Val- 
paraiso, Chile, handle Underwood typewriters and other 
well known office machines and equipment, chiefly of 


held several important 
and their principals 


United States origin. They have 


exclusive agencies for vears, 


have become thoroughly conversant with every detail of 
Dealings their regular 


many 
exporting to that country. with 
connections, of course, are highly satisfactory, and they 
what is still more pleasing—that the 
transactions they had with manufacturers 
their regular list have been almost equally fortunate, par- 
They emphasize a point 


occasional 
not 


assert 


have on 


ticularly within the last few years. 
not brought out in other replies to the questionnaire, viz., 
that the service and co-operation the dealer receives from 
the manufacturer largely depends upon the ability of the 
f to * and guarantee a certain volume 


former “state his case 


° 


of business in exchange for co-operative effort on the part 
of the manufacturer. 

Davis and Company, out of their experience, express the 
opinion that American manufacturers have little to learn 
from their foreign contemporaries in handling export busi- 
ness, for, in the first place, they take the trouble to analyze 
each market, and, second, they provide advertising material 
and sales helps of the right kind. The company states that 
Chilean importers of office machines and equipment have 
not always been too well served with regard to advertising 
material and newspaper and magazine electros—useful 
elements for promoting sales in Latin-American markets 

but that the situation in this respect has of late improved. 

Responding categorically to Office Appliances’ eleven 
questions, the replies of Davis and Company may be sum- 
we have here ventured to epitomize them: 


med up as 
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American manufacturers do not over-estimate the pos- 
sibilities of the field in the respective countries, as a rule, 
nor do they expect results too soon, They inform them- 
selves regarding the selling psychology of the people with 
whom they expect to deal and do not generally expect 
United States selling methods to succeed abroad without 
modification. 

American exporters do not lack information concerning 
trade-mark laws, commercial laws 
Generally speak- 


foreign customs duties, 
or special practices at the port of entry. 
ing, they supply appropriate printed matter for the use of 
dealers abroad; the of orders, 
and are careful to follow shipping instructions and direc- 
They are careful in packing 


are prompt in execution 


invoicing. 
conforming to regulations, without ex- 


tions for 


expe rt shipme nts, 


pre pe r 
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cessive container weight or cubical displacement, and or- 
ders for replacement parts receive prompt attention. 

Letters from dealers abroad to American manufacturers 
of office equipment are, in the experience of Davis and 
Company, promptly and explicitly responded to. 

American manufacturers respect the territories of their 
dealers abroad, promptly referring to the appropriate 
dealer letters of inquiry received at headquarters or ac- 
curate copies thereof. A few manufacturers share the ex- 
pense of advertising and training salesmen. 

Finally, there is a decided improvement among Amer- 
ican manufacturers in knowledge of conditions abroad and 
of problems which the manufacturer and dealer must solve, 
resulting in better, more intelligent cooperation and satis- 


factory relations. 


COLOMBIA 


Colombian house well satisfied. Compliments and points 
out some errors that can easily be corrected 


The following expressions come from Mr. G. Gomez 
Casseres of the house of J. V. Mogollon & Co., Cartagena, 
Colombia, South America, which does a commercial sta- 
tionery and office machines and equipment business of im- 
portance, with numerous branches and agents throughout 
the country. Mr. Casseres says: 

“We are, in general, satisfied with the business dealings 
which have had with the United States, since manu- 


facturers are prompt in executing our orders, excepting 


we 


only where machines have to be manufactured specially for 
particular requirements. In such case, of course, time is 
required. As a general rule, American shipping agents and 
manufacturers are careful in following instructions for the 
shipment of merchandise, save in a few exceptional in- 
stances in which, through some oversight, they neglect es- 
sential details. But when these oversights carry with them 
the penalty of having to pay fines or back-charges at the 
customs office, we find that American shippers without 
exception accept our claims, the same as when they ship 
merchandise which we have not ordered. 


. 


“All our American manufacturers supply us with adver- 
tising material concerning their products, and the majority 
have pieces of advertising matter in Spanish, of which they 
send us ample quantities for distribution. Likewise, all 
manufacturers whose agencies or exclusive distribution 
rights we have customarily refer to us all letters and in- 
quiries which they receive from our territory. 

Some of the manufacturers whom we represent as ex- 
clusive agents annually set aside sums of money partly to 
take care of the cost of the advertisements which we insert 
in the daily newspapers. These appropriations are on the 
basis of a certain percentage of the total value of our an- 
nual purchases. 

“Every day American manufacturers are becoming more 
experienced in the export business. Now claims for shorts 
or carelessness or errors of any kind are very rare. This 
was not the case a few years ago. 

“To recapitulate: We are satisfied with the business re- 
lations which we have with the United States, because they 
are all on the high level of the strictest sincerity, both on 
the part of those who supply us and upon our own.” 


CZECHOSLOVAKIA 


Prague office equipment man discusses problems at 
length. Presents illuminating article upon conditions 
affecting U.S. export trade 


From the city of Prague, Czechoslovakia, comes the fol- 
lowing discussion of international export problems from 
one who has had long contact and experience with such 
problems in his country. His views will interest readers, 
and the thoroughness with which he has gone into the 
subject leaves little to be desired. He says: 

“The editor of Office Appliances turns to us with a very 
interesting problem—‘How to facilitate business transac- 
tions between the United States and manufacturers of office 
appliances and distributors abroad.’ We understand the 


questionnaire to mean that the editor wishes to learn what 


- 


we are lacking in our connections with producers of office 
equipment in the U. S. A. Just at present this problem is 
very real and each day becomes more acute, because busi- 
ness in our lines in mid-European countries is becoming 
increasingly difficult, for we dealers abroad find ourselves 
selling American office equipment almost without profit, 
but discover from the periodical reports of the manufac- 
turers of the lines we handle that they are doing very well 
indeed. 

“American manufacturers seem to be of the opinion that 
throughout the world business conditions and possibilities 
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are equal to those in the United States; and so stubbornly 
have they held to this view that counter arguments, facts 
and explanations have been without avail. They overlook 
the fact that in the United States they have in one com 


120, 


000,000 inhabitants all speaking one language and all under 


monwealth with the highest industrial development 


some extent, at least, the uses and possibilities 
of machinery to advance production and promote comfort. 


“In 


states, some very small, 


standing to 


middle-Europe we have a number of independent 
ranging in population from 5,000, 
ns each, and each state having its 
tariff 


has within its bor 


000 to 10,000,000 pers 


wn currency, it wn laws, its own protective 


Often it will be found that a small stats 


from three to five different nations, each speaking its 


ders 

wn language. Each of these small nations within a small 
nation has its own customs, its own culture and its own 
meth¢ This Babel of na- 


certain in- 


traditional ds of doing business 


tions and sub-nations has, of course, a 


very 


fluence on business, and not a happy influence either. 


“We have no enterprises in middle-Europe so large as 
United States, 
monwealths it is not possible to achieve such development. 


“Each of 


advertising fi 


many in the because in these small com- 


ur customers requires that printed matter and 


sent to him be in his language, 


ffended 


Iders 


own 


otherwise he is He demands that the salesman 


who visits him and offers him the goods we handle must 
address him in the customer’s own language. What it costs 
in one small state where five languages are spoken to get 


out appropriate printed matter and employ salesmen who 
ire masters of the five languages as well as being good 
salesmen, is something that no American manufacturer, 


apparently, has ever understood, nor have any been will 


ing to take cognizance of special circumstances and to 
shoulder part of the 
‘The American 
times in business by comparison with his European agent 
He dk es his re ular 


every year, and is keenly disappointed if his profits do not 


»f distribution. 
little ot 


Excessive ¢ st 


manufacturer knows critical 


business, 


amount of approximately, 


increase each year over those of the year preceding. But 
with those who make their livings as business men in the 
small states of Europe conditions are quite different. One 
vear there will be a big demand for goods—the next vear 
! ne at all N iveragke can be taken, be cause business 1s 


so irregular. Such small territories suffer under all manner 
f adverse influences, economic, political, weather, harvest, 
overnment, ete 

“The Americar inufacturer, having no knowledge of 
these circumstance takes the view that he can expect 
next year a twenty per cent bigger quota over the business 
f the preceding year, and is surprised and disappointed 
vhen he finds that i me ot the small states where he 
ed for at e, business has fallen off fifty per 
cent. The excessi quotas prescribed make it impossibl 
for the distributor to earn enough to entitle him to special 
discount ind the manufacturer never will believe that the 
relatively big business recorded in the year when all things 
mspired together for good did not require so much labor 
ind expens¢ is the small business in the bad vear follow 
n nor f urse, will he consent to believe that some 
financial he n the bad year in the form of special dis- 
counts to his dealer, will be of service in offsetting the ad 


ditional money the distributor has spent in promotional 


vork in the iin attempt to bring the business of the poor 
ear up to par The dealer, therefore, must be content 
vith his loss, hoping that the following year will be better 
The quotas which American manufacturers often pre- 
scribe to European distributors are unreasonable. For in 
stance, one manufacturer of an expensive line, the least 
item of whicl sts $200, discovers in the export statistics 
f office appliances that in one month to some country 300 
nie S ls have been exported, overlooking the fact 
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value of these 300 pieces was $6,000, or $20 
uu should do 


which would 


that the total 
each, and forthwith he says to his dealer, ‘Y: 
twenty-five per cent of this export business,’ 
umount to seventy-five pieces a month in a line the diffe: 
ent items of which cost from $200 up. It is evident that 
nowhere save in some of the larger and more prosperous 
countries could such a thing be done. 

“In the United States a few manufacturers will be found 
making one kind of goods, a few another kind, etc., but 
A lot of small manufacturers in 
the 


in Europe it is different. 


Germany, for instance, will be found making same 


lines, and each one of these small concerns goes out ene! 


Why 


The mid-European purchaser never buys goods 


getically after the business of neighboring countries. 
is this? 
because they are praised as the best, but purchases what 
he likes or 


and each person has a wide field of choice. 


can afford. Everybody has his own opinion, 
To such pur- 
chasers American products are as foreign in their origin 
what seems cheaper, 


as those of Germany, and they buy 


other things being approximately equal. German manu- 


facturers thoroughly understand the peculiarities of the 
mid-European markets, and they are well liked as good 
business men. They do not hesitate to sell on long credits, 


because they know the markets and the distributors with 


whom they deal. 
“The 


so on ninety-day drafts, charging the 


American producer, if he sells on credit at all, does 
distributor for the 
Nobody can 

distributor 


cost of the draft plus three months’ interest! 


these terms unless he must. Every 
that the 
profit on his selling price, and the dealer cannot understand 


why he should be asked to 


of his credit when he himself must sell on terms of twelve 


accept 


knows American manufacturer makes a liberal 


pay interest for the short term 
narrow margin of profit. He is 
‘Why should I do thes« 


when I can purchase in Germany goods of approximately 
lots and on 


months or more at a very 


inclined to ask himself, things 


the same quality at a better price, in small 


agreeable terms?’ 

“Many 
tributor must pay salesmen a monthly salary, 
man would undertake the office 
on straight commission; that the distributor must pay the 


American houses fail to consider that the dis- 


for no sales 


equipment line in Europ 
daily expenses of his salesmen who travel throughout the 
and finally must give him something extra by way 


To his good 


vears’ duration, and he is 


country, 


‘— commission. salesmen he must give con- 


often of many charged 


tracts 
with 


Che German manufacturers give 


various kinds of insurance also. 
their dis- 
that 


vears with 


contracts to 


tributors for five vears’ duration, because they know 


the distributor must commit himself for many 


his best Short contracts do not encourage the 


salesmen 


distributor to invest money in pushing the products of 


manufacturers who insist on such terms 


“In the eleven wal 


years which have elapsed since the 


manufacturers, as a rule, have not sent to their 


distributors advertising 


\merican 


mid-European matter printed in 


languages other than English, which comparatively few 
people in this territory understand. They do understand 
German, as a rule, which is about the only language they 
are familiar with except their own language or dialect. 


The distributor of an American product must therefore get 


out the necessary printed matter himself, usually at his own 


expense. In selling office equipment it is absolutely neces- 


sary that the prospective customer shall receive all infor- 


mation, instructions, etc., in a language he understands 


“American manufacturers are prompt in supplying goods 
ordered and in correcting errors and making replacements. 


There is no ground for criticism in these matters. 


“One matter that deserves comment is the character and 


multiplicity of the reports the manufacturers on your side 


frequently require. So many reports, statistics, etc., are 
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demanded that one would think the European distributor 
One 
exporter requested his distributor to use in writing to him 


were the well-paid director of a prosperous branch. 


letter paper of a special size, because the paper customarily 
used by the dealer does not fit the manufacturer's filing 
cabinet! He did not say anything about defraying the cost 
of the extra letterheads, so he received no reply. Such de- 
mands are not regarded as polite here, where we always 
the greatest possible courtesy toward our cus- 
and believe that the distributor stands in the same 
position toward the manufacturer as the customer toward 


cxercise 


tomers, 


wn 
—_ 


In conclusion our correspondent said: 

“Of recent American sales directors have 
come over here bringing American selling methods. We 
who have observed the mentality of the people by whom 
we are surrounded, cannot accept these methods fully, but 
we are studying them with a view to trying out what seems 
Generally speaking, our people are not en- 
thusiastic over contests. Our salesmen have no interest 
in prize contests, or member clubs or similar things, hence 
there are only some special suggestions which we can ac- 
cept and make use of in our business here.” 


the dealer.” 
years many 


acceptable. 


DENMARK 


Scandinavian dealer criticizes and compliments; also 
gives sound advice which can be followed to advantage 


Both praise and blame are our portion as exporters of 
office equipment, according to the experience of Mr. Willy 
Hgi-Hansen of the firm of Mller & Landschultz, Copen- 
hagen, Denmark, printers and dealers in office equipment, 
loose leaf devices, steel furniture, etc. Apparently blame 
does not attach to all American manufacturers who do an 
export business along with their domestic concerns; but 
there are others who are either new at the business or in- 
different to the possibilities of trade abroad, and from these 
two classes come the crass offenders for the most part. 

Mr. Hgi-Hansen points out that American manufacturers 
should remember that Denmark has an area not greater 
than one of the smaller states of the United States. It 
covers 44,400 square kilometers, equivalent to approxi- 
mately 17,143 square miles—a little over twice the size of 
New Jersey—and has a population of only 3,500,000 people, 
two fifths of whom live in cities. Agriculture and the rais- 
ing of cattle was once almost the exclusive industry, and 
still remains the principal vocation of more than one-third 
of the population, but in the last century other industries 
have come forward. The only really large city in Denmark 
is Copenhagen with a population of more than 700,000; next 
come Aarhus, 80,000; Odense, 60,000; Aalbord, 50,000, and 
Randers and Horsens, 30,000 each. 
many smaller towns and villages. It is estimated that one- 
fourth of the people are actively engaged in industries 
other than agriculture, so that five-twelfths of the popula- 
tion includes principally those individuals who are either 
too young or too old for productive employment and that 


There are, of course, 


small class of persons whose means permit them to live 
without it. 

Until about the year 1800 by far the greater part of the 
population country. Copenhagen had 
about 100,000 people, and other towns were small, no more 
than three of them having as many as 6,000 people. Sub- 
sequent to 1800, however, with the advent of the steam 


remained in the 


engine and the more recent sources of power applied to 
railroads and manufacturing industries, the country has 
undergone considerable development, many small cities 
and towns have sprung up, and the industrial balance has 
swung toward urban communities. This, however, is the 
common experience of most advanced nations. 
Manufacturers in other lands who seek a place in the 
Danish market must give careful consideration to the basic 
facts above outlined. There are only a few thousand more 
people in Denmark than there are within the limits of the 
city of Chicago, and it is not likely that their power to ab- 
sorb articles of office equipment is nearly so great, since 


Chicago is the heart of a vast industrial empire. One of 
the fundamental mistakes made by many American manu- 
facturers is to over-estimate the commercial possibilities 
of Denmark, which is equivalent to what in the United 
States would be regarded as a territory to be handled by 
a local dealer. American manufacturers not only look for 
too great a volume of business, but they expect results too 
soon, even in face of the fact that the terms they demand 
are drastic and not at all in accord with the terms of pay- 
ment cheerfully granted by other manufacturers and com- 
mon, not only in Denmark, but all over Europe. 

It is the reverse of encouraging when such an old and 
prominent firm as Mgller & Landschultz, desiring to get 
in touch with an American manufacturer with a view to 
business relations, writes him, giving ample references with 
whom he can communicate instantly by phone, to discover 
that these references never have been approached and that 
the manufacturer demands prepayment for the goods or- 
dered, just as if he were sending merchandise to people of 
doubtful standing. If the Danish house swallows its pride 
and orders goods needed, after with much difficulty figuring 
out the price, and sends a check for the amount, isn’t it the 
final straw to learn that the order was held up because the 
check was a dollar short? This has actually happened. In 
one case the manufacturer refused to ship the goods be- 
cause there was a shortage of seventy-five cents which had 
to be remitted before the shipment was released! [Editor’s 
Note.—It is impossible to believe that the responsible 
executives of such concerns had any knowledge of the cir- 
cumstances. Such a performance it would be difficult to 
credit even to the most hidebound martinet in an over- 
disciplined establishment. ] 

“If American concerns really want to do a better busi- 
ness in this country,” says Mr. Hgi-Hansen, “they must 
give us the same terms of payment as we—an old and solid 
firm—can get anywhere else. 

“However, we can say that once we are in real contact 
with American firms, we have found them generally very 
fair, and we have some really good friends in the U. S. A. 
who support us in our efforts to market their products. 
They carefully follow instructions for routing shipments 
and invoicing for customs, and they are interested in ob- 
taining full information concerning customs duties, trade- 
mark regulations and commercial practices in this country. 

“Many of your exporters send us printed matter in the 
English language, imprinting thereon the name of our firm 
as their representatives, but none of them translate such 
matter into our language. 

“Generally American firms execute orders promptly, and 








? 
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the goods are carefully packed—sometimes too carefully, 
the contents of packages occasionally being injured by the 
efforts of the customs officers to get at them for inspec- 
tion through a too-resistant container. 

“There are several things about some American houses 
we do not understand. At the beginning of January, this 
year, we wrote to one of your firms for information, having 
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seen their announcement in Office Appliances. No reply 
having come in a month, and as the matter was very urgent, 
After 
waiting a sufficient time, we cabled for an answer, and at 
last wrote to Office Appliances to ask about the firm, from 


we wrote again, enclosing a copy of our first letter. 


whom to this very day we are without any reply to our 


repeated inquiries.” 


Another outstanding Danish importer who does exten- 

sive business with U. S. manufacturers offers sound sug- 

gestions, pointing out the error of the attempts to estab- 

lish business relations without some knowledge of the 
country 


Chr. Olsen, who well known 
American concerns in the countries of Scandinavia, with 


(Kobenhavn), 


represents ten or more 


headquarters at Copenhagen presents 
through Bent. Olsen some advice and criticism arising out 
of thirty years’ experience in dealing with American manu- 
facturers. He prefaces his observations with the statement 
that it is absolutely necessary that American firms desiring 
to do business in Scandinavia find some way of adopting 
European business methods, particularly with reference to 
advertising and terms. Business customs from time im- 
memorial have solidified in Europe, and many of these cus 
different from those in use in America. 


cannot fundamentally, 


toms are quite 


Since Europe change American 
traders must meet the conditions which they encounter 
and conform to the rules. 

“Many American manufacturers do over-estimate the re 
turns expected from export business,” said Mr. Olsen, “be 
lieving that it is possible here to make the same per capita 
turnover as in the United States. They forget that money 
in Scandinavia is scarcer and the buying power of the peo- 
Many exporters, lacking knowledge of condi- 


They make one trip to 


ple is less. 


tions, expect results too soon. 


Scandinavia, are disappointed in not securing a big volume 
Believing their 


of business at and return home. 


goods cannot be sold in Scandinavia, they do not return. 


once, 


Of course, many of your manufacturers are very successful 
here They time for 
results, and exercised care in getting an energetic and re- 


were willing to wait a reasonable 
liable representative living in Scandinavia and conversant 
with conditions 

your methods of selling can be used 
seldom without modification. The so-called 


salesmanship seldom goes here, where in 


“In many cases 


here, but very 
“high-presure” 
most cases it is necessary to treat customers rather more 
Singularly enough, it is often almost impossible 
American firms that their salesmen here can- 
methods which seem to work all right in 


gently. 
to convince 
not succeed by 
America 
“Many American manufacturers supply printed matter 
in the language of the country in which they wish to sell, 
cases here, however, it 


or are willing to do so. In many 


does not matter whether the printed matter is in English 
or in our language. It all depends on the article to be sold. 
When preparing advertising in a foreign language it is al- 
ways advisable to have the translation done in the foreign 
country where the advertising is to be distributed. 

“I believe that American manufacturers and exporters 
in executing than concerns in any 

And with few exceptions American firms 


are prompter orders 


other country. 
are very careful to follow instructions as to routing ship- 
American firms pack their 
In most 


ments, etc. Practically all 
goods very well, and breakages are the exception. 
cases the packing conforms to the different regulations, 
according to the country to which the goods are sent. I 
believe that most American firms are willing to send re 
placement parts. 

“Most American firms answer letters promptly and are 
All American houses, so far 
as my own experience goes, respond to inquiries. As to 
orders received by our principals from our territory, all 
us, likewise letters of inquiry or copies 


willing to give exact details. 


are referred to 
thereof. 

“Many manufacturers share the advertising expense of 
their representatives in other countries, but more than a 
few American concerns expect to do a big business abroad 
without advertising, in the face of the fact that their goods 
are nationally advertised at home. And many firms on 
your side expect the distributor, who sells the goods on a 
commission basis, to carry the advertising expense all by 
himself, which isn’t possible. 

“Cooperation is becoming more and more general, but 
still many American houses lack a sufficient understanding 
of conditions encountered abroad which vitally affect their 
own interests. 

“Before concluding these suggestions, I want to point 
out that it is to the utmost advantage of American houses 
wishing to do an important volume of business here to 
have an European export manager, or at any rate, some 
man who is educated and well acquainted with business 
conditions and practices abroad, because, as I have already 
pointed out, one cannot do business abroad after the same 
manner it is done in the United States.” 


“Nations are people, not places, and people buy and sell not only 

potatoes and shirts, they buy also the abstract, intangible quality 

of skill—they sell knowledge, taste, judgment—they exchange serv- 

ices. These are the invisible items of trade, as contrasted with the 

visible—and their values run into billions—just as much as the visible 
wares of trade.” 


—Dr. Julius Klein, Assistant Secretary, 
United States Department of Commerce 
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EAST AFRICA 


An open letter from East Africa in which an old friend 
in good humor makes some practical suggestions for the 
export department 


Nairobi, Kenya Colony, Eastern Africa, Box 166. 
16th June, 1930. 

Open Letter to those Office Appliances Manufacturers 
who cater or wish to cater for East African Export Trade. 
Gentlemen: 

If it is your intention to sell your products Overseas the 
first condition that should impress itself on your conscious- 
ness is, that every customer, large or small, FAR or near, 
is entitled to the same consideration. I am emphasizing 
“FAR” because this particular screed is in support of those 
customers who are at the mercy of your staff. The near 
ones are more capable and have more opportunities of per- 
sonally commenting on your efforts to satisfy them. 

When you have decided that this condition is a funda- 
mental one you should then make yourself geographically 
certain of what part of the World you are exploiting and 
ascertain the sea routes you have to use to get in touch 
with your potential customer. A few dollars outlay for a 
Gazetteer and a Mercator map of the World is all that is 
necessary. This will help to prevent such an episode that 
came to my notice some time back. An East African cus- 
tomer residing at Mombasa was sent some quotations from 
America for engineering goods and was advised by the 
manufacturer that his agent in Johannesburg, South Africa, 
would be pleased to show him samples. Johannesburg is 
28 days return journey from Mombasa, “verb sap.” 

When this is apparent, it is necessary to ascertain the 
consumption figures of your particular product, keeping in 
mind that it is a waste of time and energy to endeavor to 


sell spectacles to blind men. Nearly every country pub- 
lishes a trade report and from this data can be obtained of 
the possibilities of sales of the goods you manufacture. 
You can then obtain from business members of the country 
you intend exporting to, the amount of business that is 
procured by your competitors, if any; or purchase a direc- 
tory which gives a list of what agencies are carried. 

The next item is the C, I. F. costs of your products in 
comparison with other world exporters of the particular 
line, and then the consideration of whether you are pre- 
pared to cater for the peculiarities of that market. Manu- 
facturers generally like to sell the goods they MAKE, while 
some customers purchase the goods they REQUIRE. 
Manufacturers who wish to build up an export trade 
usually find a “via media.” 

Methods of packing, routing, invoicing, etc., should be 
carefully studied and advice sought from your customers. 
There are certainly some firms who export to this Colony 
who have made a study of the subject, but at the moment 
are in the minority, 

In conclusion may I suggest that when you have decided 
to further exploit East African Territories you will en- 
deavor to keep more in touch with those items very often 
brought to your notice by your present customers than 
you have done in the past. 

Wishing you every success in your efforts, 

Yours very truly, 
D. Newmark. 


ECUADOR 


Ecuadorian importer comments favorably; also points 
out some mistakes and presents information of value to 
manufacturers interested in the markets of Ecuador 


The following is the substance of a letter in answer to 
the questionnaire from John Mark Reed of the house of 
Reed & Reed, Guayaquil, Ecuador: 

“Manufacturers of standard lines, such as typewriters, 
etc., do not attempt to estimate what we should sell. On 
the other hand, manufacturers of specialty products appear 
to be very particular about how much time we can devote 
to their lines and too optimistic about the possibilities of a 
field like Ecuador. These possibilities are extremely lim- 
ited because the civilized population, or we might say the 
literate population, is only about twenty-five per cent of the 
total. We consider,” says Mr. Reed, “that no less than 
eighty per cent of our market is located in the two cities 
of Guayaquil and Quito, so that it is difficult to make 
promises about sales in any given period.” He continues. 
“Most of our letters are answered promptly. Where they 


are original inquiries, the manufacturer sometimes delays 
replying until our references have been looked up. We feel 


that they should at least send us details of their proposi- 
tion promptly, even though they may not care to commit 
themselves, for we often write to several companies at the 
same time and must make our initial orders promptly. 
“We find American companies very anxious to follow 
our instructions to effect prompt shipment. However, New 
York shippers seem to forward their consignments on the 
first ship that sails, even though it may reach Guayaquil 
ten days after a later boat. Then, also, Ecuadorian cus- 
toms regulations are so strict that we are obliged to pay 
fines on more than half our shipments, regardless of how 
much care we take. For example, the consular invoice of 
a one-case shipment may state that the case is a marked 
one. If it isn’t we pay a fine. Or some advertising matter 
may be carefully declared but the company has slipped in 
some envelopes for mailing it. These envelopes are con- 
fiscated and we are charged double duty on them. A file 
index may be shipped inside a steel file in which case a 








ine is paid becaus¢ 


be smuggled he best rule to follow is to declare every 


distinct article both as to what it is and as to the material 


of which it is made, as well as its legal weight, net weight 


and value.” 


Mr. Reed says that American packing, once considered 
the very worst, is now very good. He finds that once 
goods are shipped, American manufacturers of office equip 


ment worry very little about the rest. 


Some 


permit two or three per cent on purchases to be 
being understood that twice that 


amount must be spent by the importer. 


spent in advertising, it 


This arrangement 


n the whole is preferable to that of receiving advertising 


matter unless the circulars are really effective colored af- 


fairs. The Corona circulars are excellent examples of ef- 


fective advertising matter in Spanish. Color is used and 


time is put into Houses in South 


\merica can always use circulars illustrating products in 


preparing good material 


yrs, but with the text space left blank for special print 


ns Chis is a very effective 

Mr. Reed 
his territory are 
Where there is 
most American 
understood. He 
that they have the exclusive agency of a product which his 
firm is being offered and that the natives only thought they 


had what they 


type 


I de ale r he Ip. 
says that letters received from or written to 
manufacturer to them 
But 


matter be 


usually sent by the 
trouble. 
inclined to let the 


says that he is often informed by 


a contract, there is never any 
firms are 


natives 


agencies are necessary 
like Ecuador, 
effort to develop 
and needs to be rewarded with a fair profit which 


claimed. Exclusive 


to a real active distribution in a country 


where the agent must go to considerabl. 
a market 
disappears if some smaller man imports the line and is con 


tent with a less margin. On the other hand, many exclu- 


sive agencies are granted to merchants who have no facili- 


it is presumed that it was intended to 
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many lines are available only in Guayaquil or Quito, and 


half their market in this field is lost. A small company, 
however, in a very competitive field like steel furniture, 
for instance, should be either 
me of the two cities, because there are not half enough 


dealers in 


satisfied with an outlet in 
Ecuador to take over agencies in certain lines. 
that should en- 
deavor to eliminate minimum quantities and quantity dis- 


\ writer believes American companies 


counts in export shipments. Ecuador climatic conditions 
and a limited market make quantity purchase foolish, yet a 
quantity discount is a great temptation. This disadvantage 
might be offset by offering less variety and featuring the 
best seller in a policy which usually results in 


each line, 


considered. 
says Mr. Reed, “ever send 
English. We 


demonstration books and other special releases reviewed 


good sales for the one article 


“Few American companies,” 


samples of circulars done in often notice 
in the trade magazines and if we want them, we must write 
While most dealers can not us¢ 


their customers, it is of 


a letter asking for them. 


this material with assistance in 


preparing their own material or in circularizing American 
and British prospects. The foreign market simply does not 
get the benefit of all this United States promotional work 
and the foreign dealer has to do all his original thinking 
for himself. 

“In general,” says the writer, “American companies are 
anxious to please their foreign trade and while they some- 
times fail to offer a product exactly suited to the require- 
ments of the particular market under consideration, they 
are open to suggestions and will sometimes go to the trouble 
of filling orders by special manufacture without extra charge 
This is not always convenient for the dealer abroad on ac- 
count of the delay. A much better method would be to 


have stock articles for the foreign trade wherever possible.” 


FNGLAND 


Two English concerns offer some constructive criticism, 
pointing out weaknesses in U. S. export practice 


ties for marketing a product outside their town. Thus, 
From London—two letters from houses having consid 
erable experience in the importation of American products 


We refer to Moore's 
Typewriter C 
For the first house, ¢ 


Modern 
Ltd 
hadwick H 


haracteristt 


Methods, Ltd., 


and Taylor’s 


Moore, managing di 


rector, responds with a letter which 


instantly to the point He says 


In the past I have had considerable experience in deal 


ing with American houses, and suggest that they have still 
much to learn about selling office appliances in England 

It would seem obvious that the market should be studied 
first with a view to collecting information regarding com 


Yet 


mine was offered the 


petitive lines, prevailing prices, and the cost of selling. 
months ago a friend of 


ssible 


smaller than that in 


only a few 


agency fora on impe terms 
The market here is 


fact many manufacturers fail to appreciate, 


America, which 
and the British 


are slow to change. It is seldom that a new line can be 


made to pay its way in a short time, particularly if that 


new line has t face lower competitive prices as well as 
the prejudice against foreign goods The slogan “Buy 
British G ds” is now seen everywhere 

I have never n anv American catalogues quite suitable 


American houses 
should be 


varket. and I believe that many 


| - ‘ are ‘ +1 + #1 r hu literature 


Ta 
~ ess 


anglicized before sending here. American shortcut spell- 


eliminated—it does not meet with favor on 
Atlantic. 


arises because as a general rule the British houses print 


ing should be 

this side of the 3ut perhaps the question hardly 
their own versions of American catalogues. 

American house, I 
receive a quotation in dollars ex American warehouse. In 
the exporter should quote C. I. F. 


Whenever I ask for prices from an 


my opinion, London, 


because it is so difficult to compute foreign inland charges 


here, and of course, the British selling price must be based 


upon the cost delivered in London or other British port. 


Again, the exporter should be guided by the informa- 
tion received by his agent. Because certain packing is 
adequate for home delivery, some manufacturers ignore 


complaints regarding insufficient packing, and are content 
to blame the transport for any damage sustained en route. 
I have personal experience of this, and in my case the 
method of packing was not changed until the president of 
the American company saw his product arrive in England 
When he did so, he cabled instructions confirming my com- 
plaint and suggestions, whi h had hitherto been re peatedly 
disregarded 

I have no complaint regarding lack of promptitude in 
attending to inquiries and orders, but sometimes the former 
Just recently | 


could be interpreted more intelligently. 
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sent for a specimen loose leaf binder, calling for it by stock 
number, and explaining that it was required as a sample 
only. The exporter replied suggesting that a different size 
would be better for my purpose, but instead of forward- 
ing the better size at once, he is still awaiting my further 
instructions. 

Brevity characterizes the reply of Taylor’s Typewriter 
Company, Ltd., but the points are made with precision, 
nevertheless. Expanding his replies somewhat, the cor- 
respondent from Taylor’s says: 

1. Some manufacturers do over-estimate the potentiality 
of the British market because that market is very con- 
servative in adopting new ideas, but once one is well estab- 
lished he finds business good. 

2. Selling methods in use in England are very largely 
like those in America and, therefore, do not need much 
modification. 

Occasionally there is a tendency among American 


> 


Je 
exporters to ignore our trademark laws and customs prac- 
This causes trouble with the customs authorities. 


) < 


a 


5 


ow 


Answer to the fourth question regarding the furnishing 
of printed matter, etc., is of course in the affirmative as is 
also the answer to question number five regarding prompt- 
ness in executing orders for articles which must be long in 
transit. The correspondent says in answer to question 
number six that Americans are occasionally careless in fol- 
lowing instructions for routing shipments and invoicing 
for customs. 

And as to No. 7, he says that goods are usually well 
packed and replacement parts are sent promptly. 


8. Letters to manufacturers are usually given good at- 
tention. 
9. Manufacturers refer original letters of inquiry or ac- 


curate copies to British agents. 


10. Some share expense for advertising and salesmen’s 
training where a considerable volume of business is in- 
volved. 

11. American houses are improving in their understand- 


ing of conditions and in their methods of exporting apply- 
ing principles of cooperation more and more intelligently. 


FINLAND 


Finnish house says U.S. export methods are “most satis- 
factory,” but suggests that a more intimate knowledge of 
Finnish customs duties is desirable 


One of the foremost office equipment houses in Finland 
is A. B. Herman Lindell O. Y Mr. Lindell 
presents an encouraging picture of the export methods now 
In substance 


. of Helsingfors. 


current among United States export houses. 


he says: 
“We are glad to say that American manufacturers in 
less degree than most others overestimate the business 


They do not expect greater 
results than can reasonably be achieved, nor do they de- 
mand them too quickly. 

“Most American to be without knowl- 
of the customs duties levied by the government of 


possibilities of this market. 


exporters seem 
edge 
this country. 

“W received printed matter from the houses we 


Ve have 
represent only in English, but considering our line—office 


supplies—these English circulars have been very useful, 
hecause most business people in Finland understand 
english 


‘American manufacturers are usually very prompt in the 
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execution of orders. They are careful, too, in following 
instructions for routing shipments and invoicing for the 
customs. As to packing, the shipments which come from 
the United States are the best and most strongly packed 
of any goods we receive. 

“Letters from concerns with whom we have relations 
are acknowledged explicitly and to the point of our sug- 
gestions and inquiries. Manufacturers other than those 
with whom we are connected have also been generally 
courteous and careful in their replies, seldom failing to re- 
spond to our requests. 

“Inquiries received by the U. S. factories from Finland 
are sometimes referred to us in the original. Oftener, 
however, the originals are retained and true copies are 
sent to us. 

“We are happy to say that our experience of the coopera- 
tion which American houses extend to their agents abroad 


is the most satisfactory.” 


FRANCE 


Some comments from France in which exchange and 
tariffs are shown as impediments to mutual interest 


George Leighton, 7, Rue Thorel, Paris, is well informed 
as to conditions in France, and is conversant with export 
and import problems. As to commercial relations between 
the United States and Mr. Leighton’s views are 


In substance he says: 


France, 


hardly optimistic. 

“Underlying the pending difficulties which interfere with 
export and import transactions between the United States 
and the French Republic are two principal factors: 


First, 


° 


the fabulous rate of exchange; and second, the exorbitant, 
prohibitive duties raised up between the two countries. As 
long as these obstacles are maintained, regular trade on 
either side is practically impossible. Manufactured goods, 
or those which fall outside the line of necessities, can 
hardly be exported by either country in the face of such 
obstacles. 

“From my viewpoint it seems that prospects for busi- 
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ness lie in the idea of exploiting novelties or specialties 
covered by patents and capable of being sold at a higher 
and remunerative thus the exporter to 
discover a market in spite of the handicap of heavy duties. 


price, permitting 
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“As soon as it is possible for business people to make 
connections again after some sort of adjustment of the 


GREECE 


Compliments from Greece; also some references to man- 
ufacturers’ insufficient knowledge of conditions 


of with regard to the 


of a country in general is not usually considered 


That market 
progre ss 
by the American manufacturer, is the opinion of E, Trakas 


(The Office Appliances 


the potentiality a 


[rakas and Company 
Athens, Greece, importers of and dealers in 
equipment It is his opinion that the Occidental 
n estimating the power of a country to ab 


of Kikizas, 
Company) of 
othce 
manufacturer, i 
sorb merchandise, looks to the size of the population rather 
than to other conditions which may have quite as decisive 
Those 
populous section should produce larg 


understanding that this expectation will require some time 


an effect. who visit Greece believing that a fairly 


returns, away 


go 
for its fulfillment, for the mechanization of office work in 
Greece started in comparatively recent times and the field 
has by no means been thoroughly exploited. 

Mr. Trakas says that 
erally applicable in Greece, except that in certain particu- 


American selling methods are gen- 


depart from what is standard American 
to the customs of the 
states that, as a rule, American manu- 
facturers the duties at 
Grecian ports, and understand the trademark regulations 


lars they have to 


conf habits and 


He 


aware of 


practice and rm 
Grecian market. 
are customs in force 


and laws affecting commercial transactions generally. 
Mr. Trakas that he American 
houses do not extend help to their Grecian dealers by 


so far as is aware 


Savs 


means of printed matter of any kind. All such advertising 


the dealer must provide for himself 


Generally orders sent to factories are filled in the order 


received. Three to four months usually 


in which they are 
elapse before goods ordered reached the hands of the 
Grecian importer. “Our instructions for routing ship- 


are carefully attended 


ments, invoicing for customs, etc., 

to,” says Mr. Trakas, “and packing is done without ex- 
cessive weight of container or needless cubical displace- 
ment. All packing is done carefully. 


“Letters are answered promptly, but our suggestions do 


~ 


existing obstacles, it will be possible to go ahead,” said 
Mr. Leighton in conclusion. 

Possibly this is due to the relatively small business our 
country is giving them, All inquiries from our country 
are duly and faithfully referred to us by the American 


houses with whom we deal. 
“There is only one American firm,” continued Mr. Trakas, 
“that 


with 


shares advertising and salesmen training expenses 


us. This firm has thus greatly aided the promotion 
of its business in Greece. Unfortunately there is no other 
American manufacturer who ever thought of helping us 
in this direction, All we do in the direction of advertising. 
with the single exception noted, is done exclusively on our 
own initiative. 

“We regret to state that matters have developed con- 
trary to our expectations, although we and our competi- 
tors have been obliged to alter and radically modify our 
selling policy, conforming to after-the-war conditions. The 
very few manufacturers who realized the truth of our con- 
tentions and at the insistent request of their agents her 
improved their terms, have secured twice as much business 
as they were previously getting from Greece. We do not 
hesitate to mention here the good example of the German 
manufacturers of office equipment, who, from the very 
start of business relations with Greece, adopted a generous 
policy toward their agents, granting such easy business 
terms as really to constitute a threat to American business 
in Gre ece 

“An American factory which we have represented for 
about twenty-five years, the manager of this department of 
and a 
agents, has not altered its policy in all this while, whereas, 


our firm joint partner both having been former 
business conditions we have been 


A 


»f business offers very 


on account of adverse 
obliged to adopt milder policies toward our customers. 
the 


It is discouraging even 


German factory in same line « 


good terms. to mention that we 


are charged with the cost of postage on advertising sam- 


ples sent by the firm we represent.” 


HOLLAND 


Dutch house approves American exporters, but points 
out some things that should receive greater consideration 


not receive full attention from American manufacturers 

Ruys’ Handelsvereeniging N.V., one of the foremost 
office equipment houses in The Netherlands, with head- 
quarters at The Hague and a number of branches in Hol- 


land and the Dutch East Indies, speaks in a complimentary 
the American manufac- 
turers are now handling their business abroad. Heretofore, 
they the the United 


States were inclined to overestimate the potentialities of 


vein regarding manner in which 


state, even larger manufacturers in 


~ 


the Dutch market, but that state of mind is now confined 


to the less experienced and newer exporters. 

American manufacturers who export their goods now 
appear to have a fairly good knowledge of the Hollanders’ 
selling psychology, having improved much in recent years 
in this respect. Americans as a rule do not now too much 
impress the American methods on the people of Holland. 


Some American houses keep their distributors informed 
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of the selling methods they use in the United States, and 
this is of advantage, since the same methods, with certain 
modifications, are often found successful in Holland. Sales 
contests, direct mailings, etc., very often bring good re- 
sults. The Hollander, however, is a practical fellow, who 
sets greater store by a prize in hard cash than in an honor 
pin or his portrait in a house publication. 

Manufacturers in America appear to have sufficient 
knowledge of customs regulations, patent and trade mark 
laws, etc. 
in most important foreign countries, and very few Ameri- 
cans fail to give heed to the rights of others in the matter 


With regard to special practices 


American patents and trade marks are protected 


of marks and patents. 
at ports of entry and laws and customs respecting com- 
mercial transactions it seems that the knowledge of our 
American friends leaves something to be desired. But this 
lack of precise knowledge has no bearing upon the business 
relations between manufacturers and distributors. 

With regard to printed advertising matter in the lan- 
guage of the country of the distributor, American practice 
is diverse. As a rule, they do not furnish it so printed. 
Some do not supply any at all; others send it in English, 
while others supply pamphlets, folders, broadsides, etc., in 
the flat, with only the illustrations appearing, so that the 
Dutch text may be imprinted. Matter printed in America 
has a good reputation because of its fine appearance and 
the logical conformity of the illustrations with the text. 

Some American manufacturers execute orders promptly, 


while others do not. Many do not seem to realize that 
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shipments to the Dutch East Indies, for instance, must be 
very long in transit, and that orders from such distant 
lands should enjoy a preference over others save in ex- 
ceptional cases. 

Where manufacturers are called on to attend to the 
proper packing, routing and invoicing of their foreign ship- 
ments they are usually careful in following instructions. 
In most cases, however, they have forwarding agents at 
the port who take care of these details. There is no longer 
any trouble about the proper packing of goods. Such acci- 
dents as do happen are hardly to be attributed to improper 
packing. Damages to office machinery occur very seldom. 
Steel furniture seems to be more susceptible to damage, 
due, very likely, to the large bulk of the cases. 

Replacement parts are sent promptly. They have to be 
paid for! 

Correspondence is generally attended to with sufficient 
care by American houses having business relations with 
the concerns to whom they are writing, but where there 
has been no previous contact the matter is often quite the 
reverse. Even offers of trial orders, says our correspond- 
ent, have been ignored, to say nothing of letters of inquiry. 

There is never any trouble about letters of inquiry. All 
such letters or accurate copies thereof are faithfully for- 
warded so that the Holland distributor can attend to them. 

Finally, some American houses share in the expense of 
advertising, but most of them do not, and no one, so far 
as the correspondent knows, shares in the cost of training 
salespeople. 


ICELAND 


Icelandic firm complimentary; recommends greater 
knowledge of their interesting country 


The house of Helgi Magnusson & Company, Reykjavik, 
Iceland, importers of a wide variety of products, including 
typewriters and other office machines from the United 
States to Iceland, express themselves in the following terms 
in answer to Office Appliances’ questionnaire. 

1. It really seems, and this is not unnatural, that the 
knowledge some American firms doing business here pos- 
sess about Iceland is pretty well limited to the name and 
possibly the country’s geographical position. This being 
so, it is quite to be expected that they look for an unduly 
great volume of business, for Iceland when looked at on 
the map is the second largest island in Europe. But if the 
Icelandic importer will take the trouble to educate his 
American connections on the real power of Iceland to ab- 
sorb goods, he will be invariably able, if we may judge 
from our own experience, to get the exporting firms to 
adopt a reasonable attitude. The area of Iceland is consid- 
erable, but the population is limited and it is population 
which makes the market, other things being equal. 

To the first part of the second question we can only 
reply that manufacturers in America do not seem to in- 
form themselves as to the selling psychology of the people 
of Iceland and the application of American selling methods 
seems, generally speaking, to be taken for granted and is 
being urged upon the importer. This, however, is a thor- 
oughly mistaken policy for the psychology of the Icelandic 
people is such as to call for entirely different methods than 
are successful in the United States. Other local conditions 
also demand their own peculiar and individual treatment. 

To the third question, we can reply that lack of infor- 


mation concerning customs duties has never caused any 
harm, for of course, the importer furnishes such informa- 
tion as is required for complying with legal enactments 
regarding customs duties, etc. 

To Question four, we can reply that advertising matter 
is generally supplied in English and as that language is 
now fairly generally understood in Iceland, English adver- 
tisements may be quite useful. However, it would be in 
most cases far better if the text could be written purposely 
for our market, instead of being primarily intended for the 
American public, even if the possibility of printing an Ice- 
landic text were excluded. 

No. 5. Broadly speaking, we believe that manufacturers 
are anxious to satisfy all reasonable demands in executing 
orders for articles which may be long in transit. 

Question No. 6. Judging from our own experience, 
American exporters are very careful to follow instructions 
for routing shipments and invoicing for customs. It should, 
however, be understood that the Icelandic customs regula- 
tions require every invoice to bear a statement signed by 
the exporter to the effect that the invoice is correct both 
as regards prices and quantity. This formality—ridicu- 
lously childish it must be admitted—is sometimes over- 
looked by the exporter, for which omission it is difficult 
to blame him very much. The oversight, however, means 
a fine which ultimately the exporter must pay if he had 
been duly informed of the regulation. 

No. 7. With regard to packing goods properly for ocean 
shipment, we know of nothing to cause dissatisfaction on 
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this point, which could be a source of trouble and loss. justness of these complaints has invariably been admitted 
No, 8 On the whole, we must answer yes to the ques and redress has been made insofar as it was possible. 
tion of explicit attention on the part of manufacturers to We cannot better sum up these remarks than by saying 
our requests. We can never of course expect ordinary that we now review our dealings with American houses 
mortals to be absolutely perfect. Very rarely do manufac- for the last fifteen years or so with satisfaction. Our only 
turers fail to respond to inquiries or orders. regret is that the volume of business done has been so very 
No. 9. We find that all necessary information regarding small. In the first instance, our market is so exceedingly 
letters of inquiry from our territory is invariably supplied limited, and secondly, business is sadly hampered by the 
in one form or another heavy ocean freights which become all the more burden- 
No. 10. We believe that some manufacturers share some some when small shipments have to be made as is gen- 
what in the expense of advertising but we are not aware erally the case where our country is concerned. It has been 
to what extent a frequent source of pleasure to us to discover how appre- 
No. ll, From the very beginning of our relation with  ciative our American friends have been of the little things 
manufacturers in your country, we have always found which we have been able to do for them and we feel sure 
those with whom we have had dealings quite sympathetic that Icelandic-American trade will gradually increase. 
and unfailingly ready to listen to our suggestions. Every- Perhaps more could be done to stimulate it than is being 
thing considered, we must say that our relations with these done at present, thus it is worth noting that so far the 
houses have been quite pleasant. We have, indeed, some- United States has no consular representative in this 
times felt under the necessity of making complaints but the country. 


INDIA 


Indian house expresses satisfaction, an experience that 
indicates a thorough understanding of conditions by the 
exporters 


7 


The manager of the office appliances department of Ad- the country to be used in advertising the merchandise 
dison & Company, Ltd., of Madras, India, states that his Their execution of orders has been characterized by 
department deals with very few American houses but that promptness and care has been used in following instruc- 
generally speaking they have met with courteous and tions for routing, invoicing, etc. They have exercised good 


prompt attention in all their relations with such houses judgment in packing goods, conforming to regulations and 


who seem to have desire to meet the wishes of their cus- . . . - : 
using containers which are sufficiently strong without ex 


tomers abroad. He says that in his experience, those , , . 
. cessive weight. Letters to manufacturers with whom they 


\merican manufacturers with whom he has dealt have 


— ; ‘ : have had relations have been explicitly acknowledged and 
not over-estimated the potentiality of the Indian field. Nor ' . _ 
1; :; other manufacturers have responded readily to inquiries. 
have they expected results too soon. They have been in- ; ; ; ' oe 
: : é nanutacturers have shown a disposition to reter 
clined to inform themselves as to the selling psychology American manutacture aha: Ries ; 
" = . ( i ndixz ag S so ries or copl 1ereot 
of the people of India and have not expected United States ‘° their Indian agents letters of inquiric copies there 


methods to succeed without reasonable modification. They received from India and that American houses with whom 


have shown themselves well informed regarding customs they have dealt are improving in their understanding of 


cutie B etc. lacking no necessary information. the conditions which they must encounter abroad and are 


Printed matter has been furnished in the language of offering better and better co-operation. 


ITALY 


Milanese dealer compliments U.S. methods, but reminds 
that U. S. selling technique must be modified for Italian 
conditions 


° 


Chat they know of no manufacturers who would over- toms duties, trade mark laws, laws regarding commercial 
estimate the potentialities of the office equipment field in transactions or special practices at ports of entry. 
Italy, is the opinion of Mr. E. Lagomarsino of Ditta E. American manufacturers do not supply printed matter 
Lagomarsino, a leading office machinery and equipment for distribution by their dealers that is generally suitable 
house of Milan, Italy. But manufacturers who extend ad for such purpose. They are quite prompt in executing or- 


vice and suggestions regarding selling systems base their ders for merchandise and making deliveries, following 
ideas on the methods of selling employed in the United carefully instructions for routing shipments and invoicing, 


States, without considering the special conditions that exist etc. The packing of goods shipped from the United States 

in Italy, by reason of which such systems have to be ma- is quite good. 

terially modified Letters to manufacturers with whom we have business 
lhere is no apparent lack of information regarding cus- relations are well taken care of—promptly acknowledged 
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with detailed answers to our requests. We also have re- 
from other manufacturers 
whenever we have had occasion to write to them. 

Letters of inquiry sent to manufacturers for whom we 
are agents are promptly turned over to us to be handled 
from our end. 


ceived satisfactory responses 


American manufacturers, in our experience, do not share 
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the expense of advertising and salesmen’s training even 
when a considerable volume of business is involved. 

But American houses are improving in their understand- 
ing of the conditions with which we are confronted, and 
we more and more enjoy the fruits of a growing spirit of 


co-operation. 


Italy and U.S. fountain pen exporters. Warning is given 
against efforts to employ U.S. methods in selling in Italy 


Emil Ullman, manufacturer and dealer in stylographic 
pens, gold pens, fountain pens, etc., at Milan, Italy, is of 
the opinion that American manufacturers do not overesti- 
mate the potentialities of the Italian market. All manu- 
facturers who do business in Italy have agents here, as 
otherwise it is impossible to achieve results on a large 
scale. The makers who do a really good business all have 
quite a stock in the hands of their agents, because goods 
have to be delivered promptly. 

In the event that a manufacturer fails to inform himself 
of the selling psychology of our people and insists on sell- 
ing by the methods used in the United States, he might 
as well quit, because he will do no business. He who 
attempts to jump into the market and do a large business 
at once, without informing himself of conditions, legal 


restrictions, duties, habits of the people, etc., is doomed 
to early failure. 

Printed matter sent to us from the United States is 
usually in English and is therefore useless. 

Practically all the fountain pens sold are delivered from 
the stocks of agents and not directly from the U. S. A. 


Letters to manufacturers are promptly responded to. 
Most manufacturers share advertising expense with the 
dealer or agent. 

Assuredly some American manufacturers are improving 
in their understanding of the conditions of the countries 
in which they do business; but most of them believe that 
the business methods used in the U. S. A. are applicable 


here. A grievous error! 


Well known Italian dealer approves U.S. export methods; 
finds increasing inclination of U. S. manufacturers to 
meet all conditions 


Mr. Giacomo Gambini of Palermo, Italy, well known in 
this field in the Italian kingdom, handles the lines of the 
Victor Adding Machine Company, the Woodstock Type- 
writer Company and the Safe Guard Check Protector Com- 
pany. Mr. Gambini states that he can reply only as to these 
three, not having represented any other important manu- 
facturers for many years. Mr. Gambini said: 

“Our factories have been content to leave the matter of 
methods of distribution to be governed by our experience. 
We request them, however, to keep us supplied with all 
details as to methods of distribution in the United States, 
and to send us all other pertinent information. The ma- 
terial thus received we examine, weeding out what is not 
pertinent to our own possibilities and adapting, with the 
necessary modification, that which is. We have never been 
expected or requested to institute American methods of 
selling and distribution without modification. 

Our manufacturers have not overestimated the poten- 
tialities of the Italian field, nor do they expect a volume 
of business beyond reason, nor look for results too soon. 

We have given the factories we represent full and ex- 
plicit information and instruction as to customs duties, 
special practices at entry ports, trade mark laws and laws 
concerning commercial transactions generally insofar as 
such information applies to the business in which we are 
mutually engaged, and our suggestions have been satis 
factorily followed. 

One of our manufacturers supplies us with any desired 
folders text, only the illustrations, 


quantity of without 


lithographing, etc., being imprinted. They also supply 
samples of the corresponding folder in English, leaving 
it to us to fill in the text we believe to be best adapted to 
our requirements. To this we add such folders and other 
advertising matter as we deem desirable. 

In the matter of prompt response to orders and inquiries 
we have been satisfactorily served by all our factories. 
We have also found them careful to follow instructions 
as to shipping and routing, invoicing for customs, etc. We 
have no criticism to offer. Goods are packed satisfactorily, 
conforming to regulations and being without excessive 
weight of container or cubical displacement. When re- 
placement parts are ordered they are sent promptly. 

Within their ability to serve us our factories have always 
performed satisfactorily. If our suggestions cannot be 
followed, we are advised why. 

Letters of inquiry sent from our territory to the fac- 
tories we represent are always sent to us for our attention. 

Beyond supplying us with folder material, as already 
mentioned, our factories do not share advertising expenses. 
These are included, they tell us, in the discounts they allow 
us, and we have not requested further help. We have as 
yet never taken up the question of sharing expenses cov- 
ering the training of salesmen, up to the present never 
having had occasion to request it. 

Particularly in recent years we have noticed a growing 
co-operation on the part of factory principals, and conse- 
quently a better understanding and perhaps a feeling of 
appreciation on both sides. 
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JAPAN 


Experienced Japanese firm comments; approves and 
points out some things that are amiss 


The following expression of views concerning American 
methods is by Z. Ito, manager of the Import De- 
partment of Itoki-Shoten, and 
importers of office equipment since 1890, when the house 
Its headquarters are at Osaka, Japan. He 


export 
manufacturers, exporters 
was established. 
says: 

“Probably some manufacturers do overestimate the vol- 
ume of sales they can achieve with thier products in this 
they do not realize that our business 

different the United 
some manufacturers urge the idea of 
not 


country Seemingly 
forms and letters are from those in 


States. For 
business 
that the 


forms, 


instance, 


obtaining from the Japanese Government, 


of this never ac- 


foreign it 
In such cases we always try to make the situation 


country 
English letters and 


knowing Government 


cepts nor does use 
heures, 
understood. 

American manufacturers send us their sales 


“A very tew 


propaganda and circulars. Some of the suggestions appeal 
to readers from the standpoint of information, but the 
methods outlined would not be successful here because of 
differences of nationality, and manners and customs. 
“Most manufacturers on your side of the ocean lack in- 
We 


have not encountered disputes as to the interpretation of 


formation as to our import duties and regulations. 


trade marks, laws affecting commercial transactions, or 
practices at the port of entry, hence can give no answer 
to that query. Some ten years ago we did encounter a 


matter involving an insurance claim. A cargo of machines 
had been damaged by rust in transit and were useless. The 
damage was reported by the surveyor to have been caused 
Che cargo was insured by the shipper in 
First, we took the matter up with the 


by strong acid. 
the United States. 
steamship company, advising the shipper of our action. 
The steamship company asserted that there was no acid 
aboard their ship, therefore denying responsibility for the 
Thereupon we presented the claim to the insur- 
Their reply 


damage. 

ance company, with records in support of it. 

was that the policy did not cover risks of such a character. 
failed to recover the loss. 

be difficult 


In the end, we 


“It to 


would for American manufacturers 


> 


supply us with suitable printed matter, for not only would 
they encounter differences of language, but also in the very 
characters in which thought is expressed. We use Chinese 
characters together with Japanese Kana. 

“Your manufacturers usually ship orders for stock items 
Orders which 
It is our 


in the course of a month after their receipt. 
have to be specially made up take more time. 
desire that, in acknowledging the order, they advise us of 
the approximate shipping date, or when the goods will be 
delivered to connect with such-and-such a steamer, sailing 
from a specified port on a given day. 

“We find that United States manufacturers 
to follow our instructions regarding shipping routes, but 


are careful 
they often neglect to show in the invoice the cash discount 
where we order under letter of credit or pay in advance. 
“The subject of packing is often referred to manufac- 
turers’ attention, especially to that of steel cabinet manu- 
facturers, who assert that they always use the most eco- 
In every shipment there is something which 
As foreign cargoes are handled by 


nomical way. 
has to be amended. 
special forwarders by truck or boat, cubical displacement 
is not difficult to reconcile with regulations. Replacement 
parts are sent promptly in every case. 

“Occasionally in responding to inquiries manufacturers 
through carelessness fail to reply to specific queries, or 
report somewhat aside from the point we wished to know. 
Sometimes we receive replies that skip our specific ques- 
tions, but it is very seldom that inquiries and orders are 
not responded to in some manner. 

“Letters referring to inquiries are always presented with 
rewritten copies. 

“Manufacturers do not directly share the expense of ad- 
vertising and training of salesmen, but they extend the 
discount rate—a method which we rather prefer. 

“Our experience indicates that the houses with which 
we have been long associated have improved their under- 
standing of the requirements of this market, and naturally 
co-operation has become more general and more intelli- 


gent.” 


JAVA 


Criticism and encouragement from Java. Suggestion is 
made that exporters inform themselves more upon 
Javanese customs and trading practice 


Comparatively few people in the United States are famil- 
iar with the topography of the Island of Java, or with the 
number and character of its population, and the same ob- 
f the Dutch East In- 
lead one to 


servation applies to other portions o 
dies. A 
conclude that the relatively large population of this district 


should yield large returns in the way of sales for modern 


cursory examination of data would 


office equipment devices, and it is therefore hardly sur- 


prising that so many American manufacturers find them- 


° 


selves disappointed in not receiving a volume of business 
in apparent proportion to the size of the market, and im- 
patient at the slowness with which returns come in. 

The office equipment concerns in Dutch East Indies are 
led by men of marked commercial ability, and we are pe- 
culiarly fortunate in being able to present here a summary 
of the situation by one of the ablest merchants and indus- 
trialists to be found in the colonial dominions of Her Maj- 
esty, the Queen of Holland. This gentleman has his prin- 
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cipal headquarters in Soekaboemi, Java, and has large 
interests in other parts of the island, including tea and 
coffee. He is among the leaders in the office equipment 
field, in printing and publishing, and in importing and ex- 
porting generally. His suggestions are the result of long 
experience and intimate contact with problems arising in 
the importation of office machines, equipment and supplies 
from the United States. We quote him verbatim: 

“T am glad you sent the questionnaire, for the answers 
will provide just the information which will be advan- 
tageous for American manufacturers to know. Therefore 
I will not attempt to touch on any points other than those 
set out in your questionnaire. 

“As far as our territory is concerned, I have to say that 
most American manufacturers are often misled by the size 
and vast population of the Dutch East Indies into expect- 
ing a greater volume of business than it is possible to se- 
cure; and, owing to their lack of knowledge of business 
conditions in this country—for the majority of people here 
are sO conservative that it is not easy to impress them 
with new and devices—these manufacturers 


ways new 


sometimes expect results too soon. They forget entirely 
that the Dutch East Indies is what one may call a ‘trade 
mark’ country; that is to say, that once an article is known 
by its trade mark, it is difficult for another similar article 
to come into this market, but that it takes time, energy, 
driving power and constant advertising to make it well 
known. 

“It is to be borne in mind that we have to deal here 
with three main types of people—Chinese, natives and 
while the two principal languages spoken are 
Malay. 
must be conducted in these two languages to be effective. 

“Several manufacturers, not knowing about the selling 
psychology of the people of this country, expect United 
States methods to succeed without modification. 


Europeans 


Dutch and Hence, advertising and circularizing 


It is not 
easy to secure qualified specialty salesmen; one has to 
train them up with a great deal of patience, and when they 
are qualified they can often easily be induced to leave on 
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the promise of a small increase of pay by another firm to 
sell a line of articles entirely different from those which 
they were trained to sell. 

“Another point which many American manufacturers do 
not understand is the futility of printing and advertising 
material sent to this country in English, sometimes with 
American prices appearing on the advertisements. After 
we pay duty on such material we find it cannot be used. 
This is really a pity.” [Editor’s Note.—To express the posi- 
tive apex of whatever it was they were referring to the 
ancient Greeks had an expression—“piling Ossa on Pelion.” 
Judging by the fact that advertising in the English lan- 
guage is a total loss in the Dutch East Indies, it would 
seem that to quote American prices along with it would be 
the final straw upon the camel’s back; or, to change the 
metaphor, ’twould be piling one mountain of error on top 
of another. ] 

“As to the question of careful packing, I must say that 
this is still a matter in which many American manufactur- 
ers do not show evidence of capability. Very frequently 
goods arrive either broken or otherwise injured through 
lack of proper and careful packing. No doubt the goods 
are insured, but even so, no little delay and trouble are 
involved in getting the matter settled. 

“Another important point which should be mentioned 
here is that some of the manufacturers on your side of 
the Pacific Ocean, even though they are represented in the 
Dutch East Indies, act independently of their representa- 
tives, which, of course, creates a great deal of trouble. 

“T am glad to say that, after repeated explanations and 
requests, some of the American manufacturers are grad- 
ually improving in their understanding of the conditions 
which both parties have to encounter, and are becoming 
more generous in their co-operation with their represent- 
atives in this part of the world. 

“That the foregoing may be of some assistance in bring- 
ing about a better understanding between manufacturers 
and their representatives in foreign lands is my sincere 
and urgent wish!” 


NEW ZEALAND 


New Zealand gives some wholesome advice; also discloses 

some of our faults; corrects certain erroneous ideas of 

geography and wallops a certain type of U. S. traveller 
who misrepresents our country 


From A. J. Hutchinson of Auckland, New Zealand, 
comes a comprehensive report in response to the series 
Mr. Hutchinson, whose office is at 
604 New Zealand Insurance building, Queen street, Auck- 
land, retired a little less than two years ago from the posi- 
tion of manager for Ira L. 


of questions sent out. 


and A. C. Berk, Burroughs 
Adding Machine Company representatives in New Zealand. 
Mr. Hutchinson had put in twenty years’ service in that 
connection. During the whole period his relations with 
the head office of the company and with the firm of Ira 
L. and A. C. Berk were of the most friendly and cordial 
character. Though out of the business at present, he tells 
us that he is still interested and still loyal to the Burroughs 
cause. 


In answer to the interrogatories Mr. Hutchinson com- 
ments as follows: 

1. Many American manufacturers do over-estimate the 
possibilities of foreign territories and expect much greater 
results than are possible and expect them far too quickly. 
This is due, however, not altogether to lack of knowledge 
of business conditions.though that is a contributing cause. 
One most irritating matter is that American manufacturers 
will persist in treating the Dominion of New Zealand as 
part of Australia, but it is no more a part of that common- 
wealth than is Canada. I would strongly advise every 
American exporter to readjust his mind and his business 
arrangements and separate the Dominion representation 
from Australia, conducting the business as if no such place 
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as Australia existed [he principal trouble is with the 
\merican exporter, who fails to wake up to the fact that 
not one-tenth of the sales resistance in this country has 
been broken down by advertising in comparison with what 
has been done in America. Education in the use of office 
appliances and most other 
through advertising and publicity for many years in the 
United States. My own experience is that either the Amer- 
ican exporter thinks we are supersalesmen who do not need 
such aids or the American is a dud who does. My personal 
think about it at all. 
that instead of sending out factory 


Dominion, 


lines has been carried on 


opinion is that few exporters really 
If they did, I am sure 
take joy around the 


representatives to trips 


they would reverse the process, get the Dominion men 
over there, teach them factory conditions and learn from 
them the conditions in the Dominion of New Zealand. 

American manufacturers do not inform themselves as 
to the selling psychology of the people of New Zealand, 
and some of them do expect United States methods to suc 
ceed without modification. 

3. They appear to lack information of customs duties, 
trade mark laws and other regulations affecting commer- 
cial transactions, etc. 

4. Manufacturers of course do furnish printed matter in 
the language of this country, which is English. But as 


regards suitable English, the answer must be no. Figures, 
facts and prices are quoted in dollars, when pounds, shil 
lings and pence are our currency denominations. In other 
words, they do not make it easy for us to buy. 

5. I have found that manufacturers in America are not 
prompt in executing orders for articles which must be long 
in transit. 

6. Nor are American exporters careful to follow instruc 
tions for routing shipments and invoicing for customs. | 
have seen goods here addressed Auckland, New Zealand, 
\ustralia. 

7. Generally speaking, there is little or no cause for com- 
plaint as to the care exercised in packing goods. 

8. For many years I corresponded with a considerable 
Answers to my letters were few and 


Frequently 


number of exporters. 
those usually failed to give clear information. 
I have been advised to call on or write to some firm in 
Australia and on more than one occasion have been re- 


ferred to some house in England 

9. I have not found that manufacturers refer to us orig- 
inal letters of inquiry or copies of them received from our 
territory. 

10. My only experience in this connection has been with 
one house. Of recent years a considerable improvement 
has been noticed but they did not assist in training local 
salesmen 

11. I cannot say that American houses in my experience 
understanding of the conditions 


There are a few 


are improving in their 


which we and they must encounter 


exceptions Generally, however, cooperation is on the 
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decline, and dictation of terms and conditions on the 
increase 
The Bumptious American 
Unfortunately, among a large percentage of the Amer- 
icans sent over here, there is that exceptional American 
“we don’t dress, talk or do it like that 


For some unknown reason, American 


who insists that 
in the U. S. A.” 
houses will occasionally select this type of man, for the 
average American is a fine fellow. I cannot help thinking 
f one who shall be nameless, who visited the Dominion, 
spent one day in Wellington, several in Rotorua, one in 
Auckland and knew more about New Zealand when he 
returned to his home office than I do today. Just why so 
American firms select this type of man, I do not 
Particularly in comparison with what the govern- 
I have had the honor and 


many 
know. 
ment of the United States does. 
the privilege of knowing during the past twenty years all 
the American consuls located here, and today Mr. Boyle, 
the present consul, has the respect, good will and frie ndship 
of every citizen. 

I have a real regard for Americans. 
sands of them here and over there and I 
hesitancy that America’s greatest enemy is the 
Shell him, get him down 


I have met thou- 
state without 
so-called 


one hundred per cent American. 
to fact, and he is not a hundred per cent American at all. 
He is one hundred per cent Iam. He, not America, did it. 

In conclusion, let me say that 
a few facts in connection with the Dominion of New Zeal- 
First, it is not a part of Australia, or connected in 
Second, 


America should realize 


and. 
any way except as part of the British Empire. 
its population is only 1,500,000. That New Zealand may 
look small on your maps, but it is of considerable size. 
Auckland is nearly five hundred miles from Wellington; 
Christchurch, a bad night’s journey from Wellington, and 
Dunedin, a day’s journey from Christchurch. It is an 
agricultural country, producing butter, lambs, wool, mut- 
ton, cheese, beef, etc. England takes by -far the major 
quantity of our exports and while United States farmers 
and business men do their best to prohibit by tariff and 
other adverse conditions the importation of New Zealand 
products. 

If the U. S. A. will cooperate, there is a big field here 
and unless she does so, the futureswill sure decline, for 
this Dominion can not go on paying enormous trade prices 
in cash. 

Please do not I have the 


regard and admiration for most Americans, but none for 


misunderstand me. greatest 


the company representative who comes here and tells me 
that I should wear the clothes he does, speak as he speaks, 
eat as he eats, that our motherland is a dead one, that we 
should do like America did, cut adrift and join up with the 
great U.S. A. “Say, boy,” he says, “you don’t know you're 
alive. Come over to America and we will teach you how.” 
He is America’s greatest 


enemy. 


alive from the tongue down, 


NORWAY 


Praise and constructive criticism from Norwegian house. 
Writer intimates that there are some things U. S. ex- 
porters do well and other things they do ill 


S. Garmann Clausen, head of S. Garmann Clausen, A/S, 
at Oslo, Norway, whose long experience in handling offic« 
machines and equipment made on this side of the ocean 


qualifies him to express a serious opinion, in substance, 


replied as follows to the matters inquired about in Office 
Appliances’ questionnaire: 

American manufacturers do not overestimate the produc- 
tive possibilities of the Norwegian market, nor, apparently, 
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But the Amer- 
ican manufacturer, as a rule, fails to inform himself of the 
selling psychology of Norwegians, the result being that 
much direct selling effort is wasted. 


do they expect results unreasonably soon. 


Your countrymen engaged in export trade seem to be 
sufficiently informed as to customs duties, commercial and 
trade mark law, and special practices at ports of entry. 
There is little difficulty on that score. 

American manufacturing houses which do an export busi- 
ness do not, as a rule, supply printed matter in the Nor- 
wegian tongue; but several manufacturers have sent Eng- 
lish printed matter to concerns on mailing lists we have 
sent them. Our experience is that direct mailings in Eng- 
lish, however, do not pull any business that was worth the 
effort and expense. Perhaps, in the long run, it was of 
some help, but it would have been better had the manu- 
facturer supplied printed matter in the Norwegian lan- 
guage to be sent direct to prospective users. 

Your manufacturers seem to be far from prompt, as a 
rule, in executing orders. We are often surprised that it 
takes so long to get goods from the United States. 

Instructions for routing shipments and invoicing for cus- 
toms are not complied with so well as they should be. 
Our experience is that manufacturers do not readily follow 
our instructions, but prefer to have their own way. On 
the other hand, we admire very much the excellent way in 
which American manufacturers ship, mark and pack their 
goods. With one exception, all houses with whom we have 
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dealt have been prompt in shipping all replacement parts. 

Your manufacturers respond promptly and explicitly to 
letters of inquiry, orders, etc. There is no difficulty on 
that score. With regard to letters of inquiry originating 
in Norway and sent direct to manufacturers whom we rep- 
resent, we can say that, with a few exceptions, such letters 
or true copies thereof have been immediately forwarded to 
us for our attention, 

One manufacturer shares advertising expenses, but not 
cost training salesmen, even though a considerable 
volume of business is involved. 

American houses with whom we deal are improving 
their methods right along. Many, however, could save 
money and thereby reduce the cost of the goods if they 
would calculate in their net price the cost of bringing the 
goods on to the steamer or dock, including the cost of 
service in getting shipping documents ready. As it is now, 
the cost of these items is extraordinarily high. We feel 
that manufacturers themselves through their own export 
offices, or by means of some deal with a forwarding com- 
pany, could arrange such matters more economically. An- 
The cost of handling documents through 
bankers is too high. It would be better if American ship- 
pers included these expenses in their prices. As it is now, 
we have to pay both the American and the Norwegian bank 
charges. We received a bill only the other day amounting 
to $5.50 sent through a bank. We had to pay $7.50—a dif- 
The American bank charge was $1. 


ot 


other thing: 


ference of $2. 


PARAGUAY 


Paraguayan firm compliments, citing own experience as 
satisfactory in every way. Mentions others as not so 
fortunate 


The house of Artaza Hnos. of Asuncion, Paraguay, an- 
swers the questionnaire in brief, but pertinent Spanish, 
The abbreviation, “Hnos.,” in the 
firm name, by the way, means Hermanos, which, in Eng- 
lish, means brothers. The firm handles Underwood type- 
writers, Marchant calculating machines, Berger steel 
furniture, Burroughs adding and bookkeeping machines, 
and the lines of the Kardex International, Ltd. They also 
deal in the products of the United States Rubber Export 
Company, Ltd., and in Willys automobiles and trucks. 
They state: 


covering every point. 


“So far as concerns the houses we represent, we can say 
without reservation that they accept our suggestions as to 
the sales potentialities of this field and abide by the results 


we are able to produce. The American firms whom we rep- 


resent all happen to be well-informed as to customs regu- 


lations, commercial laws, etc., and we encounter no 


© 


difficulties. We believe, however, that some other dealers 
occasionally find themselves obliged to advise their con- 
nections in the United States of erroneous practices. 

“All of the concerns whom we represent supply us with 
circulars and folders in Spanish, as well as cuts with which 
to illustrate printing that we may do locally. 

“All of the concerns we represent are prompt to fill 
orders and keep their engagements faithfully; they follow 
instructions for routing shipments, etc., and comply strictly 
with our directions for packing. In short, we are well 
taken care of in every respect. 

“The only company we represent that pays half the cost 
of our newspaper advertising is the automobile company; 
the others limit themselves to sending us folders, cuts, etc. 

“The several manufacturers whom we represent have 
progressively placed greater trust in us and have furnished 
us better and better facilities.” 


“Nations are becoming interdependent through international trade. 

The realization of this interdependence and the spirit of mutual assis- 

tance which grows from that realization play an important role in 

bringing about that frank friendship on which real peace and pros- 
perity among nations must rest.” 


—Teijiro Kurosawa, Tokyo, Japan 
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SOUTH AFRICA 


South African dealer complimentary. Makes compari- 
sons of South Africa with certain U. S. cities 


The 
Lape 


Remington Typewrite 


South 


Agency, with head offices at 
most of the 
principal cities of that continent, is a direct factory repre 


Town, Africa, and branches in 


sentative of the Remington Typewriter Division of the 


Remington Rand organization, but in addition handles 


other leading articles of office equipment 
managed by A. I. 
omece 


The Agency is 
Little, a pioneer in the typewriter and 
field of South Africa. His 


rt practices are tempered by an experienc< 


equipment views on 
American exp 
which enables him to condense much in a few paragraphs 
He Says 

“American manufacturers certainly over-estimate the po 
tentiality of this territory. They seem to be impressed with 
fact 


population available as a market for office ma 


the size of the altogether overlooking the 


that the 


country, 


chines is limited to the requirements of about one and a 


quarter million white people—comparable, in a general way, 


to Los Angeles or Detroit, but scattered over an area larger 
than that of the United States. 


whole In consequence of 


this misunderstanding, American manufacturers do expect 
results too soon, and also expect them to bear some rela 


tion to the conditions at home with which they are familiar, 


forgetting that tremendous distances separate the business 
Africa and add 


and distribution 


centers of greatly to the cost of selling 


“Most United States manufacturers expect that the sam 
selling methods will apply in Africa as are successful at 
home, not realizing that our population is very conserva 
tive, comparatively speaking. 

“Lack of information regarding customs duties is not im 
consignee of the 


portant; the goods, who pays customs 


duty, well knows what charges have to be taken into ac 


“Manufacturers certainly do furnish attractive 


printed 


matter which gives, as a rule, all the information required. 
The information sometimes omitted is the packed weight 
and measurement of the goods. Both these details are re- 
quired for estimating the landed costs. 


“Manufacturers are reasonably prompt in executing 
| l I : 


orders; we have little complaint on that score. 
“Question No, 6 cannot be answered except to note our 


New York attend to 


shipping arrangements and the proper methods of invoic- 


own methods, for our own agents in 


ing for customs purposes. Invoices not made out accord- 


ing to requirements are returned by them for correction, 
so that they arrive here in order. 

“American packing methods are very good indeed, as a 
rule, and in our trade, at any rate, the packages withstand 
the handling. This is severe, especially at some ports, such 
as Port Elizabeth East 
transshipped to a lighter in the open roadstead and landed 


and London, where goods are 
therefrom on the quay. 

“Correspondence from manufacturers is, as a rule, ex- 
Very 


spond to inquiries, and never to orders 


plicit and to the point. seldom do they fail to re- 


“Practically all manufacturers give us advertising help 


in the form of printed matter free of charge, but on such 
matter a heavy duty is payable, so that considerable ex- 
pense to ourselves is involved. Occasionally we receive a 


contribution in cash to help defray the cost of local adver 
tising. 


“Generally speaking, we consider American houses well- 


informed and well-intentioned in their relations with us. 


We enjoy their hearty cooperation, and they appear to be 


count anxious to foster the export trade.” 
Swedish house approves American export methods 
? 
The house of Maskinaffaren Carl Lamm of Stockholm, The writer says that his experience is that the big Ameri- 


Sweden, which has represented the Burroughs Adding Ma can firms with branch offices or sales agents all over the 


chine Company, L. C. Smith & Corona Typewriters, Inc., world are well informed of the conditions in the various 


countries where they are represented. 


One good thing about American firms, 


and the International Multigraph Company for many years, 


states that the concerns named are thoroughly conversant says this writer, 


and that instructions given is that they, as a rule, answer all queries immediately on 


followed 


with conditions in Sweden, 


rece ipt thereof. 


SWITZERLAND 


New American tariff criticized 


> 


them are always strictly 


J. F. Pfeiffer, dealer in Corona typewriters and other’ cient in every respect, and that he has no reason for any 


American office equipment, Zurich, Switzerland, states that complaint whatever. 


the American concerns with whom he deals are very effi- He says, however, that the tariff bill, before Congress 
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at the time his letter was written, is a serious handicap to 
the sale of American equipment in Switzerland, 
where many of its provisions are regarded as unfair and 
oppressive. He refers to a spreading movement having 
as its object the boycott of American-made products. 
Since Mr. Pfeiffer’s letter was received the bill, with 
modifications, has become a law, and we believe that it 


office 
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will work out better than our friends abroad expect. The 
President, with the advice of the Tariff Commission, is 
given certain discretionary powers in the application of the 
different schedules. His remarkably broad understanding 
of conditions both at home and in other lands will enable 
him to apply the law, so far as he can, without injury to 
any person having a real ground for complaint. 


uU.s. S&S. R. 


Interesting advice from Russia 


° 


The author of the following article written for Office 
Appliances and translated from the Russian by a member 
of our staff is I. P. Mendeleef, writer, educator and pio- 
neer in the use and distribution of typewriters and other 
office devices in Russia. Mr. Mendeleef is now employed 
at the Institute of Norms and Standards recently opened in 
Leningrad, principally in the rationalization of office work. 
Well knowing however that his broad knowledge of affairs 
in the office equipment field in the past would enable him 
to add much to the discussion we sent him the question- 
naire. Readers of Office Appliances who have enjoyed 
many of Mr, Mendeleef’s contributions will be glad of the 
opportunity to peruse another. Mr. Mendeleef said: 

“Sending out questionnaires as you have done cannot but 
be of great influence in extending the distribution of Amer- 
ican products and placing them on a solid foundation in all 
countries. 

“T regret that Iam personally unable to give more or less 
complete answers to the questions you have asked, in view 
of the fact that for more than fifteen years I have had no 
relationships with firms in the field as a buyer and seller 
of office equipment products. But I shall as best I can 
answer the questions you have put to me. 

“1. U.S.S.R. The rising tide of the exchange of goods 
and the performance of office work according to the present 
rationalized method present a large field of activity for 
manufacturers of office equipment, as I explained in detail 
in my article entitled, ‘The Last Twenty-Five Years in 
Russia,’ published in the November, 1929, issue of your 
magazine, 

“2. On the basis of my long experience I can truthfully 
say that American selling methods have always met with 
great success and presumably will also in the future. I 
refer particularly to the practice of interesting prospective 
buyers of one article or another not only by means of ad- 
vertising but also through demonstrations made by persons 
especially trained in the matter of acquainting the pros- 
pect with the article which is being sold. 

“3. At the present time all foreign trade with Russia is 
nationalized and is in the hands of the government. So far 
as concerns trade with America in particular, it is in charge 
of the Amtorg, which is in excellent repute here. It would 
indeed be a matter for regret if, as intimated in the latest 
newspaper dispatches, the clouded political atmosphere 
should have any effect on the development of the trade 
activities of the Amtorg. 

“Sight must not be lost of the fact that no institution 
which desires to obtain one article or another from abroad 
can do so without obtaining a special permit and that there- 
fore all articles are not obtainable here but just those 
which are made in this country, such as typewriter ribbons, 
carbon paper, pencils, etc. Concerning those articles for 


which permits to import can still be obtained, customs 
duties have been greatly increased. The duty on type- 


writers, for instance, is so high in comparison with two 
years ago that a standard typewriter like a Remington 
No. 12 or an Underwood No. 5 must pay a duty of about 
300 rubles. 

“For foreign trade transactions exclusively with govern- 
ment institutions the requirement that a permit be pre- 
sented for the receipt of all merchandise has been made a 
necessity by legislative regulatory action, In general, how- 
ever, regulations as to importing and as to the protection 
of trade marks and patents are of the same force as previ- 
ously. 

“During recent years there has been manifested greater 
interest in the learning of foreign languages. There are 
language courses not only in the day schools but also in 
the night schools which are conducted for the benefit of 
workers, etc. Another factor in the study of foreign lan- 
guage is the invisible school made possible by that miracle, 
the radio. However, the total number of people who can 
read English with facility, especially when it deals with 
technical matters, is still comparatively small. For this 
reason it is important that literature concerning one subject 
or another be published in the Russian language and that 
the presentation be not merely that of a literal translation 
but rather that it be written by a person who knows the 
Russian language well and is also well-acquainted with the 
subject about which he is writing. 

“This is my advice based on my long’ experience in the 
work of introducing new methods here and with them 
machines. 

“It must be remembered that, as a matter of fact, the 
American comes in contact with certain machines from his 
early childhood on and can probably take some machines 
apart and put them together again. So only a hint here 
and there may be necessary for an American to understand 
how to write with speed on the typewriter. 

“We Russians, however, have only in the last few years 
begun to become acquainted with the machine in schools 
and in business life. For this reason, American instructions 
which are so clear to the American are not at all clear to 
many Russians when translated literally word for word 
into their language. 

“The same thing holds true with many pamphlets of all 
sorts containing descriptions of articles which are sug- 
gested for purchase, 

“Tt is also true that Americans are familiar with many 
of the features of typewriters in general and that it is nec- 
essary for a manufacturer’s trade literature to deal only 
with the particular features of his product and why he be- 
lieves his article to be superior to others of the same kind; 
in what way it differs from others and what innovations it 
presents, as compared with others. To many Russians such 
an article itself would be a thing unknown and a much 
more elemental treatment of the subject is necessary. 

“Questions 5, 6, 7, 8, 9, 10, and 11 I must leave unan- 
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swered, as | do not know how to go about answering thes« 
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jority of the points brought up the answers may be found 





questions at the present time. However, concerning a ma in what I have previously written.” 


VENEZUELA 


Venezuelan office equipment dealer approves, but says 
that many manufacturers overestimate possibilities of 
market 


° 


he following statement is from Jesus Echeverria G. of 


Casa Chica, dealers in modern office equipment, office ma- 


chines, systems, etc., at Maracaibo, Venezuela. Mr. 
Echeverria wrote in Spanish, of which the subjoined article 
is a translation: 

In the greater number of cases manufacturers in the 
United States have exaggerated ideas as to the results 


which are to be obtained with their products in these mar 
kets. They have plans, gotten up for their own sales 
territories, and they imagine that these plans can be put 
into effect with like results in the cities of South America. 
\s is but natural, the situation here differs greatly from 
that in the United States, and it is necessary that the agent 
himself give effect to his own plans for the introduction 
of an article, obtaining for it the best results possible, ac 
cording to the character and peculiarities of the clientel 


So far as concerns Venezuela, properly speaking, it is 
a flattering future for 
The situation at pres- 


my opinion that this country has 
the sale of modern office equipment. 
ent is not so good as it might be, and the dealer is obliged 
to perform a labor of hope and trust in the expectation of 
a favorable change which will normalize the constantly 
fluctuating movement of money rates. 

The firms whom I have the honor of representing, all of 
them North American, extend to me at all times the most 
substantial cooperation, and, in all honor and justice, | 
must emphasize the fact that they faithfully interpret what- 
ever makes for our mutual understanding. 

I am entirely confident that as soon as the financial diffi- 
culties which today are everywhere present have passed, 
the situation will become much better for everyone, and 
that the ties which bind us to North America will each day 





draw us more closely together. 


whom he has to confront 


Here endeth the comment upon U. S. export methods by firms abroad. Friendly 
comment and helpful, disclosing genuine interest in U. S. manu- 
facturers and inclination to enter heartily into pro- 
cedure that promotes mutual interest 


lo which we add our gratefulness to these friends for their cooperation, Out 
of it, we trust, will come something beneficial for all concerned. Manufacturers 
who are just entering the field abroad will, from the foregoing articles, be impressed 
with the importance of certain knowledge necessary to the establishment of mutually 
satisfactory relations with distributors in other lands. 

Know the geography of each country (world maps are readily available). 
Know the population and what percentage of the people may be considered poten- 
tially prospective. Know the principal language or languages of each country; in 
many countries more than one language is used. Know something of the commer- 
Know the trading customs of buying and 
Know the laws affecting trade marks. Know the ports and their distance 
from the principal cities. Know the customs duties. Know the port facilities, 
whether unloading is on wharf or by lighters. Much of this and other desirable 
knowledge can be readily had and much can be developed in correspondence with 


fhe firms abr a i. 


cial laws affecting trade and accounts. 


sellina. 
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Briton Marvels at American Production Methods 


Substance of an Interview with William Watson, Direc- 
tor of Overseas Section, Trade Development and Sales 
Promotion Association of Scotland; Managing Director of 
Watson’s Typewriters, Ltd., Glasgow, Edinburgh, Aber- 
deen and Dundee, and Official Representative for Scotland 
for Royal Standard and Portable Typewriters, the Steel 
Equipment Corporation and other American Houses, after 
a visit to Office Equipment and other Industrial Plants in 

the United States and Canada. 


Note.—A largely attended meeting of leading Scottish busi- 
ness men, representing all trades in Scotland, was recently con- 
vened in Glasgow, when a new association was formed called the 
Trade Development and Sales Promotion Association of Scot- 
land, its object being to give aid and encouragement to overseas 
manufacturers and to new industries, with a view to bringing 
their shipments to the Clyde in Scottish ships, and to encourage 
such as are so inclined to establish factories in that section. The 
district possesses every facility for manufacturing, including 
shipping and rail transportation, cheap skilled labor, and ma- 
terials of every kind required in producing office machinery and 
kindred products. Mr. Watson, one of the organizers and an 
executive of the new association, recently made a study of in- 
dustrial methods on this side of the ocean and the following 
article reflects accurately his impressions. 


Mr. Watson, in expressing his appreciation of the cor- 
dial welcome extended to him during his recent visit to 
America and Canada, said he was highly impressed with 
the wonderful developments and advance in the American 
mass production of business equipment. 

In referring to the reputation of the Americans as being 
a nation of super-salesmen, he expressed the opinion that 
ambitious and qualified salesmen of other nations should 
visit America to complete their education. 

Personal visits to the modern factories specializing in 
mass production in America give one an insight into fac- 
tory management, sales control and distribution, which for 
volume and magnitude, by reason of their wonderful home 
and world-wide markets, can not be obtained in any other 
part of the world. 

Much as one may read about the efficiency of American 
factories and their mass production, Mr, Watson, giving 
his opinion, said it is impossible to appreciate how 
marvelous these organizations are, unless one actually sees 
the factories in action. He would never forget the thought 
and care which had been devoted throughout the factories 
he had visited, from the largest to the smallest detail of 
production. What impressed him in particular, was the 
minute precision in the manufacture and assembling of 
parts; the elimination of waste and the valuable use which 
is made of the by-products by their remarketing. 

Mr. Watson, in referring to the very cordial feeling and 
sympathy existing between Scotland and America, said 
there is a great opportunity, particularly during this period 
of world-wide depression, for American manufacturers to 
increase their markets in Scotland by direct trading and 
direct shipment of their merchandise for Scotland to the 
Clyde. Scotland, while an important part of the British 
Empire, in matters of trading calls for the same direct rec- 
ognition from world-wide manufacturers and distributors 
as the Dominions. There is a progressive movement known 
as the Trades Development and Sales Promotion Associa- 
tion of Scotland, whose definite object is to secure direct 
trading with world-wide manufacturers and distributors. 

Scotland appreciates that America has been a pioneer 
from the first and still leads the world on merit and by 
reason of their large domestic and foreign markets, in the 
manufacture of business and office equipment. 
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Just as America is famous for the manufacture of office 
equipment, so are Scotland and the Clyde famous through- 
out the world for supreme reputation in ship-building and 
marine engineering. The Clyde is renowned for its regular 
and fast sailings of ships to all foreign and home ports 
and, with its new harbor development, will be one of the 
greatest ports in the world. Scotland, and the Clyde in 
particular, depend to a great extent for their prosperity 
upon the success of its world-wide shipping. 

In view of the ever-increasing call throughout the Brit- 
ish Empire to “Buy Goods of British Manufacture,” the 
American traders, anxious to retain and increase their sales 
in Scotland, would be well advised to set themselves out to 
secure the good will of the Scotsman, who is known to be 
extremely patriotic, by sending his products for Scotland 
direct to the Clyde by Scottish shipping lines. 

Last, but not least, American organizations, thinking of 
manufacturing alternatively in Britain or Canada as a 
means of securing larger markets in Britain and the Do- 
minions, should not overlook the advantage of the Clyde 
as a manufacturing center for British, Dominion and Euro- 
pean markets. Under the Rationalism Scheme in Britain, 
there will be a large number of ship-building yards and 
engineering establishments for disposal, with plenty of 
ground for expansion which could be secured and turned 
into modern factories at very low cast. 

Moreover, with the large amount of unemployment 
caused by the decrease in the construction of battleships 
as a result of the recent naval conference, there is an 
abundance of labor available, both skilled and otherwise, 
and the Clyde engineers have the reputation of being the 
most highly skilled engineers in the world. 

The cost of labor on the Clyde compares favorably with 
that in other parts of Britain, Europe and the Dominions, 
and it is also well known for its rich coal fields and iron 
and steel industries. As an economic distribution center 
for Great Britain, Ireland, the Dominions and Europe, with 
its fast and regular sailings of ships to all home, dominion 
and European ports, the Clyde can not be excelled. 




















ANOTHER OFFICE EQUIPMENT MAN LANDS A BIG “MUSKIE” AT 
SISSON’S RESORT, EAGLE RIVER, WIS.—On page 134 of the August 
issue of Office Appliances appeared a picture of Mr. Day of the Jasper 
Office Furniture Company proudly displaying a sixteen pound muskellunge 
and a string of smaller fish. This month we show another picture taken 
at Sisson’s Resort showing the same guide who appeared in last month's 
picture but the muskellunge and fisherman are different. The ‘‘muskie’’ 
shown here weighed twenty-eight pounds and was landed by Harold 
Nuhn, one of the leading salesmen connected with the Chicago office of 
the Royal Typewriter Company. During July Mr. Nuhn doubled his sales 
quota. To return to the fish story, Mr. Nuhn’s muskellunge is so large 
that it very nearly hides from view the string of smaller fish caught on 
the same day. 
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Porto Rican Dealer Visits Globe-Wernicke Plant 
Globe-Wernicke Com- 
pany of Cincinnati has enjoyed a very good business in 
Porto Rico by rts of their distributors, 
C. R. Elmendorf, Sucrs., well known office equipment deal- 
ers of San Juan, Porto Rico. Upon the death of Mr. 


a couple of years ago, Sr. Dn. Romeu 


For about a score of years The 


reason of the eff 


Elmendorf Rafael 


took 
Elmendorf of San Juan. 
Sr. Romeu paid his first visit to the huge Globe-Wernicke 


over the business and is now sole owner of Casa 


factory in Cincinnati recently and expressed his admira- 


tion and astonishment at the intricate and remarkable ma- 


chinery he saw in operation; the continuous conveyor meth- 


od of production; and the many interesting things a mod 


ern factory can show a visitor. 
Sr. Romeu is a keen observer of modern methods and 
modern systems and up-to-date 


an ardent advocate of 


equipment in all offices in his island home. He is an expert 
kinds of bookkeeping, accounting and all 


and his great success is due to his unfailing ef- 


in all modern 


systems, 
forts along 


The phot 


on the occasion of Sr 


this line. 
presented was taken in Cincinnati 
which it is felt will 


2° raph he re 
Rafael’s visit, 
result in increased enthusiasm and interest in modern office 
Rico. He 
warm friends among the personnel and management of 
The Globe-Wernicke Company, whose 


provide entertainment for him during his stay. 


equipment in Porto has left in Cincinnati many 


privilege it was to 


\ warm and hearty welcome is always extended to vis 


itors from abroad by The Globe-Wernicke Company, the 
being to develop sentiments of 


policy of the company 


cordial friendship and cooperation with all 


their de ale rs, 
and otherwise. 
Other foreign visitors to the Globe-Wernicke plant in- 


Alfred Levin of 


both domesti 


cluding Dr Levin, representing Sig. 


OFFICE APPLIANCES 


FOUR EXECUTIVES OF THE 
GLOBE-WERNICKE COMPANY AND 
THE PORTO RICAN REPRESENTA- 
TIVE.—Left to right W. F. Gam 
mage, manager, export department; 
Sr. Dn. Rafael Romeu, owner of Casa 
Elmendorf, San Juan; H. H. Witt- 
stein, vice-president in charge of 
sales; Sr. Dn. Juan A. Vincenty, as- 
sistant manager, export department ; 
Sr. Dn. Daniel de Herrera, export de- 
partment 


Kalmar, Sweden; G. Springhall, managing director, Arm- 
strong & Springhall, Ltd., of Wellington, New Zealand; 
John A. Curphey of Curphey & Jofre, Ltda., Santiago, 
Chile. Mr. Curphey has sailed for England, but will make 
a more prolonged visit upon his return. He is accom- 
panied by Mrs. Curphey and their baby daughter. 


—_—_<g——_——_ 


Steel Furniture Manufacturing Company Adds to 
Factory and Widens Sales Territory 

Because of the rapid growth of its steel furniture busi- 
ness, the Steel Furniture Manufacturing Company, Bald- 
win Park, Calif., has found it necessary to make several 
enlargements of its factory during the past two years. An- 
other new factory unit was completed recently. The com- 
pany is now extending its sales territory, which hereto- 
fore has been confined to the states bordering the Pacific 
Coast, to include the entire United States. 

R. J. Holdsworth, general manager of the company, states 
that the recent addition of several counter height cabinet 
numbers, and card and note cases, makes the company’s 
It now includes several lines of upright 
assortment of inserts; counter 
single and 
cabinets 


line complete. 
filing cabinets with a large 
height filing cabinets with inserts; Jumbo files; 


double drawer files; card and note cases; storage 
for all purposes; a line of executive, typewriter and corpo- 
ration desks; tables, and accessories for making complete 
upright and counter height assemblies. 

According to Mr. Holdsworth, the rapid expansion of 
the company has created a shortage of experienced factory 
employees, and offers an unusual opportunity to skilled 
mechanics in this period of so-called business depression. 
The company’s program of sales expansion also calls for 
the appointment of experienced sales representatives in 


all parts of the United States. 








PORTION OF SALES ROOM AND FURNI 
TURE DISPLAY OF THE D. W. COLLINS 
DESK COMPANY, 215, 1-2 WEST FIRST 
STREET, OKLAHOMA CITY, OKLA.—Start 
ing with no capital only a few years ago 
this company, consisting of D. W. Collins 
and his son, today carries a stock valued at 
$20,000 to $25,000. Sales for the last fiscal 
year were close to $200,000, and for the first 
six months of this calendar year were cor 

siderably over $100,000 If the pace con 
tinues for the rest of the present year, the 
company expects the record to mount to 


$250,000 or near that figure The mpany 
sells nothing but office furniture and acces 
sories, and its show room is on the second 
floor The Collinses, pere et fils, are to be 


} 
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Youth Will Be Served 


How Five Young Men Have Built a Thriving Office 
Equipment Business in the Southwest 
By Roy George 
bosses go out 


ERE’S a place where nearly all the 


after the business and leave management problems 


to a carefully selected lot of employees who like the re- 
The business is grow- 
good old Anglo-Saxon 
all pulling together 


Weber Company of 


sponsibility and aren’t afraid of it. 


ing on cooperation—let’s use the 
and call it “team work” 

fhe House is the C. F. 
\riz. 


Peterson, Steiner and Wist! 


Phoenix, 


Three of the five. 


R. I., and F. K., and M. E,, are the initials that go before 
their names, but there’s no one who can keep their titles 
straight. They go ina bunch in the popular mind. It’s all 
team work with them. Titles don’t mean a thing, ap 
parently. Once in a while they meet to plan a campaign, 
then they scatter out over the state. When they meet 


again, it’s a reunion. 


Fate or Just Luck? 


H. T. Brooke, now manager and vice-president of the 
C, F. Weber Company, San Francisco, is the leader of 
the main house. It was into the confines of Whipple Bar- 
racks, Prescott, that the winds of war swept these boys— 
one from Mississippi, one from North Dakota, one from 
Oklahoma, one from South Dakota and one from Cali- 
fornia. That makes five. Commander Howard—not to 
overlook any of the firm—now manager of the Prescott 
branch, makes the fifth. 


Anyway, it’s an interlocking directorate of the two 
branches, and just to set the record straight, let it be said 
that Mr. Brooke 
the outset and the business started as a book store with 


Prescott. It 


here and now was the moving spirit at 


office appliances and was located in was a 
sudden inspiration that started them off and the years 
have brought about certain changes in the management 
and personnel, but it’s a four-way concern, with three 


active in each of two branches and a fifth name prominent 


in the firm’s history. 


A Strong Line 
When Vi 


eral impression is that selling office appliances is all beer 


uu meet one of these boys in the field the gen- 


and skittles; even when the going’s hardest. They’ve been 


known to take a day off in the mountains to go fishing 
and when they do roll into camp they bring a healthy 
appetite and a good repertoire of camp fire songs. Report 


} 


has it Chic 


tribution in manuscript through their peregrinations. 


that Sale’s “Specialist” got its Arizona dis- 
Anyway, mixing is one of their strong lines. 
And then look at this: Leopold desks, 
Marvin safes, Globe-Wernicke cases, B. L. 


with American Seating company featured. 


Hall- 
Marble chairs, 


Herring 


This assembly 
makes a 
F. Weber show room 
finest in the state, if not in the entire south- 


never in the world came about by accident. It 

mighty attractive line up and the C. 

is one of the 

west. 
Organizing the Force 

field, it becomes highly im- 


force 


With the officials all in the 
to have the office 
the othces 


portant organized. In and about 


and show rooms there is an air of business 
alertness such as you would expect from the example of 
the officers. Even the porter who opens the doors and 
puts in an hour cleaning up before the business of the 
day begins is a man who knows something of what the 
company’s business is; the office boy is already planning 
a place in the firm for himself; and any young lady who 


takes the dictation of these human dynamos when they’re 








THE “FOUR MUSKETEERS” OF THE C. F. WEBER COMPANY OF 
PHOENIX AND POINTS WEST.—Left to right: Ralph Peterson, 28, 
leading juvenile; Hilliard Brooke (H. T.), a vice-president and store 


manager at 27; F. K. Steiner, 30, who sells goods, owns some of the 
business, and plays the harmonica, and Martin Wist, 29, who has proved 
himself a classy order-getter. 


in the circuit and working in synchronism is bound to 
carry a pretty heavy induced current and it’s all about 
office appliances, fittings, fixtures and supplies. 

They educate their force just through contact. 

But from all this knowledge which is 
largely a matter of enthusiasm and business loyalty, the 
firm carries on a high power mail campaign to which every 
member of the office force contributes all his spare time. 


aside general 


Sorting the Mail 

General circularizing is one thing; particular and direct 
mail attack is quite another, and it is this latter method 
that the firm has worked at most persistently and most 
It is not a matter of how much time can be 
put in sticking two-cent stamps on broadsides for the 
waste basket brigade but in how select a list of prospects 
can be gathered and on what particular points they can be 
addressed in a personal letter. 

They never overlook a chance in this connection. 

Each member of the office force is asked to get up a 
mailing list privately and individually, either from news 
items in the public press or from information privately 
acquired. It is not to be supposed that a clerk attending 
to his regular duties will compile a list of names as long 
as the telephone book; it is enough if in the course of a 
month he shall have brought in three or four or half a 
dozen names of prospects either to be considered as regu- 
lar recipients of the general circulars or to be addressed 
personally by one or another of the members of the firm 
in a definite letter drawn up for a definite purpose. 

The result of this search for names from different angles 
has resulted in a rather complete coverage of prospects 
for new business in the early stages of their planning; but 
primarily it has resulted in focusing the attention of the 
office force on the office business. 


successfully. 


— 
Cardinells Visit St. Andrews 
Mr. and Mrs. John D. Cardinell of the Ink-Out Manufac- 
turing Company, Montclair, N. J., are sojourning for a time 
abroad. Recently they visited St. Andrews, Scotland, where 
they had the pleasure of playing on the oldest course in 
the world. 


Ee 
Oklahoma City Rem-Rand Office to Move 
It is reported that the Remington-Rand organization of 
Oklahoma City, Okla., are seeking a new location, because 
their present offices on West First street are included in 
the site of the new structure to be erected by the First 
National Bank and Trust Company. 
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NATIONAL STATIONERY ASSN 
SILVER ANNIVERSARY CONVENTION 


N DETROIT members of the National Stationers’ Asso- 

ciation are emulating the busy bees in their plans and 
preparations for the entertainment of the twenty-fifth annual 
convention. Through the years each succeeding convention 
has been adjudged the “best ever held.” Plans for the 1930 
gathering, and the interest evinced by stationers throughout 
the country, point to a Silver Anniversary meeting that will 
live up to tradition and be better than ever. 

Convention headquarters will be in the Hotel Book-Cadil- 
lac, a well known hostelry perfectly equipped to handle a 
large convention efficiently. The Grand ball room, the 
Crystal ball room and the Italian Garden room, all on the 
convention floor, provide meeting places for the various 


sessions and group assemblies of the convention. 


Program High Lights 


The results of a number of surveys of the merchandising 
situation as it exists in the stationary business today are to 
meetings of both retailers and 


be discussed at executive 


manufacturers Che surveys, made during the past year, 
provide some definite facts worthy of exhaustive study. In 
the discussion the relationships between manufacturers and 
retailers as they concern distribution will be particularly 
stressed. It is expected that these meetings will result in 
the formulation of a set of rules which can be presented to 
the Federal Trade Commission for approval 

An innovation will be a full day devoted to a “Stationer 
salesforum.” The sessions on this day will be open tor dis 
cussion on general and specific problems with the thought 
in mind of developing ways and means of offering better 
service to the consumer and the business world in general. 
The addresses of the day will be printed so that all those 
attending will not have to trust to memory or notes when 
they return home 

One of the subjects to be considered at the forum is “The 
Cost of Doing Business and How to Apply the Harvard 
Report to Your Own Business.” The subject will be illus- 


which will be given to all 


with charts, prints of 
Forms on cost accounting and systems that have 


These forms will be 


trated 

present 

proved successful will be displayed. 

printed and distributed to all retail members of the asso- 

ciation shortly after the convention. 

subject that will be 
A phase of subject that will be stressed is the 


Another considered is chain store 


competition 
cooperation between the manufacturer and dealer to meet 


this competition. 


The retail several 


division of the association will hold 





Beer TEES 





aL. 





Great Four-Day Gathering 
to Be Held in Detroit, Octo- 
ber 6, 7, 8 and 9 


meetings for the purpose of reviewing the work already ac- 
complished and laying plans for the coming year. The 
gentlemen nominated as regional governors of the retail 
division will meet separately and formulate a trade prac- 
tice code for the retailer. At meetings of the manufacturers 
division, formulation of a trade practice code for manu- 
facturers will be considered; and at a joint meeting of re- 
tailers and manufacturers a conciliation of the two codes 
will be attempted. The joint codes, after adoption, will 
be submitted to the Federal Trade Commission. The open 
display and store arrangement committee of the association 
has arranged an exhibit of display fixtures and units recom- 
mended for use in the retail stationery store. 

The results of the sales survey made by System magazine 
will have a prominent place in the convention program 
Chis survey was made by sending out expert shoppers to 
stores designated by the National 
These shoppers discovered many good methods that are 
with much bad 


Stationers’ Association. 


stores and also came in contact 


They have listed reasons why customers some- 


used in 
procedure. 
times get away and also reasons why larger per capita sales 
are not made. The survey is very complete and a knowledge 
of it will be of great value to any retail merchant, although 
the data obtained refers only to the retail stationery stores 


Interesting Facts Concerning Detroit 
Geographically, Detroit is located so that seventy per cent 
of the people in the United States are within an overnight’s 
journey. A wide diversity of entertainment facilities pro- 
vides the more than 3,500,000 visitors who spend some time 
The fine hotels in Detroit 
As all successful con- 


in Detroit each year a happy stay. 
offer ideal convention headquarters. 
ventions include recreation and entertainment, Detroit ranks 
high as a convention city. Nearly every convention held in 
this city during the past two years has increased its attend- 
ance twenty-five to one hundred per cent. 

Detroit is the fourth city in the United States in the point 
of size. It is the only city in the world that can present a 
record of one hundred per cent increase in population every 
ten years for the past century. In 1820 there were 1,442 per- 
sons in Detroit; today the population is better than 1,790,000. 

In addition to being the center of the automotive industry 

(Please turn to Page 92) 











VIEW OF THE SKYLINE AT DETROIT, THE CITY THAT WILL 


ENTERTAIN THE NATIONAL STATIONERS’ ASSOCIATION 


CONVENTION IN OCTOBER 
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OFFICE MACHINE DISPLAY, WITH TYPE- 
WRITERS PREDOMINATING, IN THE NEW 
STORE OF RUDOLF ORTHWINE, 344 WEST 
THIRTY-FOURTH STREET, NEW YORK, N. Y. 
—This branch of the Orthwine business is now 
operating under the name of Rudolf Orthwine 
Typewriter Company, handling all makes of 
typewriters, both new and rebuilt, and other 
office machines. Other Orthwine enterprises 
make and distribute such products as desks, 
tables, display fixtures, type cleaners, etc. 








Newspaper Typesetting by Telegraph 

A special news story to the New York Times of August 
8, sent from White Plains, N. Y., records the fact that the 
Westchester Inc., of White Plains, 
achieved the setting of type by telegraph in a series of 
distant newspaper offices by the operation of a machine in 
a central office. All the newspapers connected with the 
news wire of the Westchester organization were served in 
this way. The matter was under the direction of J. Noel 
Macy, president of the Westchester Company. 

An account of the teletypesetter was given on page 34 
of Office Appliances for March, 1929. Initial use of the 
device occurred early in December of 1928, at the plant of 
the Rochester Times Union, Rochester, N. Y., when dis- 


County Publishers, 


patches by wire were transferred mechanically to the lino- 
type machines and were recorded in lines of metal type, 
each as long as a news column is wide. This was done 
without the touch of human hands at the receiving end. 

The invention of Walter M. Morey of 
East Orange, N. J. The machines were built by the Tele- 
type Company of Chicago, III. 
of the machine was described in the article published in 
March, 1929. 

It is stated that John Bonnaci of the Westchester pub- 


device is the 


The mechanical operation 


lishers has been sending out several columns of news to 
the seven papers served by his company by means of this 
typesetting machine practically every day for the past month 
or six weeks. Mr. Morey states that the teletypesetter is 
not an entirely new invention, but adds to existing tele- 
graphic and typesetting equipment. Mr. Morey, the in- 
and 
assistant treasurer of the Teletype Corporation, formerly 
the Morkrum-Kleinschmidt Company of Chicago. 
—— 
Spokane House Celebrates Forty-first Anniversary 
Birthday parties are interesting occasions. That of the 
John W. Graham & Company, Spokane, Wash., last month 
was particularly so, for the company provided for its cus- 
tomers some extra-profitable purchases. Throughout the 
large stationery house, with its two wide entrances, which 


ventor of the present system, is assistant secretary 


invited crowds of shoppers, green “birthday” tags were 


shown price surprises to commemorate the 
forty-first anniversary of the founding of the concern. 
The birthday anniversary of the store, which had its 
modest beginnings in 1889, was made more of a real fete 
and celebration, especially for the kiddies, by the presen- 


tation of attractive gifts. A toy book was offered to each 


containing 


child under six years of age who was accompanied by a 
parent or guardian.—C. M. L. 


New Canode Factory Now in Full Operation 

The Canode Ink & Office Supply Company is now located 
in its new factory at 4534 West North avenue, Chicago, III. 
The factory is thoroughly equipped to handle the present 
manufacturing needs, and, in addition, has a reserve supply 
of machinery on hand to care for business expansion which 
the company’s record of steady growth since its organiza- 
tion more than nine years ago warrants. 

The ink division of the new plant is equipped with four 
roller mills, four modern mixers, automatic bottling and 
filling devices, overhead crane system, pumps, etc. The de- 
partment for manufacturing machines is equipped with all 
types of machine tools, and the latest type of assembling 
benches. The stencil division is thoroughly equipped with 
automatic conveyors, drying racks, etc. Equipment for re- 
inking multigraph ribbons is included in the typewriter rib- 
bon department where Canode typewriter and multigraph 
ribbons are made. Part of the plant is devoted to a print- 
ing department for the production of loose leaf forms. 

The company’s advertising department is worthy of note. 
By it is operated a miniature post office covering the forty- 





NEW FACTORY OF THE CANODE INK & OFFICE SUPPLY 
COMPANY, CHICAGO 


eight United States, with special designations for eighteen 
of the principal cities in the country. This department is 
also equipped with automatic typewriters, duplicating ma- 
chines, addressing machines, etc. 

The principal lines now made by the company are dupli- 
cating supplies, shipping room supplies, pencils, pens, rib- 
bons and carbons, loose leaf forms, paste and specialty inks 
for office and factory use. The new factory contains more 
than thirteen thousand square feet of space. It is designed 
so that workers have the maximum use of daylight at all 
times of the year. Dealers are invited to visit the plant 
when in Chicago. 

— 
Change in Personnel of Byck Business 

Subsequent to the passing of the late D. A. Byck, Sa- 
vannah, Ga., his son, Joseph M. Byck, was elected president 
of the M. S. & B. A. Byck Company. His grandson, 
B. A. Byck, Jr., was made vice president. 
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in Every Section of the Field. 


Important New Wholesale Typewriter Company 
Formed 

September 1, the Wholesale 

, will embark upon an interstate and 


Effective [Typewriter Com 
pany, New York, N. \ 
international business in the distribution of rebuilt and used 
machines, adding machines and 


The new company is a merger or 


typewriters, calculating 


bookkeeping machines. 
concerns which have 


been operating successfully for many years—the Wholesale 
[Typewriter Company of New York City, the General Types 
writer Exchange of New York City, and the Wholesale 


lypewriter Company of California, constituting what ts said 


consolidation of three well known 


to be the largest distributor of rebuilt and used office ma 


chines in the world 

The company will specialize in the rebuilding of Under 
wood typewriters of the highest grade of workmanship, and 
already has established what is understood to be the largest 
exclusive rebuilding plant on the globe 

company are in the Forhan 
building, 155 New York 
comprising a total of 40,00 square 


[Typewriter Company will feature 


Che headquarters of the 
Sixth avenue, City, where three 


floors feet have been 
leased The Wholesale 
service, quality and price, and in all three 
expect to lead the field by reason of supplies without limit, 


distributing facilities and 


particulars they 


the best of manufacturing and 
unexcelled workmanship 
Actively engaged in developing the business are 
Button, president; J. W. Galland, vice-president; W. G 
Chamberlain, vice-president; E. W. Snyder, treasurer. Mr. 


Button has been in the used machine department of Under 


George 


wood Typewriter Company for twenty-five years. Mr. Gal- 
land for several years served as general manager of Whole- 
formerly 


sale Typewriter Company Mr. Chamberlain, 


president of the Wholesale Typewriter Company of Cali 
Coast business and 


fornia, will be in charge of the Pacific 


exports to the Orient. Mr. Snyder formerly was treasurer 
of General Typewriter Exchang: 

Referring to service, the company reports that the enor 
mous supply of machines ready for immediate delivery from 
250 distributing stores in the United States makes available 
to the dealer a supply of machines in his own city or nearby. 


Chis effects substantial savings in time and transportation 


charge S 

Che announced policy is to select only the best trade-ins 
to sell to dealers as used machines. Machines considered 
unsuitable to sell to dealers will be rebuilt. 


Enormous sales volume, the most modern facilities and 
reduced overhead are expected to effect substantial savings 


that will be passed along to the dealer in the form of better 
prices. 

Special attention is to be paid to export business. The 
slogan, “Service, Quality and Price,” will apply to business 
from all corners of the world. The location in New York, 
which is extremely handy for export shipping, will be a 
convenience to the company and to customers abroad. By 
reason of large volume, the company expects to be able to 
handle its export business most economically, and will pass 
to dealers all the savings thus effected. 

> 


Steel Equipment Corporation Opens Cincinnati 
Branch 


Adams has been appointed district sales man 
Steel 


William E 
ager of the 
Equipment Corporation, Avenel, N. J., and will have charge 
: sales in the Middle Western and South East 


newly opened Cincinnati branch of the 


tf “Security” 
ern states. 

\ complete stock of all “Security” 
ried on hand in the warehouse of the Cincinnati branch. 


products is now Car- 


This means a direct saving in freight rates and faster ship- 
ments for all dealers located in the South Eastern and Mid- 


dle Western states serviced by this branch 


Estimates on contract work of all kinds will be prepared 


at the Cincinnati branch so as to permit close cooperation 


on special contract jobs for corporations, municipal build 


banks, 


ings, utilities, insurance companies, court 


public 
houses, etc 


advantages combined with the sales help 


These effective 


that the Cincinnati branch will give the dealer opens up in- 
creased opportunities for “Security” dealers in this territory. 

Mr. Adams comes to the Steel Equipment Corporation 
well equipped to act as district manager of the Cincinnati 
He has been active in the office equipment field for 


territory 


branch. 
friends in the 


“Security” 


a host of 
served by His knowledge of the 
line, coupled with the warehouse facilities at the Cincinnati 
Middle West and South 
East greater sales cooperation than ever before 


a 


Recent Electromatic Appointments 
Rochester, N. Y., has 
Detroit, Mich. 


handle the 


many years and has 


this branch. 


branch will give dealers in the 


Typewriters, Inc., 
Burke as distributor in 


Electromatic 
appointed D. W. 
Mr. Burke is organizing a new 
Electromatic machines. He has a successful record as a 
Through the Radio 


company to 


director of merchandising enterprises. 
Distributing Company and its sub-agents he placed several 
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thousand Atwater-Kent radios in the State of 
Another successful company organized by Mr. 


hundred 
Michigan, 
Burke is the Auto Electric & Service Corporation, distrib- 
utor of automotive products. 

Edward Saul has been placed in charge of Electromatic 
Mr. Saul’s temporary address is 8012 
He expects to establish permanent head- 


sales in Chicago. 
Vincennes street. 
quarters soon. 
Another important appointment is that of Dale P. Cart- 
wright as assistant to the vice-president, with headquarters 
at Rochester, N. Y. 
niall 
Mooers Joins Woodstock as Assistant Sales 
Manager 
W. A. (Bill) Mooers recently became affiliated with the 
Woodstock Typewriter Company, Chicago, as assistant 


sales manager. Mr. Mooers was formerly connected with 





W. A. MOOERS 


the Underwood Typewriter Company in various capacities 
for the past eighteen years. His long and successful con- 
tact with the typewriter field qualifies him for his new 
position, 


> 
R. C. Lee Named New Director of Ohmer Company 

At the meeting of the board of directors of the Ohmer 
Fare Register Company, Dayton, Ohio, held last month, 
Robert C. Lee of the Guardian Trust Company of Cleve- 
land was elected a director to fill a vacancy on the board. 

Other directors are John F. Ohmer, H. B. Ohmer, John 
P. Breen, John S. McIntire and H. W. Baker of Dayton; 
Freeman C. Allen of Rochester, N. Y.; F. J. Lisman of New 
York City, and John F. Ohmer of Los Angeles. 

During the meeting at the company’s offices, several new 
machines that will shortly be announced to the public were 
inspected and plans approved for their world-wide distribu- 
tion. Steady progress of the company’s business is re- 
ported and the directors are exceedingly optimistic for the 
company’s future. 

8 eH = 
American Automatic Typewriter Co. Appoints 
Dealers 

The American Automatic Typewriter Company, 233 West 
Schiller street, Chicago, has recently appointed the follow- 
ing dealers to merchandise the Auto-Typist: 


The Office Equipment Company, Des Moines, Iowa, 
Harry E. Russell, president; Western Typewriter Com- 
pany, Omaha, Neb., C. P. Haver, president; Typewriter 


Sales and Service Company, Davenport, Iowa, W. R. Clark, 
president; Wolverine Typewriter Service Company, Detroit, 
Mich., William J. Rehm, president, and Automatic Type- 
writer Company, Pittsburgh, Penna., E. C. Stedman, pres- 
ident. 

The New York dealership was determined late in August. 
It will be handled by Office Appliance & Equipment Com- 
pany, 17 Park Place, New York, N. Y. 


Tussing Honored by Cincinnati Dealers 

R. M. Tussing, governor of Regional District No. 5 of 
the National Stationers Association, was honored July 15 
at a banquet attended by dealers and their sales organiza- 
tions in Cincinnati, Ohio, The dinner was held at the 
Chamber of Commerce and was attended by about seventy- 
five people. 

During the course of the evening Mr. Tussing spoke on 
sales conditions, stressing especially the changing of meth- 
ods of selling to meet changed conditions. The system 
survey which was presented at the Fifth Regional District 
meeting in Cleveland last May was also featured at the 
banquet showing the selling results—good, bad and. in- 
different—among twenty-five dealers’ stores in three dif- 
ferent states. 

 _ 
Atlanta House Wins Window Prize 

The Newell-Thomas Office Equipment Company, well- 
known Atlanta office appliance firm, has just received notice 
that it won first prize in a nation-wide window display con- 
test of the International Correspondence Schools, Inc. 

The Newell-Thomas window display, which was the sec- 
ond of a series complimenting different Atlanta industries, 
occupied three large windows on Walton street and included 
many subjects taught by the I. C. S. courses, such as archi- 
tecture, art work, mechanical drawing and other courses. 
Letters from leading state and city officials, and samples of 
work done by Atlanta students completed the display. 

T. B. McKleroy, local representative of the International 
Correspondence Schools, aided in the arrangement of the 
display, which won over a field of approximately 800 con- 
testants.—J. H. R. 
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Iron Safe Proves to be Burglar Proof Chests 

In the August issue of Office Appliances on page 101 an 
item appeared under the heading “Kentucky Securities 
Desert Iron Safe.” Word has come to us from a stationer 
in Louisville that the securities could not have been moved 
from an iron safe inasmuch as they had been stored in 
burglar proof chests which in turn were stored in a burglar 
proof vault. The reason for moving the securities was 
that they were owned principally by insurance companies 
whose were in Louisville. The Kentucky 
State Insurance Department opened a branch in Louisville 
for the sole purpose of expediting the handling of these 
Louisville owned securities. Our suggestion that some 
vault engineer might convince the state authorities that a 
new vault at the statehouse would be the best place to store 
these securities is regretted. We extend our apologies to 
any who may have visited Frankfort to sell some modern 
vault equipment only to find the statehouse already well 
equipped. 


home offices 


— 
Beg Pardon—Our Error 


In the August issue an item appeared which hooked up 
the Remington Rand Business Service lines with another 
widely known organization whose products are distributed 
through dealers exclusively. This latter organization dis- 
tributes the Rand lines in addition to its own products. 
The staff member who prepared the item from a letter 
saw the word “Rand” and construed it to mean “Reming- 
ton-Rand,” thereby putting his foot in his mouth, so to 
speak. 

The Remington Rand Business Service, Inc., distributes 
its products through branches directly connected with the 
company, and not through dealers. 
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WHEN TYPEWRITERS GO TO 
SCHOOL!—Here are 1973 type- 
writers, all boxed and ready for ship- 
ment, on their way from the Under- 
wood Typewriter Company's plant in 
Hartford, Conn., to Detroit, where 
they will be delivered to the Board 
of Education for use in Detroit pub- 
lic schools. This is the largest order 
for typewriters to be used for school 
purposes ever placed Leading the 
parade through the streets of Hart- 
ford are Miss Doris Mount of New 
Britain, school novice typing cham- 
pion of Connecticut, and C. L. Minton, 
head of the Underwood branch in 
Hartford. 








University Book Store Ready for Fall Activities 

At the University Book Store, near the campus of the 
University of Washington, Seattle, the staff is preparing 
to welcome back seven thousand students this Fall. Miss 
Ruth Dils, who has been ill, has returned to her duties at 
the cashier’s cage of this large stationery business. Verner 
Fitzgerald is also back at his desk, after vacationing in 
Southern California. The addition to the building is pro 
gressing rapidly and new stocks of office and students’ sup 
plies, in many instances synonymous, are soon to be laid 
in.—C. M. L. 

—_ 
G. B. Muma Resigns from Sikes-Cutler 

Gordon B. Muma, for a number of years sales manager 
of the Cutler Desk Company, and their successors, the 
Sikes-Cutler Desk Corporation, Buffalo, N. Y., has re 
signed, his resignation having become effective on July 10 

tna 

E. D. Lines Joins Jamestown Metal Desk Staff 

Edwin D. Lines, of Rochester, N. Y., has become affiliated 
with the Metal Desk Company, Jamestown, 
N. Y. Mr. Lines has been placed in charge of the sales of 
office furniture and filing equipment, with special reference 
and other 


Jamestown 


to insurance companies, railroad offices large 


users. 
Mr. Lines was one of the pioneers of the metal furniture 


industry. He was one of the organizers of the Ohnstrand 





EDWIN D 
(From a snapshot) 


LINES 


Metal 
town Metal Furniture Company, 


Furniture Company, which later became the James- 
and was its secretary and 
company with the Art Metal 


He was connected with the latter 


treasurer until the merged 


Construction Company. 
company for a number of years, and then became sales 
manager for the Dahlstrom Metallic Door Company. In 
1921 he became connected with the Central Metal Products 
Company of Canton, Ohio. Some years later he joined the 
sales organization of the Berger Manufacturing Company. 
He was with the district manager for 
Western New York state just previous to his affiliation with 


the Jamestown Metal Desk Company. 


latter company as 


Wilson-Jones Co. Announces New Shaw 
Blank Book Line 

The Wilson-Jones Company has just officially announced 
to the trade and to business men generally its acquisition 
of the Shaw blank book manufactured and 
distributed by the J. G. Shaw Blank Book Company of 
New York since 1831. 

Although the purchase of this old time company was 
made as far back as last May, no official announcement has 


famous line 


SHAW’S 
Blank Books 


Mf’ 


4 


ya’ 


PIONEERS Since 1831 





TRADEMARK OF THE NEW SHAW BLANK 
BOOK LINE 


previously been made owing to the fact that the Wilson- 
Jones Company desired to add many features to the line, 
and while maintaining the same high quality which has 
always been the outstanding feature of Shaw’s blank books, 
to broaden its range to include every popular item called 
for by blank book users. 

A new catalogue has been printed and is ready for distri- 
bution. Complete stocks have been placed in the three manu- 
plants of the Wilson-Jones 
Kansas City and 


distributing 
Company at New York, 
with this announcement the company is ready to give im- 
mediate service to dealers in every part of the country. 


facturing and 


Chicago and 


With their customary aggressiveness, Wilson-Jones Com- 
pany announces at the same time a complete merchandising 
and advertising service for the use of their dealers in the 
retail Shaw's Blank Books. Modern packaging, 
correct cataloguing and the wide-spread use of the trade 
design pictured herewith, are among the many features 
with which Wilson-Jones Company intends to round out a 


sales of 


complete and unusual service in this field. 
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The Guest Book 


EARLE K. RAY of the Barr-Morse 
Ithaca, N. Y., having been looking in upon his old friends 
the typewriter dealers in the Middle West and Northwest, 
pulled our latchstring on July 28 and gave us a snappy 


Mr. Ray 


was enthusiastic over the results of this trip, which was 


Corporation, 


demonstration of the impressive “Barr-Morse.” 


his first since joining the company. 

EARL E. HAYWARD, Woodstock Typewriter Sales 
Company, Battle Creek, Mich., signed The Guest Book on 
August 5. 

GEORGE A. NITSCHKE of 
Sharpener Company, New York, N. Y., spent a short time 
with us on August 6, having come through by motor with 
Mrs. Nitschke on a vacation trip to visit old friends in 
Nitschke 


reports improving conditions in the eastern section and he 


the Automatic Pencil 


Chicago and to confer with headquarters. Mr. 


looks ahead with optimism. 

A. B. BRESLER of the Waters & Waters Manufactur- 
ing Company, makers of Old Dutch line of carbons and 
ribbons, St. Louis, spent a short time in the office of this 
journal recently. 

DALE P. CARTWRIGHT, Electromatic Typewriters, 
Inc., Rochester, N. Y., was a visitor on August 14. Mr. 
Cartwright was in Chicago to arrange for distribution of 
the Electromatic machine in the Chicago metropolitan 
district. Distribution at several points has already been 
started. Other outlets will be established as rapidly as 
possible. 

W. W. ERSKINE, Duplicating Machine Supply Com- 
pany, New York, N. Y., en route to San Francisco, spent 
a short time in this office on August 15. He will return 
to New York this month. To contact “W. W.” is to catch 
an inspiration. 


F. O. MORGAN, Havana, Cuba, was a visitor on August 
20. 

J. C. WILSON, Los Angeles representative of the Do/ 
More Chair Company, called on Office Appliances last 
month on his way to his company’s headquarters at Elk- 
Mr. Wilson is an 
aggressive gentleman who is making a success 
Another item con- 


hart, Ind., for a brief visit to the factory. 
energetic, 
of the Do/More business on the coast. 
cerning him appears elsewhere in this issue. 


75 


President’s Cup Contest, Smith-Corona 

The sales contest for the president’s cup of the Smith- 
Corona organization is going forward with enthusiasm. 

The company’s house organ for August presents a num- 
ber of portraits showing men who helped their managers 
win a place in the president’s cup honor group. The por- 
traits of seven of the July president’s cup winners were also 
given. On another page was shown the service efficiency 
banners. 

—_—_——_ 
Action in Window Display 

One of the easiest and most interesting means of attract- 
ing and holding the attention of the passing public is by 
injecting action into the window display—people like to 
stop and watch the “wheels go round.” 

For this reason the display pictured below of Charles G. 
Stott & Co., Washington, D. C., was particularly effective. 
The window, besides being attractively arranged with Rand 
Visible Record equipment, was full of action cleverly de- 
signed to focus attention on the main products in the 
window. 

Attention was first attracted by the flashing red lights 
of a miniature railroad crossing signal which appears at 
the left of the picture. The familiar alternate blinking of 
the danger signal stopped the passer-by as effectively as 
it would stop him at an actual railroad crossing. A sign 
at the right called attention to the equally effective signal 
control features of the Rand Visible Record. 

The second feature of the window was a miniature train 
which, coming from “Point Visibility” at the right, arrived 
at “Business Security and Protection” at the left, both 
“stations” being explained by brief, attractive, legible win- 
dow cards. 

Plenty of cards, illustrations and well-arranged set ups of 
the equipment showing cards, signals, etc., in place exactly 
as they would appear in actual use, served to hold the 
interest created by the novel display. 

Anyone stopping a moment or two and looking at this 
window would receive many suggestions as to how this 
equipment could be applied to his own business to save 
time, labor and expense. Even the casual glance of the 
hurrying pedestrian could not fail to register an impression 
of the main points featured. 

Chas. G. Stott & Co. are to be congratulated on a display 
that was as attractive as it was unusual, and which was 
the subject of much favorable comment by all who saw it 


in action. 





PROFITABLE WINDOW DISPLAY BY 

PROMINENT WASHINGTON STATIONER. 

—Charles G. Stott & Co. recently made the 

window exhibit of Rand goods shown here, 

successfully featuring movement to empha- 
size points 
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Danes and Bonaventure Promoted 
\ brief item concerning the appointment of C. W 
as vice president sales and R. A 
Steel Equipment Cor 


the August 


Danes 
in charge of Bonaventure 
as sales promotion manager by the 
poration, Avenel, N. J., appeared in issue on 
page 35 


Mr 


_orporation tor many years at is well 


Danes has been connected with the Steel Equipment 


equippe d by 


experi 


¥, 





R. A. BONAVENTURE Cc. W. DANES 
ence and ability to discharge successfully the duties of his 
new position. Mr. Bonaventure is a new member of the 
company’s sales organization but he has had many years 
personal contact with the trade. He will assist Mr. Danes 


in promoting sales through dealers 


Danes and Mr 
Bonaventure < the that 
have been established by the company in New York City, 
carried in thes¢ 
Avenel and the 


Concurrent with the appointment of Mr 


ymes announcement warehouses 


Chicago and Boston Large stocks are 


warehouses in addition to those at the 


Cincinnati tactories 
ae - 
Unique and Notable Coming Event in Philadelphia 


mber 11 Stratford hotel, Phila 


Stationers association 


On at the Bellevuc 
delphia, the 


September 


Sept 
yf that city will hold its 


] 


This will be an important event as 


meeting. 
man of the 
work of 


so his further 


several special committees will not 
his 


plans to make the 


every chair 
committee so tar accom- 


only present the 


l twenty-fifth 


plishe d, but al 


anniversary banquet of the association a brilliant success. 


Che silver jubilee of the organization will occur on Thurs- 
day, October 16, just a week later than that of the National 


Association, members to attend both 


permitting 

Charles H. Mann of Philadelphia was one of the origina- 
tors of the National Association idea. Credit should also 
to William J. Coane, at that time representative 
of the Joseph Dixon Crucible ( 


Mann to 


be given 
ompany, who was instru- 
take steps to form a 


mental in influencing Mr. 


trade association. 
Philadelphia stationers, proud of their unbroken con- 
an association, have been quietly but earnestly 


of President Connell for some 


tinuity as 
at work under the guidance 
months, perfecting plans to make the silver jubilee an event 
It is planned especially to honor 
the 


remembered. 
the veterans of fifty 
The field 


stringer, ¢ 


long to be 


and those of twenty-five years in 


industry members will receive recognition as 


Walter G 


tion, successor to Mr. Coane as Dixon representative, and 


a former vice-president of the associa 


president of the Penn-Mar-Va Club, will have special tables 


reserved for all traveling men who care to attend the 


dinner. 
Charles H. Mann was the first president of the Philadel- 
He was the third 


ciation, serving tor five vears. 


f the National Stationers 


phia ass 


president, 1906-1907, « Association. 
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Harry A. Prizer, a relative, and also a president of the 


William Mann Company, was for years National Associa- 
tion treasurer, and served the Philadelphia association as 
president for five years. Now Charles A. Connell, for- 
merly in the employ of the William Mann Company, is en- 
tering his second year as president of the Philadelphia 
association. 

President Connell has appointed the 
arrange for the anniversary banquet on the evening 
Charles A. Connell, 


James C, 


following commit- 


tees to 
f October 16: Executive 
chairman; Walter F. Crap, 
Lukens and George Wustner. ption 
chairman; L. A. Hawkes, George B. Bush, E. R 
Ralph Keenan, L. T. Gifford. Musi 
Thomas Stagg, Charles J. Paist, James S. Walsh, John 
Sheehan, Michael J. ¢ Richard B. Yeo. 
William H. Russell, chairman: William H. Brooks, 
Jr., George Wustner and W. L. Benson. Walter 
I’. Crap, chairman; William Mann Prizer, Roland Altemus 
Andrew L Speakers: William H. Brooks, Sr., 
chairman; A. Pomerantz, Walter G. Arrange- 
ments and menu: Edward Eisenstein, chairman; Christian 
Decker and Russell A. Ogden. Nelson Bushnell, 
chairman; James S. Walsh, Ralph Keenan, M. R. 


and finance: 
Alvah Bushnell, 
Francis B. Irwin, 


Wood, Jr., 


entertainment: 


Rec: 


and 


asev and Invita- 
tions 


Program 


and Logan. 


stringer. 


Souvenirs: 


Landes 


and F. J. Dager. Seating: Frank R. Welsh, chairman; 
Francis B. Irwin and Thomas Shannahan. Publicity and 
printing: Charles Hodge, chairman; George Wustner and 
Walter G. Stringer. Hotel accommodations: Alvah Bush- 
nell, chairman; A. Pomerantz and William Henry Brooks, 
Tr. 

~— 

Important Changes in Royal Typewriter Organ- 

ization 

The Royal Typewriter Company, Inc., has announced 
the following changes in its organization, effective Septem- 
ber ] 

W. B. Larsen, former sales manager, on that date takes 
the management of National Accounts, representing the 
home office executive department. 

W. J. Montgomery becomes sales manager of the Deal- 
ers’ Department, controlling all Royal dealers in the 
United States and Canada 

M. V. Miller, former manager of the Pittsburgh office of 
the Royal Typewriter Company, Inc., takes over the east- 


ern sales management, while A. W. Barlow, formerly man- 





Ww. B MONTGOMERY 


LARSEN w.d 


ager of the Dealers’ Department, becomes Western man- 


ager, 


Mr. Miller, who will operate the Eastern Division, will 


have his headquarters in New York City. The branches in- 
cluded in this division are 

Akron, Albany, Atlanta, Baltimore, Bangor, Birming- 
ham, Boston, Bridgeport, Buffalo, Cincinnati, Cleveland, 
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Columbus, Dayton, Detroit, Erie, Evansville, Fort Wayne, 

Hartford, Indianapolis, Jack- 
sonville, Johnstown, Louisville, Miami, Nashville, New 
Haven, New York City, Newark, Philadelphia, Pittsburgh, 
Portland (Me.), Richmond, Rochester, Scran- 


Grand Rapids, Harrisburg, 


Providence, 


ton, South Bend, Springfield, Mass.; Syracuse, Toledo, 
Washington, Wilmington, Worcester, Youngstown. 
The Royal branches in the West will be in charge of 


A. W. 


The branches in 


Western Sales Manager 3arlow, whose headquarters 


made in Chicago. this division 


will be 

are: 
Chicago, Dallas, Davenport, Denver, Des Moines, Du- 

luth, Fort Worth, Fresno, Houston, Kansas City, Little 


Rock, Los Angeles, Memphis, Milwaukee, Minneapolis, 
New Orleans, Oakland, Omaha, Peoria, Portland, Ore.; 
Rockford, Salt Lake City, San Antonio, San Francisco, 
Seattle, Springfield, Ill.; St. Louis, St. Paul. 


W. J. Montgomery comes to his new position with a 
splendid record of dealer organization and dealer coopera- 
tion behind him. His success in the portable department is 
well known to the country’s typewriter dealers and his ex- 
perience and ability make him ideally fitted for his new po- 
sition. 

Royal is happy to announce that Mr. Larsen’s health will 


permit him to remain with the company and supervise the 





M. V 


MILLER A. W 


BARLOW 


National Accounts Department, an equally important, if 
less arduous, task. 
M. V. 


organization, holding various sales positions, until he re- 


Miller has risen through the ranks of the Royal 


Under his direction 
this Royal office has developed considerable strength, and 


ceived the Pittsburgh management. 


has created a record which bears witness to Mr. Miller’s 
leadership. 

\. W. Barlow has a host of friends among typewriter 
dealers and his forceful personality assures his success in 
his new position. 

It is confidently anticipated that this territorial rear- 
rangement will materially increase the sales capacity of 
Royal’s branch offices, and will permit greater cooperation 


between the Roval organization and its dealers. 
> 


Rice Products Expands Line 

Products Company, 1158 East One Hundred 
“No- 

has published a new catalogue in 


Che Rice 
Forty-sixth street, Cleveland, Ohio, manufacturers of 
Dent” furniture shoes, 
items that have been 


which are shown a number of new 


added to the company’s line of rubber specialties. Among 


the new things are chair mats, desk guards, chair guards, 


and cuspidor mats. Copies of the new catalogue are avail- 


able to 


dealers on request. 
_ 
Preparation is better than reparation. 
(The Richmond & Backus Company). 


The Office Cat 
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Los Angeles Do/More Chair Man Visits 
Office Appliances 
J. C. Wilson, Los Angeles representative of the Do/More 
Chair Company of Elkhart, Ind., visited this section of the 
On Saturday, August 9, he called at 


country in August. 





WILSON 


g. C. 


the Do/More factory at Elkhart, prior to which visit he 
dropped in at the headquarters of Office Appliances im 
Chicago. 

The Do/More bulletin of July 21 presented a picture 
of Mr. Wilson together with one of Les Mathews, who 
is to the Atlantic Coast what Wilson is to the Pacific. 
It is stated that both have sunny dispositions and each 
is a good letter writer. 

—— << ————— 
New Stationery Firm in Cincinnati 

F. A. Klenk & Associates, 1175 Gilbert avenue, Cincin- 
nati, Ohio, have organized a new company under the name 
given above, for the purpose of dealing in general staple 
lines of commercial stationery and office equipment. The 
organizers of the company are F. A. Klenk and E. J. Mor- 
rison. Mr. Klenk was formerly connected with The W. F. 
Hall Company, Cincinnati, and Mr. Morrison with The 
Tri-State Office Equipment & Supply Company, also of 
Cincinnati. 

At present the company is buying stock in preparation 
for actual entry into business and would like to receive 
communications from interested manufacturers in the in- 
dustry. 

—— =< 
Columbia Home Study Instructors Use Dictaphones 

Through installation of a battery of Dictaphones in the 
offices used by instructors in the home study department, 
Columbia University is now giving correspondence students 
the same personal attention that has been one of the chief 
advantages of the classroom. Since inauguration of the 
Dictaphone method of handling the correspondence, instruc- 
tors have found it a simple matter to give added individual 
attention to each student. One result has been greatly in- 
creased efficiency in prompt correction and return of stu- 
dents’ papers. 

Before introduction of the dictating machines, the sixty 
instructors who comprised the Home Study department 
faculty dictated their work to a corps of stenographers. 
This entailed a certain amount of confusion because the best 
stenographers were frequently wanted by several instruc- 
tors at the same time. The congestion of work has now 
been eliminated. A flexible schedule for turns at the Dicta- 
phones provides convenient and consistently satisfactory 
handling of dictation. All the work goes out promptly, be- 
cause the dictation now comes through in an even flow and 
can be divided equally among the transcribing staff. 








78 





TYPEWRITER DEALERS HOLD 
SUCCESSFUL CONVENTION 


Record Attendance; Regional Meetings Adopted; New 
York Chosen for Next Year’s Convention; 
Jim Ward Re-elected 





FIFTH ANNUAL CONVENTION OF THE NATIONAL ASSOCIATION OF TYPEWRITER DEALERS, 


THE RESOLUTIONS 


The following resolutions were presented by the regular Resolutions Committee and unani- 


mously adopted by the association. 


Other resolutions made from the floor and presented by a 


special committee are included in the convention story. 


1. RESOLVED: 


That at the National Association of Typewriter Dealers, extend their heartiest 


appreciation to the Dealers of Detroit, for the splendid entertainment and cooperation given 


the Association at this Convention. 
2, RESOLVED: That the National . 

appreciation to the Manufacturers 

Association at this Convention. 


3. RESOLVED: 


issociation of Typewriter Dealers, extend their heartiest 
for the splendid entertainment and cooperation given the 


That the President of the National Association be appointed a Committee of 


one to represent the National Association, and that each manufacturer and wholesaler be asked 


to appoint a member of their organization to represent them; 


these men to form a council in 


which problems arising from time to time may be taken up. 


of the 
will edit it. 


t. RESOLVED: That the issue 
retary of the Association who 
5. RESOLVED: That the 
gional divisions at the discretion of the 
regional governors, 
ual regions. 


Bulletin from now 


United States and Canada be 
President, 
whose principal obligations will be to increase membership in their individ- 
The regional associations to include all dealers in their particular regions. 


on be placed in the hands of the Sec- 


more re- 
termed 


divided into twelve (12) or 


and that he appoint what may be 


Local 


associations already in existence will automatically merge into the regional associations. 


6. RESOLVED: 
nual Convention be 
association at place 
vention. 


HE fifth annual convention of the National 
Typewriter Dealers was held 
inclusive, at the Book-Cadillac hotel, Detroit. 
first session was called to order an enthusiasm was evident 
which reflected the cumulative value of previous conven 
xd work of President Ward and his helpers 


tion of 
Before the 


tions and the go 


during the past year. The convention was more repr 


sentative of the country as a whole than earlier conven- 


tions. Visitors came from California, Colorado, Texas and 


other states remote from Detroit, as well as from the east- 
ern half of the country. Canada also was represented. 


The typewriter companies and others had exhibits in a 


Associa- 
August 18 to 20, 


That the management and matters of finance and arrangements for our An- 
placed in the hands of the National Secretary-Treasurer and that the local 
of meeting assist him in arranging all details i 


connection with the con- 


Jas. P. Warp, JR., Chairman, 
Resolutions Committee 

ELMER R. SPENCER 

Harry E. Russeiri 


large room adjoining the convention hall. The exhibits 
included those of the Underwood Typewriter Company, 
Woodstock Barr-Morse Corpora- 
tion, Royal Typewriter Company, Shipman-Ward Manu- 
facturing Company, American Writing Machine Company, 
Wholesale Smith Typewriter Sales 


Company, Electromatic 


Typewriter Company, 


Typewriter Company, 
Typewriters, Inc., American Auto- 
Typewriter Company, Aurora Metal Cabinet Com- 
pany, Peerless Key Company, Ames Supply Company, 
Columbia Ribbon & Carbon Manufacturing Company, and 
Manufacturing Company. 
adopted was one 


matic 


Tubular Specialty 


the resolutions to the effect 


Among 
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that typewriter dealers cooperate with the Rotary clubs in 
providing employment for crippled children. The subject 
was introduced by J. B. Watkins of Toledo, who suggested 
to the Rotary organization that bench work in the repair 
department of a typewriter store was a logical place in 
which graduates from the schools for crippled children 
could work. He explained his own experience in employ- 
ing some from a school in Toledo. Others commented on 
similar experiences, and a resolution putting the associa- 











HELD AT THE BOOK-CADILLAC HOTEL, DETROIT, MICH., 


tion on record in favoring the employment of crippled 
children was passed enthusiastically and unanimously. 

The meeting was called to order by Jim Ward of Ship- 
man-Ward Manufacturing Company, who was completing 
his first year as president of the association. He called 
upon Joseph E. Mill of the Department of Purchasing of 
the City of Detroit and president of the American Associa- 
tion of Purchasing Agents, who gave the delegates a 
hearty welcome. G. S. Cambias responded with a few 
brief and witty remarks on behalf of the association. 

At this point commmunications were read from several 
who expressed their regrets at being unable to be present 
and from the Typewriter Trades Association of Great 
Britain and Ireland, who cabled their congratulations. The 
secretary was instructed to cable the appreciation of the 
American association. 

President Ward then gave his annual report, 
briefly summed up some remarkable accomplishments. 
He told of the New York association, organized with a 
membership of more than seventy-five, twenty-five of 
whom were present at the Detroit convention. He re- 
lated improvements in conditions in New York due to the 
new local association and the resulting harmony among 
competing dealers. Other new associations listed as being 
organized during the past year included New Haven 
Typewriter and Office Appliance Association, Southern 
Michigan Typewriter and Adding Machine Association, 
Buffalo Association of Typewriter Dealers, and Kansas 
City Dealers Association. He told of numerous trips 
around the country calling upon members and helping 
wherever possible in organization work. 

Mr. Ward told of his personal efforts to have the tariff 
on typewriter parts eliminated and his success in having 
all but certain parts for bookkeeping machines put on the 
free list. 

Tribute was paid to Deane Reynolds of Boston, who 
had secured orders for more than ninety thousand co- 
operative catalogs. 

Mr. Ward made several suggestions which he felt would 
make the organization a more powerful and better work- 
ing body. First he suggested a manufacturers’ committee 
composed of one man from each company, preferably a 
man who has everyday dealings with typewriter and adding 


which 
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machine dealers. The purpose of this committee will be 
to settle quickly any problems which may come up at con- 
ventions or from time to time. 

The second suggestion was to put the entire management 
of the convention in the hands of the secretary of the 
association. 

The third was to turn over the Bulletin to the secretary. 
Heretofore the Bulletin has been edited and managed by 
the president. 


—_ | 


oe 
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A fourth suggestion had to do with the makeup of the 
association itself. He suggested regional divisions func- 
tioning similarly to those of the National Stationers Asso- 
ciation, each one to be presided over by a regional manager 
whose task will be to increase membership, organize new 
local associations and endeavor to have all associations and 
dealers work together in harmony in their own regions. 
These suggestions were referred to various committees. 

Referring to finances, Mr. Ward told of the improved 
condition of the treasury, which had obligations with no 
funds, the convention last year costing $400 more than 
receipts, whereas this year’s convention was expected not 
only to pay its way but to turn funds over to the treasury. 
Credit was given to Mr. Kinnisten and A. E. Roberts, 
chairman of the Detroit committee, for their assistance in 
arranging what promised to be the most successful con- 
vention, 

Following Mr. Ward, the secretary, Mr. Kinnisten, ex- 
plained the satisfactory condition of the treasury in more 
detail. He made a plea for a full degree of cooperation 
between members and officers. 

John H. Barr of Barr-Morse Corporation, who was in- 
troduced as the inventor of the Smith Premier No. 10, the 
first Remington four-bank portable and the Barr type- 
writer, delivered an address entitled “Sidelights on the 
Typewriter Industry from Thirty Years’ Observation.” 
The substance of this address, which was received with 
great interest, will be found on another page of this issue 
of Office Appliances. 

The next speaker was J. M. Hackney, vice president and 
sales manager of the Woodstock Typewriter Company, 
who spoke on “The Relationship Between Manufacturer 
and Dealer.” Mr. Hackney commenced by saying that the 
dealers were absolutely essential to the manufacturers’ dis- 
tribution program. He told of his desire to cooperate with 
the dealers to the fullest extent. In emphasizing service 
by dealers to their customers he used the expression “give 
a lot to get something better.” He recommended constant 
personal solicitation, letters and telephone as necessary 
means for a dealer to get his full share of the potential 
business in his territory. 

The afternoon program was allotted to the Underwood 
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CAUGHT BY THE CAMERA Top row, left to right Arthur Froehlich, Reliable 
Pierce, Central Typewriter Service, Cleveland, Ohio; F. H. Martin, 
rypewriters Inc.; John H. Barr, Barr Typewriter Company; Pat Ryan 

& Corney, Toronto; J. W. Galland, Wholesale Typewriter Company, New York; 0. J. Madden, 
row, left to right Otto Kretchmer, Peerless Key Company; E. R 
Ohio; J. T. Lafferty, Underwood Typewriter Company; Mrs. J. I 


Globe Typewriter Exchange, New York; J. S. Morse, Morse Typewriter Company, New York; H. C. Smith, New York; G. S. Cam 
bias, Cambias Typewriter Exchange, New Orleans; J. J. Ferary, Typewriter Store Inc., Syracuse Bottom row, left to right 
Mrs. R. D. Brewington, Kansas City Estelle Du Lac, Whitlock’s Book Store New Haven Mrs. James P. Ward: L. J 
vice-president, L. C. Smith & Corona Typewriters Inc J. M. Hackney, vice-president, Woodstock 

Bundy, Bundy Typewriter Company, Philadelphia; W. A. Mé 


Typewriter Company, Chicago, Ill.; L 
Jr., Exchange Machine Department, L. C 
Underwood Typewriter Company; F. W. Thon 


A 
Smith & Corona 


as, Thomas 
Oil City, Pennsylvania Middle 
Pfahl, Adding Machine Sales & Service Company Cleveland 


Taylor, Globe Typewriter Exchange, New York; P. J. Carroll, 


Conger 
Typewriter Company A. 8S 

vers, Woodstock Typewriter Company 
Typewriter Company, L. C, Smith & Corona Typewriters, charge of portable sales for the Underwood Typewriter 
Inc., and Barr-Morse Corporation, 


Company just eight months ago, took charge of the Under- 
wood session. He introduced A, E, T 


n which each company 
was privileged to tell the merits of its machines and ex 


plain its sales policies. Jack Wolle, who was placed in 


ongue, advertising 
manager of Underwood Typewriter Company and Under- 
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CONVENTIONITES SNAPPED BETWEEN SESSIONS.—Top row, left to right: H. E. Russell, Office Equipment Company, Des 
Moines ; Lamont H. Wood, Midwest Typewriter Company, Kansas City, Mo.; Irwin Vincent, Western Typewriter Company, Topeka; 
E. K. Ray, Barr Typewriter Company; Geo. Button, Wholesale Typewriter Company; Henry Simler, American Writing Machine 
Company ; Jim Lafferty, Underwood Typewriter Company. Middle row, left to right: H. H. Kleinschmidt, Tribe of K, Gary; H. E. 
Moree, Barr Morse Corporation; R. M. Dering, Tribe of K; H. P. Frederick, Aurora Metal Cabinet Works; F. E. Marin, Regal 
Typewriter Company; J. L. McDonough, Royal Typewriter Company, Portable Department, Chicago; Elmer L. Young, American 
Typewriter Exchange, Chicago; W. W. Beutler, Typewriter Service & Exchange, Chicago. Bottom row, left to right: H. N. Rice, 
Smith Typewriter Sales Company, Chicago; P. E. Kinnisten, secretary, National Association of Typewriter Dealers; J. R. Battelle, 
Remington Rand Business Service, Inc.; Pat Ryan, Underwood Typewriter Company; Clyde Jungbluth, Underwood Typewriter 
Company ; James P. Ward; H. N. Rice, Smith Typewriter Sales Company; J. A. Lyons, Manufacturers Typewriter Clearing House, 
Chicago. 


wood Elliott Fisher Company; Mr. Marschalk of Mars- portable division, explaining the duties of each. Mr. Wolle 
chalk & Pratt, advertising agents for Underwood; James spoke of merchandising plans, use of color in windows, the 
T. Lafferty, E. P. Ryan and Clyde Jungbluth, all with the Underwood distribution policy, etc. 








session was handled by 


The L. C. Smith & Corona 
L. J. Conger, vice president of the company. 
questions about discounts and distribution and explained 


He answered 


that it was the purpose of his company to sell through 
established typewriter dealers wherever possible. 

The Underwood and L. C. Smith & Corona sessions oc- 
cupied nearly all the afternoon, and in view of the lateness 
of the hour the Barr-Morse Corporation waived its session. 

A special resolutions committee was appointed to cover 
The fol- 
lowing resolutions were presented later and adopted: 

RESOLVED, that the National Association of Typewriter 
Dealers favors a one-price policy among the dealers and asks 
the typewriter manufacturers to maintain list prices on all port- 
able typewriters sold at retail, and further recommends the dis- 


points brought up in the afternoon’s discussions. 


continuance of all special discounts, such as schools, teachers or 
quantity discounts. 

RESOLVED, that the National Association of Typewriter 
Dealers requests that the typewriter manufacturers discontinue 
the practice 
gists, schools and similar establishments who are not equipped 
service guaranteed the purchaser by the 


»f establishing dealerships with stationers, drug 
fo maintain or Jurnish 
manufacturers, except in towns where there are no established 
asked that 
ypewriter dealer or branch 


typewriter dealers, in which case it ts such sub- 
dealer work under some authorized t 
office that will give such service, and that such sub-dealer shall 
receive not to exceed 25% commission, 

RESOLVED, that the National 
Dealers requests the typewriter manufacturers to maintain list 
parts for 
dealers and a wholesal 
established and reliable typewriter dealers. 

RESOLVED, that the National 
rd as disapproving the sale 


Association of Typewriter 


prices on such purcil.asers as are not recognised 


price for parts to dealers recognized as 


Association of Typewriter 
type- 


Dealers go on rec of portable 

writers to schools at a discount for resale purposes. 
Monday evening a delightful banquet was furnished by 

with a fine lot of 


the Underwood Typewriter Company 


special entertainment by courtesy of Barr-Morse Cor- 
poration. 
Second Day 
The first address the second day was given by Jack 
Wolle. The subject was, “How to Sell Portables.” Mr. 
Wolle has had personal experience in selling portable 


machines. ssibilities and em 


He spoke of the 


phasized the necessity for persistence in canvassing. The 


market pi 


substance of his address will be found in another part of 
Mr. Ward thanked Mr. Wolle for the excellent 


He then mentioned briefly the impor- 


this report. 
ideas he advanced. 
tance of neatness in the store and the shop, and attractive 


windows. He thanked Mr. Wolle for a special message 


written on the giant Underwood typewriter at Atlantic 
City which was displayed in the convention hall. 
Mr. Ward then introduced Jimmy Watkins of Toledo. 


Mr. Watkins read a letter to him from the International 
Society for Crippled Children, as follows: 


THE INTERNATIONAL SOCIETY FOR 
CRIPPLED CHILDREN 


August 11, 1930. 
Mr. J. B. Watkins, 
501% Madison Avenue, 
Toledo, Ohio. 


My Dear Mr. Watkins: 


I am in receipt of your letter of August 9th explaining 
what you are doing in the employment of cripples in your 
particular field. ‘ 

Your letter is very instructive and interesting and I pro- 
pose to have it multigraphed and sent out to the Rotarv 
Clubs through our MONTHLY LETTER tto stir other 
agencies everywhere to do likewise. 

It is quite possible that you have started something that 
will be of untold value in the employment of cripples. 
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I note that your meeting is in Detroit the eighteenth, 
nineteenth and twentieth, and I would request very kindly 
that you forward to me, if you will, the registration ol 
your meeting, and also a report so that we can immediately 
follow up your plan and your idea and make it as effective 
as possible. 

lt you would find time to do this, I am sure you would 
be conferring a great favor on the international movement 
as well as doing a great work for cripples. May I hope to 
get this information trom you. 

Sincerely yours, 
DADDY. 
Edgar F. Allen, President. 


Mr. Watkins, a Rotarian, told of visiting a school for 
crippled children in Toledo with another Rotarian and 
watching the children go through their gymnastic work. 
That gave him the thought that graduates of that school 
and others would make good bench mechanics for type- 
writer shops. He agreed to take on six of the boys him- 
selfi—two in Toledo and one in each of four branch stores. 
He made a plea for cooperation with the Rotary in finding 
Several others 
and as a 


employment for these crippled children. 


told of their 
result a resolution favoring cooperation in providing em- 


experiences along the same line 
ployment for crippled children was adopted by the asso- 
ciation, 
Woodstock Host at Luncheon 

Luncheon the second day was furnished by the Wood- 
stock Typewriter Company at Westwood Inn, Dearborn, 
Michigan. The luncheon turned out to be an elaborate 
chicken dinner. From Dearborn the visitors were taken 
to the Ford airport, which is the passenger terminal of 
the Stout Air Lines for Detroit. 
the commercial planes, which arrived at the port and left 


After watching some of 


on the regular schedules, and an army plane which went 
through some unusual stunts, the visitors went through 
the Ford airplane factory, which is just a short distance 
away. Then they were taken past Greenfield, Mr. Ford’s 
antique village, and the Ford River Rouge plant, which is 
the largest and most complete industrial development in 
In the evening a banquet was served at the 
hotel in Windsor by 


& Corona Typewriters, Inc. 


the world. 
Prince Edward 
Smith 


dancing 


courtesy of L, C. 
and 


Business 


Entertainment 


was furnished by Remington Rand 
Service. 
Third Day 

[The meeting was opened the third day by an address by 
Westley M. Ingersoll, advertising 
Remington Rand Mr. 
made a specialty of selling and has studied his subject 
thoroughly. Extracts from his address follow this report. 

At the conclusion of the remarks of Mr. Ingersoll Presi- 
dent Ward thanked him and suggested that the address 
should be reproduced in the bulletin of the National Asso- 


ciation so that all the members could study it at leisure 


assistant manager of 


Business Service. Ingersoll has 


and analyze it for its good worth. 

At this point the question of convention city for next 
year was introduced. Invitations were received from New 
York, Buffalo, Baltimore and Toledo. After Mr. Neu- 
berger gave his invitation on behalf of New York for the 
next convention to be held there, the New York group 
demonstration lasted fifteen or 
twenty Led by a few musicians with a saxo- 
phone, a drum and another instrument or two, they pa- 
raded up one aisle and down another, gradually adding 
visitors from other cities until about half of those in the 
hall were marching, shouting and singing. New York City 
was chosen with only one dissenting vote. 

The regular resolutions committee presented its report 
at this time. The resolutions will be found elsewhere. 
One of the most important was that providing for the 
division of the country into twelve or more regional dis- 


started a which some 


minutes. 


tricts at the discretion of the president, to be presided over 
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MORE CONVENTION SNAPSHOTS.—Top row, left to right: Stanley Weiner, General Office Machines, Inc., Pittsburgh; Jimmy Watkins, Type- 
writer Inspection Company, Inc., Toledo; R. E. Huffman, Typewriter Exchange, Aberdeen, 8. D.; L. H. Wittgraf, Typewriter Clearing Association, 
Minneapolis; Paul K. Felsch, Acme Business Equipment Company, Detroit; E. A. Glassman, City Typewriter Exchange, Rochester, N. Y., who fired 
his broadsides of merry quips at every session; Mrs. E. A. Glassman; H. A. Thompson, Utica; L. A. Cramer, Fort Pitt Typewriter Company, Pitts- 
burgh; Ben D. Scharpf, S. & S. Typewriter Service, Oshkosh. Middle row, left to right: A Royal group, including six members of the Royal 
organization and five dealers: J. G. Rider, Rider’s Pen Shop, Ann Arbor, Mich. ; F. J. Fenske, Fenske Business Equipment Company, Bay City, Mich. ; 
Irwin Vincent, Western Typewriter Company, Topeka; E. M. Wynn, Wynn Typewriter & Supply Company, Kansas City; Glenn Kingsbury, school 
department, New York; Loren E. Spiece, Loren E. Spiece Company, Bucyrus, Ohio; F. W. Hustedt, dealer district manager, San Francisco; Bill 
Metzger, advertising manager; A. W. Barlow, western sales manager, Chicago; J. L. McDonough, dealer district manager, Chicago; W. J. Mont- 
gomery, dealer sales manager. Bottom row, left to right: A. H. Kellstedt, Peoria Typewriter Company, Peoria; Phillip Kellstedt; J. K. Names, 
Office Appliance Shop, Rochester, N. Y.; Elmer R. Spencer, Buffalo Typewriter Exchange, Buffalo; Convention group at Ford Airport, Detroit ter- 
minal of Stout Air Lines; T. H. Wuerthner, Woodstock Typewriter Sales & Service, Saginaw, Mich.; C. C. Macomber, Macomber Office Equipment 
Company, Saginaw; F. E. Frost, Frost Office Appliance Company, Worcester, Mass.; R. N. Swadener, Logansport, Ind. 
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by regional governors appointed by the president. It was 
felt that with the regional idea put into effect the associa 
tion could reach many more dealers than it does at present 
and that the officers would have a much closer touch with 
the association’s members and prospects. 

The subject of change of name for the association was 
One name suggested was 
Other 


discussed from several angles. 
National Association of Office 
no change was made. 


Appliance Dealers. 
names were considered but 

Irwin Vincent of Western Typewriter Company, Topeka, 
offered the which was seconded and 
carried unanimously 

RESOLVED, That the National Typewriter 
Dealers hereby request the Federal Trade Commisstun to amend 
their recent decision on “Rebuilt Typewriters” to the extent that 
it will not be unfair practice to sell as “Rebuilt” a typewriter 


with good original enamel and nickel which in all other ways 


following resolution 


{ssociation of 


meets the requirements of the decision, 

Mr. Wynn of Kansas City, chairman of the nominating 
committee, then made his report. First, he presented the 
as the recommendation of his committee for 
board of directors: Mrs. J. I. Taylor, 


H. J. Williams, lowa City, lowa; W. J. 


following 
members of the 


New York, N. Y.; 


King, Indianapolis, Ind.; Fred W. Hock, Pittsburgh, Pa.; 
E. R. Spencer, Buffalo, N. Y.; R. E. Huffman, Aberdeen, 
S. D.; L. H. Wood, Kansas City, Mo.; G. W. Boyce, 
Pueblo, Colo.; L. W. Adler, Cleveland, Ohio; B. F. 


Schweiss, St. Louis, Mo.; W. T. Corney, Toronto, Canada. 

Then he spoke of the faithful 
Mr. Kinnisten, who has served as secretary of the associa 
since the first convention, 
Last of all, he recalled the 
Mr. Ward during the past year, and called 
Mr. Ward objected and 


have a dealer as president 


and efficient service of 


tion and recommended his 


re-election good work ac 
complished by 
as president. 
suggested it would be better t 
for next year. Mr. Boyce ol 


Che nominating committee’s report was put to a vote and 


for his re-election 


Pueblo assumed the chair. 


carried unanimously. 

Just about this time Mr. Ward was agreeably surprised 
beautiful wrist watch, 
members of the 


made the recipient of a 
gift of appreciation 
Ward 
that this action quite overwhelmed him. 
was a Royal portable typewriter presented by W. J. Mont- 


by being 
from 
affected and remarked 


which was a 


association. Mr. was quite 


A sec ond surprise 


gomery of the Royal Typewriter Company in behalf of the 


representatives of the Royal who were present at the 
convention, 
[The third afternoon was given over to sessions by 


Woodstock Typewriter Company, Royal Typewriter Com- 
pany and Rand Business Service. J. M. 
Hackney, president of the Woodstock Typewriter 
Company, presided at the Woodstock session. He told of 
Woodstock dealer cooperation and reported that because 
of the volume of business the Woodstock plant now was 
operating nine hours a day six days a week. He called 
A. H. Kellstedt of Peoria, a Woodstock dealer who 
has been unusually successful selling typewriters. Mr. 
Kellstedt told how he sold Woodstocks in 
Maunsell of Montpelier, Vt., was called upon at the sug 
gestion of Mr. Ward, and he, 
in selling Woodstock typewriters in his territory. 

The Royal by Bill 


Metzger, advertising manager, and presided over by Mr. 


Remington 


vice 


upon 
Peoria. F. R. 
too, gave a few pointers used 


[Typewriter session was arranged 


Montgomery. The consisted principally of a 
f the radio programs the 


in the fall to help the dealers sell more 


program 


sample « Royal Typewriter Com- 


pany will uss 


Royal portables. 


The Remington session, which completed the program 


of the convention, gave dealers important suggestions re- 


1 


garding the sale of Remington machines. 


The final banquet, including entertainment and dancing, 
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was given by courtesy of Royal Typewriter Company. It 
proved to be a most enjoyable affair. 

The convention was a from the 
Among those who helped in a big way to bring it about 
are Mr. Ward, president; his son, James P. Ward, Jr.; 
Secretary Kinnisten; Mr. Roberts and other Detroit deal- 
ers; and the manufacturers who responded in a generous 


success beginning. 


to the suggestions of the officers. 
<r —— 


Asides 


James P. Ward is a busy individual, as one will gather 
In addition to being president 


way 


from his numerous titles. 
of the National Association of Typewriter Dealers, which 
is a man-sized job in itself, he is president of the North 
Shore Park District of Chicago, president of the Kiwanis 
Club, vice-president of the Broadway National Bank, presi- 
dent of the Loyola Community Theater and president of 
Shipman-Ward Manufacturing Company. We wonder how 
he finds time for an occasional game of golf. 
* + . 

The manufacturers’ exhibits were well arranged and were 
given careful attention. One exhibitor remarked that his 
display had resulted in seven new dealers placing initial 
orders for his line, 

* * * 

Various means of transportation were used to reach De- 
troit. Most of the visitors went by rail, but others traveled 
by automobile, bus, airplane and boat. 

* * * 

Between courses at the luncheon served by courtesy of 
Woodstock Typewriter Company at Westwood Inn, Mr. 
Hackney called to the front F. R. Maunsell of Montpelier, 
Walter Ellis of Houston, and A. H. Kellstedt of Peoria, 
all of whom won free trips to the convention because of 
their records in selling Woodstock typewriters. In a brief 
but impressive ceremony each was presented with the 
Woodstock badge of merit. 

2 6 @ 

The favorite dish at the convention was chicken. It was 
served at all meals which were provided by the manufac- 
turers. That included three evening dinners and an elab- 
orate luncheon Tuesday noon. The daily serving of chicken 
became the subject of a few bright remarks, but everybody 
liked it, and if the convention had held over for a fourth 
day, the same sort of dinner would have pleased those who 
participated just as surely as did the first chicken dinner 
Monday evening. 

ee 2 

Stella Willins of the Underwood Typewriter Company 
and Glenn Kingsbury of Royal Typewriter Company 
amazed the visitors by their examples of rapid writing on 
the portable machines of their respective companies. If 
any question of speed limitations of portable typewriters 
existed in the minds of any of the visitors, it was dispelled 
by these speed demonstrations. 

* * . 

When the vote was taken on New York’s invitation for 
next year’s convention President Ward asked everyone 
who would not go to New York, if the convention were 
held there, to vote no. It is significant that only one nega- 
tive vote was cast. Every convention since the first has 
exceeded its predecessor in interest and attendance, which 
indicates a healthy condition for this comparatively new 
association. 

* * * 

The Detroit Convention and Tourists Bureau contributed 
its share to the entertainment of the convention visitors 
and in particular to the entertainment of the ladies, for 
whom special programs were provided while the business 


sessions were being held. 
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OUTSTANDING ADDRESSES OF THE 
CONVENTION 


Sales Management and Salesmanship 


adver- 


Westley M. 


Remington 


Che address ot Ingersoll, assistant 
Rand organization, 


Wednesday 


Dealers 


tising manager of the 
after the opening ol 


National 


were witty as 


followed immediately 


morning’s session of the Typewriter 


Association. His remarks well as wise. 


Salesmanship, said Mr. Ingersoll, is a matter of universal 
greets us at turn. It is a dominant 


concern, It every 


factor in human relations. It is the life of the typewriter 
business. 
other field of indus- 


The vacuum cleaner and the 


Having mechanized almost every 


try, we neglect the home. 
are recent, and only yesterday did elec- 


trical Whose 


fault is it that the home manager still writes with a pencil 


washing machine 
refrigeration commence to be understood. 
or a pen’? Purchasing agent for the country’s greatest 
market, distributor of the 


chec ks, sh 


proceeds of the nation’s pay 
still conducts her giant business after the man- 
“IT say to you, gentlemen, that until 


type- 


ner ot a century ago 


you have equipped American homes with modern 


writing machines, you have failed in the face of one of 


the most wonderful opportunities that ever confronted 


business men; you have lost step with a mechanization 


process which has operated for a hundred years without a 
* * * “lf this great home market is to 
sold. The challenge 


brand of salesmanship and sales 


sign of faltering.” 
be captured, it must be to you, and 
you, and you, is for the 
management which put a garage in every yard and a radio 
in every living room. 

“The 


salesmanship 


challenge,” continued the speaker, “is for creative 
-not the kind which places blind reliance on 
pep meetings and ginger letters to rouse a lagging force 
in the face of a buyers’ strike; not the sales direction that 
is wedded to the theory that if you can get a man of sin- 


cerity, perseverance, enthusiasm and personality you have 


built sales force. You must belong to the 
school that puts responsibility squarely on the shoulders 
of management, and is committed to the proposition that 
you don’t need stars and supermen to sell goods.” 

The speaker pointed out that the American Tobacco 
Company works out its selling plans through its sales 
managers, who themselves try out the plans in the field. 
If and when the plans are perfected, they are taught to 
the supervisors, who in turn teach them to the salesmen. 
The results are judged on the basis of what the salesmen 


If the scheme fails, headquarters are held 


yourself a 


accomplish. 
responsible. 

The Atlantic & Pacific Tea Company has found that 
their best managers are men who have failed when oper- 
A considerable proportion 
direction. 


ating as independent dealers. 
of individuals are unable to 
Creative sales management demands that resourcefulness 
be supplied from above and that sales managers really 


give themselves 


manage, 
In selling as in other things the old law of cause and 


effect is still operative. The buyer must pass through the 


stages of attention attracted, interest gained, desire 
aroused, action taken, now as always. Somebody or some- 
thing must supply the power to top these hurdles. Some- 


times advertising will do it, but usually it is the salesman’s 
If advertising attracts attention and gains interest, 
it has done enough. The salesman must carry on. 
Typewriter dealers should be in control of what goes on 
during those precious minutes when the salesman is in 
That accomplished and there 


job. 


touch 
will be fewer failures, 
Dr. Mayo says the eye 


with the prospect. 


is responsible for 95 per cent 
We have been dinning away at 
Let the typewriter dealers hit the 


of our mental faculties. 
people’s ears too long. 





L 








UNDERWOOD TYPEWRITER DINNER TENDERED TO THE NATIONAL ASSOCIATION OF TYPEWRITER DEALERS DURING 
THE DETROIT CONVENTION, AUGUST 18, 1930 








eye way t the highway to more sales Let us s 
manage ur selling tactics 

To ve me stave tricht i d is¢ iwa the inter 
ompl x t the timid sales I Is e way in WwW 
he is superior to his prospect. 7 will help the sales 
to approach on a plan 

\s I t! attituds rT ¢ ( pe il ) The Ss 
man ist nfidenc t induce his cu 
t teel i he re il ut he p! duct presel ed | < 
speaker said he w isn't certalit t the reasons behind tl 
successes of such men as Clarence Darrow, Cl 
Hughes, Martin W. Littleton and Samuel Untermeve: 
he would hazard a guess that they lay their empl 5 


The i to] Was ass ( to Jack Woll ot the 
Portable Divisior {f the Underwood Typewrit ( 
pany, who brought out the fact that it is px nal ! 
and \y is, persistent canvassil which assure succes 
in selling O eneral assista udvertisit ut | 
sonal contact extends and for es nes chentel« That 
is the rea ution of sellir for confidence means every- 
thing We buy the merchandis« t those in whom we 
believe \ dealer opens a shop. He has a few friends 
and advertises and on this he depends for business. He 
does little actual soliciting among prospective customers 
Put that picture alongside what the dealer should be and 
we have a contrast 

If the deal vould start me ut canvassing, using the 
same methods the manufacturer « s, business would be 
better. The dealer has just as much to sell as the man- 
utacturer has. Specialization is still essential in this typ« 
writer business. He wl vould sell a typewriter must 
ubsolutely get into a man’s office and expose himself to 
the custom ind this Dp y true in the portable 
eld 

It has been estimated that i: entire world there a 
ibout 112,000,000 prospects | table typewriters. It 
evident that we haven't scratched the surface of our poss 
bilities Cher e five manutacturers of portable typ 
writers in this country who expect their factories to be 
kept busy and their product bed. It is up to the 
dk aler or il i n to be i i rt t the manutacture 
If each o1 t the 7,200 dealers in the country had as mat 

hive salesmen, he certainly would cover the territory 
bris in 1 business and iking longer stride ! 
disposition of portable machines 

\ great many dealers are not making the effort th 
should make on their own behalf to sell portables he 
ire waitin n their stores for people to come in. Thi 
speaker said that he had seen instances of a salesman 
canvassit day after day, each nis ht exhausted, with ap- 

ve . rr 

Sidelights of the Ty 
I wil is a digest of an address made by John H. 
Barr, vice president of the Barr-Morse Corporation of 
Ithaca, N. Y., before the annual convention of the Na- 
tional Typewriter Dealers Association at Detroit last 

month 

The typewriter is no exception to the rule that many 
important inventions have a hazy origin. The modern 
writing machine is properly credited to Christopher 
Latham SI s and his associates, Glidden and Soule. [I 
yield to none in honoring these pioneers. But as a matter 
f history it must be recognized that nearly fifty years 
before Sholes began on his it tion, William Austin Burt 
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hat admit of no argument, winning their cases on 
1 single dominant point. And the salesman must win sales 
n the o1 lominant point that has seemed to impress the 
the sale on a minor point [ll wet this machine 
er t 1 Monday,” emphasizes delivery rather than 
( want me t nd u an instruction book with 
: don't you ind if your prospect answers 
ves,” he has ordered and is ready t sign Schemes 
ke é take the work out of salesmanship and make it 
rut Tl ire Stage managed selling 
Let ent expectancy be your habitual condition of 
nasl 
parently no results. He may keep at this for a month, but 
he WOrks pers stently ind hard and what he puts into 
that territory will start benefiting him in trom sixty to 
ninety davs. Sometimes he feels that business is wonder- 
ul. People are buying typewriters, giving him prospects, 
illing hin n the telephone. If, instead of keeping up 
his ntinual work, he lets down, the first thing he knows 
DUSINESS S poor again, 
If the dealers were building their organizations as they 
should and building themselves into an organization as 
the manufacturer has built himself into his own, he would 


¢ er a wider field thoroughly and get better results. Ad- 
vertising is only one step. The other step is concentration 
with your public and meeting your public in the sale of 


anything 
that 


portable typewriters, second hand machines or 


have to sell. The speaker advised 


of the kind you 

there are plenty of young men coming out of high school 
who want an opportunity to get in where they can put 
intelligent effort to accomplish what they want to do. 
He suggested that these young men be approached through 
advertising or otherwise, and be offered a salary for living 


and a fifteen cent commission These men, 


be 


expenses per 


salsmen. 


lass 


he believed, can developed into first 

When the salesman is out canvassing, he is trying to tell 
story about a portable, but he is also keeping his eyes 
en for business on standard machines, supplies, repairs, 

é [The result is that business starts coming into the 

dealer’s place “You know as well as I do,” said Mr. 

Wolle, “that this results from personal contact either by 

yourself or your salesmen. You get acquainted with your 


prospect. He remembers your face pleasantly and in the 


going to think of you instead of your competitor.” 


Che dealer picks his vocation and it is up to him to know 


every phase of it. This can not be done in a half-hearted 
way. It must be done full-heartedly and with enthusiasm. 

The dealer has a wonderful opportunity of building up 
contact and organizing himself if he will but accept it. 


pewriter Industry 


constructed what he called the Typographer, 


which produced creditable work. 
23, 1829, took out the first patent ever 


f Detroit 
a writing machine 
Mr. Burt, on July 
granted by the United States for a typewriting machine, 
in which was actually incorporated a very ingenious seg- 
ment shift mechanism for writing upper and lower case 
letters. 
The development of the modern typewriting machine is 
American achievement. Yet, the idea of such a ma- 
had stimulated the imagination of men in different 


the 


writing machine 


an 
chine 


parts of world for some centuries before a practical 


came into being. The sp aker here re- 
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ferred to the invention of Henry Mill in the eighteenth 
century, then observed that it is difficult justly to apportion 
the credit for the later period of progress, because the 
machines are to a certain extent the product of organiza- 
tions in which individuals are frequently submerged. 

The speaker referred to the patents granted to Charles 
Thurber; to A. E. Beach for a machine intended to print 
raised letters for the blind, etc. He then retold the story 
of Sholes, Glidden Soule, 
practically all typewriter men, and referred to the develop- 


and which is now familiar to 


ment of the first model; the coming of James Densmore 
upon the scene, and finally, in 1873, the machine was de- 
veloped to a point where it was ready for production. It 
was Densmore who submitted the 1873 model to E. Rem- 
ington & Sons of Ilion, N. Y., who made sewing machines, 
The 


Franco-Prussian war had produced a 


agricultural implements and bridges and firearms. 
termination of th« 
depression in the arms plant and the company was willing 
to talk to Densmore 
manufacturing problems could be better handled in an arms 
The 


mechanical 


about the typewriter, because the 


plant than anywhere else. Remington organization 


included a group of master minds, among 


whom was William K. Jenne, an important man in the 
sewing machine division, from which he was transferred 
to take charge of the typewriter enterprise. The model 
No. 1 Remington bears clear evidence of the sewing ma- 


chine inheritance. The stand, the foot treadle for return- 
ing the carriage through a cord connection, the decorative 
scheme of the enclosing metal cabinet, all carried out the 
idea of the sewing machine. Mr. Jenne continued to ex- 
ercise a strong influence on the construction of the type- 
writer until his retirement early in the present century. 

The speaker said that it was his good fortune to enjoy 
personal contacts with several of the pioneers, including 
Mr. Jenne, C. W. When in 1896, 
the control and ownership of the Remington typewriter 
passed to Wyckoff, Seamans & Benedict, the connection 
of the Remingtons with the typewriter ceased, although 


Seamans and others. 


the machine continues to bear the original name. 

The speaker said that the engineering era next followed. 
In the designing of typewriters there is scope for a good 
deal of Mechanical 
present in abundance. However, in addition to these there 
is a multitude of force considerations, upon the treatment 


engineering. motion problems are 


of which the success « 


f the product is largely dependent. 
Though its parts are small and its forces are not reckoned 
in tons, the strength, reliability and durability of the writ- 
ing machine demands careful study, an intelligent appre- 
mechanics and of dimensions and 


ciation of the laws of 


materials. Also, speed and what is termed action are the 
To attain 


an acceptable, light, snappy, smooth action in such a com- 


essence of the successful typewriting machine. 
plex system calls for a large degree of intuitive analysis 
tempered by experience. Gravity, friction and inertia all 
have a tremendous effect on that elusive quality called ac- 
tion. The speaker said that probably no other mechanical 
contrivance, excepting possibly the piano, is so tempera- 
mental as the typewriter. Both machines are operated at 
high speed and are directly activated by the finger tips. 
The Commercial Typewriter 

Mr. Barr gave an interesting discussion of the features 

of modern commercial typewriting machines. It is inter- 


esting to realize that efforts to avoid type-bar collisions 
probably led to the adoption of what is known as the stand- 
ard typewriter keyboard. 

It was not until 1878 that the shift key model Remington 
was placed on the market enabling the machine to write 
lower case as well as upper case characters. 

The Remington No. 2 had upper and lower case char- 
acters, the platen being shifted by depression of the shift 
key for upper case letters. In several modern machines the 
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shift motion is imparted by shifting the type bar system 
instead of the platen. The latter method was used by Burt 
in the first actual typewriter of which we have record. 
Mr. Barr next discussed the so-called double or com- 
plete keyboard machines having a key for every character 
and machines having three types on each bar instead of 
one or two; but even this has been superseded largely by 
the standard single shift. He then discussed the technical 
features of modern typewriters, referring to a most sig- 
nificant achievement, namely, the so-called visible type- 
writer of H. L. and F. X. Wagner. He also referred to 
the Hammond and Crandall machines of the shuttle and 
type and the Bar-Lock and Williams machines. 
Daugherty was a prolific inventor, said Mr. Barr, and made 
and sold a substantial number of machines. He is entitled 
to credit for introducing the front stroke typewriter. One 
difficulty which the makers of visible typewriters or front 
stroke machines had to contend with was the problem of 
touch. This involved more complex mechanical principles 
than those demanded in the old type of machine. This 
very necessity has resulted in mechanisms which place the 
modern machines far ahead of the old standard as to speed 


sleeve 


and action, 

Mr. Barr concluded his address with an interesting dis- 
cussion of the personal typewriter. Captain Wyckoff, late 
in the 70s, urged the sale of machines in the home for edu- 
In this, Wyckoff was about fifty years 
ahead of his time, and it has remained for the portable 


cational purposes. 


machine of our day to universalize this doctrine. 

The portable was originally promoted for use by travel- 
ers, but finds its real market as a personal machine for the 
home, among students and others, and in a limited way for 
business purposes. All the leading machines of this class 
are now equipped with standard keyboards and are ma- 
terially heavier than their predecessors. The demand to- 
day is for a machine which is a real typewriter and yet 
which can be stored away when not in use and easily car- 
ried when occasion arises. 

Finally, the speaker referred to the broad influence of 
the writing machine. He intimated that our present ma- 
chines may be a phase or a passing order, and that there 
is little doubt that the product of twenty-five years hence 
will make our past efforts seem primitive. The typewriter, 
he said, has emancipated women from economic depend- 
ence, opening for them a marvelous opportunity in the field 
of business. 

oes 

REGISTRATION AT THE TYPEWRITER DEALERS’ CONVENTION 
Adler, Leo, Cleveland, Ohio 
Adler, Leo W., Cleveland, Ohio 
Allen, Charles, Orange, N. J. 
Ames, A. R., Chicago, Ml. 


Cambias, G. 8., New Orleans, La. 
Carroll, P. J., New York, N. Y. 
Cartwright, Dale P., Rochester, 
N. Y. 
Cohen, Joseph J., New York, N. Y. 
Conger, L. J., New York, N. Y. 
Conn, Mrs. Marguerite, Cleveland, 
Ohio 
Conn, Thomas J., Cleveland, Ohio 


Badger, H. 0., Cleveland, Ohio 
Barr, John H., Ithaca, N. Y. 
Battelle, Mrs. J. R., Buffalo, N. Y. 
Battelle, J. R., Buffalo, N. Y. 


Beaulac, Mrs. L. K., Montreal, Can. 
Beaulac, L. K., Montreal, Can. 
Beutler, Mrs. W. W., Chicago, Ml. 
Beutler, W. W., Chicago, Ill. 
Bollinger, C. M., Lakewood, Ohio 
Boon, A. E., New York, N. Y. 
Borresen, M. A., Chicago, Ml. 
Boyce, Mrs. G. W., Pueblo, Colo. 
Boyce, G. W., Pueblo, Colo. 
Boyce, J. T., Dallas, Tex. 
Bret, Walter E., New York, N. Y. 
Brewington, R. D., Kansas City, 
Mo. 
Brightman, A. B., Ithaca, N. Y. 
Bundy, A. 8., Philadelphia, Pa. 
Burns, D. L., Mansfield, Ohio 
Burns, Tolman, Mansfield, Ohio 
Button, Geo., New York, N. Y. 


(Please turn 


Cooper, Mrs. Frank 8., Chicago, Il. 
Cooper, Frank 8., Chicago, Il. 
Corney, Mrs. W. T., Toronto, Ont. 
Corney, W. T., Toronto, Ont. 
Cramer, Mrs. L. A., Pittsburgh, Pa. 
Cramer, L. A., Pittsburgh, Pa. 


Davy, H. P., New York, N. Y. 
Dean, Mrs. C. J., Detroit, Mich. 
Dean, C. J., Detroit, Mich. 
Dering, R. M., Gary, Ind. 
Dixon, A. L., New York, N. Y. 
Du Lac, Estelle M., New Haven, 
Conn. 
Dunn, R. E., Detroit, Mich. 


Ebershoff, C. F., Lafayette, Ind. 
Ellis, Mrs. W. B., Houston, Tex. 


to page 128) 





Meetings--Conventions--Dinners 


prize was donated by The Diebold Safe & Lock Company. 


Notes from Seattle Typewriter Men’s Association 
, less. O 4 as. of fJurras Statio Co ¢ Oak 
Hot weather and vacations still exact a heavy toll on tess. Burras, of the Burra tationery Spon ys , 
Park, was delegated to arrange for another tournament in 


attendance at the regular weekly meetings of the Type ' 
A 


the fall, to followed by a business meeting of the 


writer Dealers Association of Seattle 
' reanization. 
Hardly any business was transacted at the gatherings in ce 
: a 
July Several of the members, on their return from vaca ’ ' 
tion trips along the coast, gave their ideas of business con San Francisco Dealers Discuss Betterments 


[The Typewriter Dealers’ Association of San Francisco 


ditions im general and predicted that the typewriter market 
held its monthly meeting at the Elks club August 20, with 


was on an upgrade. 


Che association If umed i le tter rddre SS¢ d to the Kit 4 pom tically " full atte ndance. No pened busine me OF — 

. ‘ t > ror ti sy SESSIO Ss oO 
County prosecuting attorney requesting his legal opinion tance came before the meeting [he session wa pen 
for discussion of typewriter betterments. The next meet- 


as to the requirements necessary to secure a warrant for the 
ing will be held September 17. 


While three of the major companies and one independ 


+ 


arrest of persons who maliciously move beyond the reach 


of the owner of a typewriter rented by them. H. O. Harvey 
ent have withdrawn from the association, the morale of 


assist the secretary in 
the members has not been affected. In fact, the situation 


and Mr. Johnson were appointed t 


traming the lettet 
beeen Duly wishers wes Mr. Wetmore. aenerel sales has brought the members closer together, with renewed 
manager of the Remington portable typewriter department determination to make the San Francisco association one 
, of the outs ! r bo S Pe 
of the Remingeton-Rand Business Service, Inc.. and Mr { the outstanding bodies in the trade. 
Hoy oT Los \r veles — 
Mr W etmore spoke to the members on the developme nt New York Stationers’ Golf Association 
. t ] > 1) . . | 7; . , . . . 
of the portable typewriter and the potential market tor Che New York Stationers’ Golf Association held its 
this type of mat hine Mr. Hoy informed the members of eighth tournament on Tuesday, August 12, at Preakness 
typewriter conditions in L Angele J. C.J. M Hills country club, Preakness, near Paterson, N. J. The 
saan smemenene course is a delightful one and the dinner served was unique 
Chi-Co Golf Club Tournament in its excellence. Many golfers brought their bathing suits 
Che Chi-Co Golf club, a new organization comprisins and went into the surf, which was a fitting climax to a 
eight of the outlying stationery and office equipment warm and active day. 
dealers of Chicago. held a tournament Aucust 18 at th Che final tournament for August was held at Englewood 
Nava,o Fields Golf club. A. L. (Al) Slade. of the Slade on August 26, taking the place of the tournament at Rye, 
Stationery Company, won a low gross of 98, with a han which was canceled. 
dicap of 26, which gave him the low net score of 72. ——- 
“Jenks” Jenkins, of the Eberhard Faber Pencil Company, Fal E ] Enj Outi 
alconer Employees Enjoy Outing 
had the lowest gross score of 8&6: following closely was : , ; . re 
: Employees of the Falconer Company, Baltimore, Md., 
E. R. Lund, of the Englewood Blue Print Company, with ’ : : . ° 
a held an outing at Fort Smallwood, August 2. The arrange- 
an &/. , ° 
ments were in charge of a social club organized by em- 


HHomer Weber, of Weber & Pitner, made the most set 


ployees of the company 
sational shot of the dav when he laid his ball dead to the 


pin from a deep sand trap, 125 yards away. Emil Kolar So 
won the laurels for the longest drive of the tournament Office Equipment Manufacturers Institute 
when he over-drove the 270-vard second hole Che next meeting of the Institute, which will be the an- 


George ' rmack, of the Wilson-Jones ( ompany, tut nual meeting, will be held Septembe r 1l and 12 at the Hotel 


nished the entertainment for the dinner, while the golf Chelsea, Atlantic City, N. J. 

















ANOTHER PICTURE OF THE DELEGATION OF OFFICE EQUIPMENT PEOPLE FROM GERMANY WHO RECENTLY VISITED 
rHE UNITED STATES, AND A FEW REMINGTON MEN Back row, left to right First four are Remington men; then come 


Erich Nieling, Ad. Essich, a Remington man; Elimar Breuer, Heinz Messer Knecht, Max Kuettner, Uli Reme, American Express 

Company courier; and two Remington men Front row Arthur Seifert, Arthur Weil, Carl Bruer, Th. H. Negro, Hon. Jacob L 

Ten Eyck, Albany, N. Y Mrs. Else Hartman, George Meckel, Hans Rammensee, George Marx and C. Enke This picture was 
taken at the Remington typewriter factory at Ilion, N. Y¥ 
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MITTAG & VOLGER 


INCORPORATED 
Principal Office and Factory 
PARK RIDGE, NEW JERSEY, UV. S. A. | 


Manufacturers of 


the Most Complete Line of Superior 


Inked Ribbons and 


| Carbon Paper 
PRS) | offer the Dealer 
/ | | QUALITY- SERVICE-PROTECTION 











| CARBIN 
| Part 







} 





-| QUALITY: Each “M&V” grade is standard in its class, 
representing the highest quality possible to furnish at the 
price. 


Wr SERVICE: Tested, and practical business building Sales 
Helps, including an attractive Window Display. Direct- 
by-mail advertising, under dealer’s imprint. Matching 
samples and giving detailed information, regarding special 
requirements. 











PROTECTION: Our goods carry an absolute guarantee. 
We are not satisfied until every stock order has been resold 
by the dealer at a fair profit. Sales arrangements are never 
violated and consumer inquiries are always referred to the 
local dealer. 











WRITE for complete 
prove by mail that it is to 


information and we will 
your advantage to feature 





TYPEWRITER RIBBONS AND 
CARBON PAPER 


to meet every condition; to fill every requirement 
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VUFFICE APPLIANCES 








CREDIT MANAGERS’ CONVENTION, HELD AT CEDAR POINT, OHIO, 


LAST JUNE 


Top row, left to right Howard S. Sanders, Eastern Tablet 


Corpor ! Albany, N. ¥ Harry C. Bainbridge, Jr., C. T. Bainbridge’s Sons, Brooklyn, N. Y.; C. R. Kierstead, J. Wiss & Sons Company, New- 
ar N. J ©. T. Erickson, Carter’s Ink Company, Boston, Mass.; P. F. Miller, Oxford Filing Supply Company, Brooklyn, N. Y.; R. E. Toler, Vic- 
tor Safe & Equipment Company, Marietta, Ohio; William Rossway, National Blank Book Company, New York, N. Y W. A. Rockfeller, W. & L. 
Curley, Tr N. ¥ L. E. Ewerling, L. E. Waterman Pen Company, New York, N. Y William Cassady, Conklin Pen Company, Toledo, Ohio; L. W 
Brigha Wahl Pen ¢ pany, Chicago, Ill C. B. Rogers, Seneca Fails Rule & Block Company, Inc., Gloucester, Mass. ; John T. Leonhard, Pater- 
on Parchment Paper Company, Passaic, N. J W. F. Fromm, Berger Manufacturing Company, Canton, Ohio, and E. 8S. Finch, Binney & Smith, 
New York, N. ¥ Bottom row, left to right Stuart H. Winslow, Eaton, Crane & Pike Company, Pittsfield, Mass.; E. A. Dupper, Eaton, Crane & 
Pike Company. Cl igo, Ti.; R. L. Unser, General Pencil Company, Jersey City, N. J.; J. P. Templeton, Joseph Dixon Crucible Company, Jersey 


, es tughan, secretary, Cleveland Association of Credit 
Ohio: M Clara B. Cramm, Wallace Pencil Company, St 
rayon Company, Sandusky, Ohi 


Annual Conference of Office Equipment Credit 
Managers 


The Manufacturers’ Division of the School 
and Office Equipment and Supplies Trade Group of Credit 


1930 


Stationery, 


Managers held 


its annual conference June 26 to 28, 
at the Hotel Breakers, Cedar Point, Ohio. The meeting 
lled to order by Chairman G. C. Wilcox of The Weis 
Manufacturing Company, Monroe, Michigan. The program 
Vaughan, Jr., executive 
Credit Men; L. W 


Chicago, an 


James E 
Assoc iatior of 


The Wahl Company, 


dresses by 


manager, Cleveland Brig- 


1 


Open discussions were held on the follow- 
I 


ham, credit manager ot 


Wilcox 
ng subjects: 


Judgment in the Use of Statements; Avoiding 





NEW 
BARR-MORSE COMPANY 
superintendent; E. K 
tional Typewriter Exchange, New York, N. Y 
¥.3:3W. 8 
F. L. Morse, president; E. F 
man, sales manager; Wm. Schulhof, Typewriter Topics 


Left to right: W 


; C. J. Kenerson 


J. 8 


Men, Cleveland, 
Louis, Mo.; G 
; Miss Mary S. Shea, National Blank Book Company, Holyoke, Mass., 


facturing Company, Framinghan 





A. Vrindten, Hudson Valley Typewriter Company, Yonkers, N. Y.; A. ¢ 
Ray, assistant sales manager; J. J. Cohen, Cohen Typewriter Exchange, New York, N. Y.; B 

‘ ia treasurer; J. S. Morse, Morse Typewriter Company, New York, N. 
Brand, works manager; Mrs. Jessie Taylor, Globe Typewriter Company, 
Bolta, export department; Pete Carroll, Globe Typewriter Company, New York, N. Y.; A. 
Fried 
motor to Rochester, where they boarded a train for Buffalo. 


Ohio; R. Guy Echols, American Crayon Company, Sandusky, 
Wilcox, Weis Manufacturing Company, Monroe, Mich. ; William Schaefer, 
and Scotty Foster, Dennison Manu- 
Mass 


Statements; 
Depreciation of Unpaid 
Credit Department Methods. 


Collection Financial 


Dealer-consumer Credit Contacts; 


Hysteria; Penalizing 
Accounts; 
On Thursday evening a banquet was given to the dele- 


gates by the Weis Manufacturing Company. On Saturday 


there was an enjoyable trip on Lake Erie, with stops at 
Pelee island, Put-in-Bay, etc. Much credit is given to 
R. Guy Echols, of the American Crayon Company, for the 
success of the entertainment features 


The next annual meeting will take place at Boston next 
New officers are: “Scotty” Foster, Dennison Manu- 


Brigham, Wahl Com- 


June. 
facturing Company, chairman; L. W. 


pany, vice-chairman. 





YORK DEALERS EN ROUTE TO DETROIT WHO STOPPED AT THE BARR-MORSE FACTORY, AND OFFICIALS OF THE 


, 


Dale, factory 
Engle, Interna- 


New York, N. Y.; John H. Barr, vice-president ; 
B. Bright- 
chief engineer. After a tour of the factory the party went by 
The trip to Detroit was completed by water 
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BY ITS FRUIT 


More completely automatic than any of its famous 



























































predecessors, this newest model Mimeograph is a truly 


























remarkable achievement. But what it does is even more 






































remarkable. Not the device itself, but its product, is 
























































what counts. By its fruit you will know it. Through 
































hour after hour of the working day it duplicates in rapidest 












































thousands all things written, typewritten or drawn in line. 
































It has no peer for speed and fineness of work. It sets a new 


high mark in mechanical duplication. Letters, questionnaires, 






















































































charts, graphs, drawings, etc., it produces in limitless quantities. 











































































































































































































i eee Yet anyone can operate it, because control is ultra-simple. Stand 
: gq and machine are now a single unit, and the benefits are many. 
: The feeder takes a full ream of Mimeograph paper. Here’s volume 
eeetenee reproduction, privately done, at little cost. Manifold are its means 
of time and money saving. Get full particulars from A. B. Dick 
























































Company, Chicago, or from branch office in any principal city. 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of The National Stationers Association 
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Arthur ]. Walker, President, Minneapolis, Minn.; Ed. L. Little, First Vice-President, Wabash, Ind.; B. A. Tuttle, Second 

Vice-President, South Bend, Ind.; E. Clifton Wilson, Third Vice-President, Houston, Tex.; Fred. Christensen, Fourth Vice- 

President, New York, N. Y.; C. A. Stott, Treasurer, Washington, D. C.; Fletcher B. Gibbs, Auditor, Oak Park, Ill.; Charles 
P. Garvin, Secretary and General Manager, Washington, D. C. 
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District No. 1. D. D. Mac- District No. 4. Austin Left- 
donald, Bradley & Sco- wich, Tropical Printing 
ville, Inc., New Haven, Company, New Orleans, 
Conn. La. 

District No. §. R. M. Tus- 
sing, The Victor Safe & 
Equipment Company, 
Marietta, Ohio. 

District No. 6. H. L. Wat- 
kins, National Bank Sup- 
ly Company, Milwaukee, 

W. E. isc. 


District No. 2 Charles 
Sinisgalli, Utica Office 
Supply Company, Utica, 


District No. 3. 
Stockett, Stockett - Fiske District No. 7. Frank J. 
Company, Washington, Koch, Koch Bros., Des 
vb. Cc. Moines, Ia. 
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District No. 8 George District No. 11. Pal Clark, 
Hausam, Hutchinson f- Clark’s Book Store, Wal- 
fice Supply & Printing Co., la Walla, Wash. 
Hutchinson, Kans. 


District No. 12. Charles R. 


Barry, Charles R. Barr 
District, No. 9. L. B. Gard. Co., San Francisco, Calif. 
ner ill Printing n- — 
ol District No. 13. Percy F. 
graving Co., Waco, Tex. Scent, Grened & ev. 
Toronto, Canada. 
District No. 10. L. R. Ken- District No. 14. William E. 


Ward, John Ward & Son, 


drick, Kendrick & Bellamy 
New York, N. Y. 


Co., Denver, Colo. 


GENERAL OFFICE and INFORMATION BUREAU—525 Investment Building, Washington, D. C. 
Place and Time of the Next Annual Convention, Book-Cadillac Hotel, Detroit, Mich., October 6, 7, 8 and 9, 1930 


(The National Convention—Cont. from page 70) 

in the United States, Detroit has the largest stove works 
in the world, largest copper and brass mills, the nation’s 
largest pharmaceutical products organization, and is first 
in the production of soda and salt products, marine engines, 
iron, paints and varnishes, freight cars, vacuum cleaners, 
pins, drugs and proprietary medicines, twist drills, seeds, 
chairs and adding and calculating machines. 

The Fordson plant of the Ford Motor Company is the 
largest industrial plant in the world and at peak production 
employs more than 125,000 persons and produces 2,000,000 
cars annually. The majority of the automobile manufacturers 
and many of the other large industrial institutions provide 
guides for parties of visitors who wish to make tours of 
inspection, 

Although Detroit is primarily an industrial city, it boasts 
This art center, 
composed of the main branch of the Public Library and the 


one of the finest art centers in the nation. 


Detroit Institute of Arts, is on Woodward avenue near the 


downtown hotel district. These buildings, which contain 


many gems of art, are in themselves fine examples of archi- 
tectural beauty. 

Selle Isle, in the Detroit river, is the largest park of its 
It contains more than 825 acres and is 
It has 


six miles of shore drive, fourteen miles of paved road and 


kind in the world 
readily accessible either by boat, bus or automobile. 


five and a half miles of pedestrian trails through its wooded 
Visitors can enjoy boating, bathing, fishing, riding, 
A zoological garden, 


section 
golf, tennis and picnics on the island. 
a horticultural hall and a large aquarium are also open to 
the public 

A ten-minute ferry ride takes the visitors from Detroit 
to Windsor, Canada. Quaint Old World villages adjacent 
to Windsor are worthy of visits 

Points of historical Detroit 
French names, mementos of the early French dominion, 
On the site of Fort Pontchartrain, Detroit's first 


interest are numerous in 
abound 
settlement, the visitors will be reminded that the spot com- 
memorates the Indian siege of 1712 when 
Not far from the city is Henry Ford’s 
of Edison’s 


Detroit was an 
obscure trading post. 
Greenfield Village where the 
original testing laboratories and many other things of his- 
torical interest may be seen. 


reproduction 


New England Travelers’ Club to Meet 
The first regular meeting of the New England Travelers 
Club for the present year will be held September 5 at 12:30 
P. M. at Warmuth’s restaurant, 280 Devonshire street, 
Boston. Officers and committees will report; a delegate 
will be appointed to represent the club at the annual con- 
vention of the National Stationers Association and proof 
of the club roster and list of New England dealers will be 
submitted for the approval of members. The club will also 
discuss a three-cornered golf match between the Boston 
Stationers Association, the Connecticut Valley Stationers 
Association and the Travelers Club, which will take place 
on September 16 at the Wachusett Country Club. 
cmdiiititeten 
New Orleans Stationers Active 
There was a good meeting of the Stationers Association 
Orleans on August 12, at Maurice’s 
restaurant. 
The principal topic of the evening was the feasibility of 


of New Tuesday, 


putting on a cooperative advertising campaign, starting by 
urging the public to buy Christmas and other greeting 
cards from the stationer. 


_— 

New Edition of “Who’s Who” Just Out 
Five by eight inches is the over-all size of the new 
“Who’s Who in the Stationery and Office Equipment 
World” which has just been published by the National 
This is the year book and roster 
It is issued from 


Stationers Association. 
of association membership for 1929-1930. 
Association headquarters in Washington, D. C. 
of five dollars includes a year’s subscription to the Associa- 
tion’s monthly publication, The National Stationer. 

In addition to the roster of membership the book con- 


The price 


tains a description of the National Index; classes of mem- 
bership and dues; and 
1929-1930: list of sustaining members; the Executive Com- 


officers regional governors for 


mittee; roll of former presidents; trade papers; trade rela- 
committees; report of the 
Montreal; other 
Auditor’s report, 


tions committees; research 


annual convention at 


financial statements; 


twenty-fourth 
convention reports; 
by-laws, etc. 

The book is a useful publication which every member 
of the trade should have. 
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ORONA 


PROFESSIONAL 
opens new 


OW you can offer your customers a 

portable with practically every oper- 
ating advantage of the finest standard size 
office typewriter. 

Corona Professional, retailing at 
$65.00, brings to the portable field an un- 
matched selling opportunity it has 
every splendid feature of the famous 
Corona Four—plus a complete Inbuilt Tab- 
ulator of standard design—and a new 
stabilizing device. 

Corona Professional Inbuilt Tabulator 
is not a make-shift accessory, or merely a 
paragraphing key . . . the tabulator rack 
carries six stops, the same as supplied on 
the L C Smith. Built for the hardest service 
of high-speed professional operators. 

The stabilizing desk clamp permits an- 
choring the machine without drilling holes 
or marring the furniture. Corona “Profes- 
sional” will not creep under the impact of 
the carriage when operated at high speed. 
It is held firmly stationary even in tabular 
work involving maximum jumps between 
stops! 

Your New Markets 

Think of the new prospects Corona 

“Professional” creates for you! 


Small offices, for general correspond- 
ence and records. 


Retailers, for bills and statements. 
Statistical departments. 


LC SMITH & CORONA TYPEWRITERS 


1832 NEW YORK LIFE BUILDING 51 MADISON AVENUE, NEW YORK CITY 






Rental agencies, for listing vacancies. 


Restaurants, for menus. 

Insurance offices, for daily reports. 

Contractors, for job progress reports. 

Salesmen, for orders and sales propos- 
als. 

Traveling auditors, for financial re- 

ports. 


Thousands of the 1,000,000 Corona 


owners who offer a tremendous oppor- 
tunity for you to trade out old models for 
Corona “Professional.” 
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Show Your (Customers 
these “Professional” | 
Advantages 





1 The Inbuilt Six-Stop Tabulator— | 
which gives Corona “Profes- 
sional’ the performance range— 
the versatility — of a standard 
office machine. 


- The conveniently located tabu- 
lator key—in the top row of the 
keyboard—directly to the left of 
the “2.” 


3 The stabilizing clamp that holds 
the “Professional” stationary at 
high speeds . . . stops all ‘‘creep- 
ing.” 


4 The special steel of high tensile 
strength and toughness that is 
used in all parts subject to 
strain. 


5 The enduringly handsome, rich 
black finish, and 


The sensationally low price— 
only $65 complete—roughly $40 
less than for any other machine 
of standard size that will do the 
same work, 


Corona “Professional” has been 
put through the severest possible 
tests . . . over a six months’ period 

. . on billing and statement work— 
as well as in general correspondence 
—by high-speed operators. 

Usual dealer discounts apply. 


Corona is now supplied 
in 3 models: 
Corona Special, $39.50 
(the compact folding typewriter) 
Corona Standard, $60 
(with four-row single-shift 
keyboard) 
Corona “ Professional,’ $65 
(with tabulating key) 
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| eee ——=| Shaw-Walker Star Salesmen Hold Conference 














| Ne | H. A. C. Taylor, A. F. Neely, G. F. Boyd and G. W. 
®& a Ai? Shaw, the four outstanding Shaw-Walker travelers for the 

= year ending July 1, 1930, met at the factory in Muskegon, 

Mich., with R. H. McGowan, wholesale sales manager, and 

W. H. MecNiff, vice-president, to discuss the sales and ad- 

rtising plans for the coming year. The meeting was held 





CARBON PAPERS 
TYPEWRITER RIBBONS 


THE LINE THAT CANT BE MATCHED 


SUIIIIITITIT 
< 


CPUC eae ee eee ery er 











FOUR STELLAR TRAVELERS CONFER WITH SHAW-WALKER OFFI- 

CIALS Left to right _— a McGowan, wholesale sales maneger; 

H. A. ¢ Ta r; A. F. Neely; W. H. MeNiff, vice-president; G. F. Boyd, 
and G. W. Shaw 


the week of August 8. It is an annual affair An invitation 


to attend is an honor for which all Shaw-Walker travelers 





A line which has both 
quality and individuality, 
variety enough for every 
requirement and manu- 
factured with the greatest 
care. 


enthusiastically compet: Che travelers honored thus are 
shown in the accompanying picture 
Se 

New York Typewriter and Adding Machine 
Dealers Association 

\ special meeting of the New York Typewriter and 

Adding Machine Dealers Association was held July 28, at 

the Hotel Claridge, New York. [The purpose of the 


?) nn 1A Y) 1 
neetin was to mak¢ 


EEE eee eeET Ieee ue er eee srr 


ans for attendance at the national 


v! 


nvention of August 18, 19 and 20 
——— 
Toronto Stationers Play Golf 


On Thursday, August 14, members of the Commercial 








UIEEEESE EEE rrrrr 


Stationers Association of Toronto, held their third golfing 
tournament at the Stratford Golf Club, Stratford, Ont., on 


the invitation of James Preston. Twenty-five members and 


CONN EEEELE ELT eeeres ree eee erry ELENYULELENYITE LATE TATEVETITIITILIATIF TIN PTT rryrerrrrrr 





y heir friends were present [The program was carried out 
Hi as gina planned. <A visit was made to the plant of 
5; the Preston-Noelting Company and was thoroughly en- 
i yed. The processes and transformation from the tree to 

the nished and highly polished cabinet, desk and chair 


nly interesting. Stratford is well worth a visit. 


Luncheon was served at 1 P. M. and the play started 


MANIFOLD 
SUPPLIES 
COMPANY 


188 Third Avenue 


ilf an hour later Chere was much interest, every 


player being an aspirant for the handsome cup presented 


CEXECELECALELSL ASUS EAE eee era TEEEIULY 


by James Preston The thanks of the association and of 


were expressed to Mr. Preston by 


J. S. Luckett, president of the association, agd D. A. Bal- 


Ssasesttrstrstttstrccstststsstetessssss ses: 


four. Mr. Preston made a graceful and appropriate reply. 
nounced success, Mr. Preston 


everything possible for his guests and extending 
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many courtesies, all of which were heartily appreciated. 





[The winners of the afternoon golfing were: Low net, 
y/, . j I? th + | 97) } res 

/, Gordon Reed, who won both the Luckett and the Preston 
tition; low gross, Norman Brown; high gross, 


BROOKLYN (Seationt 2) N. Y., U.S. A. 





cul compe 
Syd. Pringle; least number of putts, Harry Muir; sealed 
| hole, Alfred Daley. 

The conditions of competition for the James Preston 
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STURGIS POSTURE CHAIRS 
“No Wonder They Sell” 


EXCLUSIVE SALES RIGHTS STILL AVAILABLE IN SOME TERRITORIES 








Slip covers furnished when 


New, inverted back strap 
specified. 


Easy tilting. Neat appear- 
ance. if. 











Genuine leather over curled 
hair upholstery. No metal 
around seat to mar desks. 





Rubber bumpers furnished 
when specified. Desirable 
where chair is used in close 
quarters. 

















Well boxed seat with metal- 
line nails and gimp on under 





Vertical and horizontal ad- 
justment of back in one 
operation -- without tools. 


side. No sharp points any- 
where to catch on occupant’s 
clothing. 

















No sliding members to stick 











Quick, positive, 4-inch ver- 


A new feature -- permanent 
tical adjustment. No tools. 


adjustment made possible by 
tightening hexagon nut. Thus 
quick or permanent adjust- 
merit is optional Screw guard covers 
threaded spindle. 























Rubber-tired hand wheels 
provide a positive grip 








All castings malleable iron, 
No. 500 - oe 


which before it 
breaks”. Castings designed 
to prevent bending -- there- 
fore will never break. 





Hard rubber casters pro- 
vide easy mobility 




















AND 


STURGIS ALL-METAL STANDS 


With Folding Side Leaves 


Two of 
Many Popular 
Models 






Side folds 


down out 






of the way. Folds out 


of the way 


Write Today 
For Our 
Proposition 





Manufactured By 


STURGIS POSTURE CHAIR COMPANY 


STURGIS, MICHIGAN 
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- THE “EXECUTIVE”: ::- 
- NEWEST - JONESTEEL - METAL - DESK: 








Here is the beauty of carved wood . . . fluted makes the writing surface absolutely perfect. 
legs and faithfulness of walnut or mahogany finish — 
‘ Oo Any standard or special finish can be supplied. 
distinctively created ' 
Attractive bronze hard- 


in metal. Here is a desk JInNTStrei- ware is furnished. 


that calls forth enthusiastic 
Workmanship is of the 


admiration for its graceful 
lines and proportions. M E A | D ES KS well - known “JoneSteel” 
1! ; ive” quality nothing better 
1¢ SXCCUTIVE iS also » 
available in roll top or 


can be produced. 
Write or wire for 


clemco typewriter styles 
photos, complete informa- 


It has a Micarta top speci- 
tion and prices on the “Exe- 


cutive’. . . No. FF-2500. 
Ask for details of exclu- 


sive representation. 


ally treated so as not to 
show mars or burns. It 
matches perfectly the color 
and grain of the desk and 





Jamestown Metal Desk Co. Inc. Jamestown, f.U. 
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1. The cup must be played for in Stratford. The player 
must win the cup three times before it becomes his property. 
\ miniature cup will be given by Mr. Preston to the winner 
of each individual game. 

2. The cup must remain each year in the possession of 
the firm where the player is employed until the final win. 

3. A committee of three, consisting of the president of 
this association, the chairman of the golfing committee and 
the secretary, shall arbitrate in case of any misunderstand- 
ing. Their decision shall be final. 

Banquet in Honor of Sales Contest Winner 

C. F. Schmidt, who won first prize in a recent national 
sales contest conducted by the International Visible Sys- 
tems Corporation, Cincinnati, Ohio, was guest of honor at 
a banquet held at the Hotel Commodore, New York, N. Y., 
Wednesday, July 23. During the course of the evening 
Stanley B. Freiberg, president of the company, presented 
Mr. Schmidt with a Hamilton wrist watch, suitably en- 
graved. Addresses were made by Mr. Freiberg, Max E. 
Hopkins, equipment specialist from the factory, E. D. 
Hathaway, manager of the company’s branch at Washing- 
ton, D. C., and Joe W. Schneider, manager of the New 
York branch office. In addition to the entire New York 
staff, Walter Burk, manager at Boston, Mass., E. V. Haigh, 
manager at Jersey City, N. J., and J. M. Jeffcott, Phila- 
delphia manager, were present. 

Announcement was made at the banquet that another 
sales contest would be staged beginning August 1, and 
Mr. Schmidt in his talk after receiving the wrist watch 
stated that he intended to make a strong bid for the first 
prize again. Other winners in the sales contest just com- 
pleted were: George G. Lehmann, Pittsburgh, Pa., second 
place; J. F. Clifton, Topeka, Kans., third place; and H. S. 
Hansbury, New York, N. Y., fourth place. 

—_——_—— 
“Are-and Be” Sales Club 

The “Climbers” club of The Richmond & Backus Com- 
pany, Detroit, Mich., is a novel sales organization which 
has been functioning successfully several years. The 
meetings are held independent of executives or officials 
of the company. The Climbers meet every two weeks in 
a local athletic club, in charge of a chairman selected from 
the salesmen. The sales personnel discusses its problems 
freely, as well as trials and tribulations. On occasion out- 
siders are invited to aid meetings from the educational 
standpoint. 

It has been found that in the absence of officers of the 
company the salesmen are less reluctant to admit a lack 
of knowledge in certain lines, or production problems. 
Often their questions can be answered by their colleagues 
at the meetings. 

The results of the different meetings are discussed after- 
ward between the chairman and La Mont C. BeGole, vice 
president and general manager of the company. The dis- 
cussions do not bring in individual names. The operations 
of the club have been favorable. 

In addition to the meetings of the Climbers, the com- 
pany holds sales meetings every morning at 8:30, which 
are conducted by Mr. BeGole in his capacity as general 


manager. 


snipes 
Pounsford Organization Holds Picnic 

Members of The Pounsford Stationery Company, 422 
Main street, Cincinnati, Ohio, and their families were the 
guests of H. G. Pounsford, president of the company, at an 
outing held Saturday, August 16, at Long Island beach, 
Whitewater river. The Cincinnati police department fur- 
nished an escort to accompany the machines of the picnick- 
ers out of the city. 

In addition to foot and swimming races, there were horse- 
shoe, tennis, baseball, watermelon eating and ice cream eat- 











FOX 


Panet Desk Paps 


of linoleum colored to match 
genuine leather end panels 








ABOVE: No. 1121 made in two sizes, 20x36 and 24x38, 5-inch 
paces end panels of brown or green veal top grain cowhide, 
eautifully embossed. 


BELOW: No. 1165 made in three sizes, 12x19 and 19x24 with 
3-inch padded end panels, and 20x36 with 4-inch padded end 
anels. All sizes furnished in blue, brown, red or green top grain 
eather, beautifully embossed. 


NO. 1160 is made in same sizes and colors as No. 1165 but the 
padded end panels are gold tooled instead of embossed. 
Fox office accessories comprise an extensive 
and profitable group. They are made of the 
best materials obtainable for the purpose, by 
expert craftsmen. They are correctly designed, 
for beauty and utility. Their superiority is 
known to dealers specializing in high grade 
office furniture and supplies. 
The new Fox colored linoleum pads 


are described in detail in a 6-page 
folder, sent dealers on request. 


Geo. E. Fox & Company 


319 W. Ohio Street CHICAGO 
a2 RRP ORR REHEKRRETEKRREREReE Hwee 
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No. 324 Oak 





No. 323 Mahogany 





DON’T LET THE 
DIRECTORS’ ROOM 
WORRY YOU 
Here the table is more massive 
and dignified in appearance. It 
is almost always larger than the 
office table—sometimes so large 


it must be placed before the 
room is partitioned off. 


But, the same qualities that make 
SAMSON the most serviceable 
among office tables, distinguish 
it im the directors’ room. Many 
numbers are shown, of unique 
design and beauty of matched 
veneer, in oak, mahogany and 
walnut: stock sizes from 36x72 
to 48x144 inches (larger sizes to 
order) —library tables, too, all 
described in our complete cata- 
log, sent on request. 


MUTSCHLER 


BROTHERS CoO. 


509 Madison St., Nappanee, Ind. 














No. 336 Walnut 
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ing contests. A bathing beauty contest for women con- 
nected with the company was one of the features of the 
affair. In the evening there was a dance. 

There was an attendance of one hundred twenty-five 
persons. 

The committee in charge consisted of L. M. Campbell, 
chairman; Sylvia Diehl, Helen Frank, Elizabeth Mayer, 
George Herricks and Earl Staggs. 


a 

Lyon Metal Products Employees Enjoying Outing 
More than six thousand employees of Lyon Metal Prod- 
ucts, Incorporated, Aurora, IIl., together with their friends, 
gathered at Aurora’s Exposition Park on August 9, for a 
great company picnic. A special Baltimore & Ohio train, 
chartered for the outing, brought more than fourteen hun- 
dred employees of the company’s Chicago Heights plant. 

















SCENES AT THE LYON METAL PRODUCTS, INCORPORATED, PIC- 
NIC HELD LAST MONTH.—The upper picture shows employees from the 
Chicago Heights plant lexving the special train that carried them to 
Aurora. The lower picture is of a happy group preparing to enjoy a 
roller coaster ride in Aurora’s Exposition Park. The upper inset is of 
two attractive girls whose names are unknown. The little fellow enjoying 
a big ice cream cone is also unknown. 
Both plants and offices at Aurora and Chicago Heights, and 
also the Chicago office of the company, were closed for the 
outing. 

The entire amusement park, with its roller coaster, house 
of fun, huge swimming pool, aero swings and miniature 
train, was turned over to the Lyon workers for the day. 
Speaking statistically, more than twelve hundred bottles of 

I ) 
pop and countless ice cream cones and sandwiches were 
consumed by the picnickers 

An elaborate program of entertainment for both older 
folks and the children was arranged by the committee in 

(Please turn to page 102) 











\\ The Wholesale 
Typewriter Company 


Newly Organized and World’s Largest Distributor of 





Typewriters Calculators 
Adding and Bookkeeping Machines 


A Consolidation of Three of America’s Leading Wholesalers 
The Wholesale Typewriter Company, New York 
The General Typewriter Exchange, New York 


The Wholesale Typewriter Company, California 


This greatly enlarged organization will have available for the dealer the most complete 
assortment and the largest supply of USED MACHINES ever brought together 
under one control. With completely equipped factory, storage and handling facili- 
ties in NEW YORK available for export dealers and with supply depots in more than 
250 cities in the UNITED STATES, Wholesale now offers to world dealers 
SERVICE, QUALITY, and PRICE heretofore unknown. 


Our new PRICE LIST now ready will be mailed to you on request. 


The Wholesale Typewriter Co. 


GEORGE BUTTON, President 
JB. Ww. GALLAND. Vice-Pres. ee -W. G. CHAMBERLAIN, Vice-Pres. 
E. W. SNYDER, Treas. 


FACTORY and GENERAL OFFICES 
155 SIXTH AVENUE, NEW YORK CITY, U.S. A. 
WALKER 2690 CABLE: SALETYPE 
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Illustrating number 3361-F desk, 3360-T table 
and 3300-B book case. A three drawer desk, 
typewriter desk, costumer, waste basket and tele- 
phone stand complete this suite, with special 
chairs to match. 





He is something original in Office Furniture design 
that can be sold to the user who must temper his good 
taste with economy. This Myrtle Series No. 3300 is in 
Jacobean Period Style with an open grain, highlighted Old 
English Oak finish that is enhanced in beauty with use and 
age. Oak, “the sovereign wood,” also allows for the 
strongest type of construction insuring the highest develop- 
ment of Myrtle construction standards. Here, indeed, is a 
quality series, new and practical in design and within the 
reach of many users heretofore barred by high costs. 


MYRTLE DESK CO. 


HIGH POINT NORTH CAROLINA 
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DESKS 


‘gone 
MYRTLE 
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HIGH POINT BENDING & CHAIR (0 


NS 


Z 









SS 


A complete line of office chairs ranging from 
Bank of England thru several designs and 
grades including round post period styles in 
walnut, mahogany, oak and steel green fin- 
ishes. Sold in pool cars with Myrtle and 
Alma Desk lines. Write for catalog. 


High Point Bending & Chair Co. 


Siler City, N. C. 


[PD&SIGNED and styled to match the new 

Myrtle office suite No. 3300, these dis- 
tinctive chairs are attractive, sturdy and com- 
fortable. Upholstered in red, Spanish grain 
leather. Highlighted open grain Old English 
Finish on the exposed frame. High grade 
double acting ball bearing casters with large 
wheels on swivel chairs. Carved oak panel 


and rail in straight chair. 


Shipped in Pool Cars with Myrtle or Alma Desks 
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charge. Athletic events for all who cared to participate were 


Be e 
ua it and rice staged during the afternoon. There was dancing both in the 
afternoon and evening. 


Because it takes quite a long time to travel from Aurora 
4 ’ P ° ] to Chicago Heights, the special train for the latter city 
«€ ’ ty 
instead of rice a one pulled out at six o’clock, carrying the happy but tired vis- 


itors homeward. 
— 
Atlanta Stationers Club Resumes 
Weekly Meetings 

The Atlanta Stationers’ Club has begun its series of 
weekly luncheons, and reports a good attendance and real 
interest aroused in them. The luncheons are held every 
Monday at noon, and the place of meeting is the Winecoff 
hotel. The local club, which has been reorganized under 
ithe direction of Mr. Carithers, of the Carithers-Wallace- 
Courtenay Company, is planning other events for the com- 


ing season.—J. H. R. 


- aE 
Montreal Stationers Play Golf 
) The annual golf tournament of the Stationers Associa- 
tion of Montreal was held at the country club on the after- 


noon of August 6. About thirty-five members were in 
attendance. After an enjoyable game, dinner was served 
in the clubhouse at the conclusion of which prizes were 











lilustrating the number 

1161-F walnut veneered flat 

top desk, with solid back 

panel, a feature not ordi 

narily encountered in the low 
price field 





| presented the following winners: 
Low gross, first, Waterman cup, Waterman desk set 
and six golf balls, G. A. Crites; second, Dawson cup, Wahl 
desk set and three golf balls, D. W. Crites. Low net, first, 
Dominion Blank Book cup, Parker pen and six golf balls, 
Eugene Charters; second, Carter desk set and three golf 
—_— | balls, L. A. Frederick; third, six golf balls, Harry Muir; 
“a fourth, four golf balls, Frank Lake; fifth, three golf balls, 
” % G. A. Crites; sixth, two golf balls, D. J. McGillivray; sev- 
}enth, eighth and ninth, two golf balls, P. Savoy, W. P. 
| Crites and O. H. Manning. Sealed hole, Brown Brothers 
| golf bag and two golf balls, R. G. Briggs. Least number 
D FS K \ |of putts, bronze trophy and six golf balls, Harry Muir. 
Century cup, Luckett cup and four golf balls, R. L. Lamb; 
Fs gross, first nine, three golf balls, G. A. Crites: second 








nine, three golf balls, W. P. Crites; best net, first nine, 
three golf balls, D. W. Crites; second nine, three golf balls, 
L. A. Frederick; most honest golfer, note paper, Eugene 
Charters; high gross, first nine, chair pad, M. A. Reid; sec- 


O build Quality into a 7 ‘e | 
° ond nine, water bottle, W. S. Pennycook. Highest score 


r rice Desk Li ne has | on number one hole, note paper, R. Fortier. Greatest num- 
| 


* 3: . - | ber of pays, cut glass dish, W. P. Crites. 
7 =) > y ao . ha | 
been the guiding policy of pl-ciiaialie 
the Alma Desk Company Addressograph Divisional Managers Meet at 
’ Chicago 


since 1ts beginning. I he most A three-day meeting of the divisional sales managers of 
careful attention to manufac- the Addressograph Company was held at the factory in 
| Chicago, August 14, 15 and 16. The purpose of the meet- 


turing costs in a new mod- ing was to review the accomplishments of the sales organ- 
ization during the first half of 1930 and develop plans for 


ernly equipped factory has increasing sales in all territories during the remainder of 
enabled Alma to build a /|the year. Those present were J. B. Ward, general sales 


| manager; H. C. Avery, assistant general sales manager; 


soundly constructed and |R. N. Fellows, vice-president and general manager, Ad- 
sturdy desk line. offering | dressograph ( ompany, Ltd., Canada; P. V. Ward, foreign 

- ; : | sales manager; W. G. Fuller, manager customer sales and 
added quality teatures at no | Service; A. F. Knauer, assistant to management; E. J. 


| 
Ferris, eastern divisional manager: F. M. Reeder, east- 


increase in cost, central divisional manager; W. A. Wike, central divisional 
manager; A. W. Bauer, assistant Chicago branch manager. 


~~ 


A LMA DESK CO. Wood Furniture Associates Meets with Dealers 


Wood Office Furniture Associates, Inc., New York, N. 
HIGH POINT ...N. C. Y., is holding a series of meetings with dealers in impor- 


tant cities. These gatherings are planned to aid the dealer 





in solving his problems, addresses being made by John 
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Use a Shot Gun to 
Bring Homea Full Bag 


OU may occasionally hit a rabbit with a rifle—but your 
chances are about 90°) greater if you use a shot gun. 
Rabbits don’t sit up and pose, as a general rule—and neither 

do purchasing agents. 

These men have certain definite requirements to be met 
the surest way to get their business is with a complete line. 
A-S-E has made an intensive study of the needs of both large 
and small offices. And to meet these needs A-S-E engineers 
have developed 29 different models of steel storage and wardrobe 
cabinets and utility racks. 

With A-S-E, you’re armed to take advantage of every oppor- 
tunity. 

And like every slug from a shot gun, every 
effective when it hits its mark. 

They all have the superior design—durability of construction 
and finish—developed through 18 years experience in steel 


and 


A-S-E cabinet is 


craftsmanship. 
In the interests of bigger profits and better satisfied customers, 
check these advantages in the special catalog. 
will bring you a copy without obligation. 


All-Steel-Equip Company 
Incorporated 
600 GRIFFITH AVENUE — AURORA, ILL. 


The coupon 
Mail it today. 
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The Combination Storage and Ward- 
robe Cabinet shown above is one of the 
29 reasons why A-S-E can increase your 
cabinet sales. Fitted with three docu- 
ment file drawers, a correspondence 
drawer and private locked compartment 
inserts. There’s an A-S-E Cabinet to 
better meet every office requirement. 
Mail the coupon. 





ONE OF 
THE 


29 















All-Steel-Equip Company, Incorporated, 

600 Griffith Avenue, Aurora, Illinois. 

Please send me the A-S-E Office and Factory Equipment Catalog, 
Number C-28. 


Name ... 


Company .... 


Address 
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A New, Totally Different 


Sales-Promotion Idea In 
Chair Catalogs! 


Here at last is the Chair Catalog that Office Furniture 
Dealers have long looked forward to! It is a catalog 
that does more than just illustrate chairs and give cold 
specifications. It's a new merchandising—sales Promo- 
tion—idea in the chair field which will help to increase 
your sales many-fold. 


The New MILWAUKEE Chair Catalog incorporates 
selling copy on each design in this broad, most attractive 
line. You can sell your customers from its pages! Each 
design, or family design, of chairs is preceded by com- 
plete description as to its use, and those three all-impor- 
tant characteristics of MILWAUKEE Chairs—Com- 
fort, Construction and Design—are brought out clearly 
and forcefully. 


MANY CHAIRS AND ROOM SCENES 
ILLUSTRATED IN FOUR COLORS 


In view of the present business conditions, the timeliness of 
this catalog is especially opportune for Dealers. For in 
addition to its new sales-getting value, it includes a wealth 
of new designs which are the easiest, fastest and most 
profitable selling chairs ever offered Dealers. 
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Y ou will not want to go without a copy of this exceptional 
MILWAUKEE Chair Catalog. It is many steps ahead 
of anything ever published before. For your copy, use 
the coupon below NOW. 


THE MILWAUKEE CHAIR COMPANY 
Executive Offices & Factory 
Milwaukee, Wis. 


THE MILWAUKEE CHAIR COMPANY, 

Milwaukee, Wis. 

Kindly send me a copy of your new Catalog and par 
ticulars about my territory 


Name 
Position 
Company 


Address 





BUY YOUR CHAIRS UPSIDE 
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Dornette, counselor for the organization; F. T. Hess, man- 
ager, and other individuals familiar with merchandising 
office furniture of wood. 

—~>—__ 


New Shaw-Walker Catalogue Off the Press 

Catalogue No. 530 has just been published by the Shaw- 
Walker Company, Muskegon, Mich. The front cover is 
modernistic in design, carrying an illustration of a modern 
office building and the wording “Steel Business Equipment, 
Built Like a Skyscraper.” The book measures eight and 
one-half by eleven inches and contains sixty-three pages of 
illustrations in color, covering the complete Shaw-Walker 
line. Several introductory pages outline the Shaw-Walker 
sales policy and illustrate some of the company’s manu- 
facturing methods. A special section is devoted to the new 
“Skyscraper” desk. Copies of the catalogue are available to 
dealers on request. 

—— 
Useful Booklet About Upholstery Leather 

An illustrated booklet of unusual interest is one recently 
prepared and published by the Lackawanna Leather Com- 
pany, 850 Grand avenue, Hackettstown, N. J. The booklet 
describes and pictures the manufacture of upholstery 
leather from the raw hide to the finished product. This 
booklet will be sent to persons in the trade on request. 
The company in current announcements says, among other 
things: “Look for the hair cell—it is your guarantee of 
full top grain leather.” 

———— 
Cleveland Stationer Takes New Quarters 

The F. W. Roberts Company are now located in their 
new quarters in Carnegie Hall on Huron road near the 
intersection of Euclid avenue. Many handsome baskets of 
flowers were received for the opening from friends in the 
trade. The company have the largest office supply store 
in Cleveland and it has been fitted up in the most modern 
manner for the convenience of customers.—A. E, D. 











WEDDING S§ 





Mr. Powell of The Dictaphone Weds Miss Hunter 

Lloyd M. Powell, salesman of the New York uptown 
office of Dictaphone Sales Corporation, on August 14 was 
united in marriage with Miss Lucille M. Hunter of Pelham, 
N. Y. The ceremony was performed at the Little Church 
Around the Corner. Mr. and Mr. Powell left immediately 
by motor for a wedding trip. On their return they will live 
in Mount Vernon. 

Mr. Powell, one of the most popular members of the Dic- 
taphone organization, has been a consistent winner of sales 
prizes and honors. He is a graduate of Purdue University, 
where he completed an engineering course. Prior to join- 
ing the Dictaphone staff, he was with the Chicago Bridge 
and Iron Works. Mr. Powell is a member of the New York 
Athletic Club, which he represents on its squash team; the 
Western University Club, Sigma Alpha Epsilon, and the 
Dictaphone Golf Team. 

Members of the Dictaphone executive office staff and 
Mr. Powell’s associates in the sales office expressed their 
good wishes in a wedding gift of a silver parfait set. 


——— 
Wallace B. Vaughn Takes a Wife 


Congratulations were in order at the San Francisco office 
of the Addressograph Sales Company in August when 
Wallace B. Vaughn, one of District Manager C. E. L. 
Shaw’s senior salesmen, took a charming San Francisco 
bride, August 2. Mr. Vaughn has been a senior salesman 
at the San Francisco office of the company for three years. 





| 
| 
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STEEL FURNITURE 
MFG. COMPANY 


BALDWIN PARK, CALIFORNIA 











A Complete Line 
of Quality 
STEEL FURNITURE 


This is the first national an- 
nouncement to office furniture and equipment 
dealers of the well established “going” and 
“going ahead” Steel Furniture Manufactur- 
ing Company which makes a complete line of 
quality steel office furniture at Baldwin Park, 


California. 


This company wishes to express its deep 
appreciation to Pacific Coast dealers who 
have not only kept the factory humming but 
who have, through their consistent orders 
and earnest co-operation, made possible the 


recent enlargement of the factory. 


Due to the addition of the new factory 
units resulting in a quantity production pro- 
gram, the Steel Furniture Manufacturing 
Company is now enabled to serve a larger 


territory than heretofore. 


Retailers who are interested in representing 
a complete quality line of steel office furniture 
are requested to write the factory for com- 
plete details. A new comprehensive catalog 
is on the press and will shortly be ready for 


distribution. 


STEEL KFURNITURE 


Manufacturing Company 
+ BALDWIN PARK . 
CALIFORNIA 








106 























“TRIPLEKOTE” 
CARBON PAPERS 


Cleanliness 


plus 
Durability 


More wear absolutely guaranteed. Ask 
for samples and try them in your own 
office. 





TYPEWRITER RIBBONS 
“(ly Town” HERMETIC type- 


writer ribbons are scientifically 
prepared. The @1d Comn HER- 
METICALLY sealed package 
is a particularly strong seller 
because it assures the user that 
the ribbon is just as fresh and 
perfect as the day it was manu- 
factured. 


Db @Onwn... 


RIBBON & CARBON CO., Inc. 
JOHNSON anp PRINCE STS. 
BROOKLYN, NEW YORK 
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(New Machines and Devices.—Continued from Page 35.) 


Jacobean Oak Suite by Myrtle 
A Jacobean period style suite in oak marks an interesting 
development in the new desk line of the Myrtle Desk Com- 


pany for this season. This new suite has been designed in 





A MEMBER OF THE NEW JACOBEAN SUITE 
MADE BY THE MYRTLE DESK COMPANY 


excellent taste with the period details carried out as shown 
in the illustration. “Oak, the Wood” is un- 
doubtedly one of the best and most practical of woods for 
Myrtle series Number 3300, an 


Sovereign 


furniture. In the 
open-grained, dark brown finish presents a rich and beauti- 
ful effect, with practically unlimited wearing qualities. This 
suite, for all its unusual features, remains in the popular 
Chairs to match are 


othce 


price Myrtle grade. also available. 
A complete series consists of two sizes of executive desks, 
table, telephone stand, bookcase or cupboard with double 


doors, and costumer. 


Oe 
Crocker Announces New Posture Chair Line 
The Wisce., has 


placed on the market a new line of posture chairs. They are 


Crocker Chair Company, Sheboygan, 





NEW CROCKER POSTURE CHAIR 


The 


chairs are furnished in four styles—straight chairs with or 


attractive in appearance and are sturdily constructed. 
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FILING AND STORAGE 
EQUIPMENT - - - UNIT 
FOR UNIT, AS NEEDED 


O 














The proper way for any firm to buy filing 
and storage equipment is as needed—unit 


for unit. 


Pressteel units are made for every record, 
filing and storage requirement and may 
be added as needed. The interlocking 
feature makes it possible to start with a 
limited amount of equipment and add to 
it as the business grows, and still have the 


equipment in perfect match and harmony. 


Pressteel units are as valuable to the dealer 


as to the user. They reduce your stock 





investment, eliminate guessing on future 
requirements, expand market possibilities 
and enlarge profits. You'll like to sell 
Pressteel equipment the way we do 


business. Write us now. 





g 





PRESSTEEL ENGINEERING 
CORPORATION 


DERBY, CONNECTICUT 
New York Offices 52 Vanderbilt Avenue 
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PREMIER-REMINGION - - - 
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Premier-Remingtons are more than 
re-built typewriters. They’re type- 
writers that have been reborn... 
completely re-made at the Reming- 
ton factory at Ilion, New York. 

Reconstruction is done by expert 
workmen who thoroughly know 
and understand every detail of their 
work. When they’ve finished, no 
single part of the machine has been 
neglected or overlooked. Worn or 
defective parts are replaced with 
new ones. Nickle plated parts are 





refinished. New cylinders, new 
paper fingers and new feed rolls are 
A Re- bo rn put on all machines. The original 
T ypewriter finish is restored by thoroughly 


washing and japanning. Inspection 
is as rigid as that which new 
machines pass. 

Expertly re-built and refinished from 
top to bottom, the Premier-Reming- 
ton is the nearest to new that our 
modern methods and expert 
mechanics can produce. 
Premier-Remingtons meet every re- 
quirement of the Federal Trade Com- 
mission and Better Business Bureau. 
There’s areal market for them every- 
where. A postal card will bring full 


information. 


AMERICAN WRITING 
MACHINE COMPANY 


ESTABLISHED 1880 


374 Broadway 
NewYork City 
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without arms and swivel chairs with or without arms. A 
carefully worked out schedule of production has been started 











on this new line, insuring prompt deliveries on items, 


—_—_ ~<>—_—_——_ 
Steel Desk with Wood Top Announced T k h 
The Steel Fixture Manufacturing Company, East Seventh a e t 2 


street and Santa Fe tracks, Topeka, Kans., is the manu- j 
facturer of a new steel desk with a wood top. The combina- Easy and Economical 
tion desk is offered in three finishes—olive green, mahogany 


= 7 Way to 
START PROFITS 


and Keep Them Coming! 











_ RUBBER TYPEWRITER bate! ty 


- 








STEEL DESK WITH WOOD TOP MADE BY STEEL FIXTURE 
MANUFACTURING COMPANY 
and walnut. Genuine quartered oak tops are used on the 
olive green desks. The desks finished in walnut have walnut 
tops and those finished in mahogany have mahogany tops. -— many typists, Peerless Keys are old fa- 
[he tops are all seven ply, one and one-half inches thick. vorites. And to many. more, they have 
instant appeal and easy sale—particularly when 
friendly, helpful Peerless Eraser Shields pave 


\ll desks are equipped with cast bronze hardware. 
nities 
New Handistands Have Valuable Features 


The Harter Corporation, Sturgis, Mich., is introducing a the way! 
new line of knockdown Handistands for general office and Peerless Eraser Shields, with your imprint, 
machine use. The new models embody what is called tell the story of Peerless Keys—and keep on 
“desk type” construction, since they present an interest- telling it. No more consistent, cheerful and 
ing departure from usual types of construction. New profitable reminder can be found anywhere. 
symmetry and grace of design has been achieved through And these helpful dealer helps are practically 


the use of lightweight angle steel parts formed into base 


yours for the asking—along with other equally 


construction. effective displays and leaflets for store use. 


The new models here illustrated combine moderate price 


Write for the Peerless proposition—the story 
of Peerless Profits—and for samples of these 
unusual and powerful dealer helps that do a 
job like nobody’s business! 


Drop us a line now. We'll show you 
how these bigger profits can be yours. 


p 





EERLESS 


KEY CO.., Inc. 


176 Fulton Street New York City 














PEERLESS KEY COMPANY, Inc. 


HARTER HANDISTAND No. 825 176 Fulton Street, New York City 
Kindly send us, without obligation, details of your profit- 
with sturdiness, rigidity, portability, attractiveness and building plan for dealers, together with sample eraser shield 
general utility. and Peerless Key dealer helps. 
Outstanding among the features of the new “desk type” INGE ch wien chat cu nn be 0d000$bieeseencstsssasinaseue 
Handistands is the ingenious knockdown construction Bie. n0cncccnececesesseseneesossenasabnadesennebea 
which makes them exceptionally easy to assemble, and, in py a eee oe oe ee eaten dncidalicdien een 


addition, allows for lower freight rates in shipment. Sides 











and top base are of new one-piece construction so that 
only six bolts are required to lock each stand into a perma- 
nently rigid assembly. The stands will not wabble, shake, 
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F{xcELLent 


SERVICE 








TYPEWRITER PARTS 
TYPEWRITER TOOLS 
RUBBER PLATENS. 











Included in these three classes of type- 
writer shop supplies are thousands of 
items, many of them in continual de- 
mand among typewriter dealers. Suc- 
cessful dealers all over the country sat- 
isfy this demand by availing themselves 
of Ames service. By concentrating their 
needs in one order, they save valuable 
time and much trouble and expense. 


Ames branch offices are located con- 
veniently for quick service. Orders for 
tools, platens and parts are shipped 
within twenty-four hours of time re- 
ceived. Our service is for the trade 
only; we leave the retail field entirely 
to our dealers. 


If you buy AMESCO platens, you know 
we give every order utmost attention; 
why not obtain the same service for 
typewriter parts and tools? Remem- 
ber that 





Ames Means Exceccent Service 


\~— iia 


AMES ty 
SUPPLY ~ 
COMPANY 


564-572 W. Randolph St., Chicago 


Branch Office and Export Dept., Branch Office, 
50 Lispenard St., New York 583 Market St., San Francisco 


Great Britain Office: Longs, Ltd. 
78 and 80 Queen Street, London E. C. 4, England 
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or move about on the floor when in use, yet they are light 
and readily portable at the wish of the worker. Casters 
on the two rear feet permit the stands to be tipped slightly 
and easily moved about. No. 825 has a solid enameled top 
with two side leaves and may be used as an auxiliary desk 
or stand for typewriter, calculating machines, for accounting 





HARTER HANDISTAND No. 850 
ledgers, etc., and has a wide range of utility in the home as 
well as in the office. 

No. 850 is a machine stand and is adjustable to take 
practically every make of typewriter, adding or calculating 
machine. This stand has one side leaf which is inter- 
changeable for use on either right or left side. 

Finished in either mahogany or olive green, the “desk 
type” Handistands harmonize especially well with other 


office furniture. Literature may be obtained from the 
manufacturer 


a 


Sheaffer Pen and Pencil with Memo Pad 
The W. A. Sheaffer Pen Company, Fort Madison, lowa, 
has devised the “Rememo” pad, a novel combination of 
fountain pen, mechanical pencil, memorandum pad and a 


convenient and beautiful case. A “Petite” fountain pen and 
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REMEMO” PAD 


a companion pencil, each with clip, are placed in pockets 
provided. A memorandum pad with perforated leaves is 
convenient at hand, and two pockets are provided, one for 
coins and the other for calling cards. The case is made 


of hand-tooled cowhide, with heavy silk lining, occupying 
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A Steel Desk witha Wood Top 








IPS HERE 


And at a price that means real volume and 
profit for dealers. 





Ships knocked down in five parts. No tools 
or knowledge of mechanics required to as- 
semble. 








Olive Green—Mahogany Walnut. 


Genuine Quartered Oak Tops, green stain 
finish on olive green desks. Genuine wal- 
nut and mahogany tops on grained finishes. 
All tops 114 inches thick—seven ply. 
Cast Bronze Feet and Handles, Improved 
Locking Device. 





Be among the first to realize the profits 
this desk makes possible 


THE STEEL FIXTURE MFG. CO. 


TOPEKA, KANSAS 
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Vanderbilt Leather Furniture.......... 
At Practically the Cost of Fibre or Plain Wood 


Right through the summer months . . . when other lines have been 
more or less quiet . . . Vanderbilt leather furniture has been selling 
in real volume. Office outfitters have learned that American business 
men wantleather . . . andwillbuy it . . . when the price is practically 
the same as fibre or plain wood furniture. 

This fall . . . right around the corner in your own city . . . there are 
doctors, lawyers, dentists . . . and dozens of other offices that would 
ve leather if you had a few pieces of Vanderbilt furniture on your 
oor. 


Write for prices, samples of the Eagle-Ottawa leather, and the sur- 
prising low price of the No. 1214 Enelish type davenport and chair 
pictured above. 


Address all inquiries to the Detroit office 


VANDERBILT 


MANUFACTURING CO. 


General Offices - - DETROIT - - 333 State St. 


Philadelphia Show Rooms - - - 29 North Second St. 
Chicago Show Rooms - - - Furniture Mart Bldg. 
Factory - - - Vanderbilt, Mich. 
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but the space of a coin purse. A snap fastener secures the 
contents. While designed especially for a woman’s hand- 
bag, “Rememo” pad is a convenient outfit for the man who 
dislikes to carry his pens and pencils loose in the pocket. 
It is sold only when equipped with the pen and pencil, and 
retails at an attractive price 


—————<o—__——_- 
New Features Added to Aurora Storage 
Cabinet Line 
The Aurora Metal Cabinet Company, Aurora, IIl., an- 
nounces the addition of seven new features to its 2,000 line 
of storage and wardrobe cabinets. Spotweld construction is 
used throughout the line. One piece tops make the cabinets 
dustproof and are neat in appearance. The one piece top 
also gives added strength 
Each cabinet is equipped with two chromium plated door 





STORAGE CABINET IN THE 2000 LINE 
MADE BY AURORA METAL CABINET 
COMPANY 


handles, made in a new modernistic shape. Hinges are 
slightly smaller than those previously used and are of a 
design conforming to the style of the cabinets. The doors 
are heavily constructed, all edges having return flanges, 
eliminating all sharp edges and adding to the strength of 
the door. 

Each cabinet is finished in a high gloss olive green oven 
baked enamel. The line is offered in two popular heights— 
sixty-six and seventy-eight inches. 


onemacitiiiesenaild 
A New Stapling Machine 

The Hoge Manufacturing Company of New York City 

have brought out a new stapling machine which will be 

known as their No. 3. This machine is of entirely new con- 





NEW HOGE STAPLER NO. 3 


struction and is made to meet the demands of business for 
an easily operated and reliable stapler. The machine is said 
to have new and exclusive features, the makers claiming 
that it is as nearly perfect a machine as possible all the 


113 




















Every Home and 
Office Is a Prospect for a 


GLOBE OF 
THE WORLD... 


Reliable, attractive Globes \_ 

are in demand today to 

trace the course of world 
events. 





Everyone is vitally interested in keeping pace with 
world events. Newspapers and the radio daily flash 
the news of epochal accomplishments. 

Globes of the World enliven these daily events 
and enable everyone to visualize each happening as 
it occurs. They are indispensable in intelligently 
following current events. 

Display and stock some of the many attractive and 
authentic Weber Costello Globes of the World. 
Moderately priced—yet providing for a substantial 
“mark up’’—these globes bring you a real oppor- 
tunity for volume sales and extra profits. 


The 


Promfret 


This distinctive 18- 
inch Globe will fit 
into the most lux- 
uriously furnished 
home or office. The 
Globe Map is print- 
ed in eight colors 
... The stand is of 
solid mahogany 
with a rubbed fin- 
ish of brown ma- 
hogany. 


Send today for catalogue describing and 
illustrating our complete line of new designs. 


Weber Costello Co. 
<> — ‘ame 


Makers of 
GLOBES, MAPS, BLACKBOARDS, 
ERASERS, CRAYON 
for nearly half a century. 


Dept. G54-9 
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way down to the smallest detail, a machine that will not 








come back, nor produce complaints nor demands for repairs. 
Che machine will hold two hundred staples and can be con- 
verted into a tacking machine if desired. 

——_.@——— 


Bookkeeping System, Popular Abroad, Seeks 
U. S. Entry 
Henri Moliard, 136-05 Sanford avenue, Flushing, Long 
Island, N. Y., is seeking assistance to place on the market 
a bookkeeping system which is claimed greatly to reduce the 
work by eliminating most of the posting, and which per- 
mits of a daily control 


rhe system has achieved some prominence in Europe, 





where the existence of numerous small and medium sized 
firms calls for it, but has only recently made its appearance 


in the United States, where it seems to be well received. 
It is extremely simple in application and changes nothing 


in the fundamental principles of double entry bookkeeping. 


It consists principally of two things, viz., posting entries 
directly from the documents (bills, sales slips, etc.) to the 


clients’ or other accounts; second, to place the sheet affected 
In 9 he World when making such entries over a journal page which is cov- 
ered by a carbon paper held in place by a special apparatus, 


which is a part of the system, or by using a special type- 





LL of vou furniture dealers have 


writer carriage with a front feed. The operation in general 





met this man. He is your best is as it is done with a flat bed typewriter. 

customer—and your most severe The result is that all the entries passed in all the accounts 
critic. He is the buyer for the are listed on the journal sheet. At the end of the day the 
American business office. He prides two columns, debit and credit, are totalled, and they must 
himself on being a shrewd buver— show the same result, proving that all the entries have been 

, : . correctly made, just as if a trial balance had been drawn. 
and he is. ’ , This journal acts as a proof sheet, like the tallies obtained 
Appearance and price are factors, but they will with bookkeeping machines. It also acts as a journal and 
not close a sale with him. He knows that the can be subdivided into auxiliary journals. Thus the work 
real INtFINSIC value- the true worth—of a of carrying over entries from the journal to the various 
piece of furniture Is determined by its interior accounts is eliminated. By the same processes additional 
construction, and the materials used in its copies can be obtained simultaneously, such as monthly 
manufacture. , : statements to clients, duplicates of journals for the home 
HOOSIER dealers pride themselves on being office, special abstracts, etc., eliminating all the work other- 
able to meet his exacting requirements with wise required to obtain these records. 
the complete and varied H¢ i ISTER line. A By a proper carrying over from the journal of the totals 
desk for any size organization from the small- affecting the controlling accounts, a daily balance sheet is 
est office to the President's own suite. obtained. If it is desired, new balances can be drawn daily 


on particular accounts. 

It is stated that the system is applicable to cost as well as 
to general accounting, and that in both cases it permits 
broad analysis. 

All posting, in brief, is reduced to one entry, as against 
three or four required with ordinary systems, the following 
records being kept simultaneously: In commercial account- 
ing: Proof sheet, taking the place of the trial balance; all 
journals or voucher registers; subsidiary ledger accounts, 
such as those of clients, creditors, etc.; monthly statements 
to clients; any other abstract, and, even if desired, the con- 
BB560 trolling accounts. In cost accounting: The proof sheet; the 
journals; the cost sheets, or the material and goods accounts 
or the payroll accounts; any kind of duplicate or abstract; 





Illustrating No. BBs6o0, one of the artistic and, if desired, the controlling cost or material and goods 
and dignified members of the new Puritan accounts. 
Suite by Hoosier. All this makes it possible to save at least fifty percent of 


the time consumed in accounting by old methods, and often 
much more, the proponent of the system states. Other 


HOOSIER DESK COMPANY outstanding advantages claimed for the system include: 


Daily control of entries; search for possible errors limited to 
JASPER, INDIANA a day’s work only; possibility of getting better and more 


frequent analyses, and, if used in connection with the add- 


ing machine, many other advantages accrue. 4 
The system requires a small, simple and inexpensive ap- 
: . Thess 
paratus for pen-kept books, but can be used with any type- 
use 


writer provided with a front-feed carriage. 
(Please turn to page 121) 


Catalog gladly sent upon request. 
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These 8 display cards for 
use in your store—FREE. 
Size, 11" x 14". Printed in 
colors by patented oil process 
on heavy stock, with easel 
backs. 
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DESH . 


Every office worker is interested in things that simplify 
desk work. Why shouldn’t he be? A desk is his day- 
time home. He spends nearly one-third of his life 
bent over its polished surface. He is open to any 
suggestion that will enable him to increase his effici- 
ency, speed up routine, or keep his desk in order. 


That interest may be dormant, of course, but it can 
be awakened easily. The display cards shown on this 
page, together with other sales helps described in this 
insert, will arouse that interest and turn it into 
profits—for you. 


Weis merchandising campaigns have proved their worth 
for hundreds of dealers. 


The Weis Manufacturing Company 
162 Union Street Monroe, Michigan 


New York:—A. H. Denny, Inc. Chicago:— Associated Stationers Supply Co. 


356 Broadway Quincy and Jefferson Sts. 


legal Blank cnt 
FOR YOUR D 


ACCOUNT FILi 
FOR YOUR DESK 
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This Window Drives Home 
the Message of Greater 
Desk Efficiency.. 
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Send loday for Display Cards 
and Instructions 


x With all the advertising mediums at your disposal, none is more 
} “> e productive of results, cost considered, than your display window. 
I 4 one [t deserves your most careful attention. It should be kept fresh— 
interesting—attractive. It should drive home a sales-making message 
about the products which it displays. 
Envelope Enclosures 


~-' ~ hed —_ as 7 = The window display suggestions offered from time to time by our 
Colersul Gepkay cares for the abovt window display department in connection with various Weis mer- 
window display, we will gladly send “adh a . : : . 

you a supply of standard size en chandising campaigns result in windows of the forgoing type. Hun- 
velope enclosures describing the dreds of dealers have convinced themselves on this point. They 
various Weis Products featured in produce results. 


the campaign. These enclosures are 
attractively printed and are sure to 


result in sales if enclosed with your re : . ‘ , » 
statements, invoices or other mail The window display suggestion above is offered to promote the sale 


No charge whatever. Imprinted of the 8 low-priced Weis Products shown on the opposite page, most 
to your order. of which you probably have in stock. 


e Sr he Write today for the display cards and installation instructions, as 
tle well as for such campaign merchandise as you do not have on hand. 












































fee Products that Save 
Time and Promote Efficiency 


Ife Desk Trays 
Nos. 122, 124, 128, 129 

These handy trays are made in keeping with the finest 
desk-making standards—worthy of a place on the most 
magnificent desk. The warp-proof bottoms are covered 
with green felt to protect the desk top. The corners are 
glued and locked to prevent splitting. Each tray is beauti- 
fully finished. Letter sizes in two heights; cap sizes in two 
heights. Quartered oak, genuine walnut and mahogany; 
also walnut and mahogany finished hardwood and green 
enamel finished hardwood. 


fee Penpencilcliperaser Tray 
No. 131 
This tray is made for use in the center drawer of the desk. 


It has compartments for pens, pins, paper clips, erasers, 
pencils, etc. Rounded bottoms facilitate removal of contents. 


Sfes Swinging Desk Stand 


No. 5 
An easily-attached stand that swings and locks in any 
desired position. Green enamel metal frame with oak or 


walnut finished hardwood top. Preferred by stenographers. 


We Account File 
Nos. 222, 333 
Just the thing for keeping records of small accounts. 


Comes with oak base and, filing arches and 500 4" x 9" or 
500 54" x 88" stock printed statement sheets. 


ffi Redi-Files 

Nos. 132, 133, 134, 135, 136 
A handy container for everyday filing. Made with press- 
board and cloth covers, with plain or celluloided tabs. 
A-Z style with 16 pockets or 1-31 with 32 pockets. One 
size only: 113"x 10".  Pressboard covered Redi-files also 
made with blank tabs and 16 pockets. 


fie Stationery Tray 
No. 130 
A sturdy hardwood tray that fits a side drawer of the desk 


and provides separate compartments for letterheads, invoice 
forms, carbon papers, ete. Size: 3]}" x 9}" x 21". 


¥fz Drop Lid Stationery Cabinet 
No. 140 


A well-built wood cabinet with drop lid, mar-proof bottom, 
and compartments for letter, cap and invoice papers, long 
and short envelopes, and drawer for carbon papers and 
various desk accessories. 


§fe* Legal Blank Cabinet 
No. 814 


A six-drawer cabinet that keeps stationery and legal blanks 
in perfect order. Also sturdy enough to use for storing 
electros, cuts, etc. Mar-proof bottom; combination pulls 
and label holders; quartered oak or mahogany or walnut 
finished hardwood. 




















(fees N\onthly Campaigns 
are Producing Results-.- 
jor Dealers 







Display Cards and 
Other Material Used 

in Past Campaigns Still 
Available to Newcomers! 


If the rate of increase in the number of dealers designed and printed. Newspaper advertisements, 
participating in each succeeding campaign is an envelope enclosures, and often samples are pre- 
indication; if enthusiastic letters received from pared—all to ‘‘tie up’’ with the campaign mer- 
the trade have any bearing: or if re-orders of chandise. These sales aids are then supplied 
merchandise featured in various activities are a free to dealers participating. | 


criterion, Weis Co-operative Merchandising Cam- 
paigns are a tremendous success, not only for us, 
but for our dealers. The results along all three Help of this kind seems to have filled a long-felt 
of these lines exceed all expectation. need, particularly with dealers in the smaller 
cities who do not maintain advertising and window 
display departments. Probably it will fill a need 


How do the campaigns work, you may ask? Let . 
in your store. 


us tell you. First, we select good, salable items 
from the Weis Line-—products most of our active 
dealers are likely to have in stock—and build 


around them a sales campaign adaptable to use If the ‘‘For Your Desk’’ campaign does not 
in cities of every size. A model window display appeal, write for information about displays which 
is worked out by an expert. Colorful display have heretofore been used, most of which we 
ecards describing the products and their uses are are still able to furnish. 


The Weis Manufacturing Co. Monroe, Michigan, U.S. A. 
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The Dialer is an exclu- 
sive Autopoint develop- 
ment—bound to be one of 
the most popular models 
of any puncil ever put 
out. Both long and 
short sizes with or with 
out ch am. 


‘Td rather sell ; 


the 


Autopoint™ 





says a Springfield, Illinois, Dealer 


O you have the same feeling? 
Many dealers do, as we know 

from conversations with them. 
Autopoints make friends. The 
simple mechanism of this favorite 


.. the de- 
pendable quality which we build 


pencil of big business . 


into them .. . creates a satisfied user. 

Autopoint’s policy is to protect 
you in securing the margin of profit 
you're entitled to. That’s why you 
never find Auto- 
point being treated 
like a football. 74. “Besser Pencil” 





Made of Bakelite 


When you invest in a stock of this 
better pencil, you know that the 
merchandise will remain worth 
what you paid for it until the last 
one is sold. Besides Autopoint 
Oversize there are new models 
which you should have. Dialer 
Autopoints for the new automatic 
telephones are one. Double tip 
Autopoints are another. Check 
over your stock today and send us 


e an order, or ask 





your wholesaler 
for what you need. 





AUTOPOINT COMPANY, 1801-31 Foster Ave., Chicago 
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model 
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Double tip 
Autopoint 


> 
Short model 
Dialer 
Autopoint 
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COLONIAL 
Fit-Well” 


Posture Chair 


Now Protected by Patent 


HE UNITED STATES PATENT OFFICE 

has now recognized the originality of idea by 
issuing patent on the special construction of back post 
and back rest on the chair herewith shown. While 
others have in the past attempted to copy this chair, 
Colonial will hereafter have the sole right to manufac- 
ture a chair with these special adjustments. 
No other chair now can have these exclusive features. 
The back rest is hinged on the post, with springs, in 
such a manner that it perfectly fits the back of the 
occupant at all times, providing support and comfort. 
Now that Colonial has the sole right to use this back 
rest feature, we predict largely increased sales for Colo- 
nial franchise dealers. 
In addition to the features covered by patent, the back 
post is adjustable both upward and downward, and for- 
ward and backward. Adjustments are easily made by 
the occupant, requiring no 
tools of any kind. 
Only Colonial Fit-Well Pos- 
ture Chairs can now be the personalized chair for stenographers, typists, book- 
keepers and clerks. Colonial Fit-Well No. 163 has already been largely sold 


and has become “standard equipment” in the offices of many large employers of 


office workers. 





COLONIAL 
163-W 






r 4 \ 
If you are not getting your share of this business, 
an inquiry will bring full information. Colonial 
dealers are fully protected on this chair. If you are 
in an open territory, this is your golden opportunity 
to secure a Colonial franchise. Write for details. 

















Side View showing hinge 
( by which back rest is fas- 
tened to post 


* 
CoLONIAL CHAIR COMPANY, Chicago 
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Mr. Moliard, formerly a resident of Paris, France, expects 
to place the system on the market with the assistance of an 
old and experienced European firm, and is seeking American 


technical an 


i financial collaboration in order to take advan 


tage of the many opportunities offered by the large field this 


country affords 
—— 


Two New Eberhard Faber Pencils 


The Eberhard Faber Pencil Company, 37 Greenpoint 
avenue, Brooklyn, N. Y., announces two new pencils—the 


Birthstone and the Potent copying pencil. The Birthstone, 


No. 383S, is a thin diameter pencil offered in assorted colors 


Each pencil is fitted with a birthstone for one of the twelve 















Sos Ta See 
YOUR LUCKY 
: 
BIRTHSTONE, 
SYMBOLIC FLOWER 
AND 
| FORTUNE 














DISPLAY CARD FOR EBERHARD FABER BIRTHSTONE 
PENCIL 


months of the year and each pencil is mounted individually 
on a card. On the card is printed the month the birth- 
stone represents, the sign of the Zodiac, and the symbolic 
flower of the month. On the back of the card is a horo- 
scope for those born during that particular month. In 
each carton of Birthstone pencils is a large display card 
with slots into which the small card can be fixed. 

The No. 754 Potent copying pencil, the lead of which is 
virtually the “essence of ink,” is made especially for all 
tvpes of duplicating work. It is stated that in an actual 
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EBERHARD FABER POTENT COPYING PENCIL NO. 754 
test more than 150 copies were made from one original 
written with the Potent copying pencil. The hundred and 
twentieth copy was said to be clean, clear and legible. The 
pencils are round-barreled and finished in purple. They 
are fitted with point protectors and are packed one dozen 
in a box. 


> 


New Slip-Sheeter for Rotary Stencil Machines 

The Modern Mail Equipment Company, 244 Broadway, 
New York City, is introducing a new device designated as 
the “Universal Slip-Sheeter’ for use with duplicating 


machines. Several exclusive features of merit are claimed 


























Size No. 11—for Letter Storage and Transfer 





Size No. 7—for Vouchers, Etc. 
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Size No. 5—for Miscellaneous Forms 


2 Important 


DOLLAR MAKERS 


ERE are five of the more rapid sellers among 

the 20 standard sizes of LIBERTY Collapsible 
Storage Files. Many of our distributors, during the 
past few years, have doubled and redoubled their sales 
of these files. They are using our sales helps. Would 
you also like to have us help you increase your sales? 
The big selling season is coming on. Write for par- 
ticulars regarding our new 1930 Fall sales helps. 

We are interested in securing a few 


additional rated stationers as distribu- 


tors for LIBERTY Files. Address 


BANKERS BOX CO., Inc. 
538 S. Clark Street, CHICAGO, ILL. 




















Are You Paying Too 
Much for Appearance? 
The. value of good personal ap- 
pearance never has been disputed. 
Likewise in a desk appearance is im- 
portant. It has a marked effect on 
the sales. But are you paying too 
much for appearance? Are you buy- 
ing appearance at the expense of 
quality? Perhaps not, but if your 
desk sales are not what they should 
be an investigation might be war- 
ranted. 


Many dealers have found B & G desks 

a happy combination of good quality 

and appearance at moderate prices. If 
interested, write us today. 


BENTLEY & GERWIG 
FURNITURE CO. 
PARKERSBURG, W. VA. 











Office of the General Accident Assurance Corporation of Phila- 
delphia. Bentley and Gerwig equipped. 
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for it, such as positiveness of action; simplicity and sturdi- 
ness of construction; automatic operation at all speeds; ease 
and quietness of operation—does not retard the speed of 
operation of the duplicating machine; can be as easily 


attached and detached as a receiving tray, et The device 





UNIVERSAL SLIPSHEETER ATTACHED TO ROTARY STENCIL 
DUPLICATING MACHINE 


uses plain slip-sheets which may be obtained from any 
Stationery store, and makes it possible, it 1s claimed, to do 
clean work on any kind of paper 
Che Modern Mail Equipment Company will be glad to 
correspond with dealers and agents desiring further infor- 
mation 
ae 


“Card Partners”’—A New Sengbusch Device 
Che Sengbusch Self Closing Inkstand Company of Mil 


waukee, has just put on the market something new in the 











Securely 
attached to 
round or 
square legs 
by a single 
movement 
of lever. 











All-metal, ar- 
tistically finish- 
ed in red, green 
and black. Pat- 
ent pending. 


Two trays 
packed in 
this four- 
color gift 
box. 


SENGBUSCH “CARD PARTNERS 
SERVICE TRAY 
Way of service trays tor card players, These are dubbed 
“Card Partners” and the Sengbusch organization are the 
exclusive distributors to the stationery and office supply 
trade 


Card Partners attaches itself firmly to the leg or legs 
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DIG 






























Electric and automatic 
Addressographs—print 
thru a ribbon — speeds 
from 2,000 to 12,000 
impressions an hour. 
Electric machines $295 
to $785 — automatic 
machines $595 to 
$12,750, f.0.b. Chicago. 


F your volume of sales is holding steady or is increas- 
ing, your business can weather some rough seas. 


But if sales are slipping, the danger signal is flying! 


The “on the surface” sales might have been picked, 
but there are others if you will dig for them. Organ- 
ized methods and analysis of markets coupled with 
intelligent selection of prospective customers will 
enable you to dig for sales. 


Addressograph methods of holding old customers and win- 
ning new customers will be valuable working tools for you, 
as they are for thousands of other progressive concerns. 


Addressographs not only increase the effectiveness of 
ordinary direct mail advertising but provide opportun- 
ities and advantages for increasing results through care- 
fully planned intensive selling methods. You will be plac- 
ing your selling efforts in the spots you know are most 
fertile. You will be digging where the digging’s good! 


The Addressograph representative in your locality 
is at your service, prepared to place before you 
ideas and methods for increasing sales and reducing 
costs in your business. Call him in for his ideas. 


ADDRESSOGRAPH COMPANY 


General Offices: 901 W. Van Buren Sraeetr, Cuicaco, U. S. A. 
Canadian General Offices: Addressograph Co., Ltd., 30 Front St., W., Toronto, Ontario. 
European General Offices: Addressograph Ltd., London, England. 
Divisions of Addressograph International Corporation. 
Factories: Chicago, Toronto, London, Berlin. 
Sales and service agencies in the principal cities of the world 


Small Addressographs op- 
erate at speeds from 500 to 
1,800 impressions an hour. 
Print thru a ribbon. Prices 
from $20 to $264.75, 
f. o. b. Chicago. 




















a 
el@sae 


Class 5200 Dupligraph 
produces 500 personal- 
4 ra ) ized letters an hour with 
i name and address, saluta- 

‘ tion, body of letter and 
date. Prices $275 to 


PRINTS FROM TYPE $350. Other duplicating 
machines $57.50 to 


$2,025, f. o. b. Chicago. 





© 1930 Addressograph Co. 
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Are You Swimming 
Against the Current? 


It’s easier to swim with the cur- 
rent than against it. Likewise 
it’s easier to sell chairs which cor- 
respond to a customer's wants 
than ones which do not. This 
would seem to be a self-evident 
fact, but in the face of it, many 
dealers continue to swim against 
the current by selling chairs ill- 
suited to the likes of the customer. 
The New Indiana Chair line was 


offered only after a careful study 
of the market and the needs of the 
trade. It was practically prede- 
termined that the line would meet 
with unusual enthusiasm by deal- 
ers and users alike. It has, and 
sales are gratifying and _ users 
highly pleased. 

The New Indiana Chair line an- 
swers every requirement. Would 
you like full information? 


NEW INDIANA CHAIR COMPANY 


Jasper, Indiana 


ders may be pooled with shipments fri 
uire less handling, arrive in first-class shape and 


the Indiana Desk Company; carload lots 


ost less per hundredweight than 


l.cd. shipments 
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A New Executive Suite 


with a persua- 
sive combination 
of greater value 
and moderate cost 


Making a new high mark in value for the desk user’s money, the new 4600 
design not only maintains the well known Indiana Desk Company standards 
of construction and convenience, but adds a beauty of cabinet work and finish 
with pleasing harmony of ensemble. 


Designed by one of the outstanding masters of the furniture craft, this 4600 
suite has the features and the appearance of one produced without consideration 
of expense, but is still in the medium price group. Exteriors are genuine 
walnut finished with four coats of lacquer rubbed dull. Panels and top are 
genuine walnut veneer, posts walnut 21/4, inch fluted and turned, drawer fronts 
are solid black walnut with sides of hardwood dovetailed front and rear and 
three-ply bottoms framed in. Pedestals have three-ply built-up dust proof 


bottoms, rigid and vermin proof. 


Completing the 4600 suite are table with bow-stretchers, combination humidor- 
telephone stand, and costumer, matching the desk. The suite is also made in 
plain oak with a Flemish brown finish, waxed. 


This furniture is ready, awaiting your order for shipment. Full specifications 
and prices on request. 


INDIANA DESK COMPANY 


Jasper, Indiana 


Orders may be pooled with shipments from New Indiana Chair Company. A pool 
carload makes a convenient stock, easily handled and quickly turned. Ask us. 
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means most profits! 





y R most profitable 10¢ pencil is 
the one you sell most of, and 


Venus is the fastest-selling 10¢ pencil 
in the world. Its repeat sales mean 
steady profit for vou. 

Why the demand? Because for vears 
exacting buyers have looked to Venus 
for even, uniform, flawless pencil work. 
It’s the quality pencil. And there are 


17 shades of black to pick from. 





Trademark 
Reg. U.S. Pat. Of 


Offer your customers the best they 


AMERICAN PENCIL COMPANY, VENUS BUILDING, HOBOKEN, NEW 


Write for information 
about this popular Venus 


Counter Display Cabinet 


can possibly buy—that’s Venus. Fea- 
ture Venus Pencils. Greater and more 
powerful advertising during 1930 will 
make more people ask for Venus than 
ever before. It’s wise to make sure 
vour line is complete. Write us for 
prices and descriptive folder of the 
Venus line. Also our Unique Thin 
Lead Pencils in 24 colors, and Velvet, 
the famous 5¢ pencil with the blue 


band. 


JERSEY 





VENUS PENCILS 


in 17 black degrees and 3 copying 


*THE LARGEST-SELLING QUALITY PENCILS IN THE WORLD 
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of the card table by me; 


ins of a spring clamp with screw. 

It consists of a service tray of metal matching the table, 

and containing receptacles for two glasses with ample 

room for an ash tray as well. This gets the refreshments 

off the card table and places them out of the way so they 
are less likely to be knocked over. 

Card Partners sells for a very reasonable price and is 


declared to be an item which every stationer should handle. 


] 


It is furnished in lacquer colors, red, green and black. 


Further particulars will be cheerfully given by the Seng 





busch Self Closing Inkstand Company, 2218-28 Clybourn 
street, Milwaukee, Wis 
—— ee 
A New Member of the “Asco” Line 

One of the new devices offered by the Art Steel Com- 
pany, Inc., 306 East One Hundred and Forty-filth street, 
New York City, consists of a double legal blank filing 
cabinet here illustrated. It may be had in any one of 

NEW ART STEEL DOUBLE LEGAL BLANK FILING CABINET 
three finishes vreen, grained mahogany or grained 
walnut. 

Che new cabinet, steel strong, is an attractive and prac 
tical article of utility, with the features of construction 
which distinguish the Art Steel line. 

- 


New De Luxe Steel Desks Added by Remington 
Rand 
Under the name “Ambassador,” a new and economically 
priced suite of steel office furniture is offered by Remington 
Rand Business Service The line includes executives desks, 
typewriter desks, tables and various styles of chairs. 
Che object in adding these numbers is twofold—first to 


provide exceptional richness and beauty in steel equip- 
ment; second, to obtain, through large production, an at- 
tractive price level for steel equipment designed along period 
lines. 

Among the features found in this furniture is the conduit 
provided for telephone, desk lamp and call buzzer wiring, 
unsightly leads to these im- 


addition, 


permitting the hiding of the 
desk 


tion with telephone engineers, properly spaced holes on the 


portant accessories In through co-opera- 
inside left pedestal have been tapped to permit practically 
instant mounting of the bell box. 
Another in desks of 
graining of the heavy 


dle sk 


sliding shelves may be 


unusual treatment low price is the 
the 


finish, if that is preferred to the plain linoleum. The 


linoleum writing bed to match 


covered with linoleum or glass, if 
de sired. 


The 


mahogany finishes and all hardware, including 


Ambassador Suite is available in both walnut and 
the binding 
around the top, is of statuary bronze. 

In the printed matter prepared to announce the line, the 
manufacturers have gone into considerably more detail than 
can be covered here. They will gladly place their literature 
in the hands of interested office managers or other execu 


tives. 
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GOOD, SOLID BONE 


From the neck down, solid, healthy 
bones are necessary to life and 
progress. Equipment which main- 
tains anatomically correct position 
of the human structure is good 
equipment to buy and to sell. 


Uhl chairs are reaching new peaks 
in sales for dealers everywhere. It 
is quite logical that the pioneer of 
posture chairs should enjoy this | 
tribute of confidence—quite log- | 
ical that dealers should share in the 
universal popularity, and profit 
from it. 

There is a substantial business for 
you in Uhl chairs. If you are not 
already an Uhl dealer, let us tell 
you more about the opportunities. 
Write us today. 


THE TOLEDO METAL 
FURNITURE COMPANY 


1462 Hastings Street Toledo, Ohio 








No. 8500 “PosturChair™ 





No. 7206-28 “*PosturChair” 
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RR i (Typewriter Dealers’ Convention.—Continued from 


Page 87.) 








Ellis, W. B., Houston, Tex Mitchell, James, New York, N. Y 
Ellis, W. B., Jr., Houston, Tex Montgomery, W. J., New York, 
Engel, B. A., New York, N. ¥ N.Y 
Ertberger, Ralph C., Cleveland, O Mooers, W. A., Chicago, Ill 
Moore, R. S., New York, N. Y. 
Felsch, Paul K., Detroit, Mich Moree, H. E., Ithaca, N. Y 
Fenske, Fred J., Bay City, Mich Morrell, 0. D., Ann Arbor, Mich 
Ferary, Mrs. J. J., Syracuse, N. Y Morse, J. S., New York, N. Y 
Ferary, J. J., Syracuse, N. Y. 
Fish, W. J., Chicago, Ill Names, J. K., Rochester, N. Y 
Forbes, Mrs. M. E., South Bend, Needham, Mrs. 8S. O., Detroit, 
Ind Mich 
Forbes, M. E., South Bend, Ind Needham, S. O., Detroit, Mich 
Frederick, H. P., Aurora, Ill Neuberger, Mrs. Louis C 
Froehlich, A. B., Chicago, Ill New York, N. Y 
| Frost, F. E., Worcester, Mass Neuberger, Louis C., New York, 
N. ¥ 
Galland, J. W., New York, N. Y Newlands, A. J., New York, N. Y. 
| Ganz, Dora, Rochester, N. Y. 
MPE RIAL O ers you | Ganz, Nathan, Rochester, N. Y Oliver, Mrs. C. V., Minneapolis, 
E J Gardien, Mrs. W. E., Milwaukee, Minn 
Wis. Oliver, C. V., Minneapolis, Minn 


* 
| tT | t Gardien, W. E., Milwaukee, Wis Oliver, Marjorie R., Minneapolis, 
a comp e e 1 ne oO Gilbert, John A., Chicago, Ill Minn. 
Glassman, Mrs. E. A., Rochester, Olison, O. A., Detroit, Mich 
me ie Olson, L. H., Cleveland, Chio 


Meet EVEry CUSTOMET | == mms + cin e's sia 


Hackney, J. M., Chicago, lll Paquette, Mrs. H. H., Petersburg, 
1 ¢ | 6 Haining, Byron A., Detroit, Mich Mich 
( eman¢ e@ee an your Hardy, Miss Mildred, Detroit, Paquette, H. H., Petersburg, Mich 
Mich. Peters, Mrs. A. W., Battle Creek, 
- | Harwitz, Marcus, New York, N. Y Mich. 
r t t f a | Haver, E. T., Omaha, Neb Peters, Arthur W., Battle Creek, 
e X Pp e i a 1 oO n oO Hayward, Earl E., Battle Creek, Mich 
Mich. Peters, Mrs. Wm. I., Detroit, Mich 
* ’ Higgins, Mrs. C. R., Chicago, Il. Peters, Wm. I., Detroit, Mich. 
ver alr ro t too | Higgins, C. R., Chicago, Il Pfahl, E. R., Cleveland, Ohio 
9 © | Hock, Fred W., Pittsburgh, Pa. Pierce, L. A., Cleveland, Ohio 
Huffman, R. E., Aberdeen, S. Dak Powers, J. H., Chicago, Il. 
I yh ffi fi ° | Hustedt, F. W., San Francisco, Preston, R. H., Columbus, Ohio 
eee NI | ER | AL oO ce urnil- Calif. Purvin, William, New York, N. Y. 
| Jacobs, Mrs. M., Cleveland, Ohio Ray, E. K., Ithaca, N. Y. 


Jungbluth, Clyde, New York, N. Y Rehm, W. J., Detroit, Mich 
Rice, Harry N., Chicago, Ill 


ture is styled to BiVE YOU | ::% x; cweasd: ohn” etn, wis never. Det, ae 
a fell ‘ange of w vell- | Penn | 3 


Kellstedt, A. H., Peoria, Ill Roberts, A. E., Detroit, Mich 
= | Kellstedt, Philip, Peoria, Ill Rolph, Mrs. R. D., Minneapolis, 
and properly priced | si esti, Si 
« Ind Rolph, R. D., Minneapolis, Minn. 
= bed King, W. G., Indianapolis, Ind Rudin, M. L., Cincinnati, Ohi 
desks and matched suites | kiniesSi'trtmecn sy. ees, 13. Aton oni 
_ Kingsbury, G. C., New York, N. Y. Russell, Mrs. Harry E., 
- Kinnisten, Mrs. P’. E., Chicago, Ill Des Moines, Iowa 
for eve ry oflice use. Kinnisten, P. E., Chicago, Ill. Russell, Harry E., Des Moines, Iowa 
° Kleinschmidt, H. H., Gary, Ind. Ryan, Pat, New York, N. Y. 


Koval, John, Flint, Mich 


\ new I MPERIAL catalog Kretschmer, 0., New York, N. ¥ Schafer, Miss E., New York, N. ¥ 
e : 7 ° > : = ; . York. N. ¥ Schafer, Mrs. T., New York, N. Y. 
. , , , 7 Lafferty, Jim, New York, N. Y chafer. T " ‘ork NY 
is now ready. If you have | ee ya wy, Shafer: T New York, N.Y. 
nl e ; : : a Scharpf, Ben D., Oshkosh, Wis. 
Laurence, Gordon, New York, N. Y : s 
A. W., Cleveland, Ohio 


not yel received YOUP COPY s | Lockwood, F. B., Chicago, m. ae "J. H., Cincinnati, Ohio 


. ’ Lyons, J. Arthur, Chicago, Ill ae a . - verk. .¥ 
please write us! ‘chulhof, Wiliam, New York 
Shaw, E. G., Chillicothe, Ohio 


Macomber, C. C., Saginaw, Mich 


Macomber, Mrs. M. A., Saginaw, Sheehan, E. J., Chicago, Ill. 
Mich. Shilling, W. R., Pittsburgh, Pa. 
Madden, 0. J., Oil City, Pa Shroyer, E. B., Omaha, Neb. 
Maloney, Mrs. M., Chicago, Ill Sieguist, John J., New York, N. Y. 
Manning, R. L., New York, N. Y. Simler, Henry, New York, N. Y. 
Marin, F. E., Oak Park, Ill Sintz, Claude, Detroit, Mich 
Marschalk, New York, N. Y. Sisler, G. W., Detroit, Mich. 
Martin, F. H., Jr., New York, N. Y Smith, Henry C., New York, N. Y 
—" a Spencer, Elmer R., Buffalo, N. Y. 











‘ : a Spiece, L. E., Bucyrus, Ohio 
Maunsell, F. R., Montpelier, Vt. Stenke. B L.. Detroit, Mich 
> DK a des pure » a on. 
McDonough, J. L., Chicago, Ml Sagae, an 


IMPERIAL DESK COMPANY |e cst Seat, ars nurs, 
, SS a pee 3 3. M., Elmhurst, Il. 


Metzger, C. G., Cleveland, Ohio Stratton, E 
EVANSVILLE** INDIANA Metzger, W. A., New York, N. Y Stringer, Lucy F., Detroit, Mich. 

Mitchell, Mrs. J. C., Pontiac, Mich Swadener, R. N., Logansport, Ind. 
F., Chicago, Il. 





+ a maleate 5 ee as awe SS —~ 4 Mitchell, J. C., Pontiac, Mich Swahlistedt, J 
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-“A Diebold representative 


2 
to see you. 4f rr e 4 ee nm e t& 









A BUSINESS THAT HAS Lost ITS RECORDS 





is like a ship that has fost its rudder 









THE records that guide your company on the high seas of 


business are vital to success. Thris ix why sou must give them 







“ure protection against fire — » Diebold Dominator Safe. 


Maximum fire resistance is built into the Diebold 


Dominator by the same skilled hands that build the massive Diebold Vaults and Vault Doors. 





The same workmanship. The same care in selection of materiais 







SAFE AND LOCK COMPANY, CANTON, enle 
SEVENTY YEARS oF BANK SERVICE 













ed on the doctor, the lawyer, 
juste or 

I } Diebold advertisement has just call Sine ieee Se 
on my " he baker—in fact most every cpa 7 = 
. — — ‘ 
nina 7 “ one right in to see the “‘boss 

t has g h 


, > store ‘ ‘i. - 
the department s No doubt about it, this ad 


Tri y. ' 

; type in your territory) incing words. ours 
very type in ) . e mincing ; s of yours. 
mith t record protection witaet hese prospective customers fe busi- 
him abou de an impression on t " 1 It will mean saie ‘ 

. a< ma 7) . » € ve Ss. 
se sane le its heels with your own personal ca 

wr on its heels . 

Follow right 


2 ’ 
ness” for you! 


Diebold 


AY Y * Ca es 
4 a LOCK q a I 
AIF E A | 
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OFFICES OF 
TOMORROW 


M AE +. 


Jon pany, 


EW YORK: GRAND RAPIDS, MICHIGAN 


545 FIFTH AVE. 
CHICAGO: 
610 SO. MICHIGAN AVE, 





OFFICE APPLIANCES 


WHERE NOT EXCLUSIVELY 
REPRESENTED WE ARE 
INTERESTED IN RESPONSI 
BLE CONNECTIONS, 


SEPTEMBER, 1930 


Taylor, Mrs. J., New York, N. Y Weiner, Mrs. Stanley, Pittsburgh 
Thomas, F. W., Toronto, Ont., Can Pa. 
Thompson, H. A., Utica, N. Y Weiner, Stanley, Pittsburgh, Pa 
Tongue, Art, New York, N. Y Wetmore, Mrs. H. N., Buffalo, N.Y 
Turner, Robert, Buffalo, N. Y Wetmore, H. M., Buffalo, N. Y 
Williams, Hugh, lowa City, lowa 
Vincent, Mrs. Irwin, Topeka, Kans Willins, Miss Stella, New York 
Vincent, Irwin, Topeka, Kans N.Y 


Wittgraf, L. H., Minneapolis, Minn 
Wolle, Jack, New York, N. Y 


Vrindten, Wm. A., Yonkers, N. Y 


Wagner, E., Chicago, Il Wood, L. H.,. Kansas City, Mo 

Walker, K. F., Detroit, Mich Wuerthner, T. H., Saginaw, Mich 

Walts, F. C., Cincinnati, Ohio Wynn, E. M., Kansas City, Mo 

Ward, James P., Sr., Chicago, Ill 

Ward, James P., Jr., Chicago, Ill Young, Mrs. E. L., Chicago, Ill 

Watkins, J. B., Toledo, Ohio Young, E. L., Chicago, Ill 
—__~— —_— 


Office Equipment Show at Rochester 
Rochester, N. Y., ar- 


operation 


The Rochester Business Institute, 
ranged an office equipment exhibit with the co 
of a number of local manufacturers and representatives of 
The 
displays were arranged in the auditorium of the school’s 
to the day and 


out-of-town concerns which have offices in Rochester. 


building. The exhibits were open public 
evening throughout August. 

The new Electromatic typewriter was featured, as was 
the “Mimeoscope.” Business houses co-operating with the 
Rochester Business Institute in organizing and conducting 
the Erbe Manufacturing 
Company, Rochester Telephone Corporation, Todd Sales 
Company, John C. Moore \ddressograph 
Sales Agency, Burroughs Adding Machine Company, Dicta- 
Ditto Systems, General Office 
Master- 


Craft Corporation, Monroe Calculating Machine Corpora 


exhibits included: Yawman and 


Cr rp yrati ym, 


phone Sales Corporation, 
Equipment Corporation, Charles G. Lyman, Inc., 
Lox Manufacturing 


tion, Inc., Styleograph Company, Kee 


Company, Electromatic Typewriter Company, Office Ap 
pliance Shop, Remington Rand Business Service, Inc., The 
National Cash Register Company, Do/More Chair Com 
pany, Royal Typewriter Company, Inc., L. C. Smith & 
Corona Typewriters Inc., Felt & Tarrant Manufacturing 
Company, Marchant Calculating Machine Company, Victor 


Adding Machins The American Multigraph 
Sales Company, Underwood Typewriter Company, Bircher 
Non Smut Manufacturing 


pany and the Phillips Ribbon & Carbon Company. 


Company, 


Company, Inc., Carbon Com- 
aieniianithaiilicitiasan 

Many Visitors to Shaw-Walker Establishment 

The Muskegon the the 

country of western Michigan and many Shaw-Walker deal- 

i the the 


who called during recent weeks are 


city of lies in center of resort 


plant during summer. 
the fol- 
Broaddus of the Bartlesville Stationery Com- 
Bartlesville, Okla. Mr. 
M. Taylor of the Indian Territory Illuminating 
H. E. Kaiser of the Phillips Petroleum Com- 
R. Fries of the Empire Refining Company. 
called the 
Utica Office 


Ling, Sterling Spe- 


ers in consequence visit 
\mong those 
lowing: V. T. 
pany, Accompanying Broaddus 
were C. 
Oil Company; 
pany and C. 

Other who recently 
plant included the Albert 
Supply Company, Utica, N. Y.; C. R. 
cialty Company, Johnstown, Penna.; Robert Stroud, Rus- 
sell Amarillo, P. R. Hilborn, 
Canadian School Equipment Company, Preston, Ontario; 
David 


Ill.; E. 


dealers and visitors at 


following: Hague, 


Stationery Company, Tex.; 
Clowers, Jefferson Printing Company, Springfield, 


H. Franke, H. H. West Company, Milwaukee, Wis 


- epee 
Hanson Joins National Sales Organization 
Louis D. Hanson, who had conducted the Hanson Desk 
Company at 913 South Hill street, Los Angeles, Calif., has 
afhliated with the 


office furniture franchise department of 


Remington Rand Business Service, Inc., 1200 South Grand 


avenue. Mr. Hanson announces that the furniture and 
equipment lines carried heretofore by the Hanson Desk 
Company, will be sold through his present connection. 





131 


AN ENDLESS 
CHAIN OF 
PROFITS... 





T'S profits you want in business. 
But you can’t make much profit 
from a first sale. You make it from 
the customers who come back for the 
same merchandise. 


That's why the Grand Prize line of 
carbons and ribbons are netting so 
many dealers so much profit. We 
make them so good—what with Du 
Pont Dyes and the finest of cloth and 
tissues—that users develop into reg- 
ular Customers. 


Write for the GRAND PRIZE 
SALES PLAN. We'll tell you, also, 
how to obtain the Grand Prize tester 
for Carbons and Ribbons 
... free. A postal with 
your name and business ad- 


dress will do. 


GRAND PRIZE 


CARBONS and RIBBONS 


PACIFIC CARBON AND RIBBON MFG. CO. 
J. FRANCIS O'CONNOR, President 
1451 Harrison St. San Francisco, Calif. 


396 FLINDERS LANE, Melbourne, Australia. 






















BABE $3.00 


$3.50 west of the 
Mississippi 





Selecting the 
Most Profitable 


Items 


choosing that which moves most readily, the price 
of which can be maintained, the merits of which are 
natural inducements—these are highly important to 
the retailer The decisions you make now are most 
likely to determine your progress during the coming 

season 
SPEED FASTENERS offer striking advantages in 
display and demonstration . . . sprightly in appear- 
ance and action, promising in use . .. and their ac- 
tual service fulfills everything suggested by the first 
ippearance Be sure to have SPEED FASTENERS 
| for vou, in the window catching the eves and 
on the counter interesting the 


ling 
purine 


experimenter 

BABE. Room for it on every 
desk. Every tap a_ secure 
fastening. For heavy duty, 
No. 13 SPEED FASTENER, 
binding up to 120 sheets with 
half inch staples. For tem- 


porary or permanent fasten- 
ing, No. 5s SPEED FAS 





Point sharpened 


frozen staples rENER. For end or side sta- 

100 to the strip pling and for tacking No. 
Too, the three position SPEED 
FASTENER. 


Our sales cooperation plan 
describes the line, tells the 
how and why of it, and pro- 
vides display easels and im- 
printed folders. Write for 
details. 





. Parrot 
SPEED FASTENER 
CORPORATION 


388 Broadway, NEW YORK, N.Y. 


ith 


OFFICE APPLIANCES 


Recent Addressograph Appointments 

C. E. Ellis, formerly sales agent at Reading, Penna., for 
the Addressograph Company, has been appointed sales 
agent at Pittsburgh, Penna. Mr. Ellis’ promotion is a well 
deserved reward for the fine sales record he made as sales 
agent at Reading. 

E. E. Mathews has been appointed Reading sales agent, 
succeeding Mr. Ellis. Mr. Mathews was formerly sales 
agent at Springfield, Mass. 

Succeeding Mr. Mathews at the Springfield sales agency 
is I. L. Marsh. Mr. Marsh was promoted from the general 
sales department at Chicago, where he had spent six years. 

Another important appointment is that of A. W. Bauer 
as assistant manager of the Chicago branch office. Mr. 
Bauer will operate from the Chicago branch office in a 
manner similar to a company sales agent in any other ter- 
ritory. In addition, he will assist and supervise the efforts 
of Chicago salesmen through sales meetings, conventions 
and personal work with the men. 

“Rube” Baxter Becomes a Corporation 

The R. H. Baxter Sales Corporation has been organized 
at New York, N. Y., with executive offices, display and 
stock rooms at 50 Franklin street. Stocks will be carried 
at the New York warehouse, and a staff of salesmen will 
cover the country with the following lines 

I. D. L. Manufacturing & Sales Company, including the 
“Up-to-Date” calendars; Singer eyeletters and punches; 
Canisto Ruler Company; Tip-Top Manufacturing Com- 
pany; Gatch Company, which took over the stationers’ wire 
goods lines of the Barbee company; Atlas Expanding En- 
velope Company; Eureka Blank Book Manufacturing Com- 
pany; Knickerbocker Inkstand Manufacturing Company; 
Warshaw Manufacturing Company; Ready Reference Com- 
pany. Se 

M. M. Ranstead & Son Move 

M. M. Ranstead & Son, 166 West Adams street, Chicago, 
Ill., has moved to 45 South Wells street, occupying space 
on the fifth floor. The business had occupied business 
quarters in a building owned by a bank. The financial in- 
stitution required additional space for detail workers, and 
the commercial tenants of the building had to find new 
homes. ——— 

A. W. M. Company Moves Cleveland Office 

The Cleveland branch of the American Writing Machine 
Co. has been moved from the Hollenden Hotel building on 
Superior avenue to 1136 Prospect avenue. In addition to 
a large retail salesroom, there is ample well lighted space 
for the service department.—A. E. D. 

ee 


File Folder Business at Harrisville 
Che Harrisville File Folder Corporation, 74 Thirty-ninth 
street, Brooklyn, N. Y., has established a mill at Harris- 
ville, N. Y., to produce file folders. The company’s con- 
verting plant is close to the mill which provides stock 
from which its folders is manufactured, effecting economies 


in shipping. <——- 


Fifty-two Years with National Blank 
James R. Marshall, manager at New York for the Na 
tional Blank Book Company, has resigned after fifty-two 
years of service with the company. In 1878 he joined the 
New York branch, and has continued in various capacities, 
earning the manager’s position on the way. 
> 


Gibson & Perin Catalogue Ready September 15 

The Gibson & Perin Company, 121-123 West Fourth 
street, Cincinnati, Ohio, is completing work on a new cata- 
logue. It is expected that copies will be ready for distribu- 
tion by September 15. 
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The new ““CLEMCO” York Suite in the office of Mr. J. A. Prout, Agent of the New Amsterdam 
Casualty Co., Cleveland. Installation made by Wagner-Henzy-Fisher Co., Cleveland. 


The Artistry of Nature 


Two things to keep in mind concerning ““CLEMCO”’ Desks and Fine 
Office Suites: They embody the glorious artistry of gracious nature 
as evinced in the so carefully selected, beautifully figured precious 
woods. 

And they lack “the artistry of deception’ ’—or “the artistry of imita- 
tion’’—made necessary when substitute materials are used. 

Wood is *‘Naturally’’ Better*—it is quiet—friendly and inviting to 
look upon—it is warm and responsive to the touch. Wood as chosen 
by “CLEMCO,”’’ into which are incorporated design and exclusive 
structural features of surpassing worth, offer you the better sales 
possibilities for today when you must have good profits—and for the 
tomorrows when sales volume must be mounting higher and higher. 


Ask us to give you full information about the ““CLEMCO” 
Line and its value to you 


The Clemetsen Co. 


Makers of a Complete and Exceptional Line of Desks and 
Fine Office Suites for Business, Bank and Professional Use. 


I~ 
3401 Division St. ILIe MIC@® Chicago, Illinois 
ma 








*The watch word of the Wood Furniture Associates, Inc., whose work it is to promote better offices through the use of wood. The Clemetsen 
Co. are members of this association. 
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The One-man Band 


It will always be a mystery to the one-man band- 
master. Here’s Paderewski and Fritz Kreisler, each 
playing, one instrument, and receiving, the world’s 
applause, while he, playin’, a dozen instruments, 
remains in the side-shows. He doesn’t know that 





no man plays a dozen instruments as successfully 
as one. Many pen dealers haven't thought of it that 
way, either. Maybe they don’t know that Sheaffer 100% Dealers are ready to prove 
that they make more profit on their one line than they did when carrying more than 
one. The reason is that Sheaffer leads the world in sales, volume and profit. Therefore, 
any dealer profits in proportion as he takes advantage of Sheaffer profit leadership, the 
100°, Dealer most of all. Ask for the particulars today! 


What of tomorrow? Read, “Must the Succ cessful Merc mane of Tomorrow 
( — His Bu iness Meth 1ds"’"—it's free to merchants. Also get 
copies of “Turn Rain Into Gold” and ‘ ‘Merchandisina Down to Date’”’. 


SHEAFFER © 


PENS-PENCILS-DESK SETS:SKR 


\. SHEAFFER PEN COMPANY . FORT MADISON, IOWA, U.S. von 

York Chica} . San Fre neis 
v \. Sheaffer Pen ( t¢ —_—s Ltd . 169-17 } Fleet Street—Toronto, Ont 
Wellington, N. Z . Sydne i Maiti . London, Eng. 
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This white 
dot identifies 
Sheaffer's, the 







ONLY Zenuine 
Lifetime® pen, 
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Quick-drying Skrip 
is quick-selling! Here’s why: 


You've jot something, to talk about with quick-drying, Skrip! For 
that very reason it’s bringin}, new profits to thousands of merchants. 
Quick-drying, Skrip has “low surface tension’; hence, it not only 
flows instantly, but penetrates deeply and dries immediately! This 
applies both to Permanent Royal Blue Skrip (for lepal and business 
writings) and soluble Washable Skrip (for school and home writin). 
Each writes brilliantly and cannot cake, jum or “settle.” Good 
reasons for buyin}— sound reasons for selling. There’s another jood 
story in the Safety Skrip container— it’s leak-proof and practically 
unbreakable. In addition, Skrip is the world’s most widely adver- 
tised writin), fluid. Get behind Skrip and you'll make real profits! 


AT BETTER STORES EVERYWHERE 













Seip 














©) i 
d : : <f 
ee mo = : 
mm PENS-PENCILS-DESK SETS-SKRIP 2) 
VOT NaN ~ W. A. Sheaffer Pen Company . Fort Madison, Iowa, U. S.A. i —_— sy) 
eq - : New York . ° . Chicago : . San Francisco SAFETY SKRIP, SUCCESSOR TO 
Sheaffer's October campaign on W.A. Sheaffer Pen Co. of Canada, Ltd.,169-173 FleetSt., Toronto, Ont. INK, SKRIP- FILLED, 50c TO $10. 









Skrip will total 5,640,000 mes- _ Wellington, N. Z. - Sydney, Australia - London, Eng. Every literate person between the 
sages in Sat. Eve. Post, (Oct. 11), Sep. B.S, CS: Ee apes of five and one hundred should 
Life, (Oct. 10), Liberty, (Nov. 1). have a package of Safety Skrip—saves ° 


, ‘ 
Tie in with this jreat campaign! 


KAMEN 
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Cenuine 


“Challenge” 


Eyelets 


now sell to the 


Retailer 


at heretofore 


Jobbing 
Discounts 


If you haven’t received our 
latest schedule, please send 


for it. 


Edw. L. Sibley Mfg. Co. 


Bennington 


Since 1886 


Vermont 


\ 


i 





OFFICE APPLIANCES 


Multigraph Offices at New York Moved 

The American Multigraph Sales Company has moved 
its New York sales and service organization from 419 
Fourth avenue to The Multigraph building, 17 Park Place. 
Che prime advantage of the new location is accessibility, 
being within three minutes’ walk of any north and south 
subway or elevated line in the city. This selection was 
masterly, as since the new offices were occupied the branch 
has had at least four times as many office demonstrations 
as in the Park place location. The old offices were in- 
convenient for customers, salesman and service men to 
reach, due to the local transportation service. 

In The Multigraph building double the space occupied 
formerly is used. The display room is so large that for the 
first time in the company’s history it is possible to show 
the entire Multigraph line in one room. On the same floor 
as the display are offices for the manager and salesmen, and 
the accounting and sales promotion departments. The serv- 
ice, repair, shipping and retail supply departments are 
located on another floor, with ample room for stock. 

W. Strain, the division manager, receives many compli- 
ments upon the excellent taste displayed in the decoration 
of the display room. It is striking because of its simplicity. 
The layout of the office is excellent. Every detail of ar- 
rangement and placing has been worked out so that the 
entire branch business can be handled in a convenient and 
efficient manner. 

a 
Demurrage Charges by Post Office 

Effective October 30, 1920, the United States Post Office 
will collect demurrage charges on domestic registered and 
unregistered collect-on-delivery mail under Order No. 
10,347. The free retention period is fifteen days from re- 
ceipt at office delivery. Thereafter a charge of five cents 
per day will be made during the thirty-day period. If the 
recipient does not accept delivery, the parcel shall be re- 
turned to the sender, with the accrued demurrage charge 
assessed against the package, indicated by postage due 
stamps. The regulations provide, where requested on the 
shipper’s label, that packages be returned after thirty days, 
with postage due stamps indicating the amount to be paid 
on return to the shipper, covering the demurrage charge. 

Shippers using the C. O. D. service of the post office, 
and label printers serving such shippers, can secure copies 
of the regulations covering Order No 10,347, by the Post- 
master General, from their local post offices 

— a 
Robbins Made Editor of “Y and E” Idea 

Howard Robbins has been placed in charge of the edi- 
torial work on The “Y and E” Idea, the monthly house 
organ of the Yawman and Erbe Manufacturing Company. 
He had been associate editor the past year, and has as well 
an intimate touch with the advertising and sales promotion 
activities of the company 

a 
Marchant Executives Return from Europe 

John M. Lund, general sales manager of the Marchant 
Calculating Machine Company, and Mr. de Barnot, foreign 
manager, returned on the S.S. “Majestic” August 6 after 
an extended visit to important European centers. Immedi- 
ately after arrival at New York, Messrs. Lund and de Bar- 
not left for the home office and factory at Oakland, Calif. 

EO 
Question 

Chicago Daily News] A manufacturer of motor-car 
accessories was engaging a factory superintendent. 

“There's just one thing more,” he said to the applicant, 
who appeared to be satisfactory. “Could you run a house 
organ in connection with your other work?” 

“House organ?” said the man, with a puzzled expression. 


“What's the need of music in a factory?” 
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the BIG SECRET is out! 


_ 


All summer, R. A. Stewart & Company have been plan- 
ning a Dealer Help Campaign that will most certainly re- 
sult in increased sales and consequently more profits for 


you. 


Leading market authorities agree that this fall will see 
a decided movement towards better business conditions. 
Stewart has not been standing still bemoaning poor mar- 
kets. We have been preparing for the better times that, we 


believe, are just around the corner. 


Don’t let prosperity catch YOU napping 


This is an age of color. Riotous color. The displays fur- 
nished for your fall selling are full of color. Attractive fold- 


ers, printed in corresponding colors accompany each dis- 


Za 
Fe MPH 


self -inkers 





play, for distribution in your store or for mailing 


with invoices, statements and letters. 


We wish we had more space to tell you all 
about it in this ad But we haven't, so we will 
have to ask you to tear the coupon off and mail 
itin. By return mail you will receive complete 
details—showing the first display printed in full 


Get complete details with no 
obligation. Mail the coupon 







now. Before you forget it. 








100 







R. A. STEWART & CO. Inc 
80 Duane Street, N. Y. C. 


Please send us without obligation additional details 


of your fall campaign furnished Scamp Dealers and Stationers. 
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THE MODERN TYPEWRITER FOR ll 


AMATIC 


THE BUSY OFFIC: 















The Electromatic Typewriter has been 
awarded the JOHN PRICE WHETH- 
ERILL MEDAL by the Franklin Institute 
of the State of Pennsylvania for pio- 
neer work in the electrification of the 
typewriter. 











®iec 
"Rem aric | 
ve 


Sec, . 
“tweens Pens ie 
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Eliminates Fatigue 


Saves Time and Labor 
Increases Production 30 to 50% 
The First Complete Electric Typewriter 


Write for Complete Information and Descriptive Folder 
DISTRIBUTORS WANTED 


ELECTRAMATIC 


TYPEWRITERS 
INC. 


ROCHESTER. NY. U.S.A 
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George Washington Bicentennial 
Commission, 
organizing 


The George Washington Bicentennial 
Washington Washington, D. C., is 
what promises to be the greatest historical observance ever 
This centennial will be observed over the 
with the principal 
Programs will be 


building, 


undertaken. 
United States and possessions in 1932, 
program carried out at Washington. 
held at Washington on all holidays during 1932, in which 
the President of the United States and the highest officials 
of the Government will participate. Radio will carry what 
the President says in his public addresses to every part of 
the country and will permit the Washington programs 
to become literally a part of the programs to take place 
simultaneously in every state and territory of this country, 
and probably in foreign lands, where the name of Washing- 
ton is revered almost as much as it is here. 

A force of men and women, occupying a large suite of 
rooms in the new Washington building and comprising the 
nucleus of what will probably be a much larger organiza- 
tion that will be built up during the next two years, has 
already begun the herculean task of forming contacts with 
State commissions, taking steps to have backward States 
organize bicentennial commissions, arranging for co-opera- 
tion with patriotic, civic, commercial, religious, and every 
other sort of organizations in the country, working out 
the details of newspaper, radio, movie, and other kinds of 
publicity; planning programs and doing a thousand and 
one things necessary to make the celebration a success, 
all of which must now be crowded into the less than two 
years that remain before the bicentennial year dawns. 

Two high-power directors have been placed in charge 
of the bicentennial arrangements of the Federal Govern- 
ment. They are Lieut. Col. U. S. Grant, 3d, who, among 
his other multitudinous duties, is director of public build- 
ings and public parks of the National capital, and Repre- 
sentative Sol Bloom, of New York, who began to learn how 
to conduct celebrations of various kinds when most of us 
were children. 

The purpose behind everything the Federal and state 
commissions and the two national directors are doing, and 
propose to do, is to impress upon the minds of the people 
of this generation, and especially of the next generation— 
the children who soon will take charge of the world’s 
affairs—the real meaning of devotion to duty, courage in 
the face of disaster, unselfish statesmanship, constitutional 
government, and the broad, human viewpoint, as exempli- 
fied by George Washington, who built not for himself nor 
for his own generation even, but for the future. 

The character and achievements of George Washington 
are to be the keynote of the celebration everywhere. 

So staggering are the tentative plans which have been 
sketched in outline by members of the commission and the 
directors that they challenge one’s credulity; at the same 
time that they stir and appeal to the imagination. 

The members of the United States commission and the 
already received 
Requests have already begun 


associate directors have evidences of 
support from many quarters. 
to come in from various groups for permission to partici- 


pate in the programs in Washington 
——— 


Airmail Speeds South American Trade 
A graphic illustration of the way business houses of both 
North and South America are pressing the airplane into 
service to speed trade and commerce and the increasing 
air travel for negotiating the 
Americas, is contained in 


popularity of international 
great distances betwen the two 
traffic reports for the first six months of the year, made 
public by William P. MacCracken, Jr., chairman of the 
New York, Rio & Buenos Aires Line Inc. To July 1, a 


total of 5,685 persons were carried by the “Nyrba” air lines, 
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Introduced two years ago, the Century Protectograph 
has made itself a in efficient offices everywhere. 


Without exception, Century users commend its speed, ease 
of operation and versatility. Some of them say of it: 


“We think the new Century is by far the best check writing ma- 
chine we have ever used. It is very easily operated, easy to ink and 
it gives us absolute satisfaction. Again let us say we are absolutely 
sold on your Century Protectograph.” 

THE YOUNGSTOWN VINDICATOR, 
Youngstown, Ohio. 


“The Century Protectographs with which we equipped our office 
the early part of this year have fully justified the change we made and 
they are giving continual and satisfactory service both in speed and 


legibility.” 
— D. A. SCHULTE, INC., 


384-386 Broadway, 
New York. 


“We find that the Century Protectograph is speedier than the prior 

equipment which we used. The visual feature is ae distinct advantage, 

as it results in fewer instances of the necessity of destroying checks 

partially made out. You are to be complimented on the progress you 

have made in improving this item of office equipment.” 
PRO-PHY-LAC-TIC BRUSH CO. 
Florence, Mass. 


The Century Junior, recently announced, is a worthy com- 
panion to the original Century. Sturdy, compact, moder- 
ately priced, it is ideally adapted to check protection 
requirements in the home or small business. For full infor- 
mation, address The Todd Company, Protectograph Di- 
vision. (Est. 1899). 1129 University Ave., Rochester, N. Y. 


Sole makers of the Protectograph, Super-Safety Checks 
and Todd Greenbac Checks 


TODD SYSTEM OF 
CHECK PROTECTION 
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GRE/ST, [amps 
for the 


EXECUTIVE 
OFFICE 


To those dealers and jobbers who have 

found that buying from many sources 

leaves much to be desired, Greist has a 
message. 


















HE Greist line offers you the opportunity to buy, from 
a single source, at prices that get the business and profits 
that satisfy you, a type, style, and grade of lamp for every 


possible office need. arm ps f OY any 


Buying from one source (1) does away with the danger of 
over-buying and “loading” your inventory, (2) prevents 
duplication, and (3) makes it possible for your supplier to 
study and anticipate your need for the year. 


A few of the Greist line of desk lamps are shown here. The 
entire line appears in full color in our new catalog just 
printed. Let us send it to you now. 


The GREIST MFG. CO., New Haven, Conn. 








Two-point adjustment, ex- 
ceptionally flexible. One- 
piece heavy metal shade. 
Series 3000, $10.00 ea. in 
Brushed Brass and Black, 


or Statuary Bronze. 








A pleasing Colonial type. 
Adjustable shade, well out 
over desk, gives plenty of 
“light where you want it.” 
Series 2500, $9.00 ea. in 
Statuary Bronze; Series 
2600, $10.00 ea. with Day- 
light Lens. 





Latest thought in desk lamps. 
Stands 15 inches high and 
two-point adjustment spreads 
light all over the desk. Se- 
ries 2400, in lustrous Statu- 
ary Bronze—truly a beautiful 
creation. $10.00 ea. 






Same as the Series 1700 
(see opposite page), but 
with best quality Ameri- 
can glass shade—green 
outside, a good reflecting 
white inside. Series 3300, 


Lends a touch of color, due 
to a shade of “Karolith,” 
a new material, beautiful 
as art glass but practically 
unbreakable. A character 


lamp of unusual value. Se- - . E : ook 
ries LTK, $10.00 ea. in $7.50 ea. in Mahogany When in Chicago, See 
Stat B » wit Ble Bronze, Venetian Bronze O C , Displ 
Statuary —— } er en- or Olive Green; a won- ur Complete isplay at 
na or Ruby shade. derful buy! the Merchandise Mart. 





INIT 
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PUUUTOTUPOAY TAY SOUUTTTTSTHAD UTES A HE AE! 


GRE/ST, [amps 
for the 
GENERAL 

OFFICE 












An excellent lamp for 
the executive office. Its 
lustrous Birmingham 


Rich finish, embossed 


Bronze finish, harmoni- 
ous lines, and general 
elegance make it an 
outstanding “class num- 
ber.” Series 2900, 


Acanthus border on 
shade and base. “Day- 
light” lens. One of the 
most popular Greist 
Lamps. Series LDL, 





$8.50 ea. in Decorated 
Statuary Bronze. 








$12.50 ea. 












A sturdy, well-designed 
lamp. “Goose necks” 
are seldom made in a 
grade as fine as this 
one. Series LFB, $2.00 
ea. in Mahogany, 
Olive or Jade Bronze. 












A full-sized, long shade, 
desk lamp at $4.50! 
Height, 14 inches; one- 
piece heavy metal shade, 
9 inches long, adjusts to 
exclude all light from 
the eyes. Such a tre- 
mendous success in two- 
tone Chromax finishes 
at $6.00 ea. that 
we are now offering 
it in three popular, 
high-grade lacquer 
finishes at $4.50 ea. 
Ask for Series 
1700. 


Similar to the Series 
LDL, but double 
shaded to accommo- 
date two persons. 
Series LTE, $12.50 
ea. in Decorated 
Statuary Bronze. 


An adjustable lamp of 
stately design. Well bal- 
anced; beautifully fin- 
ished. Series LD, $3.75 
ea. in Decorated Apple 
Green, Decorated Statu- 


Rich, dignified period 
design with adjustable 
shade. An exceptionally 


A high-grade flexible 
lamp with a green glass 
shade designed to center 





fine lamp, comparing fa- 
vorably with lamps sell- 
ing at double the price. 
Series LDC, $15.00 ea. 


in Statuary Bronze. 










the light on your work. 

Something for the man 

who wants distinction. 

Series LFG, $5.00 ea. in 

Brushed Brass or Statu- 
ary Bronze. 














ary Bronze, or Decorated 
Brushed Brass. 
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MEET the DEMAND 


for a good machine 
at a popular price with 


The Model 110 AMERICAN 









All Steel 


Modet 110 
(5 wheel) 


Model lll 
(6 wheel) 





12345 
5 ACTIONS 
Consecutive 


Duplicate 
Triplicate 
Quadruplicate 
Repeat 


No wonder the American Model 110 is one of the 
best sellers today. The all-steel construction and pre- 
cision design are remarkable in a machine at this 
price. Beautifully finished frame of steel covered 
with black crackle finish and red web overlay. Ex- 
posed Metal parts heavily nickel- plated. Drop 
ciphers allow wheels with ten equal divisions, usually 
found only on more expensive machines. 


By the Makers of the World’s Highest 
Quality Numbering Machine 


THE AMERICAN VISIBLE 


American Numbering Machine Co. 


234 Shepherd Avenue, Brooklyn, N. Y. 
CHICAGO—LOS ANGELES—LONDON—PARIS 
Pacific Coast Representatives: N. L. & K. W. Zeagler 
408 South Spring St.. Los Angeles, Cal. 


CANADIAN AGENTS: A. R. MacDougall & Co. 
5! Wellington Street, West, Toronto, 2, Ont., Canada 














OFFICE APPLIANCES 
as the company is known, on the regular scheduled opera- 
tions between North America, the West Indies and South 
America, Establishing a record for long-distance air pas- 
senger travel, 551 passengers were transported over the 
through route between Buenos Aires or Rio de Janeiro and 
the United States. 

Business firms, enabled to reduce travel time to one- 
third and often better, are by far the largest users of this 
air passenger service. Traffic department records show 
that less than four per cent of the total number could be 
listed as “tourists,” the remainder being business repre- 
sentatives or executives on business missions from this 
country to Brazil, Uruguay, Argentina, Chile, or from those 
countries to the United States. With a 6% day service by 
plane from Buenos Aires to the United States substituting 
for the twenty-one day steamer voyage, this service allows 
travelers to make a complete round trip between New York 
and the Argentine capital, with a full week’s residence at 
either terminal, in practically the same length of time as 
would be required for a one way journey by steamer. 
Several American firms are routing their salesmen through 
South America by air exclusively and have been able to 
reduce what was before a 234-day trip by steamer and rail- 
road to a 75-day itinerary by airplane to cover the twenty- 
three key commercial centers in Chile, Argentina, Uruguay, 
Brazil and the West Indies. 

Operation of air express service to the West Indies and 
South America has provided American business houses 
with an unusually effective weapon with which to combat 
the intensive European competition in the South American 
markets, Mr. MacCracken pointed out. For more than two 
years France and Germany, through operation of heavily 
subsidized airlines along the east coast of South America, 
enjoyed a time advantage of from ten days to two weeks 
over American business houses interested in the east coast 
markets. The fastest air transport time to Europe has 
been bettered by the American service to the United States 
and superior equipment, making possible faster schedules 
and infinitely better passenger accommodations, are grad- 
ually winning increased favor for the American airlines 
along the South Atlantic. 

The air express service which enables manufacturers to 
rush shipments of sample goods, spare parts, sales and 
advertising material and other important items into distant 
markets in a third the ordinary transport time has already 
demonstrated its effectiveness. Through the use of this 
service one American manufacturer beat his German com- 
petitor into the Argentine market by nearly three weeks, 
although both the American and German products were 
completed at the factory approximately at the same time. 
Another United States firm specializing in style patterns 
and fashions has been able to treble the life of its products 
in Argentina, Chile, Uruguay and Brazil by reducing trans- 
port time from three weeks to one week and even less, and 
is now making all important shipments to southern coun- 
tries by air express. As high as a ton of merchandise has 
been transported during a single month, according to the 
traffic reports. Air mail volume to the United States is 
showing a steady increase, the company reports, and such 
volume will unquestionably be considerably increased when 
the Post Office Department extends this country’s air mail 
service down the east coast of South America. 

July 1 the “Nyrba” air lines had 
thirty-two planes including the first ten of the giant twin- 


operation a fleet of 


“Hornet” motored Commodore flying boats. These craft. 
which provide accommodations for twenty-two passengers 
in addition to a crew of three, are the largest of their type 
in service on any airline in the world. Other Commo 
dores, slightly larger than the first ten, and providing ac- 


commodations for thirty-three persons, are now under 
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COMBINATION 
WARDROBE & STORAGE 
CABINET 









Lance of Richard, Painted by Ludwig Gassner 


the Heart of Waste 


HE lance of Richard The Lion Heart, fashioned of 

steel, graceful but sturdy, struck terror to the hearts 
of his adversaries. And today steel, fashioned into 
storage and display equipment by Lyon craftsmen, is 
a powerful weapon against the arch-enemy of modern 
business—Waste! Lyon Steel Equipment cuts business 
costs — conserves time, space and labor — increases 
efficiency — speeds sales and service. 

Progressive office equipment dealers throughout 
America have found that the Lyon line is a profitable 
line. Storage and Wardrobe Cabinets, Desk-hi and 
Counter-hi Cabinets, Waste Baskets, Desk Trays—these 
and other Lyon products sell because they fill definite 
needs of modern business. 

Lyon Steel Equipment for offices and stores is backed 
by an aggressive national advertising campaign which 
brings added dollars to your profit ledger. 

Write us today for complete descriptive literature, 
prices and discounts. 


LYON 


LYON METAL PRODUCTS, INCORPORATED 


Converters of Sheet Steel into Practical Conveniences 


AURORA, ILLINOES 


Brenches, Jobbers ond Deolers in All Principal Cities 


STORAGE AND DISPLAY £Q 


STORE FIKATURES 





The flashing lance of 
Richard dazzles the 
Saracen emissaries 
as they meet before 
Jerusalem during his 
First Crusade. 








WASTE BASKET 
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Prosperity 
lay —there 


A quickeninj, tempo is manifestin), itself in business tod: 
is a new alertness—a tremendous enthusiasm for the Sreat possi- 
bilities of the future. 

And keen-minded business men appreciate the wisdom of express- 
in}, this atmosphere of prosperity in their business environment. 
They know the right backjround subtly imbues the prospective 


chent with confidence in their Sood judjment and ability. 
Progressive dealers insist upon Imperial furniture for the creation 


of fine office interiors. 


IMPERIAL FURNITURE COMPANY 
GRAND RAPIDS MICHIGAN 
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construction to complete the major fleet. The first of the 
thirty-three-place flying boats has been delivered and is 
now in service between Miami and Havana, one of the 
heaviest passenger traffic divisions on the route. During 
the first six months of operation, schedules have averaged 
110,000 flying miles per month and have been maintained 
at 99.3 per cent regularity, only one trip having been de- 
layed because of weather conditions. 


Shipments of Specialties to Dependencies 

This is a condensation of an article in Commerce Reports, 
covering the shipment of American specialties to non-contiguous 
territorics of the United States, which are Alaska, Porto Rico 
and Hawait. This abstract considers only office appliances and 
supplies, wood and metal furniture. The specialties classification 
is broad, including in addition to the office machines, equipment 
and supplies the following: Domestic sewing machines, glass 
and glass products, pottery, jewelers’ wares, clocks and watches, 
photographic goods, professional, scientific and optical goods, 
musical instruments, toys and games, athletic and sporting goods 
firearms, ammunition and fireworks, printed and lithographic 
matter, brushes and brooms, buttons and miscellaneous spe- 
ctaltics, 

[he increasing importance of Alaska, Porto Rico and 
llawaii as markets for specialties warrants the attention of 
\merican manufacturers interested in export trade. These 
territories differ widely in economic development and their 
demands are divergent, but each offering some good oppor- 
tunities for American trade. Alaska, Porto Rico and Hawaii 
are within the customs union of the United States, and there- 
fore American made goods enter those territories duty free, 
while foreign products must pay the same customs duties 
applying to goods entering the mainland. It should be 
remembered also that over eighty per cent of the trade 
destined for these territories is carried by American mer- 
chant vessels 

The total specialties shipments to non-contiguous terri 
tories have increased gradually from $10,053,064 in 1925 to 
$12,489,979 in 1929. This trade during the past five years 
represents approximately six per cent of the total United 
States export trade in specialties with all foreign countries. 
Exports of specialties to non-contiguous territories are an- 
nually becoming of more importance in relation to other 
items in this trade. For example, in 1925 exports of spe 
cialties to Alaska, Porto Rico and Hawaii represented 5.5 
per cent of the total exports of all commodities to those 
territories. This proportion increased to 6.5 per cent in 1929 
While it may be noted that exports of specialties to coun- 
tries other than non-contiguous territories have shown an 
equal increase in importance as compared with other com- 
modities, specialties exports to foreign countries represented 
only three per cent of total United States foreign trade in 
1925, and increased to only 3.9 per cent in 1929, 

The trade with Alaska has fluctuated very little during 
the five years, but 1929 recorded the largest export total 
during the period, with the exception of the peak year 1927. 
Exports to Porto Rico have decreased by nearly twelve per 
cent since the peak year 1927, but this decline is not sur- 
prising, in view of the low sugar prices prevailing the past 
few years, and the marked falling off in trade in all com- 
modities. Hawaii is the most important of these terri 
torial markets, exports of American specialties having in- 
creased by over forty-eight per cent during the period 
1925-1929 


Figures on Specialties Exports 


Distribution of specialties exports by major commodity 


groups in 1929: 


Office appliances—( Alaska) $63,881: (Porto Rico) $153, 
112; (Hawaii) $305,797; total to non-contiguous territories, 
$522,790; total to all other countries, $53,754,331 
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 ecmenseen SS SS )0) 


100% 

Rebuilt 
Underwoods 
by 
Shipman-Ward 


Sell Faster 


You do not have to be afraid of com- 
petition because they have the best 
nickel, enamel finish and adjustments 
obtainable. 


Require Less Service 


| 
| 
| 
| 
| 
| 
| . 
All adjustments are done by skilled 
mechanics and machines receive a 
al thorough inspection before shipment. 
This reduces your service calls and 
expense. 
a 
Small Stock 
We carry a large stock of Rebuilts at 
| all times so that you may replenish 
| 
| 
| 
| 
| 


your stock as fast as you sell the 
machines. 


100% Rebuilding 
90% Rebuilts 
Improved Rentals 
Underwood Parts 


Write Today for Our 
September Price List 


SHIPMAN-WARD 
MFG. CO. 


M-1776 Shipman Bldg. 


4401 Ravenswood Avenue 
Chicago, III. 
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BARRETT 
DESK ELECTRIC 


for 


ADDING & LISTING 
SUBTRACTING MULTIPLYING 


DIVIDING 





137 


F, O. B. Phila. 


very Barrett sold creates a satisfied 
user— and gets repeat orders. » Write 
for our special sample machine offer 


and attractive dealer plan. » » = » 


Other Models As Low As 
562.50 


LANSTON MONOTYPE 
MACHINE COMPANY 


Monotype Building, 24th at Locust St. 
Philadelphia, Pa. 
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Rico) 


(Alaska $119,605; 
total to non-contiguous territories, $8,- 


Othce supplies $2,086; (Porto 
(Hawaii) $173,247; 
863.567 


W ood 


O80: 


furniture—(Alaska) $99,503; (Porto Rico) $577,- 


(Hawaii) $760,429: total to non-contiguous countries, 
$4,878,254. 

Metal furniture 
( Hawaii) $420,197; 


7 
o19 


$51,579; 


(Alaska) § (Porto Rico) $304,743; 


total to non-contiguous territories, $776,- 


[It should be noted that the wood furniture and metal 


classifications include both office and household 


total 


Hawaii in 1929, $139,718 represented exports of metal beds 


lturniture 


furniture Of the purchases of metal furniture by 


and springs, $82,958 represented metal office furniture, and 


the remainder was divided among filing cases, vaults and 


Metal beds and springs also predom 
Porto 


other metal furniture 
inate in the United States metal furniture trade 
Rico This West Indies island imported from the United 
States in 1929 metal beds and springs worth $176,008, filing 


with 


“vs Ss 


cases valued at $33,138 and other office furniture worth $22, 


>? 
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Esterbrook Announces Merchandising Contest 

Che Esterbrook Steel Company of 
Camden, N. J., 
the prizes for which total $700 in cash. 

Robert N. Wood, sales manager, has given the following 


Pen Manufacturing 


has announced a merchandising contest, 


interview in explanation of the object of the contest: 

“We have heard from time to time of extremely clever 
merchandising being done by stationers or even stationers’ 
clerks in connection with Esterbrook products. This in- 
formation comes to us from our salesmen in a casual sort 
of way. It occurred to us that these true stories of success- 
ful merchandising have never been told in their full details 
by the only people who are qualified to tell the m—the men 


who work them out. The trouble was that these men had 


no incentive to take the time to write down their own 
experiences. 
“And so we determined to make it worth their while 


to tell us just how they have used Esterbrook pens and 
other Esterbrook products to increase their business profit- 
ably. We don’t want to make this a stilted, formal contest 
and so we have given each merchant the utmost freedom. 


He is merely to tell us what he has done himself in as 
much detail as he can. 
“IT think the beneficial results from this are obvious to 


everybody. Not only will the best plans win cash prizes, 
but we will assemble a body of merchandising information 
which will be made available to stationers all over the 
country, and which will undoubtedly help them to run their 
businesses more profitably. 

“We hope every 


who has ideas for merchandising Esterbrook products, will 


stationer and every stationer’s clerk 
start right now and work out some of these ideas and then 
tell us about his results in a letter entered in the contest.” 

The Este rbrook Novembe r 15 
nouncements of awards are promised in January. 


that they 


and an- 
Checks 
used for 


contest closes 


will be mailed, however, so can be 
Christmas 


a 


Mrs. Sainberg Achieves Coveted Feat at Golf 


Times of 


[he rotogravure section of the New York 
Sunday August 10 presented a picture of a striking golf 
pose by Mrs. Robert B. Sainberg, who recently made a 
hole-in-one from the twelfth tee of the Broadmoor Country 
Club at Mamaroneck. She drove 153 yards with a No. 3 
iro! 

Mrs. Sainberg is the wife of Robert B. Sainberg, of 
Sainberg & Co., Inc., manufacturers and distributors to the 
trade of an extensive line of desk accessories and other 


spec ialties 
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NEEDED 
IN 
EVERY 
OFFICE 


andistand fills the want for a 

low priced stand incorporating 
the features of good appearance, 
portability, sturdiness and _all- 
around office utility. Two new 
desk type models and the vertical 
adjustment Handistand give you a 
line that rings the sales bell every- 
where. The coupon brings the 
whole story. 


The Harter Corporation the 


Sturgis, Mich. 


DESK TYPE CONSTRUCTION 
MAKES /Jandistand 
A SURE-FIRE HIT / 


A knock down stand 
with new features of 
Beauty and Utility 


Startlingly new—surprisingly different—ir- 
resistible in their appeal, these Handistand 
models mean stand sales as never before! 
There’s sturdy strength and handsome 
beauty in the new Handistand desk type 
construction — new utility — and new 
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knockdown construction that 
assures permanent rigidity 
and makes Handistand by far 
the easiest to assemble. Here’s 
a line that’s out in front of the 
competition — ahead in sales 
opportunities—ahead in profits 
for you. Get the HANDI- 
STAND PLAN now! There's 
no obligation—and you'll be 
surprised! 


N°850 
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THIS NEW COUNTER HEIGHT 
OPPORTUNITIES 
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This 100 line of 28- 
inch Counter Height 
Files is built along 
entirely new princi- | 


"a 


‘ 


‘N ' HIE 
| a 
; . , : -_ 
Here is a combina- w- 
_— 


tion filing system 
and counter that has 


, 





a big market among 


banks, railroad and ples of construction | 
steamship offices, insurance offices, li- scientifically reinforced at all points ) 
braries, public service corporations and where strength is required. 





many other businesses requiring quick | 
reference to files when serving the public. THE BERGER MFG. | 


Files, desks, storage cabinets, horizontal sections, 





anh! 
‘| 
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FILE+++OFFERS NEW SALES 
TO DEALERS +++ 





—_ 








Advanced ball 


bearing roller sus- 
pension assures 
quick, quiet drawer 


operation. The units 


\ 














The added filing 
depth assures great- 
er capacity. The con- 
tinuous steel or lino- 





are easily removed, and are very readily 


interchanged. 





COMPANY. 


CANTON, 


0. 


tables, shelving, lockers, transfer cases, safes. 


e 
as 
(a) 
Pad 
fs) 
= 
o 
—_ 





leum gives beauty, 
service, convenience. 
These and many other features mean 


NEW SALES OPPORTUNITIES FOR 


THOSE DEALERS WHO DISPLAY AND 


MERCHANDISE MODERN 


FILES. 


THESE 
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e¢e ngton Portable ws the writing tool of the modern world 

The world that ndes Limited trains and Zeppelins, drives 

motor care that can do BO. gets the news from one end of 

the earth to the other in the flash of an electric spark 

and generally provides « speedy ext for anything 
that has no speed 


his is the Man 


helped Katherine Kirby, Wellesley girl, 


increase her college credita 







. . ‘ The Remington Portable is not only the sturdicst but 
also the handsomest writing machine of its size. It 
and helped Frederico Clarke, engineer, ents only $60, and any one of the 2.000 Remington 
portable dealers through the country will be glad to tell 
forestall an error of $80,000 on one job alone. vou about the convenient terms on which vou may pur 
. chase « Remington. Go to your ocarest dealer. Try the 
‘ touch. Look at the lines. See the range of rich colors. It's 
helped Donald Caldwell, high school boy, a Remingtos for vou 
better his report card in one month. 
° ° . 


helped Boyden Sparkes, star press corre- 
spondent, compose his brilliant news dis- 
patches from everywhere ...‘mine wars to 
Presidential trains 


and the list is hardly started 





— without any imaginaten. would say that thr 
J Remington Portable dealer sells portable typewrters 
Actually he sells better, clearer, mental effort = and the 
rewards thereof to everyoue from « 15-year old pupi! 
struggling with his lessons, to an sugust elder, writing 
down thoughts of world-importance 


For nearly every type of mind thinks better recording its 





Remington 
P OR TABL E 


REMINGTON RAND BLSINESS SERVICE, ENG 
om BFF ALO, NEW VORA. Sater afters im aff inating comes, 





Peewmee a 





— el 


emington Portables 
AND you 

















This will se 


To make matters even easier, Rem- 


_ is a reproduction of an ad 

selling you to over 5,000,000 
Portable prospects who will see and 
read this message in the September 
6th issue of the Saturday Evening 
Post and the September 13th issue 
of Colliers. If you are a Remington 
Portable dealer, you are going to 
feel the effect of this powerful 2-page 


message in plenty of Portable sales. 


. 


ington Rand is ready to supply you 
with dealer helps of the type that 
really do build business. A timely 
window trim ... beautiful . . . color- 
ful. A blow-up of the ad above to 
putin your window . .. big . . . pow- 
erful ... an attention getter. Want 
them on their way? Mail the coupon 


in... today. 


Remington Typewriter Division 


emington Rand 


BUSINESS 


SERVICE 





BUFFALO, NEW YORK 


Remington Rand Business Service, Buffalo, N. Y.. 


Send me by return mail 


C7 Remington Portable Window Trim C7] Blow-up of Saturday Evening Post 2-color Spread 


Name tddress . — -_ 
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Effect of Incorrect Spelling of Foreign Names 

Commerce Reports] Correct spelling for names of for 
eign cities, provinces, rivers and countries—in fact, of all | 
foreign names—is of importance in promoting foreign 
trade, and in establishing cordial relations with people in 
foreign countries. Many inquiries received in the Depart- 
ment of Commerce confirm these facts. 

The extensive use of foreign place and other geographi- 
cal names in the correspondence and publications of the 
department emphasized the necessity for evolving a group 
of simple principles to govern this question of spelling. 
lo meet this demand the United States geographic board 
named a committee, whose study of the question revealed 
much confusion as to usage in spelling foreign names, and 
an insistent demand for clarifying the situation in a scien- 
tific and practical manner 

It was found that letters with “’s Gravenhage” at the 
top and on the postmark caused trouble frequently. The 
name was a complete puzzle and the letters passed from 
hand to hand before it was discovered that this is the real 
capital of the Netherlands. Firms 
“Istanbul” or 


name of “The Hague,” 
were in doubt whether to ship goods to 
“Constantinople.” 

The American exporter seeking business in Finland, in 
addressing a letter to the capital used either “Helsinki” or 
“Helsingfors,” the former being Finnish and the latter 
Swedish. Finland, like some other countries, has a na- 
tional consciousness, which favors using the Finnish name 
of its capital, just as other countries give preference to 
their own national geographic nomenclature The psy- 
chological advantage of using the Finnish name of his city 
in addressing a letter to a Finnish merchant is apparent. 

No Uniformity in Place Names 

\ survey of magazines, newspapers, books, maps and 
atlases revealed lack of uniformity in spelling foreign geo 
graphical names. One found Jugoslavia, or Yugoslavia, 
Cape Town or Capetown, Tokio or Tokyo, Soerabaja or 
Soerabaya. Who would suspect that “Newmarket” is the 
name by which the Germans call “Nowy Targ” in Poland, 
or that your railroad ticket marked “Plovdid” takes you 
to the city which on some maps is named “Philippopolis”? 
If you are a map maker, will you engrave on your map 
“Zuider Zee,” and in a well known corner of Germany will 
you print “Silesia” or “Schlesien,” “Slask,” “Slezsko,” 
“Silésie,” or “Slesia”? In the school geography will it be 
“Addis Ababa,” “Adis Abbaba,” “Abeba” or “Abbeba”? 

Transfer of territory from one government to another, 
or the setting up of new states at the close of the world 
brought about many changes in names of cities, rivers 
For instance, the German 


war, 
and other geographical features. 
Lemberg became Polish Lwéw, Memel is now Klaipéda, 
Reval is Tallinn, and it is Liepaja instead of Libau. 

The recent adoption of an official Latin alphabet by 
Turkey has brought many inquiries from exporters. The 
names of cities, vilayets, and in fact all Turkish names, 
are the same as they always have been as written in Turk 
ish characters, but the government’s officially decreed trans- 





literation of these characters into the Latin alphabet has 
given us a new spelling, which is the officially correct one, 
and the one which should be used in correspondence and 


Constantinople has become Istanbul; 


printed publications 
Adrianople is now Edirne; and Smyrna, Izmir. This new | 
spelling expresses to the Occidental the correct Turkish 
The “Bosphorus” becomes 


pronunciation of these names. 
known by its true Turkish name, “Bogaz ici,” and the capi- 
tal of Turkey is not “Angora” but “Ankara.” 

Familiarity with these Turkish names as now officially 
Latinized will aid the traveler. Delivery of mail addressed 
correctly will be expedited, although letters addressed to 
old place names will reach their destinations, but perhaps 
not so promptly. 





The COLONIAL SUITE 
No. 500 


by 





This is one of three new suites, all charac- 
terized by creative designing, and based upon 
our dealer questionnaires. Wagemaker 
Suites are built to sell; for those who sell 


them. 


WAGEMAKER COMPANY 
Grand Rapids, Michigan 
SC NNR ROR cee am 
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$700.00 In 


YOU CAN WIN ONE! 


Merely write and tell us 


how you are making ESTERBROOK PEN sales 


help you build up your business 





THE PRIZES 


Ist Prize .. +++ «© « « 8150.00 


2nd Prize ...+ ++ + « 100.00 
3rd Prize (Four) ... each 50.00 
fth Prize (Tem) ... each 25.00 

Total 8700.00 


16 Prizes ALTOGETHER 
of 825.00 or more apiece 











ASTERBROOK is offering $700 in cash prizes to 

4 stationers and stationers’ clerks for simple, 
short letters telling how they used Esterbrook 
Pens to build up their business. The contest 
opens with this announcement and closes Novem- 
ber 15, 1930. 

The object is to write about your own experi- 
ence and success selling Esterbrook Pens. We do 
not want essays; we simply want, in your own 
words, the story of your experience. If you have 
any merchandising ideas that you have never 
tried out, you have two months to experiment 


with them before you write your letter. 


Here are some ideas 
for your letter. 
. 


How to get the pen business of banks away from 
peddlers. ° 


How Esterbrook pens helped me get the supply 


business for our biggest industries. 
a 
Getting and keeping school business. 
° 
How Drawlet pens gave me a start building a prof- 
itable art supply department, 


How I make extra sales and profits by suggesting 
Esterbrook pens when I sell related items. 


How re-orders on Esterbrook products give me a 
chance to sell related items and get extra sales! 


o 
The merchandising slants are numberless 
just write down your own successful experience. 





RULES OF THE CONTEST: 
a 


CONTESTANTS: Any member of the station- 
ery trade, whether proprietor or clerk, may enter 
this contest. No member of the Esterbrook organi- 


zation will be permitted to compete. 


LENGTH of LETTER: Letters must be written 
en one side of paper 8'4 x 11 and may be as 


short or as long as the subject requires. 


SUBJECT: The general topic is, “How I Use 
Esterbrook Pens to Improve My Business.” Any 
phase of good merchandising in which Ester- 
brook Pens have played a part, makes a good 


subject to discuss specifically. 


CLOSING DATE: All entries must be received 
by the Contest Manager, Esterbrook Pen Co., 38 
Cooper St., Camden, N. J., not later than Novem- 


ber 15, 1930. 


SUDGING: Contestants may write more than 
one letter if they choose, but only one prize will 
be given an individual. Judges will be selected 
from the trade papers in the stationery field. 


ANNOUNCEMENTS of AWARBS: Checks 
will be mailed to winners of the contest in time 
for Christmas. Winners will be announced in 


January trade papers. 
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Cash Prizes! 
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Getting the most out of the 


ESTERBROOK CONTEST 


and the Esterbrook Line 


Esterbrook is conducting this prize 
contest among stationers in order to 
call vividly to everyone's attention 
the enormous merchandising possi- 
bilities in selling Esterbrook Pens 
and other Esterbrook products. 
Steel pens are often considered 
too small an item to be given serious 
consideration. Esterbrook Pens, 
however, offer you definite advan- 
tages entirely apart from the small 
profit realized on the individual sale. 


The quality is so superior and the 


public is so thoroughly aware of it 


ESTERBROOK 


























that by selling Esterbrook Pens or 
any other Esterbrook products you 
immediately increase the customer's 
confidence in your own products 
and service. Thus you are able to 
open new accounts and steadily sell 
more goods to old customers. 

By telling us in this contest just 
what use you make of these basic 
facts, you will not only stand a good 
chance of winning a valuable cash 
prize, but will also contribute to 
raising the merchandising standards 


of the stationers’ trade. The most 


PEN CO., 








practical plans for improving busi- 
ness with Esterbrook products will 
be published and you will have a 
chance to adapt for your own use 
many ingenious ideas developed by 


others. 
New Products I mportant 


Below we show examples of the 
members of the constantly growing 
Esterbrook family of stationery 
products. You can undoubtedly in- 
crease business and increase profits 
by stocking and pushing all these 
items. Each one has been introduced 
to fill a definite need and has a ready 
sale. We should be glad to send you 
details about any one of them and 
also give you some notion of the ad- 
ditional customers you can bring 
into your store by carrying these 


products. 


CAMDEN, N. J. 
































Polar Practical Office Items 





No. 705 WALNUT $4100 


ARE YOU 
READY 


FOR INCREASED BUSINESS? 


Many dealers have been reducing inven- 
tories this summer, forgetting for the mo- 
ment the natural increased activity in the 
fall months 


It's high time to replenish depleted 
stocks—to see that you are well supplied 
with those every day articles like chair 
pads, desk pads, work distributors, station- 
ery racks—specialties that are always used. 


Polar is a leading manufacturer of these 
handy specialties—salable articles that show 
a nice profit every month. If you've al- 
lowed your stock to run low on the more 
popular items, better reorder now. If you 
haven't a late catalog write us today. 


POLAR MANUFACTURING CO. 


PHILADELPHIA, PENN. i 














— 





No. 2438 BM. MOORISH DESK PAD $20.00 


If it’s a Polar Product, Quality is assured 
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Turkey is now learning the new alphabet, and one may 
see it everywhere in newspapers and on signboards. At 
a recent exhibit of agricultural implements in Istanbul, all 
placards and labels carried the same Turkish names by 
which the tools and machinery always have been known, 
but expressed in the familiar Latin letters instead of Turk 
ish characters. 

Latinization Planned Elsewhere 

Among other countries not now using the Latin alphabet 
but considering the official transliteration into Latin char- 
acters are the Union of Soviet Socialist Republics, Yugo- 
slavia and Japan. In Japan today the “Stop and Go” signs 
are in English with the Japanese characters beneath. Many 
signs on the streets and in the restaurants appear written 
in the same way. The Latin alphabet has become so gen- 
eral a medium of communication that other countries, as 
well as Turkey, have felt the handicap because of depend- 
ence on their own characters instead of Latin letters. 

A search in the newest Italian atlases reveals no “Flor- 
ence,” “Leghorn,” or “Naples.” This is a bit bewildering, 
because places in the United States and elsewhere have 
been named for one or the other of these famous Italian 
cities. Probably many travelers have ridden through 
without realizing that they were 


’ 


“Livorno” and “Firenze’ 
passing through the “Leghorn” and “Florence” of their 
school days. Another name frequently used is “Naples” 
instead of “Napoli.” 

Trend of Map Makers 

Within the last few years many American map and 
atlas publishers have given preference to local official 
names of foreign countries. Before this policy was adopted 
users of atlases complained of their inability to find foreign 
places which they knew must be large and important, and 
which appeared on their foreign letterheads. In most cases 
these places proved to be the local names of the larger 
cities. 

Another important consideration, often overlooked by 
Americans, is the use of accents and diacritical marks on 
foreign names. Because purely English words do not re- 
quire them, their necessity and significance on these foreign 
names is not always appreciated, though they are being 
used more and more in various governmental and commer- 
cial publications. 

Abo and Abo may seem to be the same name, or it 
would appear that Bogota and Bogota, Koln or K6ln are 
equally correct. These curious umlauts, accents, cedillas 
and tildes seem like so many unnecessary scrolls and carv- 
ings. But, look in a Swedish gazateer and no “Abo” can 
be found under the “A’s.” This seems strange, for it is a 
well known town. Further search reveals the words be- 
ginning with “A” at the end of the book in a group by 
themselves. “A” and “A” are not the same letters in 
Swedish. In Spanish, without the accent over the final “a” 
of Bogota, the stress would fall on next to the last syllable. 
“Koln” would not be pronounced like “K6ln,” and “o” is 
listed separately from “6” in a German index. All of these 
marks are as much a part of the spelling of words as the 
letters themselves. 

Efficiency Requires Accuracy 

Thus it is obvious that the correct spelling of foreign 
geographical names is required by both the best standards 
of literary style and of commercial efficiency. When 
wrongly addressed, letters relating to important business 
matters may be delayed in delivery and large financial 
losses result, or valuable freight or express shipments go 
astray. 

The rules for spelling of foreign geographical names 
adopted by the United States geographic board, as a result 
of study by its committee on foreign names, are now being 
used in government departments, and by publishers, geog- 
raphers, writers, and business interests, all of these groups 
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the Difference 


lies in the Making 
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“Yand FE’ Folders are but one example of ~ 
“THE DIFFERENCE THAT LIES 
IN THE MAKING”. 

Made by craftsmen working to a special formula and on a 
cylinder machine (shown above) the rough rugged fibres 
all run one way. Under long hard usage, “Y and E” folders 
give you the added service to be expected of products 
bearing the “Y and E”’ name. Furthermore, so strong are 
they that the 8 point Folder equals in strength the ordi- 
nary 12 point Folder, a saving of 8 in. in drawer space per 
1000 Folders. 


O THE CASUAL OBSERVER, Yaw- 

manand Erbe Office Equipment 
and Supplies resemble the output 
of other makers of similar products. 
A closer examination, however, 
shows the many reasons that in- 
spired the half-century slogan 
‘“‘Foremost For Fifty Years’. Com- 
prehensive knowledge of consumer 
requirements,extremecareofdesign, 
excellence of materialsand thorough 
workmanship are reasons for the 
easy Salability and excellent wearing 
qualities of all products that bear 
the ““Y and E” name. 

This nation-wide reputation for superi- 
ority stamps the possessor of a “Y and E”’ 
Franchise as an outstanding merchant. Let 
us tell you how “THE DIFFERENCE THAT 
LIES IN THE MAKING”’ can make a very 
real difference in the profit of your business. 


ny 






EY 


Steel and Wood Filing Safes . .. . Office Systems 
Cabinets...Steel Desks and Supplies . . . Bank 
Steel Shelving ...... and Library Equipment 


YAWMAN®? FRBE MFG.(O. 
955 Jay Street :: Rochester, N. Y. 
Export Dept., 568 Broadway, New York, N. Y., U. S.A. 


Cable Address: ““Yawmanerbe,’’ New York 


In Canada:The Office Specialty Mfg. Co., Ltd., Newmarket, Ont. 
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ESULTS LIKE THESE 


POINT THE WAY TO DEFINITE 
eS, OVERHEAD REDUCTION 





A Manufacturer does a 58-hour job in 
41 2 hours with a National Check Writer 


An Installment House is saving $12,000 
a year with National Posting Machines 


A Department Store handles more 
time accounts with two less clerks 


A Wholesaler saves the time of 
four clerks on sales analysis work 





~~, 
’ 


Your business may be entirely dif- 
ferent than any of these four. You 
may be a banker, a broker, a retailer, 
a public utility operator, a public 
official. Whatever your business you 
are interested in reducing overhead. 


National Accounting Machines cut 
costs. Their results are measured 
not in theoretical savings but in 
actual dollars and cents saved in the 
thousands of business firms where 
they are used. A National Account- 
ing Machine man will not give you 
snap judgment or a_ half-formed 





opinion of what our product can save 
for you. He will make his recom- 
mendations only after a thorough 
analysis of your present method and 
your accounting problems. 


In your line of business and in your 
locality National Accounting Ma- 
chines are making real savings every 
day of the year. We shall be glad to 
show what this equipment is doing 
for others and submit... after a 
suitable investigation of your prob- 
lems ... the figure facts on what it 
can do for you in actual savings. 


THE NATIONAL CASH REGISTER COMPANY 


World’s Outstanding Producer of Accounting Machines and Cash Registers 
DAYTON, OHIO 
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committee in devel the 


of major territorial di- 


having co-operated with the ping 


principles established. The names 


visions, such as countries and self-governing dominions, 
will be spelled in accordance with conventional English 
usage. For international rivers, mountains lying in mort 


than one country, etc., the English form is required, though 
the 


parenthetically. Li 


name employed within a given country may be used 


cal names of cities, rivers, mountains, 


provinces, etc., in countries having a Latin alphabet are 
to be spelled according to local official usage. 

The geographic section of the United States Department 
of Commerce, Washington, D. C., has issued a special cir 


(No 


translation 


the rules, explanatory notes, 


data, copies of 


26) 
table and other 
had on request. A list of f 
rectly spelled is being compiled by the committee, and this 


cular containing 


which may be 


reign geographical names cor- 
will probably be available within a few months. The geo 
tion will have copies for distribution 
tte 
Fischer Urges Grade School Graduates to Enter 
High 

The keen interest taken by Gustave Fischer, head of the 
Fischer Company of Hartford, Conn., in the edu- 


£ raphic ser 


C,ustave 


cation of young men and women, has been referred to 
repeatedly. 
On August 9, Mr. Fischer sent to the graduates of the 


Hartford Metropolitan District grammar school, a personal 


letter urging each one to continue on through high school. 


He said that education is the key that opens the door which 


leads to success and a richer, happier life. He pointed out 


that Hartford has wonderful educational institutions where 


one may perfect himself in anything he wishes, including 


academic studies, science, secretarial work, salesmanship, 


technical branches, etc., etc.—everything, in short, which 


one may need by way of education for a successful business 
He urged each student to 
may look back in later years to 


or professional career follow 


through in order that he 
the present with happiness and satisfaction. 
-———_—~<o—_ —- 


New Steel Equipment Catalogue 
Catalogue No. 30 of the Cole Steel Equipment Company, 
33 Crescent street, Long Island City, N. Y., is an attractive 
booklet of 
presenting 


sixteen pages in neat covers with a foreword 


the cardinal principle of the Cole organization, 


which is service and cooperation. The catalogue includes 


illustrations, descriptions and specifications of steel cash 
boxes, bond boxes, desk trays, office trays, office boxes, 
stamp boxes, and a variety of other trays and note cases 


for various uses, including steel card cabinets. 


Directions are given as to how to order, also export 


terms are outlined and other explanatory matter is pre 


sented usefully to dealers at home and abroad. 


tmemnitilieaanibiians 
Mr. Waldron Sees Business Improvement 

H. E. Waldron, vice president and general sales manager 

of the W. A. Sheaffer Pen Company, commented on busi 

Chicago last month. His 

United 

heir sales the second week of August 


ness conditions in his office at 


company has eighty-three salesmen covering the 
States and Canada. 
were twelve per cent greater than the first week; the third 
week promised to better this rate of increase. 

This prompted Mr. Waldron to say that 


provement in the movement of merchandise is at hand; both 


a definite im 


from the dealer to his customers, and from the manufac- 
turer to his retail outlets 
wiipeiinsin 
Toronto Stationers to Erect Building 
Stainton & Evis, Ltd., 232 Bay 
building erected at 
is 50x80 feet. 


street, Toronto, Ontario, 
a six-story 30-34 Adelaide 


The site 


are having 


street, West. 


Cw 


AND MSNALLY 
ORLD ATLAS 





Readers Edition 
with advance 


1930 Census Figures 
New bookshelf size 


NEW WORLD ATLAS! 
November Ist. 


Ready for delivery 


Contains latest advance 1930 census figures for 
the United States latest authentic figures 
for foreign countries. 


160 pages of double-page maps in four colors, 
all up-to-date—272 pages of valuable information 
and maps of the whole world. In the handy new 
size, 7x101%4 inches, that fits any bookshelf. 
Sturdily bound in cloth, gold stamped—attractive 
bright-colored wrapper. 

Liberal discounts—free display cards. A real 
seller for the fall and holidays at $2.50. 

Order now! Don’t wait! 
adequate stock November 1. 


Be sure of an 


From your jobber or direct. 


RAND MSNALLY & GOMPANY 


Map Headquarters 
Dept.T-9 

536 S. Clark St. 
Chicago 


559 Mission St. 
San Francisco 


270 Madison Ave. 
New York 
















Feature the 


Glistening GE 







Each 7 5c 





Perfection in pressed and polished glass 
insures unfailing supply of ink with 


minimum attention... easily cleaned 
no delicate parts or danger of stick- 
ing . . . reasonably priced. 


Note heavy flanged cover and combination 
pen rack and tray. This quality and price 
represents the happy medium for most of- 
fices, banks, libraries, and homes—also for 
school teachers. Thoroughly inspected and 
carefully packed. Prompt deliveries as- 
sured. W hy not check up your stock of this 
grade now . . . and write for trade dis- 


ATLAS 


Stationery Corporation 


Distributors for Cushman & Denison Mfg. Co. 


counts. 


109-111 Leonard Street, New York, N. Y. 


Middle West and Western Distributors: 
Associated Stationers Supply Company, Jefferson 
& Quincy Streets, Chicago 
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Philadelphia Stationer Visits Chicago Friend 

Mr. and Mrs. E. H. Green, Philadelphia, Penna., visited 
in Chicago some weeks ago. Mr. Green is sales manager of 
The William Mann Company, one of the oldest stationery 
organizations in the United States. He is a boyhood 
friend of L. S. James, manager of the Chicago branch of 
the Quality Park Envelope Company. They had a very 
interesting time in the branch office in the Merchandise 
Mart, recalling the old days. Special relish was enjoyed 
in discussing their start together in the old firm of Eben 
Storer, Inc., on Murray Street, New York. This was way 


back in the gay ‘nineties 


_ > _ 
F. E. Brockman Joins Cecil’ s at High Point 
F. E. Brockman, formerly of Charlotte, N. C., has joined 


Cecil’s Drug & Stationery Store at High Point, a on 
bringing a ripened stationery experience to his new con- 
nection. Recently Mr. Brockman completed a course of 
training in the school of The Globe-Wernicke Company at 
Cincinnati, Ohio. 

Che Cecil business is unique in the commercial stationery 
eld, as the stationery department is open from six in the 
morning until midnight, week days and Sunday. Delivery 
service is maintained throughout store hours. 

Cecil's Drug & Stationery Store handles the lines of The 
Globe-Wernicke Company, L. C. Smith & Corona Type- 
writers Inc., the Columbia Ribbon & Carbon & Carbon 
Manufacturing Company, Inc., W. A. Sheaffer Pen Com 
pany and the L. E. Waterman Company. Loose leaf de 
vices are stocked 

_ <_> — 
Simplification Interesting Consumers 

Consumer interest in the simplification program of the 
United States Department of Commerce is the latest phase 
of this important economic advance by American business. 
George A. Cooper, of the division of simplified practice, in 
commenting on advancements made said: “The most re- 
cent phase of simplification has been a decided quickening 
of interest on the part of consumers. 

“Where five years ago nearly all simplified practice 
recommendations were initiated by manufacturers and 
brought to the consumers and distributors for approval or 
modification,” continues Mr. Cooper, “there are simplifica- 
tion programs developed today at the instance of pur- 
chasers.’ 

Specific instances cited to support the assertion that 
consumer demand for simplification is a recent economic 
change are to be found in the completed simplified practice 
recommendations on classification of iron and steel scrap; 
bank checks, notes, drafts and similar instruments; com- 
mercial forms (invoice, inquiry and purchase order); and 
the proposed simplification of department store wrapping 
and packing supplies. 

In concluding this article, the writer states, “If you want 
to keep pace with progress, if you want to apply scientific 
management, if you want to effect a reduction of inven- 
tories, reduce overhead expenses, cut cost of operation, 
render better service, obtain quicker deliveries, benefit by 
ease and convenience of installation, and help your com- 
pany meet competition successfully, then you, as a con- 
sumer, must recognize and interpret the relation of sim- 
plified practice to the commodities used by you or by your 
organization.’ 

Means by which all interests—that is, the manufacturer, 
distributor and consumer—are mutually benefited through 
their participation in national simplified practice programs 
have also been developed in this article 

Mimeographed copies of “Recent Economic Effects of 
Simplified Practice” may be had on request to the division 
of simplified practice, bureau of standards, United States 
Department of Commerce. 
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They are protected 
from wear —and easier 
to page 





OWERFUL screw compression keeps the 

leaves in Flexi-Post Binders perfectly aligned, 
eliminates dog ears, makes paging easier, appear- 
ance neater, and sheets last longer. 
The turn of a key releases the compression and 
opens up two inches of working space. Pages 
easily removed or inserted. No tearing of punch- 
ing. No scratched desks—the posts disappear. 
Unlimited capacity. Lifetime guaranty of every 
time and money saving feature of the mechanism. 
Greater value commands higher prices and bigger 
profits. Consistent advertising to business execu- 
tives is multiplying sales. 


Mail coupon to see if your territory is open 


STATIONERS LOOSE LEAF CO, “uxayxes, 


x1-Pos 


REG.U.S. PAT. OFE 


anteed Binder - a Unit of the FAULTLEss Line 


——e—e oer Cr Oe Ee Te area are nr ee ee er er rare ens eee eee eee oe 


t 
Is my territory open for Flexi-Post franchise? Send booklet and guaranty 


DE ct ce cat bede ewe chewed @KeO wie 6a e oaks well | 
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Pencil Production in 1929 was $19,538,309 

Preliminary figures of the census of manufactures cover 
ing lead pencils produced in 1929 have been released by 
the United States Bureau of the Census. In that year the 
establishments engaged primarily in the manufacture of 
wood cased and mechanical pencils reported a total output 
of $27,692,112. Of this total $19,538,309 was contributed by 
pencils and pencil leads for sale as such, and $8,153,803 
by miscellaneous products. The value of products for 1929 
represents an increase of thirteen per cent as compared 
to $24,499,839 reported for 1927, the last preceding census 
year. 

In addition pencils and pencil leads for sale as such, 
valued at $4,010,944, were made as secondary products in 
1929 by establishments engaged primarily in other lines of 
manutacture. The addition of this production to that repre 
senting the output of establishments classified in the in- 
dustry proper gives a total value of $23,549,253 
Following are the totals for the lead pencil industry: 


Number of establishments—(1929) 36; (1927) 27. Per 


cent of increase [not computed when the base figure is 
less than 100]. 
Wage earners (average for the year)—(1929) 5,666; 


(1927) 5,301. Per cent of increase, 6.9. | These figures do 
not include salaried employees. The average number of 
wage earners is based on the numbers reported for the 
several months of each year. This average somewhat 
exceeds the number which would have been required for 
the work performed if all had been employed continuously 
throughout the year, because of the fact that manufacturers 
report the numbers empioyed on or about the fifteenth 
day of each month as shown by the pay rolls, usually taking 
no account of the possibility that some or all of the wage 
earners may have been on part time or for some other 
reason may not actually have worked the entire week. Thus 
in some cases the number reported for a given month 
exceeds the average for that month.] 

Wages—(1929) $6,280,684; (1927) $5,942,783. Per cent of 
increase, 5.7. 

Cost of materials, containers for products, fuel and pur- 
chased electric current—(1929) $10,656,786; (1927) $9,391,- 
493; per cent of increase, 7.3. 

Value of Products 

Products, total value—(1929) $27,692,112; (1927) $24,- 
499,839; per cent of increase, 13.0. The total value of 
products represents the following: Pencils, including me- 
chanical, and pencil leads—(1929) $19,538,309; (1927) [no 
data for this year]; other products—(1929) $8,153,803; 
(1927) [no data for this year]. 

Value added by manufacture [this represents the value of 
products, less cost of materials, containers for products, 
fuel and electric current]—(1929) $17,035,326; (1927) 
$14,568,346; per cent of increase, 16.9. 

Value per wage earner—(1929) $3,007; (1927) $2,748; 
per cent of increase, 9.4, 

Ratio [percentage] of cost of materials, containers, etc., 
by value of products—(1929) 38.5; (1927) 40.5. 

Total production of pencils and pencil leads including 
mechanical, in 1929 [no corresponding statistics are avail- 
able for 1927] $23,549,253. 

Made in the pencil industry, $19,538,309; made as second- 
ary products in other industries, $4,010,944. 

Pencils, total value, $21,744,849. Segregated by types 
into: Wood pencils, 5,852,640 gross, valued at $13,602,249. 
Mechanical pencils, total, 160,444 gross, valued at $8,172,600. 
Production of mechanical pencils, segregated as to barrel 
material and finish: Gold, 2,684 gross, valued at $311,362. 


Silver, 1,002 gross, valued at $102,845. Plated, 43,280 gross, 


valued at $1,122,030. Pyroxylin, 53,285 gross, valued at 
$3,809,535. Other materials, 60,193 gross, valued at 


$2,745,828. 
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THE NEW STANDARD 
Rotary Duplicator 





Radically Different 
Gelatin Duplicator 


Provides a speedier, more efficient and more 


convenient method of making copies—with- 
out any stencil-cutting, typesetting or carbon 


manifolding. 


EXCLUSIVE Standard FEATURES 


200 copies from one original. 

50 to 60 copies a minute. 

Reduces sponging or washing of Film 
to a minimum, 

Delivers copies flat—not curled. 

Uses Bond Paper—coated paper not 
required, 

Produces better copies and more 
copies. 

Assures perfect registration. 

Simple automatic operation. 


OPPORTUNITY 
FOR REPRESENTATIVES 


District Agents—The addition of the new Rotary 
Duplicator, together with Standard’s progressive 
policy of steadily broadening its line, has created 
several attractive positions for District Agents in 
various parts of the country. 

Salesmen—There are also openings for capable 
salesmen in established Standard agencies afford- 
ing permanent connections in a rapidly growing 
organization, with opportunities for advancement. 


Dealers—Standard Machines are so simply and 
durably constructed, so easy to operate, and re- 
quire so little service that dealers find them very 
profitable to handle. Permanent revenue from 
supply business. 


Write for Complete information. 


Handard 


MAILING MACHINES COMPANY 


Revere Boulevard Everett, Massachusetts 


Envelopes Sealers Stamp Affixers 
Copy Holders Postal Permit Machines 
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Parker's Revolutionary 
CUTS INVESTMENT 33% 




















“MATCHED UNIT” MERCHANDISING 
Parker's Revolutionary New Idea 
Every Pen Matched by a Pencil 


i 
“2 Every Pocket Pen or Pencil Convertible instantly 
to Desk Pen or Desk Pencil 





*e Every Pen and Pencil readily fitted to any Desk 
Base 


A Every Pocket Pen purchaser automatically buys 
Half a Desk Set 


™ Every One of the 26,000,000 People who already 
carry Parker Convertible Pens is a prospect for a 
Desk Base which will give him a complete Desk Set 





Matched Unit Merchandising made possible only by Parker’s 
willingness to go to Enormous Expense 


i Giving a Pocket Cap with Clip Free with every Desk Pen 
2 Giving a Tapered Tip Free with every Base 


s— Expending Large Sums for New 

Methods and Machinery to per- 
fect streamlined design, mak- 
ing parts interchangeable with- 
out an additional charge. 





THE PARKER PEN COMPANY, Janesville, Wis. Offices and 
subsidiaries: New York, Chicago, Atlanta, Buffalo, San Francisco, 
Dallas; Toronto, Canada; London, England; Berlin, Germany. 


arker Duofold 
GUARANTEED FOR LIFE 


“MATCHED UNIT MERCHANDISING? Gets All the 


























SEPTEMBER, 1930 163 











New Selling Idea... 


INCREASES SALES 40% 


i 
MEE TTT 











How Matched Unit Merchandising Multiplies Profits 


Dealers who carry several lines of pens require, in order to 
meet all calls for colors, sizes and points, a tripled pen stock 
investment which reduces their proportionate profit. 

With Parker Duofold their investment is less than half, and 
assortment twice as Jarge, due to Parker Pens’ convertibility! 


10 Parker Desk Bases 10 Competitive Desk Sets 
(tapers included free) (tapers extra) 
PLUS your Regular Stock of Convertible Including Special Desk Pens required, gives you 
Parkers, gives you 480 Desk Set Combinations only 12 Pens for Desk Sets to fill all calls, for 
to fill each and every call. color, size and nib. 
1 KO Jr. $ 5.00 $ 13.50 
1 KG Jr. 7.50 16.00 
1 KM Jr. 5.00 13.50 
1K Jr. 5.00 13.50 
1 GO Lady 4.00 11.50 
1A Sr. 6.50 16.50 
1 AO Sr. 7.50 17.50 
1 KKM V-P 7.50 16.50 
1 AA Lady 9.00 20.00 
1 BB Jr. 10.00 22.50 
List Price $67.50 List Price $161.00 
Less Usual Discount Less Usual Discount 
Your regular Parker Pen Stock Fits all Bases Only 12 Desk Pens—not enough to Fill All 
Fills all Calls for Color, Nib and Size. your calls for Nibs, Size and Colors. 
EVERY CALL SOLD! MANY SALES LOST! 


Why break your back with duplicate investment when with Parker’s heavy 
demand and proved preference, you can get ALL the Pen, Pencil and Desk 


Set business with ONE line? 
Cut out this duplicate investment Cut out Investment in Special You need only small invest- 


in various makes of Desk Sets stock of Desk Set Pens ment in Parker Bases and Con- 
vertible Pocket Pens and Pencils 
4 — 
ay 








Pen, Pencil and Desk Set Business With One Line 





























Terrell 


for storage of of- 
fice supplies, sta- 
tionery, 
Especially 
able for 
transferred rec- 
ords or surplus 


ete. 
adapt 


stock. 


Cabinets 


samples, 














Terrell Cupboards 
may combine ward- 
robe facilities with 
storage space. Ideal 
for the small or 
private office. 
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Terrell wardrobes 
are dust-proof, 
fire-resisting, at- 
tractive, easily 
moved, economi- 
cal. For use any- 
where. 

















In the Home, 
Apartment or 
Hotel, Terrells 
afford storage for 
canned fruit and 
wroceries, linen 
and bedding. 
cleaning supplies 
and equipment. 


























In the School or 
Library, Terrell 
Cabinets provide 
adequate shelf 
room for books 
and supplies of all 


kinds. 














In the Garage, 
Terrell Cabinets 
protect the con- 
tents. Tools, spare 
parts, tires, ete., 
are safely and 
conveniently 
stored, 
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CTER RELD 
CABINETS 


Serve Everywhere 


Terrell Cabinets are adaptable to 
so many different storage re- 
quirements that their popular- 


ity is easily understood. 


In construction and economy 
there is no better storage equip- 
ment than is found in the Ter- 


rell line. 


It will pay you to look into this 
Terrell Cabinet proposition; it is 
a profit maker for dealers every- 


where. Write us today. 


TERRELL’S EQUIPMENT COMPANY 


Grand Rapids Michigan 
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$1,744,404 
Other 


as 


such, total value, 
$1,033,896 


Pencil leads for sale 


Refills for leads, 


$740,508. 


mechanical pencils, 


be 


census figures, because no data ts collected 


lt will be observed that manufacturers’ profits cannot 


the 


certam expense tems 


calculated from 


for such as interest on investment, rent 


depreciation, taxes, insurance and advertising 


esas 
Western Supply Company Enlarges Staff 

The former Lovejoy Stationery Company in the Dexter- | 

Wash., the 

Company, specializing in office supplies 

the irom 


llorton building, Seattle, has been renamed 


Western 
and equipment, since the 
rank 


enlarged 


Supply 
business 
The 


salesmen 


purchase of 
Henry Salo. new 


of 


the widow of Lovejoy by 


organization has its force outside 
recently and their energetic efforts in developing for each 
a coterie of personal customers in the several office build 
ings has resulted in pulling in, it is said, more than ninety 
of total of this Third 


Salo himself joins the outside crew in making 


live percent the business avenue 


Mr 


calls and contacts 


house. 


as well as spending a part of his time 


inside the store. 
Among the Harold 
Chandler, who was formerly with a stationery company that 
located in the Seattle; Axel 
and L. Charles the latter 


are making their initial appearance in the realm of business 


recent additions to the staff are 


building, 
Both 


has recently Crary 


Johannson, Livingstone. 


salesmen and are 


as said to be making good in this most 


important phase of distribution and business. 


\xel Johannson has been physical director and gymna- 


sium leader at one of the local physical culture institutions, 


but has taken up salesmanship as having a larger future. 


His tine health gives him a firm foundation for undertaking 


a work which involves contacts with persons of distinction 


and achievement in the business world 


Mr. the 


boats, plying to and from the Pacific Coast. 


world on oriental 


Although this 


Livingston has seen much of 


is his first entry into the field of salesmanship, he has done 


so well and has shown such a competent understanding 
of selling that he has recently been made sales manager 
of the company.—C. M. L 

—p —- 


Midtown Joins Other Stationery Groups 
Che Midtown Retail Stationers Association has joined the 
downtown group, the Broadway Central group, the Mid 
town group and the Grand Central group, and the Bronx 
New 


\ssociation of 


York City, forming the Retail Stationers | 
New York at 870 Broadway. 
(he membership embraces over two hundred. All of the 
otheers of the Midtown group have been retained in their 


section in 


with offices 





respective positions in the new group, and in spite of the 
depressed business conditions, operations have been suc- 


cessfully maintained throughout New York City. A general 


meeting will be held the early part of September, which 


will discuss a constructive program conceived by the execu 
tives during the summer months to be put into operation i 


fall. 


the 
> 


New Typewriter Organization at Springfield, O. 
J. W. 
Smith and Corona typewriters and Corona adding machines 
the Ohio, His 
known as the Goodrich Typewriter Company and is located 


Goodrich has taken the dealership of the L. C. 


in Springfield, territory. organization is 


the Tecumseh building. | 
Mr. former He | 
represented Springfield and Toledo, Ohio, 
and is not only an experienced salesman, but also an expert 


in 


Goodrich is a Remington-Rand man. 


Remington in 


typewriter mechanic. 
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NO 
TOCK 
EEDED 


TO SELL 
ST. JOHNS 
OFFICE TABLES 


A trifling investment will put on your floor 
a pyramid display of St. Johns Office Tables. 
This pyramid display enables you to show five 
tables of varying size in the space ordinarily 
occupied by one table. 


Whenever you sell a table you notify us and we 
immediately make delivery to your customer 
from our warehouse. Thus, without carrying 
any stock or tying up any capital to speak of, 
you can do a very profitable business on St. 
Johns Office Tables. One dealer is averaging $975 
a year net profit taking orders in this way. 


America’s Best Values 


St. Johns Office Tables sell easily because they 
are the country’s outstanding values. You can 
price them unbelievably low and still make a 
generous profit. These tables are sturdily built 
for lifetime service and are available in any de- 
sired finish. Each has a single dovetailed 
drawer with a three-ply bottom. 


Write us at once for further particulars regarding 
the St. Johns plan of selling office tables from 
samples. There is a lot of office table business in 
your community that belongs to you, and here 
is an inexpensive way to get it. 


ST. JOHNS TABLE CO. . . CADILLAC, MICH. 


ST. JOHNS 


OFFICE 


TABLES 
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There Must Be a 


REASONe 


~ 


\ WHY -? 


are valuable business pa- 
pers safer when bound by 


the Acco Fastener? 


WHY—? 


and file 
clerks insist upon Acco- 
bound files when abso- 
lute filing protection is 
needed? 


BECAUSE 
Bound Papers 
Are SafePapers 





do executives 






































And stronger, tighter Acco compression 
is the reason! 


a broader, tougher base is made especially to 
withstand the greater compression exerted by Acco’s 
Patented Lock Compressor. Filed papers are held tightly 
and compactly against this broader base without tearing 

and without bending or buckling the base itself. Acco- 
bound papers, once filed, cannot drop out or slip from 
the Fastener, yet are removed and inserted easily and 
quickly merely by slipping off the lock compressor strip. 


Acco-bound files, when inactive, can be put away as easily 


as a bound book. Each paper is in the very same, logical 
place, as originally filed. 


Acco’s obvious advantages-—maximum filing protection at 
a minimum of time and effort also mean snappier sales, 
swifter profits, more gratifying turnover for you. Are you 
sharing these easier Acco profits? You should be! 


Send for the latest Acco catalog and price list now. It 
tells how. 


ACCO PRODUCTS, INC. 


AMERICAN CLIP COMPANY 
39th Ave. and 24th St. Long Island City, N. Y. 


CANADA: EUROPE ARGENTINA: 

Acco Canadian Co., Ltd., Acco Company, Ltd., Fred Berg & Co. 
454 King Street W. 18 Whitefriars St., 448 Sarmiento, 
Toronte London, E. C. 4 Buenos Aires 

















SALMAGUND I! 


The Field in Retrospect 





Paragraphic Bits About the Office Equip- 
ment and Supplies Activities of the United 
States in Years Past 


an Stationer, September, 188 Absorbed by Office 
‘ . 3 


The Ameri 
Fifty Years Ago 

Eberhard Faber had introduced an everpointed pencil of 
the clutch type 

illness of Mr. Richmond, Richmond, 


ompany dispensed with their customary exhibit 
rhe item referred to Mr 


Because of the 


Bac kus & ( 
Richmond’s use 


at the state fair. 

f his “spring-bicycle.” 

H. S. Crocker & Company had opened a new store at 
215-19 Bush street, San Francisco, Calif. 


Berlin & Jones were exporting envelope manufacturing 


nachines to Europe. 


1905 Absorbed by Office Appliances] 


Twenty-five Years Ago 


E. H. Markison had resigned as secretary of the Asso- 
iated Office Appliance Manufacturers of America. His 
duties were assumed by E. C. Thurneau, of Office Appli- 


CCS {From Office Appliances, September, 1915] 


Fifteen Years Ago 


Che frontispiece showed C. R. Keeran, inventor of the 
thin lead mechanical pencil. 
The Eaton, Crane & Pike Company had opened a hand- 
yme display room at 770 Mission street, San Francisco. 
George F. Ebner, who had traveled Pennsylvania for the 
lower Manufacturing & Novelty Company, resigned, and 
Harrisburg, Penna. Which 


business. 


pened a stationery store at 


Genesis of a mighty fine stationery 
Maloney & Company, Chicago, had opened an 


Stevens, 
iffice furniture department in the basement of the LaSalle 


was the 


treet store 


> 


How Well Do You Know Your A, B, C? 

Bates Brevities (Bates Manufacturing Company)]. With 
room for 720 names on the Bates telephone index it was 
that some letters should be allotted space 
than others. How much to each was the question. Every- 
ye knows that “E” used letter in 
English alphabet, but our investigation showed that 
“S” wins this 
Smith 


obvious more 


is the most frequently 
the 
this does not hold true for proper names. 


a walk, due perhaps to the very large 


honor in 
while “B’’—and the 
factor—is a close second. The list here gives the proportions 
our study shows to be correct, with room for four Z’s and 


that’s a 


family, Browns may be an important 


you can include “Zzyzz’’—honest, real name!— 


if you have to. 


Bates telephone index for 
N, 38: V and 
¥, iz; UU, 
> 


8: D and K, 


Space (lines) allowed on the 
names: S, 64; B, 54; M, 48; C and L, 42 each; 
26 each; T, 24; E, O and P, 22 each; J, 20; 
W., 36 each: A, F and H, 32 each; G, 30; R, 
I, Q and X, 6 each; Z, 4. 

oh - 
The Arch of Graphite 
a naval or military officer is married his fellows 
heads of 


When 
the service erect an 
the bride and groom as they leave the altar, their drawn 
swords forming the arch. Press dispatches from England 
Richmond, 
field 


“arch of steel” over the 


report the wedding of a newspaper man at 


England, where his associates in the journalistic 


formed an archway of BB lead pencils, suggesting a bland 


career for the newlyweds. 
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The Automatic 
Vandex Unit 


THE AUTOMATIC FILE & INDEX CO. 


Reference is 
instantaneous 


AAAWARS 88) 


pppoe) 


Hingedroller bearing 
loops (patent applied 
for) on the bottom of 
each spacer quide 
enable the guide and 
panels to tilt forward 
and backward with 
freedom and ease. 
See wide V opening 


A battery handling over 
56000 cards. Any num- 
ber of units may be 
grouped to meet re- 
quirements 


General Sales Offices 


900 Butler Bidg., 427 W. Randolph St., Chicago, Ill. 


Factory: Green Bay, Wisconsin 


OA-9 Gray 





PATENTED AND PATENTS APPLIED FOR 


a sensation 
in the visible 
equipment field! 


UTOMATIC VANDEX, the only basic improvement in visible 
card records in the last 20 years, combines all the advan- 
tages of all existing card records with the greatest flexibility 
and compactness. And best of all it can be purchased at 
extremely low cost. 


Think of it! As many as 76000 cards, completely visible to the 
eye of the operator, can be grouped within reach of her hand 
without moving her chair — without pulling out a drawer — 
without searching through bulky equipment. Reference is in- 
stantaneous! Never has such capacity been offered before! 


The Automatic expanding feature provides 9 inches of working 
space. Each panel riding on a ball bearing mounting can be 
moved with minimum effort or removed entirely on the instant. 
It saves time! Conserves space! Reduces clerical labor! And 
is adaptable to all classes of records. 


Write at once for our illustrated folder describing this new 
sensation. 
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Black and white reproduction of Fortune's August Cover 


£8 Be ee 


More than 2000 dealers in the United States and Canada recognize 
the reputation and public acceptance of the Royal trade-mark. By 
displaying and specializing on the Easy-Writing Royal for the Office, 
and the Royal Portable Typewriter for the Home, they have profitably 
identified their places of business with quality products of international 


standing. Each is a masterpiece of mechanical design 





and construction, unsurpassed in ease of operation, 
UYAL performance and durability. Everywhere these finest 
of writing machines are building sales and customer 


TYPEWRITERS good-will . . . Royal Protects—Its Dealers Prosper. 























ROYAL TYPEWRITER COMPANY, INC., NEW YORK CITY 
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Rubber-tipped Pencil a Mentor 

“Along the Highway With W. G. Sibley” is a popular 
column of miscellany appearing in the Chicago Journal of 
Commerce. An article on “Have a ‘Happy Thought’” dis- 
cussed the progress which inventors have facilitated in bet- 
tering the lives of Americans, and in saving time. The 
adding machine, typewriter, fountain pen and other inven- 
tions were cited. The closing paragraph may inspire 
someone to devise a time saver for some commonplace of 
general use: 

“So simple a thing as fastening a bit of rubber on one 
end of a lead pencil saved reaching for a separate rubber 
that used to get lost on the desk. It saved time, and is 
now universally used to somebody’s great profit. Study 
your business, young man, with a view to saving time. 
You are likely to stumble on an idea worth money.” 

And even the eraser has had its improvement, from the 
simple cylinder of rubber cemented into the wood case. 
Now the clamp eraser permits the user to change the 
erasing surface as required, getting maximum use from 
the rubber abrasive. 

This brings up an experience of a large manufacturing 
industry. The pencils discarded in the office were re- 
turned to the stationery clerk, who issued them to the 
machine shop employees for further use. This was a bit 
of economy that cut down the issues of cheaper pencils 
for the shop men, and avoided the loss when a clerk waste- 
basketed a pencil after it had been worn down to three or 
four inch length. The stationery clerk kept a record for 
a year to determine how many pencil users made enough 
mistakes to wear the eraser down to the ferrule. Five 
pencils in a hundred showed the erasers worn down to the 
“quick.” The remainder had plenty of rubber left for the 
shop men to make erasures on their time tickets. 

inctumiaiiiaads 
House Organ Philosophy 

Youth envies the mature man with his fortune; the ma- 
ture man envies youth with its opportunity—The Coach 
(published co-operatively by the Boorum & Pease Com- 
pany, Eberhard Faber Pencil Company, C. Howard Hunt 
Pen Company and Sanford Manufacturing Company). 

+ * . 

There are men so lacking in initiative that they do not 
even start for a vacant barber chair until some one gives 
them the nod.—The “Y and E” Idea (Yawman and Erbe 
Manufacturing Company). 

* * * 

Opportunity is often avoided by the “Hard Luck” breth- 
ren because it often wears overalls and looks like hard 
work.—Smith-Corona Sales News (L. C. Smith & Corona 
['ypewriters Inc.). 

x * * 

What do you do when you have a dollar over on pay day 
and can’t remember which installment you have forgotten 
to pay?—Typing Tips (The Miller-Bryant-Pierce Com- 
pany). 

* * * 

This is not a more wicked age than that of our fore- 
fathers. It just doesn’t pull down the shades—that’s the 
only difference.—Office Vogue (Lynn B. Emery, Inc.). 

* * * 

Prying orders out of people with a liquid jimmie is an- 
other business practice that is out of favor—The Office 
Cat (The Richmond & Backus Company). 

* * & 

Conscience is a darn’ nuisance, especially if it is your 
neighbor’s trying to guide you.—Bramwords (The Bram- 
wood Press). 

* * * 

Umbrellas are like alibis, they come out when things are 

unsettled.—The Skyscraper (The Shaw-Walker Company) 
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Offer Your Customers 
Unlimited 









Variety 


Should! 


And our Saturday Eve- 
ning Post Advertisement 
of September 6th tells why 
Sikes Chairs give interest 
and individuality to any 
office. Sikes Chairs produce 
good-will and promote profits 
for any dealer. 


THE SIKES COMPANY 
Philadelphia 
Chairmakers for 70 Years 


A complete line of matched office suites and com- 
mercial desks is manufactured by the Sikes-Cutler 
Desk Corporation at Buffalo, New York. 
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You Can Increase 


Your Cash Sales If 
You Will Display 


The Better Made Line 























QUALITY PARK ENV. CO. 





EXPANDING WALLETS; 
V. F. POCKETS, ETC. 


HAVE THOSE FEATURES IN UP-TO- 
DATE CONSTRUCTION WHICH AP. 
PEAL TO THE CONSUMER 





734,642 


PATENT NO. 1 


SALES HELPS 


1—All Flaps are reinforced across en- 
tire fold, which prevents tearing and 
cracking. 

2—Durable tan cloth gussets eliminates 
bursting open at the lower corners. 

3—The neat package containing ten 
wallets to a dust-proof shelf carton 
is just the thing for store sales. 


SEND US YOUR ORDERS 
FOR FALL STOCK 


QUALITY PARK ENVELOPE CO. 


FACTORIES AT ST. PAUL, MINN. 


REGIONAL WAREHOUSE 
11-116 Merchandise Mart, CHICAGO 


EASTERN WHOLESALE DISTRIBUTORS 
A. H. DENNY, Inc., 356 Broadway, NEW YORK 
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Woodstock Expansion in Both Hemispheres 

rhe Typewriter Bureau, Birmingham, England, is among 
a number of new distributors appointed abroad by the 
Woodstock Typewriter Company. Mr. Stuttard, the pro- 
prietor, has been established in the city many years, and 
has excellent sales and mechanical organizations 

Mr. Jaime Sala, dealer at Barcelona, Spain, has arranged 
for a provincial traveling manager, who will develop the 
territory outside Barcelona. The first important tour in- 
cluded over two hundred towns and cities in Spain. 

An office has been opened in Budapest by Chocola & 
Company, Prague, in charge of one of Mr. Chocola’s sons. 


Ludwig Kahn, Belgrade, has made arrangements for the 


sale of Woodstock typewriters throughout Yugoslavia. 
Sefior Casanova C., Tegucigalpa, 4, Honduras, is intro 
ducing the Woodstock machine in that country. He had 


conducted a typewriting school in his city a number of 
years. 

Arthur O. Wallace, Sucrs, has been appointed exclusive 
representative in Nicaragua. 

Sales in Costa Rica have been entrusted to Sefior Fre- 
drico Solorzano, of San Jose. 


Messrs. Vene- 


Reyna, Arismundi and Nufiez, Caracas, 
zuela, have been assigned sales representatives in that coun- 
try, with the exception of the Maracaibo district. This 
organization is one of the important distributors of office 
appliance lines in the country, and was established many 
years ago. Sefior Carlos Brize & Company has been ap- 
pointed exclusive Woodstock dealer for the Maracaibo dis- 
trict. 

In the Dutch West Indies Messrs. Abady and Cardoze, 
Curacao, have been appointed exclusive representatives. 
a 


Corporate Profits Summarized 
The monthly bulletin of the National City Bank of New 
York, N. Y., presented a summary of industrial corporation 
in which the statements of six office equipment 
manufacturers were included. The tabulation compares the 
1929 with those of 1930, showing the 


pronts, 


first six months of 
percentage return on capital and surplus 
Net profits—(1929) $12,012,000; (1930) 
crease of 27.8 per cent in 1930. 
Capital and surplus—(January 1, 1929) $116,008,000; (Jan- 
1930) $125,681,000; increase of 8.3 per cent in 1930 


$8,669,000; de- 


uary 1, 
over 1929. 
Per cent return—(1929) 10.3; (1930) 6.9. 
Ee 
What About “Zizzy-ze-zum”’? 

[Typing Tips (The Miller-Bryant-Pierce Company)] An 
unbleached gentleman, who had become the proud possessor 
of a typewriter the day before, brought it back the very 
next day. 

“Say, boss,” he inquired, “kin Ah change this printeh fo’ 
another one?” 

“Why, certainly,” 
ter with this machine—doesn’t it work?” 

“No, suh,” was the reply, “Ah started to write to mah gal, 
Emmeline, las’ night, but dis machine on’y had one M.” 

a 
Who Makes the “Hollow” Walls 


\ news item from Vienna states that the smuggling of 


said the dealer. “But what's the mat- 


rifles, pistols and ammunition into Palestine by secreting 


them in the hollow walls of fire-proof safes shipped from 


Vienna to Jerusalem has been revealed to the Vienna police 


hy British customs authorities in Palestine 


-_ —- ~G- — —- 
Speediest Touch System 
Chicago Daily News] First father—My son at college 
supports himself by typewriting letters in his spare time. 
Second father—Huh! Mine sends telegrams. 
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THE GENERAL FIREPROOFING CO. 
YOUNGSTOWN, OHIO 


THE GENERA L FIREPR OOFING COMPANY OF CANADA, LTD. 
TORONTO, ONTARIO 

















STRENGTH 
LIGHTNESS 
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ALUMINUM CHAIRS 


by General Fireproofing 
With the addition of Aluminum Chairs to a 
line of metal office equipment, for years 
complete in every other detail, The General 
Fireproofing Company, through its dealer 
organization, enjoys the exclusive ability to 
equip the office in its entirety with the 
products of one manufacturer. Thus there is 
assured to the buyer for the first time those 


advantages which are the product of a 


single standard of excellence . . a pleasing 


harmony of design and finish throughout 


the entire office furnishings. 


>. 
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A BROADER SERVICE 
by Every GF Dealer 


Business men appreciate the advantages of 
a well and harmoniously equipped office .. 
advantages that are reflected in work well 
done, lower upkeep and favorable customer 
impression. 


Now, with GF chairs added to his line, the 
GF dealer is prepared better than ever to 
give this complete service. 


Ample stocks now ready. The line is being 
announced nationally and the GF dealer 
who places sample chairs prominently in 
his displays and features them in his local 
advertising will profit greatly from a virgin 


market. 


DESKS - CHAIRS 


SHELVING 


COMFORT 
DURABILITY 



















No. 2421 


SAFES - FIERS 
FILING SUPPLIES 








ATTRACTIVE 
FINISHES... 








ADVANTAGES OF 
GF ALUMINUM CHAIRS 


Greater comfort for the worker through 
scientifically correct design. 

Lightness ... half the weight of wooden 
chairs. 





Strength ... practically indestructible in 
ordinary office use. 

Appearance ...in harmony with modern 
steel office equipment. Durable baked-on 
enamel finishes. 

Durability ...no edges to splinter, no 
cracking or warping, no peeling of veneers, 
no glued joints to pull apart, extremely low 


. — eee eet 


maintenance cost. 
| >. 
No. 2612 


THE GENERAL FIREPROOFING COMPANY . . YOUNGSTOWN, OHIO 
THE GENERAL FIREPROOFING COMPANY OF CANADA, LTD. , TORONTO 
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Pass your business 
in review every day 


even necessary to add a single 


VERY department of your busi- 
ness on your desk every morn- 


ing... marching past you while 
you review them one by one. 


Physically impossible? Yes. Why, 
it would even be impossible for 
you to make a daily inspection 
tour of every department. And 
monthly reports can soon go stale. 


Fresh Business News 
The answer is daily reports... fig- 
ures that bring you an exact pic- 
ture of each department for your 
unhurried scrutiny. 
With Elliott-Fisher you get 
these figures at nine o'clock every 


Elliott-Fisher 


Flat Surface Accounting-Writing Machines 


Product of Underwood Elliott Fisher Company 


Distributed by 


GENERAL OFFICE EQUIPMENT CORPORATION 


342 Madison Avenue, New York City 
“Underwood, Elliott-Fisher, Sundstrand, Speed the World's Business” 


morning. You get them hours 
fresh, not weeks old. You get them 
summarized in a clear, simple form. 
Sales, shipments, inventories, bank 
balance, etc. One calls for instant 
action. Another needs careful 
watching. All these figures are vital 
to the sound and orderly conduct 


of your business. 


No Payroll Additions 
Elliott-Fisher Accounting-Writing 
Equipment will not interfere with 
your present routine. And it is not 

The Elliott-Fisher 
flat surface ac- 


counting - writing 
machine . 


_ 
“SI 
wn 


name to your payroll. In fact, in 
many cases fewer people do more 
work with Elliott-Fisher. 
Hundreds of firms use Elliott- 
Fisher today. May we show you 
what it does for them? Write for 
full information or ask to have 
our representative call to see you. 








General Office Equipment Corporation 
342 Madison Avenue, New York City 


Gentlemen: Kindly tell me how Elliott-Fisher can give me closer 
control of my business. 


Name____ 


Address __ 
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Whatever the Indexing Need — 
there’s an F. E. B. Card or Guide 


that meets it 





rOP-O-GRAPH GUIDES 


A guide for longer service. Uses re- 
movable labels. Visibility is abso- 
lute. 


ROLL-TOP GUIDES 


The strongest guide made. Recom- 
mended for any use where other 
guides have broken down in service. 





BI-FOCAL GUIDES 


Instantaneous visibility at every 
level. Especially good for crowded 
files. 


STOCK SUBDIVISIONS 


The F. E. B. system of subdivisions 
is accurately fitted to general use. 
Expansion is always uniform. 





CELLULOID REINFORCED 
GUIDES 


These are advisable for use in per- 
manent indexes. Projections do not 
become soiled or broken. 


One of the several outstanding superiorities which 
distinguish the F. E. B. Line: Completeness. There 
is an F. E. B. Card for every filing requirement. And 
this Completeness is constantly maintained. As 


new record needs arise, they are met—by F. E. B. 
That is why the line is a money-maker. There are 
always cards by F. E. B. for F. E. B. (For Every 


Business ). 


F. FE. B. card index guides maintain the uniform high standards 
of F. E. B. quality in material and workmanship. In addition 


to guides pictured here, we carry in stock at all times sub- 


divisions according to day or month, as well as State, County 


and Town. The right guide for your index is always available. 





F.E. B. Index Cards are furnished in the following 
grades: 


STANDARD GRADE. A stock with 
high rag content designed for the 
more important commercial rec- 
ords. High resistance to wear. 
COMMERCIAL GRADE. Slightly 
lower rag content than Standard 
grade. For records of a permanent 
nature where handling is _ less 
severe. 

MERCANTILE GRADE. A medium 
grade stock for semi-permanent 
records. 


METROPOLITAN GRADE. Similar 


to Mercantile but slightly lower in 
price. 
ECONOMY GRADE, A distinctly 
low-priced card for temporary rec- 
ords. 


LIBRARY GRADE. A special 100°, 
rag stock which should be used 
where the value of the record is 
high or for very long life. 


The above cards are furnished in 
three weights, eight colors, all 
standard rulings and punchings. 
There is a card for every purpose. 


Filing Equipment Bureau 


Manufacturers of the Widest Line of Filing Supplies in the World 


F. E. B. Building 





27 Melcher Street 


- Boston, Mass. 
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Delaware Typewriter Company Takes Victor 
Agency 

[t is announced that the Delaware Typewriter & Supply 
Company, 925 Market street, Wilmington, Del., has been 
appointed distributor for Delaware and the eastern shore of 
Maryland for the Victor standard adding machine. Samuel 
Klaiman, proprietor of the Delaware Typewriter & Supply 
Company, recently made comment in a local paper on the 
prestige which the machine enjoys in this country and 
abroad. 

Although established in business for himself not quite a 
year, Mr. Klaiman has had more than twelve years of experi 
ence in the office equipment business. He has worked in 
factory branches of the Remington and Underwood Typ« 








SAMUEL KLAIMAN 


writer Companies and was in the Wilmington office of the 
Remington Typewriter Company for three years before 
opening his own store. 

The Delaware Typewriter & Supply Company is situated 
in the basement of the Citizens Bank building. The com- 
pany carries all makes of standard rebuilt typewriters and 
new portable machines. 

Besides being distributor for the Victor adding machine, 
Mr. Klaiman is also distributor for the Corona adding ma- 
chines, the F & E checkwriter and other devices. The com- 
pany rents typewriters and adding machines and maintains 
a fully equipped repair and service department. The com- 
pany also carries typewriter supplies, etc. 


scasiclllncaiei 
Varityper Opens Sales School 

Varityper, Incorporated, New York City, has established 
a school for its salesmen. The school is located in the New 
York office and opened August 1 with a class of ten, under 
the tutelage of H. A. Bingham, head of the sales promotion 
department. 

The ten men in attendance are recent additions to the 
sales staff of the various Varityper branches, and, in keep- 
ing with the Varityper policy, must undergo a course of 
training for one month prior to assuming their sales duties. 

The Chicago office sent J. G. Byrne; Cincinnati, Edward 
C. Drahmann and Louis F. Lauxterman; Detroit, Ross H. 
Brooks; Philadelphia, J. Hardin Everitt; Pittsburgh, R. K. 
Gauger; Washington, J. M. O’Keefe; New York City, 
Robert Graham, James L. Harvey and Frank H. McVeigh. 


=< 
Cole Steel Equipment Company Appoints 
Representatives 

Charles P. Christiansen, 1174 Phelan building, San Fran- 
cisco, Calif., has been appointed to represent the Cole Steel 
Equipment Company of 33 Crescent street, Long Island 
City, N. Y., in Oregon, Washington and California. 

William T. Gormley, 2514 Harrison street, Evanston, IIL, 
has been appointed by the Cole Steel Equipment Company 
to cover the states of Ohio, Indiana, lower Michigan, IIli- 
nois, lowa, Wisconsin, Minnesota, Nebraska, Missouri and 
Kansas. 











INTRODUCING THE NEW 


UNIVERSAL 
SLIP-SHEETER 


FOR MIMEOGRAPHS 


EIGHT IMPORTANT EXCLUSIVE FEATURES: 


1. SIMPLE AND STURDY CONSTRUCTION. No 
rubber parts. No gears. No ratchets. 


2. ABSOLUTELY POSITIVE IN ACTION. 


3. OPERATES AUTOMATICALLY WITH ANY 
SPEED OF MACHINE. 


4. EASY RUNNING, no extra effort noticeable. 
5. QUIET. 


6. CAN BE AS EASILY ATTACHED OR DE- 
TACHED AS A RECEIVING TRAY. 


USES PLAIN SLIP-SHEETS which may be obtained 


from your own stationer. 


8. ENABLES MIMEOGRAPH TO DO CLEAN WORK 
ON ANY KIND OF PAPER. 


PRE, with 20D Gp aiaika so vc icscencass $35.00 
(additional slip-sheets, $1.75 per carton of 350) 


N 


Manufactured and distributed by: 


Modern MailEquipment Company 
240 Broadway, New York 


DEALERS, AGENTS:—There is a genuine need for Universal 
Slip-Sheeters in your territory. The particulars will interest 
you. Write us today. 























178 


SUNRUCO 
FINGER PADS 





°“*ALWAYS GRID 
~NEVER SLIbB* 


oe oe 





Here’s a real profit maker and trade 
builder that will sell constantly every 
month of the year! 


The Standard of highest quality and master 
craftsmanship has been excelled in the com- 
position and design of the ‘‘Sunruco’”’ 
Finger Pad. The many efficient talons or claws 
on the working portion of the pad describe to 
a degree the expression “‘Always Grip—Never 
Slip.”’ 


Holes for ventilation have been carefully spaced 
on the upper surface. For sanitation as well as 
efficiency. ‘“‘Sunruco’’ pads are practically in- 
dispensable to the typist, clerical worker, mail 
service and bank employees and others. 


“‘Sunruco” Finger Pads are made in six sizes, 
S-00, S-11, S-111/4, S-12, S-13, and S-14 in red 
color. Each size is packed one dozen to an 
attractive carton, twelve cartons or one gross 
pads to a counter display container. 


Samples and prices gladly furnished. 


The Sun Rubber Company 
Barberton, Ohio 
U. S. A. 





The name identifies exceptional 


*SUNRUCO”’ 
merchandise offerings of rubber office specialties. It 
is your guarantee of quality and satisfaction. 


Send today for prices and illustrations of the com- 


plete *SUNRUCO”? linc. 
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Balliett Represents Defiance in Middle West 
Balliett has been appointed by the Defiance 
of New York City to represent that com- 


We st, 


Clarence E 
ration 


Middle 


Sales Corps 


pany in the with headquarters in Chicago. 





Cc. E. BALLIETT 


commenced his new duties on August 1. 
American Lead Pencil 
the Dettra 


Mr. Balliett 
For many vears he was with the 


Company and more recently he traveled for 
Flag Company 


> 

Office Equipment House Opens at San Francisco 
The firm of Coe, Howard & Di Vecchio has been or- 
ganized at San Francisco as a joint partnership to deal in 
steel and factory 
lockers and shelving, 
They have 


office equipment, including office, bank 


equipment, desks, files, safes, filing 
system supplies and alloy laboratory equipment. 
been appointed exclusive agents in San Francisco and San 
Van Dorn steel office 
was made by The 
They will 


Mateo counties for “Berloy” and 
equipment. The appointment 
Manufacturing Company, Canton, Ohio. 
carry other lines, but not as exclusive agents, it is stated. 

Headquarters have been opened by the new firm at 1118 
Mission street, where they have about 2,000 feet of floor 
space on one of the busiest thoroughfares of the city. They 


Berger 


also 


have a large office and sample room on the sidewalk floor 
The selling end of the business 
Di Vecchio, both 


and two upstairs offices. 
will be handled by L. S. Coe and Emil T. 
of whom have had years of office equipment sales experi- 
Coe resigned from C. F. Weber & Company and Di 
and E.” sales organizations to go into 


ence, 
Vecchio from the “Y. 
themselves. J. H. P. 
American 


business for Howard, Jr., who was 


assistant credit manager of the Trust Company, 
San Francisco, will handle the bookkeeping, financial and 
credit departments of the firm. The new concern is an inde- 
pendent organization, appointed by the Van Dorn and “Ber- 
loy” factory as exclusive agents in San Francisco and the 
adjoining county. 

The three 
“Berloy 100” line and are carrying these “Berloy” ver- 
The four- 


partners are especially enthusiastic over the 
new 
ticals in both olive green and mahogany finish. 
sided drawer check is one of the features which they con- 
sider makes these files a selling proposition, in addition to 
that capacity for filing, 


with the internal 


verticals can stand where eleven have stood 


the fact same 


twelve of thes« 
in the past. There are other features which also make the 


filing experts of the firm enthusiastic over the new “Berloy 
100” line 
_ > — 
General Stationers, Inc., Personnel Changes 


Henry L. Fisher, secretary and general manager of Gen 


eral Stations rs, Inc - 122 East Forty second Street, New 
York, N. Y., has assumed the duties of S. S. Slaight, former 
assistant treasurer, who has resigned. Mr. Fisher and 


Robert S. Dennison are now in complete charge of the 


entire organization. 
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Big Installations... 


Insure your future success! 


Profit and prestige are YOURS with big installations of modern office equip- 
ment. Your reputation to handle such jobs can be gradually built up 











until you are a leader in your community. 

With the cooperation of steel equipment specialists on every job, the ele- 
ment of luck is removed. Expert advice and quantity production are be- 
hind every proposition. This really INSURES your success. Dealers now 
handling Security Steel Products are enjoying this cooperation. 


Investigate today. Possibly your territory is open. Send for particulars 
and general catalog—NOW! 


STEEL EQUIPMENT CORPORATION 


AVENEL, N. J. 


Branches: NEW YORK, NEWARK, BOSTON, CHICAGO, NEW 
HAVEN, PHILADELPHIA, CINCINNATI 


OFFICE EQUIPMENT 
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Up in the Clouds 


. in planes that zoom along the 
sky lanes ... in little known cor- 










ners of the world ... almost every- 





where man has gone, the Reming- 
ton Portable has gone too. 


Lightweight, compact, durable, it’s 
made for hard use... for constant 
use... for efficient use under un- 
usual conditions. 


That’s why sales are soaring... 





why it’s a real money 





maker for every 
dealer. Investigate 
available dealership 
franchises today. 








Portable Typewriter Division 


Remington Rand 


BUSINESS SERVICE 


BUFFALO, N.Y. 
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Jensen’s Becomes the Jensen-Graves Company 

Some twenty years ago Andrew C. Jensen organized an 
office equipment business in Boise, Idaho, under the name 
After his death ten years ago the business 
John A. Jensen, a 


Graves, both of whom had been identt- 


of Jensen’s. 
was purchased from the estate by 
brother, and E. L. 
fied with the office supply business in Boise for many years. 
Recently, in order to more closely identify the owners with 
the business, the name was changed to the Jensen-Graves 
Company 

Through the years the business has prospered by a close 
adherence to a policy of one price with no special dis- 
This absolute impartiality to all customers has 
proved its value and the business has grown steadily. 


counts. 
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ONE COMPANY'S METHOD OF RECORDING SALES.— Quoting the cele- 
brated remark of the Governor of South Carolina to the Governor of North 
Carolina Bates Brevities,’’ the snappy little house organ of the Bates 
Manufacturing Company, refers to the satisfactory progress of the new 
Bates stapling machine, which, although as yet marketed in only five 
states, has produced results in excess of all expectations. They say that 
the glass of distribution is filling as rapidly as the siphon of production 
permits, and that by November 1 the glass will be full—that is to say, 
that distribution will be general throughout the United States 




















“Comptometer” School at Chicago Moved 
The “Comptometer” school which the Felt & Tarrant 
Manufacturing Company has been conducting at 222 West 
Chicago, Ill., has been moved to 220 North 


which is the official designation of the new 


\dams street, 
Bank drive, 
Merchandise Mart. 
affords about 1,500 square feet of space additional to that 


[he school occupies Suite 1230, which 
used heretofore in Adams street. The school faces south, 
looking over the river and the many skyscrapers which have 
reared themselves into the heights within recent years 

\ commodious waiting room is provided for operators 
who wish to tarry after a call at the employment office to 
learn of openings for positions. In addition to the school 
for operators, additional space and equipment, is provided 
for those who wish to practice. 

Office space with desks is assigned to the city salesmen, 
and private offices are occupied by the employment office 
and the head of the school 

—— 
L. Hoffman Takes Larger Quarters 

L. Hoffman, who for many years was located at 145 
Lafayette street, New York City, is now permanently sit- 
uated in his new and larger quarters at 459 Broadway, 
corner of Grand street 

The new premises are about twice the size of the pre- 
vious place and permit ample opportunity for increased 
manufacturing facilities 

The many friends in the stationery field who have known 
Mr. Hoffman during his twenty-six years of manufactur 
ing desk pads, filing boxes and similar specialties will be 


interested to learn of his change of address. 
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BENTSON 


A popular priced line 
for quantity sales 


Bentson 800 line is just 
what most business 
men have in mind as to 
equipment for their 
files — a strong com- 
mercial grade steel fil- 
ing cabinet neatly con- 
structed. Acetylene and 
electric welding elimi- 
nate danger of parts 
working loose. Simple, 
easy rolling drawer sus- 
pension eliminates pos- 
sibility of binding or 
sagging. 


Bentson 800 includes 
four drawer (and coun- 
ter height 3-drawer) 
letter and cap size files. 
These sizes also come 
with the top drawer re- 
placed by two card 
drawers, two compart- 
ments each in the letter 
size and three each in 
the cap size, for 3 by 5 
or 4 by 6 inch cards. 





Bentson 800 line is finished in 
standard olive green. Grained 
mahogany or walnut can be 
furnished at a slight additional 
cost. Cabinets can be fitted 
with a general locking device, 
automatically controlling all 
drawers. 


Stationers and office equip- 
ment dealers are selling this 
equipment for many sizable 
installations, every month. 
Illustrated circular and dis- 
counts are sent on request. 


BENTSON 


MFG. COMPANY 


Aurora Illinois 


A. H. Denny, Inc., 356 Broadway, near Leonard Street, 
New York, Eastern Wholesale Distributor 
Fred C. Funke, P. O. Box 244, Detroit, Michigan 
Michigan and Ohio Representative 
Vernon J. Selfridge, 800 North Spring Street, Los Angeles, 
California, Western Representative 











































that increases 
sales 


Who are your best prospects for office 
baskets? Who are your large quantity 
buyers? Institutions, corporations, hotels, 
factories—these are the big market for 
office baskets. Make it your business to 
concentrate on these prospects—demon- 
strate the complete Canco line; the proven 
qualities of construction and design that 
make these fine baskets an unexcelled 
value. An effort like this on your part is 
pretty sure to pay worthwhile results. 
Canco office baskets are furnished in rich 
finishes of oak, walnut and mahogany; in- 
stitutional baskets in white; others for 
more general use in green, corrugated or 
plain. There is a type and size for every 
use. Carrying the Canco line means a 
better percentage of sales. 


Galvanized Ware Department 


AMERICAN CAN COMPANY 


ee ’ 
Toledo —s° Ohio 


Illustrated here is the Canco 
No. 82, 13% x 10"/i6 x 14%, 
furnished in green, walnut, 
oak or mahogany. We have 
available also the small size 
corrugated basket No. 160, 
124 x 94 x 11%, also No. 
480, 15% x 12% x 18, a larger 
corrugated basket. Both of 
these baskets can be had in 
either green or white. 
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Burrows Brothers Open Seventh Store 

Che Burrows Brothers Company, stationers and book- 
sellers of Cleveland, Ohio, recently opened their seventh 
store at 14825 Detroit Avenue, Lakewood, Ohio, a suburb 
of Cleveland. This store is in the heart of the shopping 
j}center of Cleveland’s west side residential district and 
| continues the Burrows’ policy of establishing branches in 
| convenient locations for the service of the public. 
| “This west side branch with our four downtown and two 
| east side stores, gives us almost complete coverage of 
j erenter Cleveland,” said Mr. Bingham, president of the 
company, not long ago. 
| In the new store there is a complete assortment of 
| books, stationery, office supplies, bridge accessories, gift 
articles, fountain pens, etc. It is said to be really a smaller 
| model of the Burrows Brothers’ main store with its varied 
| assortment of up-to-date merchandise. 
| The Burrows Brothers Company is one of Cleveland’s 
| oldest retail firms, having been in business in that city for 
| ifty-five years. In addition to their seven stores, the com- 
| pany operates eight circulating libraries in Cleveland and 


one in Akron, Ohio. 




















ea J 
ROBERT SAUTER, general man 
ager of A. W. Faber, Inc., New- 
ark, N. J., will leave about the 
middle of this month on his an 
nual trip to Europe. He will visit 
the factory at Stein by Nurem 
berg, and will call on A. W 
Faber agents in several of the 
principal countries of Europe 








Quality Park Chicago Manager Visits Northwest 

L. S. James, manager of the Chicago regional warehouse 
if the Quality Park Envelope Company, manufacturers of 
Leatheroid mailing and storage envelopes, spent the latter 
part of August in the Pacific Northwest, returning east by 
way of the Canadian Rockies and Lake Louise, Alberta. 
He will visit the factory at Quality Park, St. Paul, Minn., 
and attend the Minnesota State Fair before returning to 
Chicago early in September. 

einai 

“G-F” Receives Government Contract for Files 

The United States Government has awarded the con- 
tract for all steel vertical files to be bought during the fiscal 
year beginning July 1, 1930, to The General Fireproofing 
Company, Youngstown, Ohio. The schedule includes about 





fifty-five items. 


——— e 
Mr. Harwitz Returns from Europe 
After a four months’ sojourn in Europe, Marcus Har- 
| witz, general manager of the Regal Typewriter Company, 
New York, returned the middle of July. His trip over 
there he pronounced very satisfactory, saying his company 
| was enjoying a fine business. While visiting the several 
!countries, Mr. Harwitz appointed a number of new 


agencies, 
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To Wood Office Furniture Dealers Everywhere 


W:-O-F-A-; 


brings new and powerful backing 


Advertising! 
Sales Aids! 
Booklets! 


O. F. A.! What does it 

« mean? It means Wood Of- 

fice Furniture Associates, Inc.—an 

organization of manufacturers who 

are inaugurating a powerful adver- 

tising and merchandising campaign 

that will mean increased business 
for you. 

In a national advertising cam- 
paign, beginning in September, 
W. O. F. A. will tell millions of 
magazine readers about the exclu- 
sive advantages of wood office fur- 
niture. Each advertisement will be 
illustrated with actual photographs 
of wood installations in business 
offices of nation-wide importance 

. . each advertisement will have a 
coupon asking the reader to send 
for a free booklet, “Planning the 
Modern Office in Wood.” 

. This book gives complete author- 
itative information on laying out 
and planning an office...urges 
readers to purchase wood office 
furniturefrom their localdealer. 

The identifying symbol of 
W. O. F. A. will also appear in each 


1S ‘NATURALLY | 


BETTER 





The identifying symbol of W. O. F. A. If the 

furniture you sell bears this distinctive mark, the 

nation-wide advertising and sales campaign 
will benefit you 








The private office of MR. &. G 
DIEFENBACH, President of GE 
Barretr ® Co. inc, New York 


-»-NO FURNITURE 


SO FRIENDLY AS Wo O D 
to the touch...eon . er : Fail 4 


a 


a eo the eve... fern 
mechan: n struct quiet. wood office furniture ee 
builds morale, lessens fatigue. tends t creome the ry 
ay 1 false ywerr h 4 t . at 
J 
F ng that do th “st wor . 
x 4 x n 
A w he % t 
y f sk 
Ww Ste8 f he & qua 
U fo materia 
f iu m the lex 
I ! for ¢ j absorbs cks a 
t 
a od d tua r 
herr ] of tut 
Th A ture f f «of G & BARRETT @ CO., INC 
f . nge : = ganisetion. like others of iomnpartarc i 
‘ en nash eiiateh She ale poles emplovees «ith office furniture of won This advertisement 
f ice c will appear in the 
> oma » Mail today. .———___ September issue of 
. Sf wwe NE) wan one a great national 
See t, “Pla Mod  @ j wt magazines reach- 
“ 4 , A . 
é Wet . ing over 2,000,000 
« 


help you lay out an attractive, efficient off 


Nye 

Meet your indiy ' rements. WOOD OFFICE ! 
| 

' 


FURNITURE ASSOCIATES. INC Affihated with 
the Nationa! Lun 


Woop OFrFrice 


advertisement and will be stamped 
on every piece of furniture made by 
a member of the association. It 
gives every dealer the opportunity 
for a definite tie-up with the national 
selling campaign. 

Prominent wood office furniture 
dealers throughout the country enthusi- 
astically support the plans of W. O. F. A. 
and say that they can result in but one 
thing—increased business. 


ber Moenufacturers Association 


Your cooperation will make this cam- 
paign a tremendous success—a success 
that will bring business to your door. 


potential wood of- 
fice furniture 


} 
! 
| 
} 
| 
buyers. 





A complete textbook of office planning . . . shows 
how to lay out and furnish private offices, public 
offices, conference rooms, etc. 





WOOD OFFICE FURNITURE ASSOCIATES, INC. 


420 LEXINGTON AVE., NEW YORK CITY 
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mee lato] Me loMilela-Miilelimi-liime story 


—THAT Sett IDEAS ano MERCHANDISE ! 





XFORD display material is not 
merely pretty! There’s a real 
selling thought behind it—every time. 


HE new Fall material, illustrated 

here, measures up to the highest 
standard in sales appeal. And the 
high quality and superior design of 
Oxford merchandise is sure to bring 
the reorders, once the goods are intro- 
duced. 


F you are “playing a lone hand” on 

filing supplies, let us tell you more 
about the ways in which we support 
a dealer—not merely with window 
display but with many other helpful 
features as well. Write—no obliga- 
tion—to 


“Your Filing Supply Specialists” 
OXFORD FILING SUPPLY COMPANY 


500 Driggs Avenue Brooklyn, N. Y. 
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Eversharp Man Sees Trade Improvement 

Experiencing an increase in the number of advance orders 
for Christmas time last year in the 
Middle West and Southern territory, V. J. Riley, district 
sales manager for the Wahl-Eversharp Pen Company of 
Chicago, who was in San Antonio recently, is most en- 
thusiastic over the outlook for the fall and winter. 

“I have just come from St. Louis and New Orleans,” 
Riley reported, “and in both cities advance orders were 


business over this 


considerably ahead of last season, which is a good indica- 
tion that dealers are optimistic for the future. Personally, 
I do not expect to see any great improvement in business 
before September 1, but I do feel that the last four months 
of 1930 will be excellent months in every line and I look for 
a holiday business of normal proportions.” 

Riley, together with J. N. Barker, Texas sales representa- 
tive of the Wahl-Eversharp Pen Company, are in charge of 
a display of 150 pen, pencil and desk sets representing the 
newest in this line of merchandise. They established head- 
quarters in San Antonio at the Plaza Hotel where they re- 
ceived many visitors who expressed great interest in the 


new products.—B. C. R. 
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WOODEN SHIPPING BOXES FOR SANFORD INKS AND ADHESIVES.— 
On page 133 of the August issue of Office Appliances, mention was made 
of the preference for wooden packing boxes shown by the Sanford Manu- 
facturing Company, Chicago. This picture shows the various items in the 
Sanford line protected by corrugated paper and excelsior pads packed in 
wooden containers. As the glass bottles and jars are fragile, wooden ship- 
ping boxes are considered necessary to prevent loss through breakage 








Stationer Lends Himself to U. S. Army 

Jess Faes, the amiable manager of Tucker-Shean, sta- 
tioners at Lincoln, Neb., hied himself back to the army 
for a couple of weeks this summer. Jess was an artillery 
captain in the big show and is now lieutenant colonel of 
the 34lst Field Artillery, a reserve regiment. 
trained with the Fourth Field Artillery, a pack outfit armed 
with the 2.95 mountain gun, stationed at Fort Robinson 
Jess says that although his first love 


His regiment 


near Crawford, Neb. 
is the horse-drawn 75 mm., he got a big kick out of soldier- 
ing with the tough little pack mule. 
SS 
A Triangular Golf Tournament 
Malcolm Dresser of the New England Travelers Club 
announces that a three-cornered golf match has been ar- 
ranged between the Boston Stationers’ Association, the 
Connecticut Valley Stationers’ Association and the New 
England Travelers Club. The tournament is to take place 
September 16 at the Wachusett Country Club near Wor- 
cester, Mass. 


_— 
Sibert Returns from Pacific Coast 

Ross Sibert, manager of the stationery department of 

The Clegg Company, San Antonio, Tex., recently returned 

from a visit to Hollywood, Calif., and other Pacific Coast 


cities, 
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Here itis 


THE NEW 


DIRECT VIEW e 
NOTE-BOOK STAND 


simple | 
effective 
sturdy 
practical 
speedy 
inexpensive 
all-metal 


$950 — 


Retail 


HE DIRECT VIEW NOTE-BOOK STAND 
gains instant approval wherever it is shown. Its simplicity 
and effectiveness appeal to the stenographer weary of the 
neck-twisting typing ordeal of the day's work. It has 
the essential features of machines selling at ten times 
its price. 


The note-book slips over wire rod and is held firmly in 
place. Single sheets such as invoices, letterheads, etc., 
are held securely by two ingenious spring clips. Readily 
adjusted to angle or height. Though sturdy and depend- 
able it is easily moved to any position. The base is 
weighted to prevent toppling. Atttractively finished. 
Packed in 3-tone colored cartons—12 to a box. 


DEALERS AND JOBBERS: You can be the first to 
introduce this new item to the offices in your city—if 
you act at once. An attractive proposition awaits you. 


FEATURE SALES PRODUCTS CO. 


200 CANAL STREET NEW YORK 








| 
| 
| 
| 






































THE NECK TWISTER THE “DIRECT VIEW" WAY 








¢ 
= 
a 


POGOUUAASEOGAREDESOGUEOEAGEADASELEOEORERELAAEUEAAGDASAOAAAADASEASASAAEAGASAAAAAAAAAASAEI VAL 


AMMhiz 


186 


UOCCUEEDECEOSSSSGSOOERORASOA EL CEASOAEEADRELAAU AS CEEDEUEEADEA EAU EEEEEEESEAARAEEGRECOAEEMASAEESE DEA EEE EEA OEA EEE 





and NOW... 


The Greatest Improvement 
Ever Made in Stapling Machines 


OR forty years 
Hotchkiss has 
led the field in 
paper fastening de- 
For forty 


vices. = 
years Hotchkiss E 
Paper Fasteners 2 


have been the ac- 
cepted standard 

pioneering, devel- 
oping, using every 
known improve- 
ment that could 
make them better. : 

And now Hotchkiss announces for all its wire 
stapling machines the greatest improvement in the 
history of stapling— the Adjustable Anvil!— ad- 
justable in an instant for either permanent or 
temporary fastening of papers— adjustable so that 
papers may be gently, safely gripped for a time and 
later slipped apart—or fastened together tightly, 
permanently, never to be removed or lost. 

Gone now is the need for pins and clips, for any 
paper fastening device except the neat, compact, 
sturdy, efficient Hotchkiss. Gone is all sales resist- 
ance to paper fasteners! Your sales will mount, 
your profits will jump because your customers 
will all want Hotchkiss Wire Stapling Machines 

-and now is the time to supply them. 
Write for details or send in your order immediately for a 


few LA and 2A Hotchkiss Wire Stapling Machines with this 
latest and greatest improvement—the Adjustable Anvil for— 


PERMANENT 











TEMPORARY or 
oo = ——— - 
= =—"_ FASTENING “= =” 


THE HOTCHKISS SALES CO, 
Norwalk Connecticut 





HOTCHKISS 


PAPER FASTENING MACHINES 
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Lowman & Hanford’s Biggest July 
Lowman & Hanford 
stationery and printing house of Seattle, enjoyed the largest 
This year conditions 


Company, pioneer office supply 
July business of its history in 1929. 
in the Spring were anything but promising. However, an 
effort was made to make July, 1930, the equal of July 1929. 

With the big month as a goal to shoot at, salesmen on 
the staff of the large Seattle house, with two retail stores, 
and a large separately maintained printing department, were 
given a definite objective. They were kept on their toes 
and urged to extend their best efforts. 

Despite business conditions, therefore, O. G. 
Bayliss, merchandising manager, has announced that Low- 
man and Hanford this July not only equalled the sales 
record of July, 1929, but eclipsed it. The staff of the Seattle 
house went over the top with an augmented sales volume, 


“big month” record is hung up, the previous 


present 


and a new 
record being outdistanced by a substantial margin. 

Asked which lines of stationery merchandise were leaders 
in the large July sales, Mr. Bayliss stated that all depart- 
ments made gains, the stationery as well as the printing 
business showing improvement, which may strikingly in- 
dicate to the at accomplished, 
despite current conditions in the business realm 


world large what may be 

Advertising has doubtless played a role in the develop- 
ment of new business for this house, since Lowman and 
Hanford appointed an agency a few months ago to handle 
its advertising, and in taking current space in newspapers, 
departed from the usual routine by having the announce- 
ments set up for the paper in its own printing plant with 


of 


selected type from new fonts modern type faces. 
-C. M. L 
_— . 
Pen Company Secures Lease 
The Pencil Shop of Antonio, 
Texas, has secured a in the Gunter hotel building, 
located at 304 North St. Marys street in the Gunter hotel. 


One of the largest exclusive pen shops in the Southwest, 


Bamford Pen and San 


lease 


the Bamford company has been operating in San Antonio 
for approximately three years, having established head- 
quarters at 507 East Houston street in the Fall of 1927. 
George Bamford, proprietor of the business, has had an 


extensive training in the sale, design and construction and 
repair of all makes of automatic pens and pencils, having 
with the of prominent 
manufacturers before entering into business for himself. 


ore will be open about September 1, and the 


been associated factories several 


The new st 
present location will be retained until the first of the next 
B. C. R. 


year. 


—___<—-—— 
Doyle Resigns as Burroughs Branch Manager 


F. F. Doyle, for the past sixteen years agency manager 
for the Burroughs Adding Machine Company in their San 
Antonio, Texas, office, severed his connection with that 


effective August 15 to engage in another line of 
Doyle had been with the company for twenty- 
three years, to Antonio 1914 to succeed 
\. E. Kalkhurst as local manager. Prior to that time he 
had been manager of the Burroughs agency at Jackson- 
ville, Fla. 

E. M. Callis, who has been with the company for a num- 
ber of years and more recently has occupied the position 
of assistant manager of the Kansas City agency, will suc- 


company 
business. 


coming San in 


ceed Doyle in the San Antonio office. Headquarters of 
the San Antonio agency are at 609 Central building. 
-. C. me — 


Stationers Play Good Golf 
Looks as though these stationers are getting to be some 
golf players. Bob Latsch of Latsch Brothers, stationers 
at Lincoln, Neb., just put away the city championship. 
Didn't get his score, but we know it must have been good. 
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When Maricopa County went shopping 





... @ Globe-Wernicke Dealer ended the trip! 


... he offered just what the “county fathers” 


The above view shows the Globe-Wernicke Steel Equip- wanted. Cooperating with him was an organization 

ent in the Recorder’s Office of the Maricopa County : org 

Court House, Phoenix, Arizona. Below is shown the As of experts whose experience at furnishing court 
: — house equipment was of tremendous assistance. 








Court house installations are worth considering. 
Are YOU getting a share of these big profits? Right 
now—think it over—you may be the logical dealer 
for Globe-Wernicke Products in your locality. Pos- 
sibly your territory is still open. 


Drop a line to Globe-Wernicke NOW for particu- 
lars and when the “county fathers” in your vicinity 
go shopping YOU may end their trip . . . with a 
substantial profit to yourself and complete satis- 
faction to them. Write today to 





THE GLOBE-WERNICKE CoO. 
Cincinnati 
Canadian Representatives: Preston-Noelting, Ltd. 
Stratford, Ontario, Canada 


wf Globe“Wernicke 


pe SE Steel Courthouse Equipment 





Te Architect: ‘Edward F Neild. Shreveport. a 











OFFICE APPLIANCES 


Offices Back on 
PULL SCHEDULE 


More equipment needed 
More sales for you 





Summer—and the summer slump—are Over. Dipaday Desk See_No. 1850 


with pen adjustable to any 
position; socket adjustable: 
many beautiful styles and 


Business takes off its coat, rolls up its — °°" combinstions. 
sleeves and goes to work. 





The end of the vacation period is your 
opportunity to sell more office equipment. sponse Cup hast what 
chamber takes care of 
overflow; in white, green 
and brown porcelain 
and maroon and green 

composition. 


There are no two ways about it. More 





equipment is needed. More equipment 


- Sengbusch Sel 
will be bought. Closing itl 
Air-tight; non-evap- 

orating: supplies 

clean fresh ink to 


Will you get your share of this welcome the pen. i " 


business? You will—if you go after it. And 
Ideal Sanitary 
if you are prepared to fillimmediate orders Men.s 


: moistening 

‘ . d e 1 

out of stock. aisle atl 
last a lifetime. 






Look at the illustrations on this page. ~ 
They show the equipment that sells and 
sells profitably because every business 
office needs these items. 


Look over your stock of these Sengbusch 
best-sellers. Are you ready to make the 


sales that can and will be yours? 
. Kleradesk — 
A place forevery 
paper and every 


Your order today is your insur- peer tae gem. 
ance that September will be a profit 


month well worth remembering. Sengbusch 


SELF-CLOSING INKSTAND CO. 
915 Sengbusch Bldg. Milwaukee, Wis. 
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New Standard Packings for Graffco Products 
George B. Graff Mass., 
adopted a standard packing for all Graffco items, consist 

and black boxes so designed that 


Company, Cambridge, has 


ing of colorful orange 


they serve as self-merchandisers. The map tack box here 


illustrated opens in such a way as to form a tray for hold 


ing Graffco map tacks. his eliminates the necessity ol! 
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GRAFFCO MAP TACKS IN NEW STAND- 
ARD PACKAGE 
pouring the map tacks out in the palm of the hand be- 
fore using because the tacks can be taken out one at a 
time as used. Che boxes can also be used as re gular con- 


tainers to receive any tacks that are removed from a map. 
When closed the 


ance and can be readily stored in a desk or map drawer 


boxes present a neat, compact appear 


a 
Typewriter Exchange in Larger Quarters 

Che Wichita Typewriter Exchange Wichita Falls, 

lexas, has moved its headquarters from the Kemp Hotel 

building to 913% Indiana avenue. This is the first move 

the firm has made since it was established in 1920 by O. E. 


of 


Nichols and *R. H. Hollinger, and was necessitated by a 


demand for larger quarters. The exchange has the agency 
L. C. Smith and Corona typewriters and Sundstrand 
adding machines. 

rransfer to the new location avails the company of space 
Acceptance 


for 


which is needed for their increasing business. 
of the agency for Underwood typewriters, which has just 


been announced, and plans for greater expansion and im- 


provement, determined the proprietors to seek larger quar- 
ters. 

The firm will continue to handle the Sundstrand adding 
machines, and in addition to its two lines of typewriters, 
will carry a complete line of rebuilt machines, business 


I 


equipment and office supplies —B. C. R. 


a ed 

Judges of Direct Mail Exhibits 
\n important feature of the conventions of the Direct 
Mail 
showing typical campaigns. 
these exhibits is composed of 100 prominent advertising 
men from various sections of the United States. The com- 
mittee chairmen are: J. H. Brewer, Boston; W. A. 
Philadelphia; W. A. Biddle, Cincinnati; Ben C. Pittsford, 
Chicago; R. C. Ayres, San Francisco; B. J. Sweetland, New 
York; R. W. Freeman, Baltimore; W. R. Edwald, Detroit; 

H. A. Olmsted, Dallas; O. R.Mayers, Los Angeles. 
1930 of the Direct Mail 


\dvertising Association, Inc., is a series of exhibits 
The Committee which judges 


Hentz, 


The convention Advertising 


Association, Inc., will be held at Milwaukee, Wis., October | 


l 


3, inclusive. 


. nena 
Barr Typewriter Approved by U. S. Government 





BUSINESS LEADERS HAVE 
MADE THIS THE PREFERRED 
CHECK WRITING METHOD 


Point out to your customers that because the pace 


setters in every line of business have standardized 
on Safe Guards . 


are recognized everywhere as the sign of an alert, 


.. checks written on the Instant 


successful business. They convey a definite, unmis- 
takable impression of up-to-date methods through- 
out a business as a whole. They are a good will 
asset .. . helping to attract business . . . as well as 


a positive protection against fraud. 


Safe Guard national advertising is carrying this 
modern appeal to countless check-writer prospects. 
| Benefit by tying in your own sales arguments with 


'this live, up-to-the-minute viewpoint. 


The Barr typewriter, made by the Barr-Morse Corpora- | 


tion, Ithaca, N. Y., has received the official approval of 
the United States Government and has been placed upon 
the schedule of supplies which is furnished to all govern- 
ment departments by the general supply committee. The 
manufacturer “points with pride” to this approval and 
tells customers about it through a little folder entitled “A 


Barr Story.” 


SAFE GUARD CORPORATION 
LANSDALE PENNSYLVANIA 
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In the Days of Steam Packets 


and Stern Wheelers 


HE use of By ron Weston Co. Linen Record paper 
‘Tastee back to the period of the steam packet 
nearly three-quarters of a century ago. Time and 
use, the real tests of permanence, have approved 


this famous record paper. 


Byron Weston Co. Linen Record is made of 100% 
white cotton and linen cuttings: is free from im- 
purities, and throughout its long history has re- 
mained the leader among record papers. Byron 
Weston Co. Linen Record should be used for 
minute books, real estate, trust and probate 
records, insurance policies, and all other forms of 


permanent record, 


BYRON WESTON CO. LINEN RECORD 
isused where ONLY THE BEST willserve 
Records Deeds and Wills Policies Stationery 
Minute Books Ledgers Maps 


WAVERLY LEDGER is used where 
QUALITY AND COST ARE FACTORS 
Biank Books Ruted Forms Pass Books Drafts 
Stationery Legal Bianks Diplomas 


FLEXO LEDGER is used where a 
FLAT LYING LOOSE LEAF sheet is desired 
For High Grade Loose Leaf Ledger Sheets and 

Special Ruled Forms 


CENTENNIAL LEDGER is used 
wherea GENE RAL UTILITY PAPER isrequired 
Ruted Forms Broadsides Accounting Forms 

Stationery Pass Books Legal Blanks 


TYPACOUNT LEDGER is used where 
quality and permanence are required in 
Machine Posting Forms 


WESTON’S MACHINE POSTING 
LEDGER and Index 
a grade below Typacount— But Made to the 
Same Exacting WESTON Standard 


DEFIANCE BOND is used where a 
quality bond OF HIGHEST CHARACTER counts 


If vou are not familiar with the complete Weston 


line, please send for samples 


BYRON WESTON COMPANY 


{ family of paper makers for nearly three-quarters 
of a century 


DALTON, MASS., U.S. A. 


Leaders in Ledger Papers 
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Ramirez & Co. Take Ground Floor Location 

rhe firm of C. Ramirez & Co., of Nogales, Sonora, Mex- 
ico, and Nogales, Arizona, U. S. A., a sketch of whose busi- 
ness appeared in Office Appliances for August, announces 
its removal from the second floor of the Trust building at 
Nogales, Arizona, to a ground floor location at 118 Grand 
ivenue, where they have greatly improved facilities for the 
display of the several lines they carry in stock. The new 
store has liberal display space, both in show windows and 
on the floor, and the company’s principals, Messrs. C. and 
G. M. Ramirez, expect soon to have an establishment that 
will satisfy their ideas of what a store in the Southwest 
ought to be 














‘4 | 
D. C. BALDWIN, Fort Smith, 
Arkansas. Mr. Baldwin on July 
S passed the age of three score 
years and ten He has been in 
business ever since he was tall 
enough to look over a counter; 
has been handling typewriters 
forty-three years and expects to 
make it fifty. 








Smith-Corona Service Contest Ends 

Many surprises were included in the service contest which 
ended with July in the Smith-Corona sales organization. It 
was so hard to pick the winner that the company was 
obliged to purchase another watch and award it to the 
runner-up. Service supervisors brought out many new ways 
to make service stations efficient and profitable. The Hamil- 
ton watch was won by H. C. Beckeley of Toronto. Another 
Hamilton watch was won by William Steck, Kansas City 
service supervisor. 

Honorable mention went to L. Liewald, Baltimore, and 
L. O. Johnson of Des Moines. 


-— oO 
Horne Takes Big Fish at Brunswick 
W. A. Horne, proprietor of the Horne Desk and Fixture 
Company, Atlanta, Ga., has returned from a two-weeks’ 
fishing trip to Brunswick, Ga., where he reports that the 
fish are biting in a manner to please the most fastidious of 
fiishermen.—J. H. R. 


ee 
Esterbrook Sales Manager Visits Chicago 

Robert N. Wood, son of Edward S. Wood, president of 
the Esterbrook Steel Pen Manufacturing Company of 
Camden, N. J., has been appointed sales manager of the 
company, succeeding the late Harry C. Sharp, whose demise 
was recorded in the July issue of this journal. The new 
sales manager paid a visit to Chicago early in August, where 
he conferred with Chicago Manager J. H. Hildreth. 


ees 
George Cunningham Improves in Health 
George Cunningham, popular representative of The 
Carter’s Ink Company, in Texas, has so much improved in 
health that he is now able to make short trips and expects 
soon to make regular trips over his territory. 


Mr. Cunningham’s many friends rejoice in his recovery. 
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Insurance Companies 
Adopt Columbia 
Steel Equipment 


Filing equipment is a necessity in every insurance office. 
Record cards, legal forms, letters, reports, folded documents, 
flat legal blanks and other important papers must be filed in 
the most efficient way. 


The Columbia line meets these insurance requirements in 
admirable fashion. As a result, Columbia steel equipment 
has been installed by numerous insurance companies. In 
their various offices you will find Columbia files rendering a 
high degree of satisfaction. 


Consider one instance. Over a period of three and a half 
years, Columbia has furnished 558 units, mostly vertical 
files, for the main offices, branches and agencies of an affili- 
ated group of insurance companies. A fraction of the Co- 
lumbia equipment placed in the main offices is here illus- 
trated. 


The insurance business, however, is only one of many 
forms of modern enterprise served by Columbia. Because 
Columbia products meet so many filing needs and are so 
efficient in actual usage, they find ready acceptance wherever 
filing equipment is an essential item. 


Dealers, at home and abroad, interested in learning more 
about Columbia steel equipment, are invited to write for the 
latest catalog, price list, terms and other information. 


Columbia Steel Equipment Company 


Office and Showroom P.O. Box 2244 
Chestnut Street at 18th Philadelphia, Pa. 


COLUMBIA 


A Quality Line of Steel Office Equipment 
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For you .. 


A SELLING 
DISPLAY 









For your 
customers .. 


A HANDY 
EASEL 


The Mongol Colored Indelible Assortment No. 
741 combines display and packing in one hand- 
some easel-type box. A fast seller at $1.00 retail. 


EBERHARD FABER 
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Vacation Brevities 

Charles Maurer of Goldsmith Book and Stationery Com- 
pany at Wichita, Kan., took his family for a vacation in 
Minnesota this summer. Charlie reported a good time, 
but would give no satisfactory answer as to the size of 
the fish, although he did say that he lost a big one. 

* * * 

Walt Stempel of Wilson-Jones Company spent. th« 
month of July in Minnesota with his family. Walt reported 
it plenty hot up there and fishing just fair. 

* * - 

E. H. (Red) Long of the College Book Store at Lincoln, 
Neb., is enjoying himself at his resort in Minnesota. Red 
is just about as good a fisherman as he is a stationer, and 
he seems to have an uncanny way of getting the big ones. 

* *« * 

Roy Dewar of the Irving-Pitt Division of Wilson-Jones 

Company is vacationing in Chicago. 
* * * 

Tom Hanson of National Blank Book Company left his 

territory August 1 for a vacation in Michigan. 
+ * ~ 

Mr. and Mrs. C. C. Wall returned from an extended trip 
through the west, and it was interesting to hear of his 
visit to Old Mexico. 

ae 
Advertising Agencies Merge 

Fuller & Smith of Cleveland, Ohio, and the F. J. Ross 
Company of New York and San Francisco, well known 
advertising agencies, have merged their businesses and 
formed an organization known as Fuller & Smith & Ross, 
Inc. Among the manufacturers in the office equipment 
industry who have been served by Fuller & Smith and 
whose future advertising will be handled by Fuller & Smith 
& Ross, Inc., are the American Can Company, The Ameri- 
can Multigraph Sales Company, American Sales Book 
Company, Limited, and Cordley & Hayes 

Fuller & Smith have conducted some very successful ad 
vertising campaigns for their office equipment clients. Th 
merger with the F. J. Ross Company presents an oppor- 


better service which will no doubt 


tunity tor wider and 
be reflected in the advertising of the new organization’s 


clients in our field. 


_— :; 
Carl Priest Heads Dallas Office for Parker 

Carl E. Priest, formerly territorial representative of th« 
Parker Pen Company in Portland, Ore., has been appointed 
manager of the Dallas, Tex., division, to succeed D. B. 
Korst, according to an announcement made in August by 
W. L. Clark, general sales manager. Mr. Priest has been 
with the Parker Pen Company for ten years. Mr. Korst, 
who has been in charge of the Dallas offices of the com- 
pany for the last five years, has been placed in charge of 
the Buffalo, N. Y., division. A divisional sales meeting of 
representatives of the company was held in Dallas the first 


week of August.—M. H 


ee 
Large Stock of Quality Park Envelopes in Chicago 

Lawrence Thulin, trafic manager of the Quality Park 
Envelope Company, St. Paul, Minn., was in Chicago re- 
cently supervising the shipment of several carloads of 
stock from the factory to the regional warehouse in the 
Chicago Merchandise Mart. This large stock of envelopes 
was shipped to Chicago so that dealers in the territory 
could be sure of obtaining prompt shipments on orders 


for standard items during the busy fall season 


—_—~»— 

C. Martin Opens Business at Vancouver 
C. Martin, well known in the stationery trade of western 
Canada, has opened a stationery and office supply business 
under his own name. He had been formerly with the Will- 


son Stationery Company, Ltd. 











PRESENTING 


the 


Improved AURORA 
“9000 Line’ 





Seven Big New Features 


1—Full one piece top. 

2—Modern style chromium plated handles. 

3—Dust-proof closed spotwelded construction. 

4—New type three point locking device. 

5—New hinges. 

6—New door construction. All sharp edges 
eliminated. 

7—New finish. 

All of these features added to our popular ‘2000 
Line” cabinets, without any additional cost—means 
increased sales for you. Send your order today for 
a sample. 

Cabinets furnished in various styles and sizes in 
both storage and wardrobe arrangements. 66” 
and 78” heights. 

In addition, we manufacture a full line of up- 


right filing cabinets, transfer cases, card and 
blue-print cabinets. 


WRITE FOR FULL DETAILS 
AND PRICES 






CABINET 
CO. 


AURORA 
METAL 





» 4 
YAURORAALL. USA. 


435 WOODLAWN AVE. AURORA, a | 





























When you marshal your merchan- 
dising forces for increased sales in 
the fall you can’t afford to overlook 


the WRENN SHOWBLOTT. 


It will open up new sources of 
profits—prove to you that blotter 
stocks kept within eye vision gather 
profits. This modern display cabi- 
net is made of GF All Steel—ma- 
hogany or olive green, equipped 
with complete stock of Wrenn Blot- 
tings—write for details. 
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THE WRENN PAPER COMPANY 
MIDDLETOWN, OHIO 
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January-June Exports of Office Appliances 
Commerce Reports.] United States office 
appliances for the first six months of 1930 totaled $24,949,- 
079, as compared to $28,252,151 the first six months of 1929, 
There was 


exports of 


or a decrease of approximately twelve per cent. 
a gain, however, in exports of typewriter-bookkeeping-bill- 
ing machines, card punching and sorting machines, dupli- 
cating machines, and parts and supplies. Small increases 
were registered also in exports of used and rebuilt machines, 
cash register parts, and typewriter parts. However, the 
gains made in exports of these items were more than offset 
by the losses in other classes. 

Following are the exports of office appliances for the first 
six months of 1929 and 1930, the f i 
crease or decrease: 

Listing-adding-bookkeeping machines 
(1930) $1,093,599; decrease of 38.5 per cent. 


with percentage of in- 


(1929) $1,776,965; 


Typewriter-bookkeeping-billing machines—(1929) $1,620,- 
(1930) $2,458,714; increase of 51.6 per cent. 


808: $ 
—(1929) $123,382; (1930) 


Non-listing adding machines 
$74,570; decrease of 40.0 per cent. 
Listing-adding machines—(1929) $1,873,425; (1930) $1,- 


687,702; decrease of 10.0 per cent. 


Calculating machines—(1929) $1,407,083; (1930) $1,318,- 
052; decrease of 6.4 per cent. 

Card punching, sorting and tabulating machines—(1929) 
$352,751; (1930) $523,102; increase of 48.2 per cent. 

Other similar machines, including used and rebuilt— 


(1929) $119,870; (1930) $177,550; increase of 48.0 per cent. 

Total of listing-adding-bookkeeping machines, typewriter- 
bookkeeping-billing machines, non-listing adding machines, 
listing adding machines, calculating machines, card punch- 
ing, sorting and tabulating machines, and other similar 
machines, including used and rebuilt—(1929) $7,274,284; 
(1930) $7,333,289; increase of 1.0 per cent. 

Standard typewriters, new—(1929) $8,629,099; (1930) $6,- 


697,658; decrease of 22.4 per cent. 


eo 7 


new—(1929) $2,764,370; (1930) 


Portable typewriters, 
$2,635,712; decrease of 4.7 per cent. 

Used and rebuilt typewriters—(1929) 
$729,122; decrease of 10.7 per cent. 

Total of all typewriter classifications—(1929) $12,209,092; 
(1930) $10,062,492; decrease of 17.6 per cent. 

Miscellaneous Machines 

Duplicating machines, parts and supplies 
134; (1930) $528,166; increase of 37.8 per cent. 

Cash registers—(1929) $5,093,701; (1930) $3,887,192; de- 

? 


crease of 23.9 per cent. 


(1930) 


(1929) $383,- 


Cash register parts—(1929) $470,695; (1930) $543,116; in- 
crease of 15.3 per cent. 

Typewriter parts—(1929) $646,651; (1930) $689,381; in- 
crease of 6.6 per cent. 

Other office appliances—(1929) $2,174,594; (1930) $1,915,- 
443; increase of 12.0 per cent. 

Total of miscellaneous group, including duplicating ma- 
chines, parts and supplies, cash registers and parts, type- 
writer parts and other office appliances—(1929) $8,768,775; 
(1930) $7,553,298; decrease of 13.9 per cent 

Grand total of all office appliances exports foregoing 
(1929) $28,252,151; (1930) $24,949,079; decrease of 11.7 per 
cent. 

Shipments of cash registers declined about $1,200,000 in 
the first six months of 1930, as compared to the same period 
last year, a drop of approximately twenty-four per cent 
However, 1929 was a record year for the export of Amer- 
ican cash registers and if the same monthly volume of ex- 
ports set for the first six months of this year continues 
throughout the year, total exports of cash registers for 
1930 will equal the high volume attained in 1928. 

Exports of standard typewriters showed the greatest de- 
crease of any one class of office appliances during the first 
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‘THE SAME HIGH QUALITY 









In 1831, when the 
first steel pen was 
monet in 
the U. S., Shaw's *® 
Blank . ~~ be- 
came the standard 
of quality. 





When the first U. S. 

postage stamps were 

issued in 1847, 

Shaw's * Blank 

Books had been the 

standard of quality 
for 16 years 











When the first tele- 

gram was delivered 

in 1858, Shaw's * 

Blank Books had 

already been the 

standard of quality 
for 27 years 
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When the first com- 
mercially success- 
ful typewriter was 
made in 1873, 
Shaw's * Blank 
Books had been the 
standard of quality 
for 42 years 


de. — but 
NWaS 
Siank Books BROADER IN 


RANGE 
“Yip, 
i 
Since 1831, Shaw’s*® Blank 
PIONEERS Since 1831 Books have been the standard 
2 aE aleane of quality in their field—bring- 
ing prestige to the stationers 
who sold them, and complete 
satisfaction to their users. 
Now this famous line is a member of the Wilson-Jones 
family of products, unchanged in quality, but in keeping 
with Wilson-Jones policy, added to and broadened to fill 


every blank book need. 


To complete the attractiveness of this new Wilson-Jones 
service, we offer a comprehensive advertising and mer- 
chandising program, designed to create business at the 


point of sale. 


A Catalog of the new, complete Shaw Line is now ready. Use the 
attached coupon to send for your copy and to obtain full infor- 
mation about the advertising and merchandising campaign. 


WILSON-JONES COMPANY 


NEW YORK ° CHICAGO . KANSAS CITY 
WILSON-JONES COMPANY, Advertising Division O-9-30 


3300 Franklin Boulevard 
Chicago, Ill. 


Please send Catalog of the complete Shaw * Blank Book Line and information 
concerning Advertising and Merchandising helps which you offer. 


Name ‘ —— a . ssrssngssasnssniaiguaniniatainetinnmnattieia 





Address _ cone a pe Saaae —_— a 





City ' 2 eEeEeEEEeE 





SERVING BU 


SINESS THROUGH PROGRESSIVE STATIONERS 
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Model */50 
AUTOMATIC NUMBERER 


HEN it comes to bagging big, fat profits—how’s your aim? Bull’s-eye 
sales marks are the regular thing for up-to-the-minute “Force” dealers. 
And they should be. 


The Model No. 150 practically sells itself—the main thing is to make sure 
all your prospects know about its exceptional features. Show them the well 
finished solid-steel frame, the convenient self-releasing catch, deep-cut steel 
figures, easy-to-get-at ink pad, graduated gauge plate for accurate placing 
of numbers—and the smooth action. Then tell ’em the price . .. and 
watch how quick they are to hand you that $8.50. The No. 150 is lock, 
stock and barrel ahead of other machines in its price range. That’s why its 
turnover is so rapid. 


You want yours to be a bull’s-eye sales mark. Then load up 
today with a big round of “150’s” . . . and let ’em have it! 


WM. A. FORCE & CO., INC. 


105 Worth Street, New York 
103 No. Wacker Drive, Chicago 573 Mission St., San Francisco 
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six months of 1930, being approximately $2,000,000 less than 
for the same period of 1929. Portable typewriters and used 
and rebuilt typewriters showed a slight decline 

The principal declines in shipments of typewriters took 
place in exports to Europe and South America. Exports to 
Germany for the first six months of 1930 fell off close to 
$450,000 from the high mark attained at the end of June 
last year. Large losses were also suffered in exports to 
\ustria, Belgium, Czechoslovakia, France, Spain and Swed 
en. Heavy decreases to Brazil and Columbia were recorded 
Exports of typewriters to Central America were consider 
ably higher the first six months of this year, despite slightly 


adverse economic conditions. 


Typewriter Exports to Principal Markets 
Following are comparative figures on United States ex 
ports of typewriters of all kinds, including used and rebuilt, 
to the principal markets for the first six months of 1929 and 
1930 
Austria—(1929) $252,789; (1930) $191,857. 


Belgium—(1929) $314,723; (1930) $199,759 


ae lei Ny 


(zechoslovakia—(1929) $376,206; (1930) $204,187. 

l'rance—(1929) $1,519,625; (1930) $1,207,583 

Germany—(1929) $718,693; (1930) $276,590 

Italy—(1929) $437,348: (1930) $614,674. 

Netherlands—(1929) $212,156; (1930) $228,365 

Spain—(1929) $450,616; (1930) $276,316 

Sweden—(1929) $318,489; (1930) $287,212. 

Switzerland—(1929) $254,813; (1930) $256,361. 

United Kingdom—(1929) $1,764,636; (1930) $1,791,831. 

Other Europe—(1929) $847,040; (1930) $797,483. 

Canada—(1929) $611,581; (1930) $424,927. 

Central America—(1929) $104,030; (1930) $60,658 

Mexico—(1929) $277,625; (1930) $430,847. 

Argentina—(1929) $504,147: (1930) $494,935. 

Brazil—(1929) $440,849; (1930) $108,918. 

Chile—(1929) $193,377; (1930) $266,720. 

Colombia—(1929) $199,924; (1930) $32,281. 

Other South America—(1929) $159,054; (1930) $142,537. 

British India—(1929) $326,206; (1930) $381,501. 

China, Hong Kong and Kwantung—(1929) $132,079; 
(1930) $65,595. 

Philippine Islands—(1929) $117,939; (1930) $115,558. 

Australia—(1929) $253,103; (1930) $172,269. 

British South Africa—(1929) $100,253; (1930) $117,394. 

All other countries—(1929) $1,144,139; (1930) $736,053. 

Only a very marked upward trend in exports of office 
appliances during the last six months of this year would 
bring 1930 shipments to the high level reached in 1929. 


————— 
Pat Riddle Returns trom Europe 

Patrick S. Riddle, who represents the Associated Station- 
ers Supply Company of Chicago in the Northwest, has just 
returned from an extended visit in Europe. Mr. and Mrs. 
Riddle stopped for several weeks with relatives in Leyten- 
stone, England, after which they traveled rather extensively 
in Scotland, Ireland, France and Belgium. They returned 
to Chicago on Sunday, August 17. 

Mr. Riddle will call on his trade as soon as possible and 
will make his regular and periodical calls as usual. 


ee 
Auto-Oven, Inc., Moves 
Auto-Oven, Inc., manufacturer of the “Basinola” office 
wash basin enclosure, has moved from 122 East Forty- 
second street, New York, N. Y., to new quarters at room 
528, 405 Lexington avenue, New York City. 
—— 
Smith-Corona in New Atlanta Offices 
L. C. Smith & Corona Typewriters, Inc., has moved its 
branch at Atlanta, Ga., into new quarters at 37 Edgewood 
avenue. The office is under the management of H. P. Fowler. 
Che former offices were at 127 Hurt building —J. H. R. 
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THEY MAKE HARD WORK EASIER 
SAVE THE EYES, FINCERS, NERVES 
ALL OFFICE MANAGERS LIKE 
MUNSON KEYS.—» THEY MAKE 
POSSIBLE BETTER WORK AND 
GREATER PRODUCTION.~ALL 
DEALERS LIKE MUNSON KEYS 
THEY SELL EASILY. <> STAY 
SOLD. SATISFIED CUSTOMERS 
REPEAT ORDERS. COOD PROFITS 


ONE GRADE KEY ONLY-THE BEST 


MIUNSON 
SUPPLY CO. 
348 Hudson St. 

New York 


THE LARGEST RUBBER KEY FACTORY IN THE WORLD 


‘ 
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Steelcase Announcement 


As Steelcase pioneered 
in the manufacture of steel 
desks of moderate price 
for the general office, so 
Steelcase is pioneering in 
the manufacture of a desk 
of unusual beauty and 
utility for the executive office. 
The dignity and beauty of 
turned leg Steelcase Desks are 


the illustrations shown on this and the opposite page. 
The beauty of the finest wood product, combined with 
the utility, convenience, and permanence found only in 





Here’s a new line of 


Executive Type Metal 
Desks with many 
Exclusive Features.... 


steel construction, makes 
these latest products of 
Steelcase craftsmen wor- 
thy of the attention of 
every far-seeing office fur- 
niture dealer. 

Faithful in design—not 


a single concession has been made because its makers 


the new Executive Type 
apparent from a glance at 


chose to express permanently in metal the lines, the 
mouldings, and the trimming that make these so re- 
markably attractive in appearance. 
front or back their appearance is pleasing. 

represent steel desk craftsmanship at its best. 


Viewed from either 
They truly 


! 
; 
: 
| Pa 
ee 
: 
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But not alone in appearance are these 
Steelcase Executive Type Desks “different.” 
Conduits are built into them to carry con- 
cealed telephone wires; provision is made for 
the telephone bell-box to be attached to the 
panel; an outlet for an electric light wire to 
a desk lamp is provided. These convenient 
wiring arrangements have been designed 
with the counsel and help of the Bell Tele- 


phone Company. 


The top is built in one unit and is furnished 
with a linoleum writing bed—an ideal work- 
ing surface. Note the graceful rounded cor- 
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ners, harmonizing with the turned legs. 


Steelcase Executive Type Desks are now 
available in two sizes in the double pedestal 
flat top, one size in the single pedestal flat top 
and one double pedestal flat top with Clemco 
typewriter mechanism. There are also four 
sizes of office tables, varying from 45”x34” 
to 72”x34”. 

We believe that it would be to your 
advantage to write or wire for complete 
details, prices, etc., of this new line. Be 
first with the latest! The facts are yours for 
the asking. 


METAL OFFICE FURNITURE COMPANY 





Grand Rapids 


»---- FOUND WHERE 





Michigan 


BUSINESS SUCCEEDS 
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Fit a MULTIGRAPH MAP 


to your business 





and discover 
new ways 


fo save 


Se the Multigraph is one thing ... 
and using it for all it's worth is some- 
thing else. Many an organization which 
makes the Multigraph pay for itself each 
yeor as a direct mail unit neglects the 
opportunity for similar profit by using the 
Multigraph to print office forms. Others, 
who use the Multigraph for printing, could 
greatly enlarge the effectiveness of sales 
and advertising appropriations and other 


department budgets by applying the Multi- 





graph to selective selling, follow-up, collec- 














tions, production records, or similar problems. 

That's why we recommend to every executive a search- 
ing check-up of places in which the Multigraph can serve 
your business. 

Whether or not you now use Multigraph equipment, it 
will be worth your while to obtain the new bulletin-guide 
to Multigraph applications —"33 Ways in Which Money 


is Being Made or Saved by Multigraph Equipment.” You 


The Multigraph Com- 
potype gives you the 
convenience and econ 
omy of the embossed 
strip method of com 
position for letters and 
address plotes 





can get it from the Multigraph representative listed in your 


telephone book. Or we will send it direct. 


THE AMERICAN MULTIGRAPH SALES COMPANY 
1836 EAST 40th STREET CLEVELAND, OHIO 


Te™ wets 3RAPH SALES COMPANY, LIMITED 
:37 Wellington Street, W., Toronto, Ontario 





The American Multigraph Sales Company, 
1836 East 40th St., Cleveland, Ohio 


‘ 


Please mail copy of “33 Ways” to: 


Name a Seduecneeecendsncenes —— 
Business 


Address 





City State 








The MULTILGRAF/T 
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House of Coppage Issues Handsome Booklet 

“Let Us Present Ourselves” is the title of a cleverly got- 
ten up brochure issued in catalogue form by the Coppage 
Printing & Loose Leaf Company, Inc., whose offices are 
at 395 Broadway, and whose plant is at 47 Walker street, 
New York. 

[he brochure starts out with an article under the title 
The Human Element, giving biographical sketches and por 
traits of Mr. Coppage, the founder of the company, and his 
associates. 

The company operates a completely equipped manufactur- 
ing plant where they produce a large number of lines for the 
use of offices and sales and advertising departments. They 
specialize in sales and advertising literature, final reports, 
corporation work, machine bookkeeping forms and equip- 
ment, loose leaf sheets and binders, manifold and bound 
books, carbonized forms, office equipment, trays, indexes, 
etc., engraved, lithographed or printed stationery, etc. They 
also give their customers every assistance in planning sales 
campaigns, making layouts, writing sales producing copy, 
drafting forms, devising systems and making installations. 

The booklet contains 
covers, presenting cuts of the various forms, illustrations 


thirty-six pages exclusive of 


of machine bookkeeping equipment, cuts of the factory with 
its battery of high grade machines, a picture of the bindery 
and of various other departments. The booklet also con- 
stitutes a catalogue of the company’s different loose leaf 
devices, such as sectional post binders, ring binders, screw 


lock ledgers, flexipost binders, etc. 











A CHAMPION NUMBERING MACHINE WRECKER.—Charies Maxwell, 

pictured above, is employed by the Bates Manufacturing Company, 20 

Vesey street, New York, N. Y., to destroy all old numbering machines 

taken in on trade by Bates dealers ‘‘regardless of make and condition’ 

of the trade-ins. This ‘‘destruction’’ policy was inaugurated by Bates to 

aid dealers in selling new machines by reducing the number of used or 
second hand machines offered for sale 
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New Officers for Electromatic Typewriters 
Electromatic Typewriters, Inc., of Rochester, N. Y., has 
President, E. A. Halbleib; 


secretary-treasurer, J. Sawyer 


elected the following officers 
vice-president, T. L. Lee; 
Fitch; vice-president and general manager, R. G. Thomp 
son. Directors: E. A. Halbleib, T. L. Lee, J. 


Fitch, Edward Harris, J. C 


Sawyer 
Halbleib and R. G. Thompson 

P. J. Durham has been appointed New York distributor 
for the Electromatic typewriter, and will make his head- 
quarters at 60 East Forty-second street, New York City 


~G 


Montgomery Now with Sengbusch 

[homas Montgomery, for several years city salesman 
for E. R. Conner and the E. L. White Company at Fort 
Worth, Tex., has severed his connection with the latter 
concern to become associated with the Sengbusch Self 
Closing Inkstand Company of Milwaukee, Wisc. We are 
not informed as to what Mr. Montgomery’s territory will 
include. 
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Are Your 
Profits Climbing! 


They will if you carry a complete 


line of the famous models of 


APSCO 


AUTOMATIC PENCIL SHARPENERS 


For Banks, Public Utilities, Railroads 
and the Better Offices 
“DANDY” “DEXTER” “JUNIOR” 
“WIZARD” “STAR” 





For Schools 
“ROUND-POINT” “CHICAGO” 
“DANDY” “MARVEL” 


“GIANT” 
“DEXTER” 





For Small Offices 


“GIANT” “MARVEL” “CHICAGO” 





For Use in the Home 
“GIANT” “CHICAGO” 
“DEXTER” 


“STAR” 
“JUNIOR” 





APSCO Automatic Pencil Sharpeners are 
the “‘popular thing” for Bridge Prizes. 





AUTOMATIC PENCIL SHARPENER CO. 
Chicago Illinois 
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Mr. Hildreth Back from Interesting Vacation 
“Joe” H. Hildreth, veteran Chicago manager of the Ester- 
brook Steel Pen Manufacturing Company of Camden, 
J., returned to Chicago on August 6, concluding one of 








7. 


the pleasantest summer vacation trips he has ever enjoyed. 


Leaving Chicago on July 2, Mr. Hildreth was joined by 
NO. ? @ @ + his nephew at New York City, whence they immediately 


left via one of the fine ocean liners for points south 








The first port of call was at Havana, where they spent 
several delightful days. The accompanying picture was 
taken at a pleasant wayside resort in the Cuban capital. 









Joe says that the glass contained an effervescent liquid of a 


SUPREME ° ° ° ° 
light amber color, said to have been once used in the United 






States by bon vivants and persons suffering from a “run 





SUPPLIES _ on 
down” condition, which was quite widely prevalent. The 
liquid, our friend says, contained about seven per cent of 


a fluid known as “alcohol,” freely employed by nurses and 








YOUR PROFIT 
is made on REPEATERS | 





—sell an index instead of guides JOE HILDRETH AT THE TROPICAL GARDEN, 
HAVANA, CUBA 


others in the U. S. A. for rubbing purposes, patients who 


WHEN a customer comes into your store 


get its pungent odor deeming it “rubbed-in” in two senses 


and asks for a set of guides, it is your duty to Ingested by way of the alimentary canal, the fluid is said 
find out what they are to be used for. If you to have a highly stimulating effect, repeated doses tending 
simply sell a set of guides, your customer may to hilarity and thence on to somnolence, producing in 
have an inefficient index and you have lost the | some persons the phenomena of double vision and in others 


certain hallucinative reflexes, the optic centers of the brain 
being disturbed to such an extent that the unfortunate 
imagines he is beholding serpents and mammals of strange 


opportunity to make many repeat sales. 


Every man who asks for a set of guides may 
be a prospect for Natural System. When you 


sell Natural System you do not merely sell and unusual hues. Mr. Hildreth says, however, that a 
guides, but you sell a fast way to file and find moderate indulgence in the sparkling, foam-topped beverage 
information. In addition to securing the initial shown in the illustration is thought to be in many cases 
order, you build repeat business because the in- beneficial, especially to persons past two score and ten. He 
dex is added to as the list of names becomes found the effect, after careful experiment, to be agreeable 

larger. The index grows with the list. and not disturbing 
Now is the time to find out more about Nat- Regretfully leaving the pleasant confines of Havana, 
ural System. Use the coupon below. Mr. Hildreth and his nephew took ship for the Panama 
. Canal with a brief stop at Colon, thence through the Canal 





to Balboa, near Panama City, the Pacific exit of the Canal. 


THe 4 F rom Panama City they visited the ruins of Old Panama 
a few miles away, where, in another century, the buccaneers 
were wont to come in quest of gold-laden Spanish galleons, 
yr to hold high carnival in the streets and wineshops. 


At Panama City the travelers embarked for San Diego, 


MAIL WABASH ~ INDIANA : ! 
Calif., the voyage taking seven days and seven nights. 





@THISe _ 7 > [hey spent a short time visiting relatives, then went north 
FHS WADASE yo aad co., to Los Angeles, Pasadena and surrounding points. During 

a his stay, Mr. Hildreth called on Joe Brandimore, formerly 

Please tell us more about Natural System Index for with Eberhard Faber and later with the Burnap Stationery 


Card and Letter Files and how it will help us. ; ‘ , oye a 3 » s . 
& Printing Company of Kansas City, Mo., now living in 


retirement with his family in a delightful home at Sierra 
Madre, Calif. He also visited Bill Floyd at his stationery 


— | store in San Pedro. Mr. Floyd was connected with S. D. 
—RDAA A~0taw AAA Childs & Company in Chicago, going west a number of 
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Absorbs shocks & 


GG 





like a 4; 


railroad bumper | 


— Crash! Bump! Ouch! If an envelope 
could talk, it would cry “Uncle” many times 
in the course of the shortest mailing. For nobody 





loves an envelope after it’s in the mails. And unless it 
has a backbone like iron and a constitution like a Dempsey, 
it’s quite apt to do a woefully inadequate job of present- 


Toa mreared COLUMBIAN i the booklet or catalog you have printed, in a fresh, 
eer ee attractive condition. That’s why only the finest, sturdiest 
CLASP ENVELOPES stock is used for Improved Columbian Clasp Envelopes, 


Why each square inch will support 93 pounds of dead 
weight. Why we use a fastener that’s anchored like bed- 


BcuTr REASONS WuyY Tue rock — harder to break than an old habit. Check up on 


IMPROVED COLUMBIAN CLASP your stock of Columbian Clasp Envelopes today, and fill 
ENVELOPE IS THE STANDARD in from the thirty-two sizes your paper merchant carries. 
Extremely tough, flexible stock . . . Scotch 


seams; they never give . . . malleable metal UNITED STATES ENVELOPE 


clasp—anchored at all points through double 


thickness of paper . . . flap-hole reinforced C O M PANY 


with patch that always lines up with clasp 


.. mame and size number on lower flap. . SPRINGFIELD, MASSACHUSETTS 


32 stock sizes... buff color enhances any 


ches eabete a6 ten World's largest manufacturer of envelopes 
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PCABITOL 








Built by Invincihle 


| 
AMERICA & THE CAPITOL FILE IS A GOOD FILE 














LOWEST PRICE FILE/ 





Sturdy Construction 


NOTE THE WORKMANSHIP 
the reinforced drawer bot- 
tom. See the four efficient 


rollers, two on the drawer, two 
on the cabinet, so efficient and 
smooth working. Demon- 
strates like files much higher 
in price. A value undreamed of. 





“Business is good’ say the dealers who are 
handling the new CAPITOL File. And why not? 
Never in their life’s experience have they offered 
a more remarkable buy. Built in quantity with 
production savings passed on to you. 

Every dealer needs a low priced file along with 
his higher priced lines. The CAPITOL File is 
priced rock-bottom—you can meet competition— 
any competition—with a full margin on your 
investment. 

The CAPITOL File is a good file, built to high 
standards. Drawers operate smoothly on four 
special rollers. Full 92 inches filing capacity. 
Fittings are large and good looking. Surpasses 
many higher priced files. Comes also in cap size 
and in standard finishes. 

This is your opportunity. Do not pass it up. 
Order one now to satisfy your curiosity and you 
will wire us for more. 


INVINCIBLE METAL FURNITURE CO. 


Manitowoc, Wisconsin 
NEW YORK CHICAGO LOS ANGELES 
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years ago and establishing himself in the Golden State. 


Having visited relatives in Pasadena and 


Mr. Hildreth returned home after a journey distinguished 


by an unusual number of pleasant experiences 


csimeeiiiiinimeein 

Hotel Fort Shelby Invites Conventionites 

Che Hotel Fort She Iby, 
Detroit, Mich., will be the 

National Stationers Association Convention Oct. 


LaFayette and First streets, 


headquarters of the “Buzzards” 
during the 
6 to Y. 


Che “Buzzard” club was organized some months 


ago by travelers in the industry who stop at the Hotel 
Detroit. <A 


Fort Shelby when in small initiation fee is 
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HOTEL FORT SHELBY, DETROIT, 
MICHIGAN 


charged and the money collected is to be used to defray 
expenses of entertainment during the convention. 

Dealers who plan to attend the convention are invited 
and stay at the Hotel Fort Shelby 
hotel is beautifully appointed and 
It is 


“Buzzards” 
Detroit. The 
admirably located in the heart of downtown Detroit. 


to become 


while in 


convenient to shops and department stores and only a short 
distance from transportation terminals, both rail and water. 
niciaianelllenetconia 

Varityper Solves Foreign Language Problem 

[he Varityper, made by Varityper, Incorporated, New 
York City, has solved the problem of placing accent marks 
over or under letters of foreign alphabets. This is a very 
important matter because a forgotten or misplaced accent 
can so change the meaning of a word as to alter the thought 
completely with sometimes disastrous results to the writer. 
offers interchangeable shuttles 


The Varityper machine 


equipped with foreign language type faces. In these are in- 
cluded the full quota of individually accented characters, 
thus eliminating the chance of error and misunderstanding 
and possible consequent loss of business. 

——— 


J. S. Potts Takes Additional Lines 


J. S. Potts, who operates the J. S. Potts Company, manu- 
22 Second boulevard, Detroit, 
Holland 
gold pens and The Nardi Manufacturing Company’s “Tri- 
pencil. Mr. Potts that the 
pencil has been received with enthusiasm by 


facturers representatives, 55 


Mich., has been appointed distributor of John 


Kolor” mechanical 
“Tri-Kolor” 


dealers in the Detroit area 


reports 


> 
Beck Duplicator Company Moves 
The Beck Duplicator Company announce their removal 
to new and larger quarters at 18 West Eighteenth street, 
New York City. They are just off Fifth The 
new telephone is Chelsea 7374 and 7375. 


avenue 


number 


elsewhere, 











The Real 
Money Makers 


m Any Line 
Are the 
Specialists 


v 


Why handle Typewriter Ribbons 
and Carbon Papers just as a fill-in? 
Why not put forth real effort in 
building up a supply business? We 
have four specials that enable YOU 
to gain an entree in ANY OFFICE: 


Tab-Edged 
Carbon Paper 


Humidor Ribbon Packing 
Eraser Placers 
Carbo-Graph 


They are all patented and no one 
else can furnish them if you are a 
Phillips dealer. 

You at least owe it to yourself to 
compare our proposition with what 
you are now handling. Perhaps you 
might be surprised. Remember this 
is a fast moving age. 

We furnish our dealers with real 
help. 


PHILLIPS RIBBON 
& CARBON CO., Ine. 


Executive Offices and Factory 


61 Halstead St., 


New York 
82 W. Broadway 


Rochester, N.Y. 


Boston 
115 Purchase St. 


Chicago 
303 W. Monroe 
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Tells the whole 


story at a glance 





The Burns Display Stand on your 
counter or in your window gives a com- 
plete story of the convenience of the 
Burns Hi-Lo Bracket. 


IT DEMONSTRATES 
the up and down feature 
how it swings on the base 
the simplicity of the extension 
the many ways it may be mounted 


ALL AT A GLANCE. 


It requires only a few feet of space in 
return for a constant, untiring selling 
effort. 


—<And it costs you nothing— 


When you get the Burns Bracket 
Display, you pay for only those parts 
as may be resold, the base and dummy 
telephone are free. 


1—H87 Hi-Lo Bracket $5.75 
I 98 Mounting ... ‘ 75 
I 85 75 
I 94 75 
I 33 75 
1 36 a soe. Bz 
1—Oak Base No Charge 
1—Dummy Telephone No Charge 

Total ... $10.00 


Less vour usual discount 


USE THE COUPON 





American Electric Company, Inc., 
State and 64th Sts 
Chicago. Ill. 


Gentlemen: 


Please send me No. 30 Dealer Displays as 
listed above 


Name 


Street Town 
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Give Fountain Pen Department Its Due 

Statistics based on the sales of retail dealers who handle 
fountain pens, mechanical pencils and desk sets reveal in- 
teresting facts for other retailers in the same lines. These 
figures have been compiled to correct the faulty impression 
that the fountain pen department is a minor matter in the 
aggregate of the larger business in items of higher price. 
Many successful exclusive pen shops in various sections of 
the country are refutation of the expression that the pen 
business is but a runner-up to the more important activities 
of the business. It is all a matter of viewpoint on the part 
of the dealer himself as to which part of his business re- 
ceives the greatest and most careful attention. He may 
feel that the capital invested for a full line of writing equip- 
ment is too large for the returns; that it occupies space 
which could be devoted to other lines showing a better re- 
turn; or that the turnover is not speedy enough to make 
it a full paying proposition. 

The evidence shows that the average pen dealer has four 
stock turnovers a year, even in towns of approximately 
12,000. The general evidence favoring the pen business is 
shown strikingly by the fact that James McCreery & Com- 
pany, a large department store of New York City, has al- 
lotted some of its most valuable floor space to the pen 
department—in the Fifth avenue arcade entrance to its 
main place of business. This space is actually worth 
thousands of dollars per foot. 

In Chicago C. D. Peacock, Inc., catering to the exclusive 
luxury buying trade of the midwest, reinstated its fountain 
pen department after having discontinued it several years. 
Writing to the W. A. Sheaffer Pen Company, the company 
stated: “At no time did we lose sight of the possibilities of 
the pen business to the jeweler, and now, after three years’ 
experimenting, we found that our judgment was sound as 
proved by sales with worthwhile profits. So enthusiastic are 
the members of our company with the results secured that 
orders have been given to install a special display at least 
once each month, in addition to our regular pen window, 
the latter dressed continually with a representative showing 
of pens, pencils and desk sets.” 

The Peacock pen department has been enlarged, and 
placed in charge of a full time manager. All of this has 
been accomplished within the past seven or eight months. 
During this time the average unit of sales has been raised 
until it ranks with the silver, jewel and cut glass depart- 
ments. In view of these findings it is evident that the dealer 
who is not backing the pen department with all the force 
at his command is not making the most of his opportunities. 


celiac 
Russell & Cockrell, Inc., Changes Name 

August 1, 1930, Russell & Cockrell, Inc., Amarillo, Texas, 
changed its name to Russell Stationery Company. Ac- 
cording to the announcement received, nothing was 
changed but the name. 

Clyde C, Cockrell, now of Dallas, Texas, who conducted 
the business with Horace M. Russell from the time of its 
establishment as a separate business in 1909 until 1924, has 
not lived in Amarillo or been actively connected with the 
business since 1924. This circumstance and the belief that 
there is value in having the name of a business indicate 
the nature of the business in which the company is en- 
gaged were influential in bringing about the change in 
name, 

ed 
Barnett Recovering from Illness 

Louis Barnett of the Mimeo Service Bureau, 132 Nassau 
street, New York City, has finally gotten over the illness 
that confined him to his house for a number of weeks and 
is back at his old occupation. He says that he is glad to be 
on the job again and is rapidly recovering his wonted 


strength 
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Shaw-Walker Finishes 


Largest Year 
In 30 Years... 


June 30th, 1950, SHAW-WALKER termi- 
nated its thirtieth fiscal year, with the largest record of goods 
shipped and billed in the history of the company. 


Shaw-Walker’s 400 dealers have shown increases in all parts of 
the country. Fourteen of the larger points showed increases of 
over 30% above the previous year, and a large number of 
other dealers showed comparable increases. Only a few did 


not increase their Shaw-Walker business. 


During the last eight months, all business concerns have been 
buying with scrupulous care. Therefore, we feel that this 
preference for Shaw-Walker office appliances in a time of cau- 
tion, is a tribute to the “Built-Like-A-Skyscraper” method of 


building fine tools for the office. 


You can do no better than ally yourself with a concern for 
whose goods there is an ever increasing demand, especially dur- 


ing these times of so-called business depression. 


Why not write Shaw-Walker today for details on an exclusive 


Shaw-Walker franchise? Your territory may be open. 


dhe “Built Like a 
|| Skyscraper” 


a SHAW-WALKER, 


Muskegon, Mich. 


We are interested in learning how the Shaw-Walker 
franchise results in increased business. 
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THERE ° A DIFFERENCE IN CARBON PAPERS 


“from the unusual 
SALES COOPERATION 


extended us—”’ 


More ond Better 
LETTERS 


- 


GIVES vou ~“é 


AND BCTIECR terre as! 
BIA PROO 


o DELS 


“we want to say that this department is growing by leaps 
and bounds, which is accounted for not only by the repeat 
business from the superior quality of your merchandise 
but as well from the unusual sales cooperation extended.” 





A well known dealer* pens this enthu- Let us show you what the real difference is 
siastic proof of Columbia cooperation—and between Columbia products and others and 
of the fact that there 7s a difference and a let us tell you this interesting story of Colum- 
superiority to the merchandise as well. bia sales cooperation. Write 


Unusual and effective window set ups con- 
taining the displays shown above represent 
but one link in the strong chain of dealer 
aids and merchandising assistance which the 
Columbia Cooperative Sales Plan provides. 
And this plan in itself is not new and untried, 
but an already-proved profit builder of un- RIBBON & CARBON MEG. CO.. INC. 
usual scope and proportions—as the dealer 
who wrote the above letter and many other 
merchants will testify. Glen Cove, Long Island, N. Y. 





Main Office and Factory: 


Branches and Agencies in all Principal Cities of the United States; also 
ronto, London, Mexi City, Madrid, Milan 








THERE Ls A DIFFERENCE IN TYPE WRITER RIBBONS 
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How a Dealer Obtained Valuable Information 


the Smith-Corona Sales 


News for July. 


following article appeared in the 
It is given here for the benefit of typewriter 
may to the 


dealers generally, some ol use 
it according to individual 


whom decide 


plan or to extend it or modify 
pre ference. 

he plan is declared to be an economical method whereby 
the dealer may obtain valuable information about the type- 
writer equipment of his territory. The plan is fair, elimi- 
nates any possibility of favoritism and with the proper fol- 
sales: 


low-through, it should make friends and increase 


First Mailing 
and letter B were mailed, with a Corona adver- 


Card A, 


tising circular, to my entire mailing list, which is supposed 


to include every business office in Salem (43,000); Peabody 
(19,870); Beverly (22,685 Danvers (11,798); Marblehead 
(8,214). 

Make of machine | operate.. bic ebetanet 

Model No.. Serial No 


Please copy in space below, the following, using the ma- 


chine described above 

H. L. Sargent, 284 Essex street, Salem, services and sells 
all makes of typewriters, rebuilts and new portables. He 
also rents typewriters. His guarantee is of value as he is on 
the ground to back it up. 
Name a 
Residence address 
Employed by : e° 

(Over) 


One Side of Card A 


This is how I determine who is to receive the free Corona 


typewriter. I am asking every operator for the serial num- 


ber of the typewriter they are using. I am taking the sec 
ond, third, fourth and fifth figure of this number, and the 
number thus formed which is the nearest to the corre- 
sponding figures of the Corona | have selected determines 


the winner. 
It is important that the questions be answered in full and 
correctly as the accuracy of the card will be checked before 


the typewriter is awarded 


brand new 


The first prize is a $60 Corona 


Che second prize is a $30 credit on a $60 Corona 
Che third prize a $15 credit 

Five prizes of $10 credits 

live prizes of $5 credits 

29, 1930. 


building, 284 


be in by May 


M. C. A 


\ll cards must 
H. L. Sargent, Y 


Salem, Mass 


Essex street, 
The Other Side of Card A 

ao Bc 

lypewriter Department, 

Y. M. C. A. Bldg., 284 Essex St., 

Mass 


Sargent, 


Salem, 

This can’t fail 

to interest every 

stenographer in 
the office 


Giving Away a Corona Typewriter 


“census fever” seems to be with us and this gave me 


T he 
the idea that a census of the typewriters used in this terri- 
tory would be of use to me so I have prepared the enclosed 


card with a few simple questions. I would like to have every 


typewriter operator in the office send me this data about the 
On request, additional cards 


machine he or she is using 


will be supplied so that you will have enough for every ma- 
chine in the office. 


Here is where the free Corona comes in: you will note 


that I am asking for the serial number of each typewriter, 


to determine who is to have the free typewriter. I am using 
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Dealers who are interested in building permanent, 
profitable business in duplicating supplies 


are invited to investigate 


LPACEC 


DRY STENCILS 
and 
DUPLICATING INKS 


Several valuable features unite to make the Ilpaco line a 
logical line for enterprising dealers to handle. It is attrac- 
tively packaged. It is maintained at uniformly high qual- 
ity. The prices are attractive and carry liberal discounts. 
The dealer is assured of a permanent source of supply. 





Ilpaco No. 1400—lIntenselv 
black, free flowing; the finest 
ink for fountain duplicators. 
Medium consistency, dries 
quickly. Guaranteed not to 
harden on the pad. 





The New Ilpaco Stencil is 
packed in a most attractive, 
substantial box. 


Ilpaco supplies are put up 


Beauty has a commercial value. 
They have an immediate 


in packages which are beautiful. 
sales appeal. 


The quality built into the line insures customer satisfaction 
and repeat business. Both are essential to a permanently 
successful supply business. 


The price schedule is fair to all. Dealers sell Ilpaco goods 
at prices which their customers are glad to pay and at the 
same time make liberal profits for themselves. 


The dealer who concentrates on Ilpaco removes all uncer- 
tainty regarding his source of supply. The IIpaco line is 
complete; it has been on the market for years and IIpaco 
dealers know their source of supply is permanent. 


Write for Samples 
Samples and full information will be sent promptly upon re- 


quest—or better still an initial stock order will be shipped on 
approval with privilege of return without — if Ilpaco 
supplies are not the finest ever offered your trade. 


ILLINOTS 


PAPER COMBPARY 


516 W. Jackson Blvd., Chicago 
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the second, third, fourth and fifth figures of the numbers 
turned in to me and the number thus formed which is the 
corresponding figures of the serial number 











nearest to the 
on the Corona I have selected determines the winner. (Here 

the list of prizes is given.) 
Please note the simplicity of the requirements, just a few 
If you don’t know 


GF MANUEN york questions, no guessing, no skill required. ; 

( O yee, 3-254 a c where to find the serial number, just telephone in and we 

She . ay ge % ; 
at r will tell you where to find it. Not a chance of tavoritism 


? (Hiuar = as no one knows the serial number of the Corona I have 
wd a Blue } selected, and if they did it wouldn't help as the selection is 
; : i : *hine you 





determined wholly by the serial number of the machine 





are using. Everybody send in, as I would like a 100 per 
cent complete return 
: Yours truly, 
H. L. Sargent. 
Letter B 





gi * 
™~ 


Wie 
he reason why I used the second, third, fourth and fifth 


figures of the serial number, was that I felt there would be 
less chance for duplication. One feature of Card A to which 
I would like to call your particular attention is the part 
where I request the customer to copy a certain paragraph. 
It was my idea that they might remember the text if they 
copied it. It also would give us a sample of the work by that 
particular typewriter. This sample of work would help us 
in determining which typewriters needed attention and per- 
haps indicate the source of any trouble that might be 
present. 

I asked for the residence address of the operator (typist) 
in order to get her address and to make the follow-up cam- 
paign more personal. Future mailings were sent to her 
home address. 

Second Mailing 

After about ten days another mailing piece was sent to 
those who did not reply to our first letter and card. This 
consisted of Letter C and addressed return envelope (no 
stamp or return mailing permit) with a notation in the lower 
left corner on the face of the envelope “Free Corona Con- 
test.” 


The New aie > No. 3 Another Card A was included with this mailing. 


H. L. Sargent, 


HOGE “BLUE KNOB” Typewriter Department, 
Y. M. C. A. Bldg., 284 Essex St., 
STAPLER Salem. Bane ; it 


A further development in Stapling Machine construc This is one of those 
tion which eliminates the usual objections down to the 

smallest detail—mechanically correct and WILL NOT suse chances to get 
CLOG. Staples easily as many as 50 sheets at one 
time. The smoothness of its operation is vastly im- 
proved by an additional refinement which overcomes satisfactory, but there are a few names on our list. yours is 
the clogging problem. The plunger may be struck . ~” 

quick blow or pressed, with the same result—it per- 
forms perfectly. Hoge is the stapler that holds cus- 


something for nothing 
The returns from our Free Corona Contest have been very 


one, from whom we have not heard. 
There are no elaborate details, just fill out the enclosed 


tomers—no repairs. It can be converted into a Tack- card. You stand as good a chance as anyone to get the free 
ing Machine by removing a pin in the base—staples Corona 
will easily penetrate wood or fibre. Only by seeing - . . . . 
i - ; ad One of the big reasons for holding this contest is to check 
this splendidly built machine in action can vou judge : : : : 
up on the accuracy of our mailing list. We will consider it 


its superiority. Liberal trade discounts. Order a 
sample and convince yourself—vyou are the judge. a favor if you will reply. It will save the bother and expense 


Your jobber can supply you. of a personal canvass. 


If not, write us. 
THE HOGE MANUFACTURING CO. 
23-25 EAST 21ST STREET, NEW YORK 


Yours truly, 
H. L. Sargent. 
Letter C; Third Mailing 





USE COUPON BELOW In another ten days we sent a government post card with 
| ~— eee manne er a message printed on it. A large picture of a Corona four 
OGE MANUFACTURING CO. ; ; j i 

‘ ING CO., occupied the right-hand side of the card and in large black 


23-25 East 21st St., New York. 


Please send me somemets description and trade discounts on type the word FREE was printed. 
Hoge Stapler No. 3 and Vitrocoted wire staples. LAST CALI 


EO MuKGave nest neeeeShdbeeuhdbaecebeosencacnenaas | R EE ( ORON \ 
UN cACia bp aaedncudsateauukiads ceeeaks sackathecacs CONTEST 

| City vTTTTat be Geb scduanks Salita Our records show that your office has not been heard 
Jobber irom. 

















If you have mislaid the contest cards or need any further 
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“Hail to the Chief” 


is your chance to close a sale 


Watch the newspapers for important promotions . . .« 


they lead to refurnish 


| ores TIME your newspaper 
carries a story of a business 
man’s promotion, that success is 


your sales opportunity. 


It’s your time to step in with a 
suggestion—refurnish the new chief's 
office with the Art Metal De Luxe 
Suite. You can make it to the direc- 
tors ...in a mood to compliment the 
new executive. Or to the employes 

. eager to express their loyalty and 
felicitations. Or to the office manager 

. a good entering wedge to a dis- 
cussion of the whole subject of fur- 


niture and equipment. 
The De Luxe Suite provides an 


office background on a par with the 


responsibility of any new job. Broad- 


gauge, roomy desk, of true executive 


ing executives’ oflices 


Ss 


caliber. Dignified, impressive table. 
Convenient, smooth-working file. 
Compact telephone stand and pri- 
vate cupboard. Sturdy wastebasket 
and costumer. Every piece finished 


in rich-grained American walnut. 


Present it at the right time... to 
the right people . . . and you'll find 
the Art Metal De Luxe group a 
profit-making feature of your office 
furniture line. It is but one develop- 


ment in Art Metal’s continuous plan 


of creating new products to meet 
new demands, opening new markets 
for Art Metal dealers . 


progressive program that has made 


.. the same 


Art Metal the largest manufacturer 


of steel office furniture in the world. 


If you sell the line now, you'll 
want to include the De Luxe Suite 
on your sample floor. If you are not 
an Art Metal dealer, let us tell you 
of the money-making possibilities in 
the comprehensive Art Metal Line. 
Address your letter . . . get it off 
today ... to the Art Metal Construc- 


tion Company, Jamestown, N. Y. 


Art Metal 


JAMESTOWN ~ NEW YORK 


THE ART METAL LINE... 


. Fire Safes . . . Storage Cabinets 


Desks... Shelving ... Horizontal Sectional Files . . . Plan Files 


Upright Unit Files .. 


. Counter Height Files . . . Postindex Visible Files 
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V elosograph 


An Unexceled Dupticator 


IT Is: 
C OMPACT 
A DJUSTABLE 
N EAT f 
ORIGINAL 
D EPENDABLE 
EFFICIENT 









Revolutionary Idea in Duplication 


Velosopads—an original composition pad to replace Economical— both in original purchase price 
the old type gelatin films. Not a stencil duplicator. 


upkeep. Our carbon paper, ribbons, pencil 


Simple—most easily operated machine of its kind on etc., used with the new VELOSOPAD make pos- 
the market. No experience needed. 


Attractive—designed and finished with the style and drawing at a very low cost. 
neatness of the highest grade office equipment on 
the market today. Made entirely of non-corrosive 
material. All parts easily accessible for keeping 


clean. can reduce their costs by discarding old equipment 
$35.00—complete, amazingly low price. Liberal dis- and installing VELOSOGRAPH. Unlimited field 
count to the Dealer. for runs up to 500 copies. 


Dealers: Territory now open for well rated, live agents. 


Write for details 


Canode Ink & Office Supply Co., Inc. 


4534-4538 West North Avenue 


sible the duplication of various kinds of writing and 


Indispensable—n fact. many firms and individuals 


Chicago, III. 


and in 


s, inks, 
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information just write or telephone and we will see that you 
are supplied. H. L. Sargent, 

284 Essex St., Salem, Mass., Tel. 314. FREE 

Printed on Government Postal Card 

It was my original intention to send out personal solici- 
tors, with a Corona four, to cover all who had not answered. 
However, we did not do that, due to time and other things, 
but I think it would help the plan. 

The results from the plan as we have used it have been 
more than satisfactory. Prizes have been awarded and we 
mailed another piece to the entire list announcing the names 
of the winners, plus a general advertisement for our store. 

We figure that the sales to the winners of credits will 
give us sufficient profit to defray the cost of this campaign. 
With this idea in mind, since printing the cards, I have prac- 


tically decided to award a large number of $5 credits. 
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ERHARD FABER MONGOL THIN LEADS ON EASEL-BACK DIS- 

AY CARD These come in vest pocket metal tubes, a dozen of which 
are mounted on the display card, which has a protecting slip-over Each 
tube contains 24 Mongol leads, degree No. 2, and are equipped with 
patented clamp” adjustable Eberhard Faber eraser, which can be 
lengthened as it wears down 
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Promotions in Varityper Organization 

The rapid growth and expansion of Varityper, Incorpo- 
rated, New York City, and its constantly increasing sales 
staff, necessitated the establishment of a sales promotion 
department. The creation of this new division marks the 
rise of three members of the organization to higher position. 

H. A. Bingham, who has been in charge of sales for the 
New York district, has been appointed to head the newly 
created department of sales promotion. He has been suc- 
ceeded as New York manager by Bill Pierce, Chicago dis- 
trict sales manager, who in turn is succeeded at the Chicago 
office by H. D. McCann 

Mr. Bingham is particularly well qualified for his new 
position \ background of newspaper and publishing ex- 
perience, together with his recognized ability as a sales 
executive earned him his new post. 

Bill Pierce comes to New York with the credit of having 
spread the gospel of the Varityper in the Chicago district 
and of having made an unusually good job of it. His suc- 
cessor, Il. D. McCann, has been Bill’s assistant since the 


institution of the ( hicago branch. 














Exclusive Sales Franchises for 
the Eff & C Scientifically Cor- 
rect chairs are now being ar- 
ranged in some territories. 
Write for details. 





EFFICIENCY 
CREATIONS 






The FRITZ-CROSS COMPANY 
of SAINT PAUL, MINNESOTA 


(Manufacturers) 





William Burton Wilson 
New York—New England 

52 Vanderbilt Avenue 

New York City, N. Y. 
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“You asked me how 
I make so many 


sales, Bill 


so let me ask you a question. What do you 
know about the company that makes Barr 
Typewriters?” 


“Not a thing. What do I care about the 
company if the product suits me?” 


“Just this. I'm trying to tell you that the 
Barr Typewriter is the very top of typewriter 
development. It is made by engineers who 
have studied and worked on typewriter im- 
provements all their lives and who have now 
combined them into one typewriter. That is 
what makes the Barr portable line of type- 
writers the most efficient on the market.”’ 


“I think I'll try that argument. Even 
though I didn’t know the background of the 
typewriter, I recognized that high degree of 
perfection in every model they put out and 
now I understand it. Thanks, Jim, for the 
selling point.” 





BARR-MORSE CORPORATION 
ITHACA, NEW YORK 
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Annual Dictaphone Sales School at Bridgeport 

Che third annual Dictaphone sales school is now in ses 
sion at the Dictaphone factory in Bridgeport, Conn. Bevan 
Lawson, executive sales manager of the Dictaphone organ- 
ization, is again in charge. Students enrolled this summer 
were hand-picked by Mr. Lawson from a score of colleges 
and universities throughout the country, several of which 
were visited without any selection being made. 

Dictaphone officials have found the plan of training col- 
lege graduates a generally satisfactory method of securing 
good salesmen, and have high expectations for the present 
class, which was selected on the basis of two years’ previous 
experience. Upon completion of a two months’ academic 
course in Bridgeport, with classes for instruction in the 
principles of salesmanship and supervised work in the fac 
tory to provide knowledge of the Dictaphone’s construction, 
the young men will be assigned to various Dictaphone 
branches throughout the United States, for four months’ 
work under direct supervision of branch managers. Janu 
ary 1, 1931, is the date for graduation of this class as full 
fledged salesmen. 

Enrolled in the school this summer are the following 
men: Philip Hellinckx, Columbia University; L. L. Howard, 
Martin S. Quick, and E. G. F. Adams, Harvard Univer- 
sity; H. E. Trapp, University of Michigan; Hal M. Horton, 
Jr., and Robert Zimm, Northwestern University; L. G 
Trees, Ohio State University; N. B. Hollister, J. Warren 
Speaker and James A. Cumming, Pennsylvania University; 
Milton L. Sherrick, Pittsburgh University; John Hayward, 
University of Wisconsin; C. R. Evans, Yale University; 
John K. Foley, Fordham University; L. A. Engel, Univer 
sity of New Hampshire. 

~~ 
McCarl Business in the Heart of Buffalo 

The McCarl Corporation, conducting the American 
['ypewriter Exchange, has moved from 182-84 Franklin 
street, Buffalo, N. Y., to 326-28 Washington street. The 
new location is in the heart of the business section of Buf 
falo, and very accessible to all of the large downtown 
iffice buildings. The new store is a vast improvement 
ver the former location. Fine display space is available, 
and results have already shown from the additional space 
devoted to active displays. 

The company occupies four large floors and basement, 
50x83 feet: the basement is used for storage. The first and 
second floors are used for the display of office equipment 
and supplies, as well as a complete line of typewriters. 
The company carries all makes, including all types of 
portables. The upper floors are used for refinishing and 
storage of used furniture, as well as storage for the ware- 
house stock of new furniture. 

> 
Some Changes in Pacific Northwest Paper Houses 

C. M. Packer has taken over the Seattle branch of the 
Packer-Scott Company, wholesale dealers in paper, estab 
lished about a year, and will operate this business inde 
pendently, since he has sold his interests in the company 
located at 40 North Front street, Portland, Oregon, to 
Vernon C. Scott, president. Mr. Scott was formerly with 
the Crescent Paper Company. He has recently named 
Arthur Hosfeldt as general manager of merchandise and 
sales operations of the Portland business. Mr. Hosfeldt, 
now financially interested in the Portland Paper Company, 
was formerly sales manager for Blake, Moffett & Towne 

C. M. | 

> 
United Autographic Register Moves 

United Automatic Register Company moved early last 

month from the location at 2316 West 43rd street to the 


new plant at Fiftieth street and California avenue, Chicago 
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Make the suggestion— 


BASINOLA 


—and you’ ll make another sale 


For Basinola is needed equipment in so many offices. Their 
front door is polished plate glass neatly lettered, the reception 
room and general office are tastefully and efficiently arranged, 
but somewhere, there is a washstand in unsightly, unsavory con- 
dition. 










Basinola is designed to encourage the staff in keeping the wash- 
stand shipshape; it’s handy to use—saves time—is sanitary. 
Made of pressed steel and finished in mahogany, oak, walnut or 
olive green to match the finest equipment it puts the washstand 
on a par with the rest of the office. Installed in a moment, 
easily. Provides a good mirror and convenient shelf and cup- 
board for storage. 











Dealers and specialty salesmen have an excellent opportunity in 
Basinola. There is a tremendous market and territories are still 
available. 


AUTO-OVEN, Incorporated 
405 Lexington Avenue 
NEW YORK, N. Y. 















Closed Basinola is in 
perfect harmony with the 
office 










Open Basinola offers complete 
toulet equipment, instantly ready 


jor use 









Lackawanna Leather 


Inasmuch as leather is the most conspicuous part of office furniture, it is essential 
that your salesmen are familiar with the various grades and finishes. We have 
prepared an illustrated booklet showing the manufacture of upholstery leather 
from the raw hide to the finished state. This booklet will be sent upon request 
and will be found to be of great educational value. 


The Lackawanna Leather Company is the world’s 
largest producer of full Top Grain upholstery 
leather. Our leathers are now adopted as standard (Asm snUtInromcec! 
by the highest grade office chair manufacturers. 





Samples sent upon request. 


The Lackawanna Leather Company 
850 Grand Avenue Hackettstown, New Jersey 


‘‘Look for the haircell—It is your guarantee of full Top Grain Leather’”’ 
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PASSE D A WA Y 
Dorr E. Felt 


Dorr Eugene Felt, president of the Felt & Tarrant 





Manufacturing Company of Chicago, outstanding inventor, 
industrialist, executive and student of geology and biblical 
history, passed away at his home in Chicago on August 7. 
Che cause of his demise was a heart attack. Suddenly and 
without warning the end came as he sat talking with his 
wife. In the midst of a sentence, his voice broke to an 
incoherent murmur and he lapsed into a state of uncon 
sciousness from which he failed to rally. Before the physi- 
cians arrived he had passed away. While he had not been 
feeling as fit as usual in the past few weeks, no serious 
impairment of his health was suspected and his passing 
came as a painful shock to his family and friends. 
Surviving Mr. Felt and with him at his passing were 
his second wife, Mrs. Jeanne Saurin Felt, and the four 
hi 


daughters born s first marriage—Mrs. Virginia Felt 





THE LATE DORR E. FELT 


Koch, Winnetka, Ill; Mrs. Constance Felt Tippens, 
Wyoming, Ohio; Mrs. Dorothea Felt Noyes, Chicago, and 
Miss Elizabeth Felt. 

Funeral services were held at the late home of the de- 
ceased, 432 Wellington avenue, on Saturday, August 9. 

The outstanding achievement of Mr. Felt’s life and the 
keystone of his fortune was the invention of the Comptom- 
eter calculating machine—a multiple order, key-driven ma- 
chine, in which for the first time the operation of numeral 
wheels by key mechanism was arranged to receive a con- 
trolled carry from the lower order. Prior to his invention 
no carrying mechanism had been designed to work in com- 
bination with a key-driven order of numeral wheels. 

Mr. Felt was born near Beloit, Wisc., in 1862. At the 
age of fourteen he left home and became an apprentice in 
a machine shop. In 1882 he came to Chicago as a journey- 
man machinist. During his work in the shop he was operat- 
ing a planer and observed that as the tool shuttled back 
and forth it moved a ratchet one or more notches at the 
pleasure of the operator. While this mechanism was in 
no sense a computing device, it nevertheless gave him an 
idea which he worked on for several months. In 1885 
he had completed what he called his macaroni box model. 
His original plan was to construct the model from metal, 
but this was not within the young man’s means so he de- 
cided to put his ideas into wood. A little before Thanks- 
giving day of 1884, he went to the grocer’s and selected a 
box about the right size for the casing of the contemplated 
machine. It was a macaroni box. For keys, Mr. Felt used 
meat skewers obtained 
lor key stems he used staples which he got from the 


from a butcher around the corner. 


hardware store and for springs he used an assortment of 


elastic bands. Discovering in the course of his work that 



















No. 35 ASCO Jr. 
Card Tickler made 
sturdily of steel fin- 
ished olive green. ur- 
nished with or without 
card index and 100 
cards. Capacity 300 


cards. 


Aas examination of the 
ASCO catalog will 
prove that we know your require- 
ments. And our ten years have been | 
devoted exclusively to the produc- 
tion of a line to meet your require- 
ments at the lowest prices consistent 
with attractive merchandise of excel- 
lent money value. Every item in the 
famous ASCO line is in popular de- 
mand and is a proven value. 





We offer you the facilities of a new, 
modern, up-to-the-minute manufac- 
turing plant. Our stocks are always 
complete. We ship your order im- 
mediately it is received. In short, 
we cooperate with you to the fullest 
extent. 


Let us fill your fall requirements and 
increase your volume of sales with 
the popular and comprehensive 
ASCO line. A sale lost these days 
can least be afforded. Write now for 
the ASCO catalog. 


ART STEEL COMPANY, Inc. 


306 E. 145TH STREET NEW YORK,N. Y. 





Double legal blank filing cabinet 

finished in green, grained mahogany 

or grained walnut. A new number. 

Attractive in design, construction 
and price. 
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PEERLESS 
PRODUCTS PLEASE 


Letter trays and waste paper baskets, all 
sizes, mail and tape baskets, space baskets, 
built up trays, locker baskets, PEERLESS 
paper burners, wire globe guards, office 
partitions, wire guards, etc. SPECIAL 
WIRE GOODS MADE TO ORDER. 


PEERLESS 
WIRE 
GOODS CO. 


2720 Ferry Street 


LAFAYETTE, 
INDIANA 





LESS SANITARY LINE 


REVOBPRIANI 


PROVESAWINNER?D 


00 


Complete 
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A SIMPLE portable rotary stencil duplicator 
weighing less than four pounds, REVOPRINT 


reproduces handw riting, typewriting or drawing 


at less than 25 cents 





by the hundreds per hour 
a 1000 copies. 


It is no wonder REVOPRINT—complete with all ac- 
cessories, packed in an attractive leatherette case, sell- 
ing for $25.00—has found a ready market. It saves 
its cost in printing bills—does not require a trained 
operator—automatically returns to starting position. 


Distributors, we have an attractive 
proposition waiting for you. Write 


LESLIE SALES CORPORATION 


Singer Building, 149 Broadway New York City | 
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it would require longer than he expected, he nevertheless 
kept on and devoted all his leisure moments to the labor 
until finally he finished the model soon after New Year's 
day of 1885. His machine worked and Mr. Felt was so 
encouraged that in the fall of 1886 he finished a practical 
machine made of metal. \fter having put the finishing 
touches on this model, he applied for a patent in March, 
1887, and this patent was issued in October of the same 
year. Thus was created the Comptometer, upon which the 
Felt & Tarrant business is based. It is stated that Mr. Felt 
really started the manufacture of the machine in the fall of 
1886 after perfecting his invention. He was then twenty- 
four years of age and was obliged to make the ma 
chine himself. With the aid of some dies which he had 
made for some of the principal parts, he was able to pro 
duce eight finished machines before September of 1887 
[wo of these machines were immediately put into servic: 
for the training of operators. After having put several 
machines in prominent offices and in the treasury depart 
ment at Washington, Mr. Felt closed a deal with Robert 
Tarrant of Chicago, whereby a partnership was arranged 
on November 28, 1887. A little over two years later the 
partnership was incorporated under the name of the Felt 
& Tarrant Manufacturing Company, with Mr. Felt as presi 
dent, which office he held until his death. 

Not only was Mr. Felt the originator of the Comp- 
tometer and later the Comptograph, which was a listing 
calculating machine, but he was the originator of the many 
short cuts in arithmetrical calculations described in the 
Comptometer instruction book. The instructions for figut 
ing multiplication, subtraction, division, square root, cube 
root, interest, exchange, discount, English currency, and 
other operations were included in the book. It took hard 
study to devise such simple methods and rules. The in 
struction book written by Mr. Felt for the Comptometer 
reflects the genius disclosed in the invention of the machin 
itself 

In the completion of the original invention, Mr. Felt ac- 
knowledged with gratitude the aid of his employer, A. Bb. 
Lawther, who, impressed with the young inventor's skill, 
helped him in the early production and marketing of his 
product 

Indomitable perseverance, tenacity of purpose, extra- 
ordinary power of concentration, and a remarkable capac- 
ity for sustained physical and mental effort are traits of 
character which have figured largely in the success of M1 
Felt’s career. When absorbed in the solution of some 
mechanical problem connected with his inventions, he not 
infrequently worked for twenty-four hours at a stretch 
seemingly oblivious to the lapse of time 

In later years when he was relieved of much of the details 
of business and invention by a well organized staff of assist 
ants, he gave liberally of his time and energy in service on 
committees and other organizations for the promotion of 
higher standards of education, more equitable and logical 
systems of taxation, federal legislation for saner coopera- 
tion and loftier ideals in civil government. To the current 
literature relating to these subjects, Mr. Felt was a liberal 
contributor through pamphlet, newspaper and magazine 
articles, which reflected his characteristic ability to think 
sanely and soundly upon these issues of public interest 

Although personally active in civic and political move- 
ments in behalf of better government, Mr. Felt never 
sought nor held office in any political or civil position; 
but as a private citizen his influence was felt through 
counsel and advice in the framing of national, state and 
municipal legislation 

Despite the pressure of his divers engagements, Mr. Felt 
conducted a large personal correspondence relating princi- 


ally » scientific, economic and political subjects Among 


pi t 
his correspondents were numbered well known educators, 
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Sound 


Basis 


for 


Good 
Will 


EDCO 
DESKS 





A reputation for quality goods—merchandise of uniform goodness 
—requires years to establish. Evansville 


Edco Desks lay no claim to luxury — and resulting high cost. D k 
But Edco Desks are of high quality and uniform goodness at es 
moderate price. Company 


If you are interested in a line of substantial, newly designed, 
long life desks—Edco will answer your requirement in every EVANSVILLE 
respect. And we will be glad to submit full details. INDIANA 























... Scientifically Correct 


() Greater Efficiency with 
YE efficiency drops nearly 50% when your employes work 
under ordinary artificial light. With indirect artificial lighting 
; the loss is only 8%. More than 40% improvement in efficiency. 
p Experiments conducted under the auspices of the American Medical 
Association established these facts. 
With the ever-mounting use of artificial light in offices, it is vital 
to business to salvage this lost employe efficiency and turn it into 
increased business profits. 


Silverglo has taken a scientifically correct lighting principle—indirect 
lighting—and combined with it 





1—a silvered bulb with opaque reflecting surface 


2—a new reflector 


3—a light blue band at the reflector base for neutraliza- 
tion of glare. 





No. 697 
The result is almost a natural daylight, with complete diffusion of 
the strong rays, elimination of all glare, shadows and blinding re- 


flections from desks or papers. Eye strain reduced to a minimum. 


Make the Test Yourself 


No. 696 


Two new SILVERGLO desk lamps with a SILVERGLO Desk Lamp 
No. 696, for use with fur No. 697, beautifully fin 
niture of lighter design, is ished of heavier construc 
— ys ' _ , : . tion and appearance, is 15 ° 
ee eee on nd soma ilverglo Lamps, Inc 
able metal shade metal shace p 9 aa 
Silverglo bulb and 10-foot extension cord standard > 
equipment in both. Lamps are now available in duco 300 East Federal Street 
finish of verde green and other colors, besides statuary Baltimore a 4 7 A Maryland 


bronze and antique brass 
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SUNNY SPAIN USES 


ie taney 


i 
Yi as 


ROBARCO: 


STEEL and WOOD 
TRANSFER STORAGE CASES 





WOOD CASES - Substantially constructed of basswood— 
mahogany paper covered. 
LETTER—CAP—BILL sizes are stocked. 

METAL CASES - Made of heavy gauge steel—black japan finish. 
Stocked in letter size only. Other sizes to 
order. We specialize in the manufacture of 


METAL BOXES for all filing purposes. 
Place your orders NOW—for TRANSFER TIME delivery. 
VERTICAL FILE FOLDERS—Price list No. 1027 and complete set of 


ROCKWELL-BARNES COMPANY 


1511 West 38th Street Chicago, Illinois 
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scientists and legis these discussions he was 
ble to ec ribute vy tl results of abstract reason 
ing, but those of knowledge gained through actual experi 
ence in practical business and in contact with men ot affairs. 


itive ability and 


When the call went 


experience to help spe 


men of exect 
production of war munitions 


Great War, Mr. Felt 


and supplies when we entered the 


naturally responded promptly to the call. Leaders to head 
the various sections War Industries Board were 
being sought \n important arm of this board was the 


Resources and Convers Section which was organized 


in regional divisions. He was appointed and served as re 


gional adviser of Region No. 9 until the end of the war 

When the 
for the services of public-spirited men conversant with the 
latter 


work of reconstruction began there was need 


problems of political d social economy. In the 


part of January, 1919, Secretary of Labor William B. Wil 
employers’ 


son invited Mr. Felt to serve as a member ot an 


industrial commission sent to England to study and report 

on labor conditions and labor policies in Great Britain. As 

Mr. Felt had the opportunity 
I 


las many 


mmissiol 


spokesman of this ce 
of meeting prominent English labor leaders as wel 


individual workers of all shades of opinion \t the ter 


mination of this work he was requested by the chairman 


of the commission to individually investigate and report on 


similar conditions in France The results of this investiga 
tion were later published as an individual report by the 
U. S. Department of Labor at Washington 

The trend and extent of Mr. Felt’s activities outside of 
business are indicated by his connection with the following 


President the Illinois mociety, Sons ol 


organizations 


the American Kevolut 1920): director, Chamber ot 
Commerce, United States America (1920); member, 
American Academy of Political and Social Science, Phila 
delphia; American Statistical Association, Boston; Western 


Society of Engineers; Chicago Historical Society; regional 


adviser, Region No. 9 Resources and Conversion Section 


of the War 


Commission 


Industries Board (1918); member, Employers’ 


William B. Wilson, secretary of 


labor, and sent to England to study and report on 


appointed by ; 
labor 
conditions and governmental labor policies in Great Britain 
1919). He was also a member of the Union League Club, 
Chicago; Chicago Athletic Association; Chicago City Club; 
Old Colony Club, New York 

Mr. Felt was first married in 1891 to Miss Agnes McNulty, 
who died two years ago. Four daughters, whose names 
are given above, were born of this marriage 
passing of Dorr E. Felt, the office equipment in 
dustry loses one of its outstanding personalities. He was 
1 man of rare good sense who inspired confidence and left 
a record of great practical uSé fulness. 
oe 
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sectional bookcase Re- 


isiness 


implement 


idea of the 
1892, he organized The Wernicke 


S. D., he conceived the 


moving to Minneapolis 


Company to manufacture his invention. Rapid expansion in 


sales necessitated a more cet 


tral location for the factory and 


brought about its removal to Grand Rapids in 1897. Two 
1 


vears later Mr. Wernicke effected a coalition with The Globe 


Company of Cincinnati, the two companies joining under 
the name, The Wernicke Company \bout 1903 Mr. 
Wernicke withdrew from The Globe-Wernicke ¢ 


nd d in the timber business in the 
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Seeing Is Believing 


We invite your consideration 
of ENGLEWOOD DESKS 
on the basis of pure merit. 

A willingness to investigate— 
plus an open mind to con- 
sider—is the basis of every 
progressive step. 


ENGLEWOOD DESK CoO. 


58th & Lowe Avenue 
CHICAGO 


___— 
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EMIUM WRITING FLUID 
The Ink That Has Defied Time for 70 Years 
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SELLS 






Model 2 EXT. 


A truly adjustable 
typewriter Stand 
with a sliding base 
board and an elevat- 
ed check table. The 
top is of highly fir 
shed oak, mahogany 
or walnut and is six 
teen inches square 
The check table is 
14” x17%" and the 
baseboard is 13%” x 
14”. The check table 
2” higher than 
and can be 
when de- 


18 
the top 
dropped 
sired 


The strength and durability of the “Satellite” is 
recognized at a glance. The prospective customer 
judges it to be a superior office stand and his judg- 
ment is vindicated when he puts the “Satellite” to use. 
An opportunity to make a profit and to build a friend- 
ly clientele is offered by “Satellite.” Ask for particulars. 


Adjustable Table Company 
Grand Rapids, Michigan 
———_ oanes 





—— ___a 








They look well—work well 
—sell well 


There are no “duds” in 
the Seymour line. Take 
these two items — both 
are attractive, useful and 
reasonably priced—with 


a real profit for you. 





Parsul Tape Sealer 
takes 
The 


Ryco, a similar sealer, takes 


for retail store use 


tape up to 1 inch. 


, 


tape up to 3 





inches in w idth, 


Improved Adams 
Memo— 


i Bronze, Brass, Olive 


ind Mahogany. 


(,reen 


Send for full information 
SEYMOUR PRODUCTS CO. 
SEYMOUR, CONN. 

New York Sales Office: Room 1807 Chanin Bldg. 
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favorite diversions were hunting and 


golfing. He of horses and dogs 


, ’ , 
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George E. Cole 


I) the fullness ot year®rs, Creorwe I ( ole, proneet ( hic avo 


Stationer, civic leader and for many years head of the 
Municipal Voters’ League, passed away on August 18 at th 
age of eighty-five. His death occurred at the North Shore 


month 


Resort, Winnetka, Ill... 


had be nia leader 


Hlealth after an illness of a 


l-or torty vears he in Chicago in the tight 


for the betterment of the city, county and state governments 


He was the 


fearless and implacable enemy of corrupt poli 





GEORGE | 


COLE 
ticians, and he brot duties of civil life the 
when as a Vy 
Michigan Volunteer In 

Atlanta campaign—the 
end of 


enduring courage he showed 


joined Company A of the Tenth 
fantry and followed Sherman in the 


lamous “March to the Sea.” lle served until the 


the war. 


Mr. Cole was born January 


1845, at Jackson, Mich. In 


1868, at the age of twenty-three, he came to Chicago where 


he worked for his uncle, Mr. Hollister, as a carpet salesman 


surveying expedition 


until 1874, when he went on a { into 
Returning in 1878 he bought out the stationery 
Bliss & Gi 
now 114 North Dear! 


company 


ilada 


business of Barnes issner at 86 Dearborn street 


who later 
with Mr. Cole for 


, 
»ATHCS 


orn street) A. R 


organized a separate remained 


aged the printing establishment The 


George E. Cole & Co. remained at the 
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W, have made chair Note 6 points of attachment to seat 
actions of steel and semi-steel 
for over 50 years. We are the 
only manufacturers who furnish 
ground screw with patented plain 
terminal so there will be no 
wobbling when chair has been in 
use. Various styles of hubs, 





stamped steel or cast semi-steel. 
We can furnish iron, steel, and Patented plain terminal screw 
semi-steel fittings for hundreds Ce 
of kinds of stools, tables and 

chairs. Catalogue and prices on 

request. 





GILSON-BOLENS MANUFACTURING COMPANY 


PORT WASHINGTON, WISCONSIN, U.S. A. 





THE BUSINESS WORLD REVOLVES ON GILSON CHAIR ACTIONS 
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er” CASTELL 
ENCILS 
The world's best drawing pencil-the choice of great artists 
and craftsmen- made in sixteen degrees of hardness 
“CASTELL” POLYCHROMOS PENCILS in 64colors | 
_AW. Faber RUBBER ERASERS for the draftsman 
AW.FABER | 


INCORPORATED Pe 
NEWARK, NEW JERSEY, U.S.A. v« 
Pencil Manufacturers for over 169 years > 
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Corry-Jamestown Mig Corp~ 


CORRY PENNA 





Cc town 
Ory EE reat OOP 














Three Distinctive Values for 
Surer Repeats and Profits . . . 


' F OUR trade can not be as well satisfied with one line as with a carefully- 


selected line of different values to meet several requirements. 








Our long experience in building for special requirements has led us to 
develop three different values in filing cases with features more than ample in 
each to meet every prospective range of requirement. 

Our slogan “Excellence at Lowest Cost” is exemplified in each of these 
cases. It is also typical of quality in the rest of the Corry-Jamestown Line. 
Let us prove it with our catalog and price list and give you details of our 
Inspection Offer. Address Corry-JAMESTOWN Merc. Corp., Corry, Penna. 


Cable Address: CORJAM 
Warehouse Stocks Carried in 


NEW YORK PHILADELPHIA LOS ANGELES 
CHICAGO ST. LOUIS SEATTLE 


ORRY- STOWN 


STEEL FURNITURE 





























__ The Line of Lowest Ultimate Cost 


— — 

















3 An authority on the subject says--- 
: Mani oldo | “Science in purchasing is the ability to dif- 


CARBON -& 
. 








ferentiate between initial and ultimate cost.” 


ww 


Science in Carbon Paper and Inked Ribbon making is the ability to pro- 
duce with perfect accuracy a range of qualities to uniformly give the 
exact results desired with all kinds of machines and writing paper. 


“The Line of Lowest Ultimate Cost” meets the requirements of each 
j Science. You cannot know what it will do for you until you investigate. 
} Without any obligation on your part, we will be glad to send you 
samples for any requirements you describe. 


NEIDICH PROCESS COMPANY 


V,. 
@ ' T YPE | Manufacturers 
} Burlington, N. J., U. S. A. 
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Dearborn street location until its removal in July, 1915, to 
the Conway building on Washington street. It is interesting 
to recall that at the time when Mr. Cole bought the Barnes, 
Dearborn street, the rent of 
On June 1, 1926, the George 


E. Cole business was purchased by Horder’s, Inc. 


Bliss & Grissner business on 


the premises was $1,000 a year! 


In 1896, after having been instrumental in organizing in 


fluential citizens into a league for better government, Mr. 
Cole was elected president and the organization was named 
the Municipal Voters’ League, which was the outgrowth of 
a powerful sentiment for civic reform. A biography of Mr. 
Cole, published a few years after he became president of the 
League, said in part: 


“When the 


for making the League a power for civic honor, they sought 


famous citizens’ committee completed plans 


a leader, a man of superb courage, one who could not be 


contaminated; one primed with fearless loyalty to the cause 


of the peopl George E. Cole was selected. He proved 
true. In the hearts of honest men he was endeared for the 
good work he has accomplished. They love him for the 


enemies he has made. 

“Boodlers and bribers fear this little giant of reform. He 
is an organizer. The people are with him. He was not a 
dress parade soldier in the war, and he is now fighting under 
the flag of municipal honor, and the memory of his deeds 
will be imperishable in the history of Chicago.” 

Mr. Cole never ceased his activities in behalf of good gov- 
ernment. Less than six months ago he urged the calling of 
a constitutional convention to modernize the tax laws, reap- 
portion the state, adopt a short ballot, unify local govern- 
ments in Cook county, consolidate the courts and bring 
about many other changes 


In 1910, the 


and he declined, saying: “I have never been a pro- 


prohibition party nominated him for state 
treasurer 
intend to be.’ 

League Club until a month ago, 


he has been at the 


hibitionist and never 

He lived at the 
was taken ill, and since then 
at Winnetka. 


and a grandson, George E. 


Union 
when he 
North Shore 
son, Munroe 
Winnetka 

services were held at 2:00 P. M., August 20, at 
Cole, 593 Arbor 
The officiating pastor was the Rev. 


health resort He is survived by a 


Cole, Cole, who 
lives in 

Funeral 
the residence of Mr. Cole’s son, Munroe 
Vitae road, Winnetka 
Roy E. Bowers, formerly minister of the First Congrega- 
tional Church of Wilmette and now of Lakeside, Cleveland, 
sketch of the life 


Cole was presented by Graham Taylor of the 


Ohio, an old friend of the deceased. A 
work of Mr 
The serv- 


Chicago Commons, a lifelong friend of Mr. Cole 


ices were impressive and many beautiful floral tributes were 
Many men prominent in the civic life of the city were 
The 
pallbearers included Philip Jones and Alan Jones, nephews 
of the John Campbell, a brother-in-law of Mun- 
roe Cole, and old friends, including Hoyt King, Shelby W. 
Mr. Cole 


for most of the years, since 


sent 


present to honor the memory of their old chieftain. 
deceased: 


Singleton and Harry H. Shaffer, who had known 


and been associated with him 
month. 


forty-one years ago last 


Harry C. Greiner 
Greiner, forty-two years old, living at 1401 


\kin 
Im- 


Harry ¢ 


Evansville, Ind., secretary and treasurer of the 
perial Desk Company in that city, died Tuesday, 
19, at the Hospital, 


operation for appendicitis. His 


Drive, 
\ugust 
Evansville, following an 
death 


his business associates and his many friends in Evansville 


Deaconess 


cast a gloom over 


and southern Indiana. Funeral services were held on Thurs 
day, August 21, from th« 
2 o’clock in the afternoon, being in charge of Rev. Ewald 
Kockritz, pastor of Bethel Evangelical Church, and burial 
The services were largely at- 


family residence in Evansville, at 


was in Oak Hill cemetery. 
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OF THE BEST gistitiN 
ADHESIVE IN A 3322222: 















































COLLAPSIBLE 
TUBE 


Write for Catalogue and Prices 


Thaddeus Davids Ink Co., Inc. 


Makers of Fine Sealing Wax—Inks—Adhesives 


95-97 VANDAM STREET NEW YORK, U. S. A. 
ESTABLISHED IN 1825 
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NEW! The ARDICO 

* all-metal DATER 
a handsome and attractive nickel-plated all metal 
dater with a ten year capacity. 
Stands 3%” high with a red lac- 


quered handle. Equipped with an 
unique locking device and removal 


ink pad. Retails for $3.00. Send 
for sample order on this new 
number. 











ARDICO 


Numbering Machine 
6 wheel—5 movement 
the Ardico numbering ma- 
chine is a remarkable 
value. Attractive in ap- 
pearance, sound in con- 
struction, prints in clear, 
clean-cut figures, sturdy 
in performance and abso- 
lutely guaranteed. At the 
retail price of $7.50 it is a 

real buy. 
Send for our Stationery 
catalog. 


EDWARD P. PAUL & COMPANY 
41 West 25th Street New York, N. Y. 
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~ LEGS“COSTUMERS 


Al costumers have 
feet. But not all 

have legs. Sanymetal 
Costumers do have 
legs (although you 
can't see them 

Here they are 

All hollow metal! 
welded construction 

Built to defy wear 
and tear 

Never tip over in 
use 

I Pp to date mode rn 
lines in design 

Base cross-locked 
ind welded 

\ttractive plain 
color and grained fin 
ishes 
hese are the /egs that 
move Sanvmetal Cos 
tumers off vour floor 
Thev're not loafers 
Let us put them to 
work for vou. Ask for 


circular and prices 


THE SANYMETAL PRODUCTS CO. 
1695 Urbana Rd., Cleveland, O. 


Se 


— COSTUMER 

















Two New Calendars At Prices f 
Never Before Heard Of 


No. 50C Standard Calendar, one dozen to a box in 4 colors. 
Size of Pad 2 5/16 x 3 1/6 inches, size of Base 5 x 4'% inches 


Retail Price Complete, Each 40 Cents 
No. 200C Standard Calendar Base Dark Green—Six to a Box 
Size of Pad 3% x 4'/2 inches, size of Base 72 x 6 inches. 
Retail Price Complete, Each 75 Cents 


PADS FOR SAME ¥, PRICE OF COMPLETES 


Profits fine for both Jobber and Retailer 


Sole Selling Agent for All Standard Calendars and Special Pads 


R. H. (Rube) BAXTER 


50-52 FRANKLIN ST. N. Y. CITY, N. Y. 
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tended and the floral offerings were many and beautiful. 
The Imperial Desk Company's factory was closed during 
the funeral services, and Mr. Greiner's business associates 
attended the funeral in a body. 

At noon on Thursday, August 21, a memorial service out 
of respect to Mr. Greiner was held by the Optimist Club at 
the Vendome hotel in Evansville, and following the serv- 
ices the Optimists attended the funeral services. Written 
resolutions, commemorating the life and civic work of Mr. 
Greiner were adopted by the club, and signed by a com- 
mittee composed of Walter J. Stumpf, Horace T. Sharp 
and Dr. Charles Hartloff. The Evansville Association of 
Credit Men and the Evansville Furniture Manufacturers’ 
\ssociation also adopted suitable resolutions on the death 
of Mr. Greiner, who was one of the best known and most 
beloved citizens of Evansville. 

Mr. Greiner returned from Chicago three days before his 
fatal illness, having spent his vacation in that city 

lle was born in Tell City, Ind., in June, 1888, and moved 
with his parents to Evansville in 1904, In 1913 he became 
connected with the Imperial Desk Company, of which his 
father, Louis C. Greiner, is president At first he became 
a pattern maker and moulder and spent several years doing 
this sort of work. 

Mr. Greiner was a director of the Evansville Furniture 
Manufacturers’ Association, an officer in the Evansville As- 
sociation of Credit Men; member of Hadi Temple, Shrine; 
charter member and treasurer of the Evansville Optimist 
Club, and was an active member of St. Lucas Evangelical 
church 

Surviving are: the widow, Lulu; three sons, Albert, Ray 
mond and Harry, Jr.; his father and stepmother, Mr. and 
Mrs. Louis C. Greiner; a brother, Walter G., Chicago; two 
nephews, Walter and Harry Greiner, Evansville, and one 


niece, Helen Greiner, Chicago.—W. B. C. 


Samuel Golden, Jr. 


The many friends of Samuel Golden, Jr., proprietor of 
Golden’s at Pittsburgh, Pa., are grieved at his tragic death 
on July 23, resulting from injuries received the previous 
day when the store elevator dropped from the top of the 
building to the basement. His two companions, employees 
of the store, escaped with severe injuries. 

Mr. Golden was forty-six years old and leaves a wife, 
three brothers and four sisters. 

The store was founded over fifty years ago by Mr 
Golden’s father. During the past two years the main stort 
was made an exclusive office furniture and equipment stor: 
and at the time of his death, it is said that Mr. Golden was 
carrying the largest stock in the city 

The store at present is being operated by the administra 


tor of the estate 


= oh & 
E. A. Kinnaird 
Ed. A. Kinnaird, for a number of years the representa 
tive of the Osborne Company, distributors of Friendly 
Advertising, Oklahoma City, Okla., passed away suddenly 
on the night of July 28 from complications arising from 
indigestion. Mr. Kinnaird was sixty-three years of age and 
for eight years had been a member of the Apela club of 
Oklahoma City, which passed appropriate resolutions on 
his death, and of condolence to the widow 
The remains were taken to Wichita, Kans., the old home 
of the deceased, for interment 
ym vg 


+ $ ro) 
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Miss Peggy Smith 
Miss Peggy Smith, of Riddle & Wunderle, Chicago, IIl., 
passed away in August, succumbing to a cold. Miss Smith 
had specialized in fountain pens and mechanical pencils, 


meanwhile being versatile in all items of a commercial 
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YASPER, IN& 





As pioneer desk makers of New No. 800 Series Chairs in 
Jasper, Indiana, we can offer Std Amaicen Wile A 
you the best in high quality 


desks, time tried and quality Pleasing Design, with a Deep, 


tested for fifty-two years. Rich, Durable Finish. 
The JASPER sail The JASPER 
DESK CO. ““ CHAIR CO. 


Desks and chairs can be purchased from us in pool 
cars at carload discounts, lower freight rates and 
the assurance that goods arrive in first class con- 
dition, without damage. We solicit your inquiries. 


JASPER, INDIANA 





> ou. 
SPER CHAI_~ 
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JOHN W. MESSIMORE, Chicago Representative, Telephone Longbeach 4821, 1467 Catalpa Avenue, CHICAGO, ILL. 








next year based on this year’s filing experience. 


Now, when files are thickest, is the time file clerks 
realize the need of Expanding “VERTEX” File 
Pockets—capacity to take care of accumulated pa- 


pers. 


Stationers cooperating with our continuous national! 
advertising and sampling find “VERTEX” Pockets a 


most profitable item. 





od 


ALVAH BUSHNELL COMPANY 
13th & Wood Streets Philadelphia 





September first—January first 


A golden period for the sale of filing supplies. Additional equip- 


ment to finish out the year . . . new ideas and new supplies for 
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TYPEWRITER RIBBONS 
CARBON PAPERS 








To Get Best Results from This “Impressions that Last!” 
~\__ CARBON 


use 


Manufacturers of a complete line. 
Inked Ribbons for a Variety of Purposes 
Carbon in Rolls to Suit Every Requirement 


A distinct achievement in uniformity of 


quality. 


QUEEN RIBBON & CARBON CO., inc. 


360 FURMAN STREET 


QUEEN RIBBON & CARBON CO 
naw vorx 





BROOKLYN, N. Y. 
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Dealers and Manufacturers Need Them - 





Receiving Clerk’s 
Record 


This book is intended for use by any house, 
large or small, receiving goods of any de- 
scription. It is particularly useful in de- 


partment stores or houses that have a num- 
ber of packages coming in during the day, as the buyer of any department can examine the record and see just what 





goods have come in. 

The book has sub-headings to show where the package came from, a description of it, postage, freight and express 
charges, a description of the contents, and a column for noting the department to which it should go. 

A record of this kind does away with the possibility of packages going astray, and makes a definitely permanent record 


of all goods received. No. 1245, size 914"x12'4", 150 pages, retails at $2.50 each. No.1246, contains 300 pages and re- 


tails for $3.50 each. 








Shipper’s Record 


This book is suitable for the shipping rec- 
ords of any concern, large or small. It has 
columns for date, name, destination, ship- 
ping route and numbers—making it the 
simplest, yet most complete book of its kind. No. 1247, size 9'4"x12'4", 150 pages, retails at $2.50 each. Wrapped 
singly. No. 1248, contains 300 pages and retails for $3.50 each. 


BOORUM & PEASE COMPANY y 
ou can 

















P. O. Box 272, City Hall Station, New York City 
_ P ep CITY BROOKLYN, N. Y. ST. LOUIS, MO. BOSTON, — sell 
Rar,’ wl roadway 84 Hudson Avenue 212-214 So. 7th Street 29 Otis Street these 
== CHICAGO, ILL. — 
necessities 








500-532 So. Throop St. at Harrison 
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stationery stock. Her business life was spent in the Chi- 
cago field, working for various concerns, including the pen 
and pencil departments of the Rothschild Company, H. H. 
Kasten, John T. Gill Company, James Lynch & Company, 


and Riddle & Wunderle. 


D. A. Byck 


D. A. Byck, president of the M. S. & B. A. Byck Com- 
pany, Savannah, Ga., passed away suddenly at Asheville, 
N. C. He is survived by his son and widow. 

Mrs. Phil N. Sea 
Mrs. Phil N. Sea, wife of the Chicago manager, Sun- 


strand division of the General Office Equipment Corpora- 
tion, passed away August 26. Interment was at Rosehill. 


Y Y Y 
\ ote) ae x4 


Byron E. Chapman 

Byron Eaton Chapman succumbed to an acute attack of 
nephritis at his home, Little Falls, N. Y. He was a veteran 
of the stationery business, having bought the business of 
Albert E. Nau forty-eight years ago. He operated this 
business continuously since. Mr. 
Little Falls, August 21, 1854. He was educated in the pub- 
city, and at Fairfield seminary. 


Chapman was born in 


lic schools of his native 
For a period of over eight years Mr. Chapman was con- 
after which he engaged 


nected with the local post office, 


in the stationery business. Mr. Chapman was a man of 
probity, and aligned himself with the civic interests of his 
community. 


> 
National Campaign on Globe-Wernicke Tri-Guard 
Filing Cabinets 
The Globe-Wernicke Company of Cincinnati, Ohio, is 
now conducting through its dealers a nation-wide cam- 
paign on Tri-Guard filing cabinets. It is stated that this 
campaign is one of the most complete of its kind ever 
offered and that it will enable every dealer to increase his 
sales of filing cabinets and supplies. 
The Tri-Guard file is an exclusive patented Globe- 
Wernick a three-point support for the 
Each guide is supported by three guide rods so that 


Ample work- 


ing space is evenly distributed throughout the file drawer, 


product, having 
guide. 
the guides and folders can not fall through. 
resulting, it is claimed, in faster filing and finding, greater 
accuracy, less fatigue and greater economy, 

These features of the Tri-Guard file are emphasized to 
the consumer by means of a very attractive window dis- 


play. A new booklet, “The 


Years,” 


Outstanding Filing Develop- 


ments in contains many interesting testimonial 


letters from users. This is part of a direct mail campaign. 


\ special Tri-Guard demonstrator filing cabinet having a 
glass top and electric lights to show the construction and 
Tri-Guard principle is also available. 

Before a general announcement was made, this campaign 
was tried out by some dealers. Their results in increased 
sales volume of both cabinets and supplies were remark- 
able and demonstrated that plenty of desirable business is 


obtainable if gone after by ageressive, well planned effort. 


=< 
Bookstores to Add Commercial Stationery 
The book and stationery store operated by Harvey, Inc., 
in the new Union Terminal building, Cleveland, O., will 


carry a line of commercial supplies, such as typewriter 


paper, etc., in the near future. One store is‘in operation 


and another is soon to be opened.—A, E. D. 


sanmlinetnane 
F. H. Morse Vacations in Michigan 

F. H. Morse, manager of the Chicago branch, Woodstock 

['ypewriter Company, spent a brief vacation in August, in 

the vicinity of Detroit. That is one of his old stamping 


grounds, and he has many friends in the vicinity of Detroit. 
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C.HOWARD HUNT PEN CO.. Camaen.N. J. 


PD ORDER FROM YOUR JOBBER OR WRITE US FOR DEALERS DISCOUNT LIST” G@ 
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A NEW ERA FOR 
DEALERS’ PROFIT 





The Hanna Model 5 Reeorder 


sells to every class of trade, both the large and small business. 


It preserves a record copy of each transaction that can be referred to 
within an instant. 


The sale of each register means repeat orders to you on printed forms 
tor years to come. 


Let us send you our circular “Stop the Leaks, Safeguard the Profits,”’ 
and tell you of our discounts to dealers. 


HANNA REGISTER COMPANY 


603 East WasHineTon St. INDIANAPOLIS IND USA. 
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After all—nothing so good as 
HOFFMAMN DESK PADS 


Office de sk pads come and gO New ones appear and are 
soon forgotten. But Hoffman blotter pads, in a wide range of 
styles, continue to be the big seller with many dealers. The 
firm yet yielding blotter, with its eye-resting | 
qualities and ease of renewing, provides 
an ideal pad. Stiff or flexible backs, 
plain or padded corners—there is a 
style to suit everyone. Other Hoff- 
man items are equally as satis 
factory. All sizes and qualities 

of battleship linoleum desk 
pads, card index boxes and 
cabinets, transfer cases, etc. 
Send for illustrated price 
list : 


L. HOFFMAN 
459 Broadway : 
NEW YORK, N.Y. ! 
Established 1888 ] 

* 
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NEW AND IMPROVED 


Up-To-Date Calendar 


JANUARY 1931 
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Made of High-Test Metal. 
New Low List Prices. 
New Large Discounts to Trade. 

No. 135—List $1.50. Three attractive colors. 

No. 235—List $2.50. Oxidized Silver and Bronze. 
Beautifully Designed. 

No. 335—List $2.50. Same as No. 135 with 5x8 
Memo Pad attached. 


tMin «slr 0 cA Res af 
“Li kati Uw LW CORP 


50-52 Franklin St. New York, N. Y. 
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Alliance, Nebr..-The Alliance Times Herald has been appointed an 
agency for Yawman and Erbe lines of steel and wood equipment and 
Direct Name”’ supplies 

Boise, Idaho.—-The Jensen-Graves Company has succeeded Jensen's 
Andrew C., who passed away ten years ago, established this business 
John A. Jensen, his brother, and E. L. Graves, have owned the business 
and now change the name to indicate the individuals responsible 

Boston, Mass..-The Standard Office Equipment Company has been 
chartered; capital stock, $100,000; incorporators—-Evelyn B. Blaisdell 
Arlington ; Rita Ellis, Boston; and Harry A. Robinson, Medford 

Boston, Mass.-.The Desk & Chair Sales Corporation has been char 
tered ; capital stock, 5,000 shares no par value; incorporators—-Horace L 
Hildrech, Milton: Edward B. Conway, Cambridge; and John R. Quarles, 
Waltham 

Chambersburg, Penna.—-Daniel S. Culp has taken the local agency for 
the Yawman and Erbe Manufacturing Company's lines of wood and steel 
furniture, and system supplies 

Chicago, tll.-.S. D. Childs & Company has been appointed exclusive 
dealer by The Wabash Cabinet Company for its lines of filing supplies 

Chicago, tl.—-Gilbert A. Beatty, who had been with Lyon Metal Prod 
ucts, Incorporated, the past four years, has been made sales promotion 
manager of The Jobber’s Salesman, a local business publication 

Chicago, !li..-T. M. Lothrop, of the Lothrop Angle Steel Stool Com 
pany, spent a pleasant vacation in Door county, Wis. Mr. Lothrop is a 
down easter, and says that Door county is a close approach to the Cape 
Cod country for scenery and climate 

Detroit, Mich L. S. Smith has undertaken double duty for the Yaw 
man and Erbe Manufacturing Company here, handling both No. 6 and 
No. 9 territories 

Evanston, ti!.--William T. Gormley, 2514 Harrison street, is covering 
Ohio, Indiana, lower Michigan, Illinois, lowa, Wisconsin, Minnesota, Ne 
braska, Missouri and Kansas for the Cole Steel Equipment Company 

Jacksonville, Fla..-The Sanford-Hall Company, office equipment and 
supplies, has opened offices at 307-09 West Duval street H. W. Sanford 
of the new company, had been with the H. & W. B. Drew Company the 
past twenty years 

Los Angeles, Calif..-Henry Schonberg, who has been covering Terri 
tory No. 2 for the Yawman and Erbe Manufacturing Company here, has 
exchanged work with William V. Britton, who had been a floor salesmen 
for the branch 

Newark, N. J George M. Judd, Inc., has been chartered to deal in 
office furniture; capital stock, 500 shares no par value; incorporators 
Gertrude M. Judd, Hillside; Herbert Steinbach, East Orange; Harold D 
Washburn, Newark 

New York, N. Y.--The Regan Office Furniture Company has leased 
space at 24 West Thirty-ninth street 

New York, N. Y.--Roland D. Warren has been appointed to Territory 
No. 24 of the Yawman and Erbe Manufacturing Company. He had been 
under training at the local branch 

New York, N. Y The Domestic Office Equipment Corporation has been 
chartered ; capital stock, 100 shares common; A. C. Lopez, charter rep 
resentative 25 Broad street 

Philadelphia, Penna Ernest L. Curley is covering Territory No. 1 for 
the Yawman end Erbe Monuf*cturing Company He held this territory 
three years, until about one year ago, when he engaged in another line 

Rochester, N. Y.--Walter G. Cassaday, formerly of the Y and E 
agency-dealer department, has become traveling representative in Indiana 
and Michigan 

Rochester, N. Y.—-Joseph E. Harris has joined the agency-dealer divi 
sion of the Yawman and Erbe Manufacturing Company He had been 
connected eleven years with the home office organization of the Travelers 
Insurance Company 

San Francisco, Calif.—Charles FP. Christiansen, 1174 Phelan building 
has been appointed representative in Oregon, Washington and California 
by the Cole Steel Equipment Company 

San Francisco, Calif._-The International Visible Systems Corporation 
of Cincinnati, Ohio, has moved its local offices from the Underwood build 
ing to the Sheldon building Tom T. Shelton, the new San Francisco 
district manager is very enthusiastic over the firm's Factograph cab 
inets, the new name for their latest visible files, in steel trays. The cab 
inets come in three sizes for three different sizes of cards. These cabinets 
reveal new ways of handling record problems, according to Mr. Shelton 
A new visible ledger has just been added to the company’s products with 


new patented devices 


—__.@——__—. 
Chilean Typewriter Imports, 1928-29 
Commerce Reports] Imports of typewriters into Chile in 1929 showed 


an increase over the previous year. The values stated here are in pesos 
which in 1928 equaled $0.1214; in 1929, $0.1206-—(1928) 3,200,000 pesos ; 


(1929) 4,400,000 pesos 


— ~p— - 
Rubber Specialties Exports January-June 
Commerce Reports] During the period January-June, 1930, Great Brit- 
in Was our first market for rubber bands. Canada was the most impor 


tant outlet for erasers 
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+ IMPERIAL STEEL CABINET CO. 


2150-2152 Fulton Street, CHICAGO 


———— = = 


The use of 
Genuine Woods 
in Manufacture 

is a strong 

advantage 
in selling 


— 


For INDIVIDUAL Service 


IMPERIAL 
STEEL 


The office manager who selects the best methods for 
his operations and obtains equipment to provide for 
those methods will have the most efficient office. Fre- 
quently stock equipment comes only near enough to 
the requirement to indicate the need for equipment 








made exactly for the purpose and that is the oppor- 
tunity for IMPERIAL and for the IMPERIAL dealer. 
Supplied at a cost rivalling stock lines and supported 
by a co-operative sales policy providing plans and sug- * 
gestions that aid the dealer in working with architect 
and owner, IMPERIAL offers marked advantages to 


the progressive dealer. Put your problem up to us. 
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ORPIN 


2 0 0 


GRADE 





Genuine Walnut 


Genuine is a simple word; practically everyone understands 
it. When you tell a man that he has before him an article 
of furniture constructed of combination woods and finished 
to simulate the appearance of so-and-so, your position and 
your statement are not nearly so strong as when you can 
say “This is genuine mahogany.” 

There are so many degrees of quality in substitutions 
that the actual worth of a product made of substitutes is 
difficult to establish. With the genuine, it is not so. The 


Genuine Mahogany 


word is a measuring stick for the proposition, and it makes 
the Orpin 200 grade outstanding among office desks of this 
type. Metal knobs, in place of wood pulls, are furnished 
as regular equipment. The all over harmony of design 
adds to the general desirability. And the delivered price 
compares so favorably. 

These are powerful advantages:—why not check up our 
complete proposition—let us send you catalog and particu- 
lars of the Orpin 200 Grade. 








ORPIN DESK COMPANY 


121 Medford Street, Charlestown, Mass. 
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When a man wants a desk for his own partic ular use I ll Cit ~~ YS 
show this new model No. 764 Tell City The various — 
details of design have the effect of “individualizing” it 
not just another desk but “my personal desk.” The 
four drawer pedestals permit better arrangement of sup- 
plies and equipment If desired, we can supply telephone / 
stand. wastebasket. or tables 38. 50. 60 or 72 inches long, E 
to match FECL Cty, pany E 
Catalog showing other members of suite and the = 
omplete Tell City line on request —_—_e—_——::):) he... ee 
' 
/ 
Oe ee / 
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CLEAN CARBON PAPER 
for NOISELESS TYPEWRITERS 


STOP! using smutty carbons for Noiseless machines. 


: 

LOOK! into the merits of our sharp, clean writing Carbon Paper. 
LISTEN! to the praises of satisfied users. 
Our new Noiseless carbon is one of those carbons that is just right. 
It is hard and clean; it makes very sharp, black copies. 


It is a powerful manifolder and very durable. 






It is made in all weights. 
This is a ‘‘new business” getter. Send for samples. Submit them to 
your most particular customers—or better still—to prospective cus- 
tomers. Note the results. 


H.M. STORMS COMPANY 


Makers of “The Complete Line” 
Carbon Papers—Typewriter Ribbons—Carbon Rolls, etc. 
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TYPEWRITERS 





Anniston, Ala.—The Office Appliance Company, 1009 Noble street, is 
now a dealer in the Royal portable typewriter 

Atlanta, Ga.—C. J. Wright has been appointed salesman in western 
Alabama, working from the Atlanta branch of the L. C. Smith & Corona 
Typewriters Inc. His headquarters are at Jasper, Ala 

Bridgeport, Conn.—-T. F. McLaughlin, 77 Plaza, has added the Royal 
portable typewriter to his lines 

Buffalo, N. Y.—Three experienced typewriter men have joined up with 
the local Woodstock sales organization—A. J. Madden, R. C. Camp and 
G. A. Tuttle 

Chicago, t!._-J. E. Pratt, of the American Writing Machine Company, 
raised havoc in August with game fish in the vicinity of Hayward, Wis 

Chicago, tt!.—-July visitors from headquarters at the local branch of the 
Underwood Typewriter Company included J. C. Sourbier, assistant comp 
troller, and Art Lear, of the service department 

Chicago, ttl.—T. C. Martin, of the Standard Typewriter Service, is 
taking life easy on his farm in Pennsylvania, near Philadelphia He 
had not been well of late, and went east to recuperate 

Chicago, !l1.—-T. K. Simpson has undertaken junior operations for 
Robert Goldblatt, of the Royal Typewriter Company, Inc. Mr. Simpson 
is the son of the late T. K. Simpson, who was local manager in 1915-16 

Chicago, I11.-R. E. Stuart has been placed in charge of a local terri- 
tory for the Chicago branch, Woodstock Typewriter Company He had 
been manager of the school department here for another typewriter manu 
facturer R. C. Dinninny, who had been a junior from the Woodstock, 
is now on his own in a thrifty territory 

Cleveland, Ohio..-G. W. Swikert has been appointed manager of the 
local branch, Woodstock Typewriter Company. He has been transferred 
from the Milwaukee branch 

Cleveland, Ohio..-Edward F. Brown, who has been a salesman at Rich- 
mond, Va., for the L. C. Smith & Corona Typewriters Inc., has joined 
the local sales organization 

Columbus, Ohio.--C. J. Winters worked up in six weeks from junior to 
senior salesman for the Royal Typewriter Company, Inc 

Dallas, Texas..-George H. Randolph is covering a city territory for the 
Royal Typewriter Company, Inc 

Denver, Colo._-C. C. Holland has joined the local sales staff of the 
Royal Typewriter Company, coming here from Abilene, Texas 

Detroit, Mich.—-N. Parker has joined the local branch of the Wood- 
stock Typewriter Company, fortified with experience in a kindred line 
R. P. Vescera, who had been on a leave of absence, is again carrying 
the Woodstock banner where prospects can see it 

Dothan, Ala.—-The Jones Office Supply Company, 133 North Foster 
street, has been appointed a special dealer in the Royal typewriter 

El Paso, Texas..-The El Paso Business Machines Company, 302 North 
Staunton street, has become a distributor for the Woodstock Typewriter 
Company. This business was operated formerly under another name by 
E. W. Wooten and A. Rehin 

Fort Smith, Arkansas._-L. A. Hummer, L. C. Smith and Corona dealer 
here, spent the month of August on vacation. His itinerary included a 
visit to the Great American Shooting Tournament at Syracuse, N. Y 

Janesville, Wis..—-The Hickok Typewriter Company, 110 East Milwaukee 
street, has been appointed a special dealer in the Royal portable type- 
writer 

Jonesboro, Ark.—-The Jonesboro Office Supply Company has become a 
dealer in the Royal portable typewriter 

Kankakee, Ill._-The Kankakee Book & Furniture store, conducted by 


Jos. D. Proffitt, won first prize in a local window dressing contest. The 


city held a Pageant of Progress, and a window display contest was con 
ducted by a local moving picture organization. The Proffitt display fea 
tured the Corona typewriter. 

Kansas City, Mo.—-E. E. McGee has joined the local sales organization 
of the Royal Typewriter Company, Inc H. H. Crone and K. J. Hummes 
are new junior salesmen for the Royal 

LaGrange, Ga.--R. FP. Garvey has been appointed local salesman by 
the Atlanta branch of the L. C. Smith & Corona Typewriters Inc 

Little Rock, Ark.—Barney Kelleher, for more than thirty years with 
the Underwood Typewriter Company, over nineteen of which have been 
spent in Little Rock, has opened a store for the sale of typewriters, type- 
writer ribbons, carbon paper and other supplies at 208 West Fourth street 
The name of the company headed by Mr. Kelleher is Typewriters Sales & 
Service Company. The wide acquaintance of Mr. Kelleher in and around 
Little Rock, and his thorough knowledge of the typewriter business, is an 
earnest of success in the new venture 

Louisville, Ky.—-The Louisville Typewriter & Supply Company has 
been appointed a dealer in Royal portable typewriters 

Louisville, Ky.—-The Wellman Typewriter Company has been established 
at 108 South Fourth street, handling Woodstock typewriters. Mr. Well- 
man has been local manager for a typewriter company twenty years be 
fore opening up for himself In addition to selling the Woodstock ma 
chine, the Wellman Typewriter Company will buy and sell used machines, 
rent and repair all makes, and deal in typewriter and office supplies 
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The finest steel files made. 


Electrically welded throughout for service 
and durability. 


Beautifully finished in rich olive green 
enamel, electrically baked. 


Very attractive. A fast seller and good profit 
maker. 


This is only one of the many Cole Products. 


Our policy is to sell through dealers only 


Write for catalogue and price list. 


COLE STEEL EQUIPMENT CO. 


33 Crescent St., Long Island City, N. Y. 














KING OF KINGDOMS 


...OF BUSINESS...OF FINANCE 


Our modern king . . . . the execu- 
tive .... is much like his more 
picturesque ancestor. His court is 
his office staff. His coronation 
chair, the massive piece standing at 
the head of a director's table, or 
behind his impressive desk. 

A thousand years have made little 
difference in the minds of human 
beings. Executives are still judged 
by the atmosphere in which they 
work, 

For creating an impressive atmos- 
phere, nothing succeeds like good 
furniture. And Gunlocke has spe- 
cialized in furniture for executives. 
The Gunlocke line is a good line 
for you. Write us. 


The W. H. 
Gunlocke 


Chair Company 
Wayland, N. Y. 







No. 614 
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No, 8684-2 
SWIVEL TO MATCH 
SbS4-6 


CROCKER CHAIR COMPANY 
SHEBOYGAN, WISCONSIN 
Chicago New York Oakland 














MeGILL 


TICKET PUNCHES 





McGill Ticket Punches are known nationally 


and internationally for quality and dependa- 
bility. 

All grades and styles for offices, factory identifi- 
cation, street railways, railroads, premium cards, 
etc. 


Ask your jobber for McGill Punches. 


If he does not carry the line, write us. 


McGILL METAL PRODUCTS CoO. 
130 North Wells Street 
Chicago 























OFFICE APPLIANCES 


Milwaukee, Wis.-Howard A. Morse, Jr., has been put in charge of 
Corona sales here by the local branch of the L. C. Smith & Corona Type- 
writers Inc 

Memphis, Tenn.—-William E. Gott is a recent addition to the local sales 
staff of the Royal Typewriter Company, Inc 

Monterey, California.__The Peninsula Typewriter Exchange, 129 Frank- 
lin street, is a new distributor of the Royal portable typewriter 

New Haven, Conn.—-W. Clayton Gaiser has joined the Royal Typewriter 
Company, Inc., as a junior salesman. 

New York, N. Y.—-James P. Mitchell, manager of the Abbitt Typewriter 
Company, 348 Canal street, left in August on a trip to Europe 

New York, N. Y.—-W. A. Morris and A. Sinescal have joined the local 
sales organization of the Woodstock Typewriter Company. 

Oskaloosa, lowa.—-A sub-office of the agency at Marshalitown of the 
Underwood Typewriter Company, has been opened in the Fitch building, 
First avenue, West, and A street. It is under the direction of Victor 
Bredimus, Marshalltown 

Peekskill, N. Y.--The Royal portable typewriter is a recent addition to 
the assets of Bell's Office Equipment Company, 10 Union avenue 

Portiand, Ore._-The Portland Typewriter Exchange and the Portland 
Typewriter Company have been chartered; capital stock of $5,000 each ; 
incorporators are identical for both companies—Fred Roney, A. Barnett 
and L. C. Woodruff. 

Pertiand, Ore.-.Maurice Friedland has registered commercial titles for 
his several stores--Acme All Makes Typewriter Company, and Acme All 
Makes Adding Machine Company, 401 Morrison street; East Side Acny 
Typewriter Company, 461 East Burnside street 

Roswell, Ga... Laurence C. Bowen has been appointed Corona salesman 
in this city and vicinity He clears his sales through the Atlanta branch 
of the L. C. Smith & Corona Typewriters Inc 

St. Paul, Minn.—-John F. Sanders has returned to the local branch of 
the Royal Typewriter Company as manager. Of late he had been with the 
Minneapolis branch 

San Jose, Calif._—_J. P. Schroth, 154 South Second street, has joined 
the national army of Royal portable typewriter dealers 

San Francisco, Calif..-C. J. Harris, division manager for the L. C 
Smith & Corona Typewriters Inc., was here for three days in August, in 
the course of a tour to visit the Pacific Coast offices of the corporation 
The San Francisco office of the L. C. Smith & Corona Typewriters Inc 
shows a ten per cent increase for the first six months of 1930 over the 
corresponding period of 1929, with a ten per cent decrease in its ex 
penses. C. H. Billington, San Francisco manager, states that they are 
going to move to a larger location, also in the downtown section. The 
new address will be announced later. They have received the new pro 
fessional model of the Corona which has the tabulator on it, the local 
offices having stock as well as samples 

Springfield, Ohio.—Limbocker’s, 27 South Fountain avenue, has become 
a Royal portable dealer 

Stapleton, Staten Island, N. Y.--The Staten Island Sales Company has 
been appointed a Royal portable typewriter dealer 


— = 
Austria Reduces Duty on Typewriters 
Commerce Reports] Effective July 27, 1930, Austria reduced the duty 
on typewriters imported into that country from four to 1.50 gold crowns 
per kilo 
—— 
Typewriters for Export Houses 
Typewriter salesmen who have exporters for customers will find it worth 
while reading “Effect of Incorrect Spelling of Foreign Names,”’ on page to4 
of this issue. It indicates the importance of using proper accents on the native 
geographical names in various countries. These accents the salesman can pro 
vide on the various machines used in correspondence with foreign countries, 
both to give the correct rendition of place names, and also for the proper a 
centing of words in the bodies of the letters. 





ACCOUNTING MACHINES 
Chicago, tl._-F. A. Robinson, manager of the bookkeeping machine 
department of the Underwood Typewriter Company, visited the Chicago 





branch in the course of a periodical trip to several branches in the central 
west 

Portiand, Ore F. M. Quirk, who had been with the Elliott-Fisher 
division of the General Office Equipment Corporation here, has been 
transferred to the office at Binghamton, N. Y., 60 Exchange street 

Salt Lake City, Utah.—-R. C. LaTorres, who had been branch manager 
here for the General Office Equipment Corporation, Elliott-Fisher divi 
sion, has been transferred to Spokane, Wash., 300 Columbia building 
113 Howard street, where he is also branch manager 


Opportunity for Business 
Los Angeles, Calif.-The Accounting Corporation of California, Ltd 
has been chartered to conduct an accounting school; capital stock, 2,500 
shares, par value, $10.00, permitted to issue 2,500 shares; Directors 


Frederick S. Murdock, Ruby Mae Budd, Merrill Taylor, Harrison C 


Gardner 
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PORTFOLIOS, WALLETS 
and BRIEF COVERS 


A New Line— 
A New Sales Opportunity 


Here are the features that give instant and amazing popularity: Looks like leather. Pliable 

and non-porous. Serviceable finish insures long usage. Edges will not fray and all seams 

are securely sewed. Each Wallet, Portfolio or Brief Cover cut from a single piece of stock. 

Three finishes in Portfolios and Wallets: Calf Finish—black or brown. Pigskin Grain in 

brown. Seal Grain in black. Sizes—4%"x11"; 10x12”; 10”x15”. All have expansion of 2 

inches. Each size packed three to a box. 

Fiberhyde Brief Covers with improved expansion back, are finished in Black Seal Grain and 

Deep Brown Levant Grain and are punched for standard loose-leaf paper. All are equipped 

with brass screw posts of % inch capacity. Will accommodate sheets 11”x8%2" ; 82"x11"; 
” ” ” ” 

812° x14 ;12 x9%. 

Here is a line that will be in real demand. It will pay you to feature it as early 

as possible. 


NATIONAL FIBERSTOK ENVELOPE CO. 


General Offices and Factory 
427-447 Moyer Street, Philadelphia, Pa. 


FiberstoK Chicago Warehouse: New York Office: 


54 West Lake St. 150 Nassau St. 




































300 | A BIGGER MARKET |} 


NEW ITEMS AWAITS YOU 
IN A SINGLE YEAR 


In a single year Office Appliances announced 
some 300 items in the section devoted to new 
machines and devices. 





Usually this information is given before the 
items appear on the market and always in 
| advance of most sources of such news. It is 





P H 

not uncommon for a dealer to tell us that | 

some of his best selling lines have been secured | No. 260F 

- . . . ~> . | 

from seeing the things in Office Appliances. | : 

Riese wus A thi a Z*PI if ie Some dealers are over-shooting the market, some under 

Many readers say this section in itselt 1s i} shooting it, in the matter of office furniture carried. Both 
| worth the subscription cost, not to mention extremes—high and low prices—limit one’s opportunity. 
| all the other features. But in that great middle group—the average business man 


and the average office—there is a bigger market for you. | 
If vou want to keep in touch with the activi- | | Western desks and period suites are made for this ever- 
sian off die altha wand ; rein “a growing field—the great middle class, the group which de- 
les Of the ofMce equipment int ustry, there 1s mands full value for every dollar. This is the market of 
no better way to do it than by entering a sub- real profit—it is the market worth cultivating. 
scription to Office Appliances. The rates are |] jf] If you are open to consider a line of medium priced furniture, 
$2.00 a year, $3.00 for two years: Canada $2.50 | Be. 'he a ae on the opportunity of telling you | 
al . ' a - hm more about the Western line. | 
and $4.00; Foreign $3.00 and $5.00. 


| WESTERN FURNITURE 
The Office Appliance Company | COMPANY 


So 
417 South Dearborn Street Blair Ave. and Palm St. _— St. Louis, Mo. 
































Chicago, Ill. \ 
— .— ae ~ ——-— — ———— 
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WESTINGHOUSE REPORTS 
Saving $85.000 a Year 


By Lithographing with 


) ferpor nl 


Compared with the old-fashioned printing and 
duplicating methods 


Imagine Cutting Cost 85.46 
Per 1,000 Sheets 81, x11! 


Former cost $8.50; Rotaprint entire cost $3.04, based on average 
of 17,750 impressions per machine and 35 jobs a day. First 100 
impressions averaged $1.01 and each succeeding 100 23c, $3.08 for 
first 1,000, all averaging $3.04, saving $5.46! A multitude of other 
startling savings. Rotaprint relatively profitable to smaller users. 


a 

Highest Quality—Cheapest Way 
ever known for reproducing EXACTLY by the unexcelled LITHO- 
GRAPHIC process from several impressions to several hundred 
thousand impressions on sheets from 5x7 to 11x17. 

Reproduces in FAC-SIMILE in one or more COLORS any type 
matter, photos, and please note this—halftone illustrations ITH- 
OUT SCREEN DISTORTION, typewriting, script, maps, tracings, 
line, wash and crayon drawings and the like—without the nuisance 
and expense of the now out-of-date engravings, electros, stereos, type 
for printing, lock-up, make-ready, slip-sheeting, stencils or gelatine 
with incidental smear and grief. Requires space the size of a desk. 
Made in several models for small and larger concerns. Some users 
{merican Can Co., Bell Telephone Co., Butler Bros., Dennison Mfg. Co., 
Eastman Kodak Co., General Electric Co., General Motors Co., Kroger 
Grocery Co., National Cash Register Co., N. Y. State, Otis Elevator Co., 
Pullman Car Co., Sargent & Co., Sinclair Oil Co., Studebaker Bros. Mia 
Co., U. 8. Govt., Western Electric, Westinghouse Electric & Mia. Co 


WRITE NOW for Information 
About This Marvelous New Machine 
The more you tell us about your printing needs the more we can help you 
REINER’S ROTAPRINT, Inc. 
10M-One Park Ave. New York 


fgencies in Principal Cities 
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Coming down to cases, you know there 
is much satisfaction in a well made 
wooden desk ... . quiet in operation 
sturdy in every part and as a 
whole. Jackson 600 Line Desks are a 
group of the commercial type with ex- 
ceptional features of design, with variety 
for every office purpose. Fully described 
and illustrated in our catalog, sent on 
request. 


Jasper Office Furniture Co. | 
Jasper, Ind. 














CANADIAN 
MANUFACTURERS 


The patent rights for 
THE NEW | 


JEAN DUPLICATOR 


are now offered for sale outright or for use on 
a royalty basis to a reliable manufacturing 
concern in Canada. 


The new Jean Duplicator reproduces 150 to 
200 per‘ect copies from a master copy with- 
out the use of gelatin or stencil. 


250 of these machines are now being used by 
one of the large concerns in the United States. 

The Jean Duplicator is just ready for an- 
| nouncement to the markets of the world. 


Here is an excellent opportunity for any re- 
liable Canadian manufacturer. If you are 


interested, write 


| CC. W. JEAN COMPANY 


116 Nassau Street New York, U.S.A. 
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For More 
and Better Business 


Readers of Office Appliances 
have a constant source of 
useful ideas. 


The journal contains 
thoughts that many identi- 
fied with office equipment 
can use to advantage. It is 
a common meeting place for 
the exchange of worth-while 
information. 


If you want more and bet- 
ter business, you can profit 
by a subscription to Office 
Appliances. Domestic rates 
are $2.00 a year, two years 
for $3.00; Canada, $2.50 and 
$4.00; Foreign, $3.00 and 
$5.00. 


The Office Appliance Company 
417 S. Dearborn Street 
Chicago, Il. 
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ADDING MACHINES 





Chicago, Il!.—The city sales office, ‘‘Comptometer’’ operators’ school 
and employment bureau of the Felt & Tarrant Manufacturing Company 
have been moved from 222 West Adams street to 220 North Bank drive, 
in the Merchandise Mart 

Chicago, I1.—A. W. Hulst has been assigned by the Marchant Cal- 
culating Machine Company to the territories of South Chicago, Ham- 
mond and Gary He has been with the company five years, graduating 
from the service department to undertake sales work 

Los Angeles, Calif.—Edward E. Mills has been appointed Pacific coast 
division manager by The Elliott Addressing Machine Company, with head 
quarters here. He is a pioneer in the addressing machine field, but with 
drew some time ago to enter the real estate business 

Wilmington, Del.—The Allen-Wales Adding Machine Corporation has 
been chartered to deal in stocks and bonds; capital stock, 155,000 shares 
no par value; William M. Stevens, charter representative, New York 
New York 





OTHER MACHINES 





New York, N. ¥Y.—The Beck Duplicator Company has moved from 434 
Broadway to 18 West Eighteenth street 

Rochester, N. ¥Y.—William M. Hartzell has been appointed manager of 
payroll service by The Todd Company He had been with the Adelphia 
Bank & Trust Company, Philadelphia 

San Francisco, Calif.—<After visiting Denver, Salt Lake and cities of 
the northwest, on a trip of business and pleasure combined, C. Fred 
Kuch, Jr., manager of the Hotchkiss Sales Company, of Norwalk, Conn., 
called on his Pacific coast representative, A. L. Jones, of this city. After 
attending to business here, they both left by airplane for Los Angeles the 
morning of August 15 and were met on arrival by Al. Andersen, Mr 
Jones’ partner, who had been in the south for several weeks. They called 
on their customers who consume the stapling products of the Hotchkiss 
Sales Company 

Opportunities for Business 

Jersey City, N. J.—-The Hudson Mimeograph Company, 76 Montgomery 
street, has been registered as a commercial title by Chas. A. Boford, 625 
Washington street, Hoboken 





MARKING DEVICES 





Chicago, tl1.—-The Etching Corporation of America has filed an amend- 
ment to its corporate charter changing the name to Name Plates, Inc 

Chicago, Il!.—-Joe Pardi, of the American Seal & Stamp Company, in- 
cluded a canoeing trip in his vacation this year. His party traversed the 
Flambeau river in Wisconsin, and Joe had all the thrills of camping, fish- 
ing and portaging He learned a lot about compactness not to be ac- 
quired from a case of extra condensed Gothic type, for the canoes were 
stowed by expert packers, who begrudged space for the paddlers 

New York, N. Y.—Roger Underwood, of the Fulton Specialty Company, 
sailed August 1 on the SS Vuleania’’ for Naples. Mrs. Underwood ac- 
companied him. They will return the middle of October. The Passion 
Play at Oberammergau is one of their objectives 

—— ™ 
Uncle Sam Wants Tabulating Machine Operators 

The United States Civil Service Commission will receive applications 
until September 9 for junier tabulating machine operators ($1,440 an- 
nually) and under card punch operator ($1,260 annually) 

The examinations are to fill vacancies in the Departmental Service, 
Washington, D. C., and in positions requiring similar qualifications. The 
entrance salaries are indicated above. Higher-salaried positions are filled 
through promotion 

Applicants for the position of junior tabulating machine operator must 
show that they have had at least six months’ experience, prior to the 
closing date for the close of receipt of applications, in the operation of 
an electric tabulating machine, such as the Hollerith, Powers, or similar 
tabulating machine 

For the position of under card-punch operator, applicants must show 
that within the last five years they have had at least two months of ac- 
tual experience, prior to the closing date for the close of receipt of ap- 
plications, in the operation of card-punch machines. Competitors will be 
rated on clerical tests 

Full information may be obtained from the United States Civil Service 
Commission, Washington, D. C., or the secretary of the United States 
Civil Service Board of Examiners at the post office or customhouse in 

ny city 

-_~<_e__— 
Regulations Affecting Packing on Australian Shipments 

Commerce Reports] The attention of exporters to Australia is called to 
the fact that tariff changes made in that country June 20, 1930, included 
a provision affecting duties on packing containers It iSgnecessary to 
indicate on invoices subject to ad valorem, alternative or composite duties 
the current domestic value and selling price, respectively, of outside 
casings, as these are now separately dutiable 
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SUPERIOR DESK PADS 


An entirely new line of folding pads of different con- 
struction, design and color combinations is now ready 
for the trade. The files are legal size, giving greater 
capacity. They are equipped with seven pockets on 
each side instead of six, and can be furnished with 
one wing only if desired. The work files can be 
folded over the pad when desk is not in use. 





Superior Folding pads are bound in genuine and in 
imitation leathers. Their attractive appearance gives 
them a ready sale, are the biggest value in folding 
pads and offer a repeat profit for you. 


We are ready to tell you about it. Write 


Superior Office Specialty Co. 
Manufacturers of Desk Pads and Chair Cushions 
544 W. LAKE STREET CHICAGO 
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DIEMER PRODUCTS 
Made of Red Rope and Jute 


The utmost in strength and dur- 
| |f ability is available in this line of 
‘i filing and mailing containers, pro- 
viding for a wide variety of 








purposes, 








Metal end filing boxes 
and pressboard cabinets, 
as well as folders, flat 
and expanding envelopes 
and wallets of all stand- 
ard sizes and kinds, are 
in stock ready to ship. 
It is a staple line of 
steady earnings for the 
stationer. 





Write for samples and 
catalog No. 30 


with prices. 


John F. Diemer Co. 


Established 1869 
519 Broadway New York 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 





TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 
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Christmas 
Greeting, Cards 


Social and Business 
Personal Greetings 


Our Sample Book of Personal greetings 
show over one hundred samples, these sam- 
ples with price list covering your name en- 
graved on card if desired will be gladly sent 
postpaid. 


Commercial Greetings 


we show a large variety of cards, Folders 
and Calendars for 1931. Samples with price 
list sent postpaid promptly 


Order early while stock is complete 
December delivery if desired 


The American Embossing, Co. 
192-96 Seneca St. Buffalo, N. Y. 
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RIBBONS AND CARBONS 





Birmingham, Ala.—Philip J. Frawley has been appointed representative 
of The Miller-Bryant-Pierce Company in Mississippi and Alabama, with 
service center at the New Orleans branch. He succeeds Ralph J. Isaacs 

Chicago, I!!.--Fred Fisher, of The Miller-Bryant-Pierce Company's De- 
troit service station, visited the local office and the factory at Aurora in 
August 

Chicago, Ill.-L. Bersner has been transferred from the supply de- 
partment of the Royal Typewriter Company, Inc., to a typewriter terri- 
tory. J. A. Hanrahan has been transferred from a typewriter territory 
to the supplies department. 

Chicago, tll.—J. A. White, manager here for the F. S. Webster Com- 
pany, Inc., attended a conference of branch managers at Boston in Au 
gust. He was accompanied by Mr. Pierce. W. P. Funk, manager on the 
Pacific coast, joined the Chicago party for the remainder of the trans 
continental trip 

Cincinnati, O0..-Mrs. M. A. Moers, vice-president of The Harris-Moers 
Corporation, spent the first two weeks of August in New York City, where 
she visited the Columbia Ribbon & Carbon Manufacturing Company, Inc., 
at Glen Cove, Long Island. Mrs. Moers’ trip was really a vacation, in 
which she combined business with pleasure. M. A. Moers, president ot 
The Harris-Moers Corporation, returned to Cincinnati after a circuit of 
the eastern factories a short time before Mrs. Moers’ departure 

Columbus, Ohio.--The Miller-Bryant-Pierce Company has opened a 
service center at 304 Cooper building, in charge of Tom Campbell 

San Francisco, Calif..-Ray Morgan has joined the local branch of the 
L. C. Smith & Corona Typewriters Inc. He is in charge of the supply 
department. Mr. Morgan has been with the Remington Rand Business 


Service Inc. 
San Francisco, Calif.—-As some of the members were still away on vaca- 
Ribbon Dealers’ Association decided not to hold Its 


tion, the Carbon and 
A full attendance is expected at the 


regular monthly meeting in August. 
September meeting, when the new officers will be in charge 

San Francisco, Calif.—-W. G. Huston, coast manager for Mittag & 
Volger, Inc., was covering the northern territory during most of August 
and was expected back at his coast headquarters toward the end of the 
month. Mr. and Mrs. Fred Alexander, of the Honolulu Typewriter Com 
pany, Honolulu (T. H.), were entertained by Mr. and Mrs. Huston during 
their stay on the mainland, just prior to Mr. Huston’s leaving for the 


northwest. 


—_ —_—_<g—_—___ 

National Foreign Trade Council Issues Annual Report 

That American foreign trade is no longer susceptible to the drastic rises 
and falls of former years, but has reached the point where more than 
three-quarters of our exports are products wholly or partly manufactured, 
is the keynote of ‘‘American Foreign Trade in 1930,’’ the record of the 
seventeenth National Foreign Trade Convention at Los Angeles earlier this 
year: ‘‘The world trade outlook is improving,’’ the report states, ‘‘and 
we may look forward to an increasing volume as the year progresses.’ 
Bound and indexed copies of the convention proceedings are being sent to 
the 2,185 delegates 

‘There is genuine encouragement in the growing proportion of manu 
factured goods among our exports,’’ declares James A. Farrell, chairman 
of the Council, in his opening address on the ‘‘World Trade Outlook,’ 
‘‘for it is notable that our gains have been achieved in precisely that 
element of our export trade that is directly responsive to merchandising 
experience and skill. That is what we have been striving for during the 
past fifteen years.’’ 

“The merchandising skill and enterprise of our traders have not been 
impaired by recent events,’’ the convention stated in its Final Declara- 
tion. It adds a further note of assurance in the expectation that renewed 
activity in American investments abroad may be expected in the near 
future, tending ‘‘to restore our normal foreign trade by increasing the 
supply of dollar exchange available in the world’s markets.’ 

The Young Plan is also heartily applauded as an agreement ‘‘which 
should contribute materially to the re-establishment of a reasonable rate 
of progress in world trade.”’ 

The report gives prominence to the growth of foreign trade on the west 
coast, emphasizing the fact that California, now fourth among the states 
as a source of American exports, has provided the two largest conventions 
in the Council's history, and has attended the annual gatherings, when 
held elsewhere, with larger delegations than any other state but New 
York Los Angeles, Mr. Farrell bears witness, ‘‘has shown the most 
Startling increase, its exports having multiplied in value 200 times in 
fourteen years.”’ 

The twelve sessions of the convention were attended by delegates from 
thirty-four states and territories and twenty foreign countries, and 1,800 
delegates, the largest meeting of foreign traders yet held in this country, 
were in their seats when the convention opened 

The three-day meeting constituted a forum for thirty-eight addresses by 
foreign trade authorities, and for group sessions devoted to discussion 
from the floor on export advertising, foreign credits, export merchandising 
and foreign trade policy, with special attention to the Far East and Latin 
America 

The report is provided with a twelve-page index for reference, and con- 
tains the names and addresses of all delegates and the Final Declaration 
of policy and principles formulated by a general committee of 104 and 
adopted at the closing session. 

——— _ 
Madagascar Increases Duties on Office Machines 

Commerce Reports] Changes in the import consumption tax of Mada- 
gascar, effective April 12, 1930, include the following: 

(6) Typewriters, increased from fifty to sixty francs each 

(7) Cash registers and calculating machines, six francs per kilo, net; 
formerly fifty frances each 

(8) Parts of typewriters, cash registers and calculating machines, six 
franes per kilo, net; formerly exempt 
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METAL-BILT 
CUSPIDORS 


To dress up 
the modern office 








DETROIT METAL SPECIALTY CORP. 
DEPT.9-7 
DETROIT, MICH. 

















PRESTO the Perfect hiatal 
IS AS HANDY AS A FOUNTAIN PEN ° 


Presto is the simplest and quickest little moistener 
you ever saw. The roller spreads the moisture 
where wanted and in just the right amount. Per- 4 
fect sealing results. The flow of water is regulated 
by a valve, insuring easy and quick sealing for every 
type of envelope. The sanitary and non- 




















corrosive construction increase the 

q sales appeal. 
If you are not already selling 
| the Presto, write us today. ‘ 
Bachrach Specialty Co. 
i 2275 3rd Ave., New York 
Price 

4 





per dozen. 


Liberal trade 


discount. 


Also manufacturers 
of Presto Auto 
matic Closing Ink- 
stands 
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Sherman-Manson 
Stands are made of Tu- 
bular Steel to make 
them Stronger . . . In- 
cidentally they are 
Cleaner and Lighter. 


In Black, Green or Ma- 
hogany with Oak or 
Mahogany Tops. 


Mail the coupon for full particulars and Style 
our New Lower Prices on 7 New Models 
to meet every office and factory demand, 23-A 


SHERMAN-MANSON MEFG. CO. 


621-31 S. Kolmar Ave., Chicago 


Please send folder with full information regarding your new, lower prices. 


Name suscainii 








City State 





A UNIQUE FASTENER 


The The Bump fastener is as practi- 

cal as it is novel and unique. No 
Bump metal staples, pins or clips re- 

quired; instead, the Bump uses 
a part of the object to be fast- 
ened and produces a neat, secure 
fastener. There are two models 
—the stand machine preferred by 
some for its convenient and fast 
operation and the hand model 
here illustrated, preferred by 
others for its portability and 
easy squeeze operation. Identi- 
cal results. 


THE BUMP PAPER FASTENER CO. 
LA CROSSE, WISCONSIN 


Eastern Representatives— 
Seymour-Conover Co., 350 Broadway, New York City 
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MR. AUDITOR 


Here is a sorting device that will sort any series of 
1rooo checks into ro’s in one sorting. 


Sent prepaid upon request. 30 day trial. No obliga- 
tion. 





Space required for sorter 6x18 inches. 

Windows and doors may be kept open and fan going. 
Made in any size and indexed to fit your needs. 
Write for Catalog and full details. 


THE KOHLHAAS CO. 
Manufacturers of 
Instant Reference Files 


183 N. Dearborn St. Chicago, Ill. 











TYPEWRITER 
RIBBONS 


CARBON 
PAPERS 


An Opportunity 


for Stationers 


One of the functions marking a leading 
stationer is the exclusive merchandising of 
quality lines. More than a mere symbol 
of position, such arrangement is evidence 
of recognition by the manufacturer and is 
frequently an aid to greater profits. 

Bucki supreme typewriter ribbons and 
carbon paper have been sold thru dealers 
for over thirty years—always high grade, 
produced by processes developed in life- 
long study of available materials and of 
business requirements—conceded by com- 
petent authorities to be among the best 
upon the market. 

In certain cities Bucki ribbons and car- 
bons are now handled by the leading 
dealer on an exclusive basis. If you are 
interested in establishing a Carbon and 
Ribbon department, specializing in the sale 
of these products, and building a profit- 
able business, better write us; we may 
have a proposition to offer in your terri- 
tory. 


The BUCKEYE 
RIBBON & CARBON CO. 


1458-1468 East 55th Street Cleveland, Ohio 





























Are you satisfied with your file folder sales? 


Let us help you to develop a larger and more 
profitable folder business than ever before. 


SS \ 
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All styles, sizes and weights. 
Write for samples and quotation. 


IMPERIAL METHODS CO. 
Forest Park, 
Illinois 


Western Wholesale Stationers, Ltd. 
580 Market St. 


226 S. Los Angeles St. 
San Francisco 


Los Angeles 

















GENERAL 
ECLIPSE 
COMPANY 
Dept. A 
Danielson, 
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STATIONER Y 


Batavia, t1il.—The National Stationery Company has opened a store in 
the space occupied formerly by the post office, in the First National Bank 
block 

Chicago, Ili.—The Canode Ink & Office Supply Company, formerly at 
3005-17 Carroll avenue, has moved to 4534-38 West North avenue. 

Chicago, Ili.—-R. E. Spaeth has added the leather goods line of Frank 
Mashek & Company to the merchandise he is showing to the trade in 





Oklahoma, Kansas and Missouri 

Chicago, Ili.-C. H. Meilicke, Meilicke Systems, Inc., is back from his 
annual vacation at Vancouver, B. C. His parents reside there, and all 
transplanted members of the family have an annual reunion at Van- 
couver in the summer. ‘‘C. H.’’ had to cut his trip short, spending eight 
days on the road, and seven with the family He made several stops on 
the way 

Dover, N. J.—Weimer & Sacks have bought the stationery store of 
J. T. Lowe 

Kings Park, N. Y.—The Jess and Lill stationery and toy shop suf- 
fered a water loss to stock stored in the basement during a fire in the 
Palace theater. 

Los Angeles, Calif.—-The Stables-Mason Company, 1225 South Wall 
street, is building a two story addition to its plant 

Los Angeles, Calif..-The Chieftain Stationery Company, 626 West 
Eighth street, is disposing of its printing department. 

Los Angeles, Calif.—-The Grimes-Stassforth Stationery has expanded its 
lines by adding General Electric fans and Telechron electric clocks. 

Louisville, Ky.—-The Stationers Sales Company has been chartered ; 
capital stock, $500; incorporators—-D. G. Halversen, Aaron Lazar, J. W. 
Johnson, Jr. 

New York, N. Y.—-The Devonshire Stationery Store has been chartered ; 
capital stock, $10,000; S. Miller, 1441 Broadway, charter representative 

New York, N. Y.—-William C. Otto has chartered a stationery busi- 
ness; capital stock, $10,000; B. Bernstein, charter representative, 299 
Broadway 

New York, N. Y.—-Brown Buyers’ Service has been chartered to conduct 
a stationery business; capital stock, $5,000; A. W. Gray, charter repre- 
sentative, 111 Broadway 

New York, N. Y¥Y.—The Welka Holding Company has been chartered to 
conduct a stationery business; capital stock, $5,000; M. S. Yochelson, 
charter representative, 280 Broadway. 

New York, N. Y.—The Script Stencil Company has filed an amend- 
ment to its corporate charter, dissolving the business 

New York, N. Y.—The Harrisville File Corporation has been chartered 
to deal in stationery supplies; capital stock, $10,000; Garfield & Seligson, 
charter representatives, 285 Madison avenue 

New York, N. Y.—The Gebbie Products Corporation has been chartered 
to deal in office supplies; capital stock, $50,000 and 250,000 shares com- 
mon; United States Corporation Company, charter representative, Dover, 
Del. 

Olympia, Wash.—-The Bookstore, Inc., office supplies, has been peti- 
tioned into bankruptcy 

Portiand, Ore.—Klump’s, Inc., has changed its name to the General 
Lithograph & Engraving Company 

San Francisco, Calif.—The Newcombs, with coast headquarters in Los 
Angeles, have opened a local branch in the Kamm building, with a full 
line of samples, including greeting cards. They carry the Norcross line, 
of New York, and Norman B. Bennett, of the Norcross publishing and 
advertising department, is in charge of the new branch here 

San Francisco, Calif.—Allen E. Whiting, president of the Whiting- 
Patterson Company of Philadelphia, Penna., large paper dealers in cover 
papers, envelopes, etc., has been visiting this city with his family. They 
sailed early in August for a trip to Honolulu (T. H.). The company is 
represented here by Walter Willoughby, Inc. 

San Francisco, Calif._-Walter Willoughby, manufacturers’ representa- 
tive, is back at his offices in the Call building after his usual three months’ 
trip through his territory, including Denver and the southwest He was 
accompanied by his son, Walter Willoughby, Jr. Speaking of his trip for 
Office Appliances, Mr. Willoughby said they did pretty good business, but 
he was glad they started rather earlier in the year than usual, because 
business was brisker in the early weeks of their journeying. They ended 
in a vacation at Tuolumne Meadows in the High Sierras where they had 
fine trout fishing Roy Rogers of the Rogers Stationery Company, Los 
Angeles, vacationed with them Walter Willoughby, Jr., has taken the 
coast representation for the Los Angeles Onyx Company, and samples of 
the company’s desk sets, ash trays, pin trays, book ends, etc., are on dis- 
play in the company’s offices. The Onyx company owns an onyx mine in 
Death Valley, Calif., and is just starting to put out its products throughout 
the coast. This onyx is said to be of fine quality. 

Syracuse, N. Y.—Bernard Wilson has established the Wilson Stationery 
Company at 118 West Jefferson street 


—_——_g—___ 
Berlin Colony of American Office Equipment Houses 
According to Commerce Reports there are twenty-five agents in Berlin 
of American office equipment manufacturers who distribute through sales 
representatives in that city. 
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AMERICAN REPEATING 


The American 


Notes 

Drafts 

Rent Receipts 

Package Receipts 

Money Receipts 

Envelopes 

Typewriter Paper 

Price Books 

l'ally Books 

Time Books 

Counter Order Books 

Memo Books 
(bound—loose leaf) 

Music Books (blank) 








The Extra Quality 
Makes Extra Sales 


AMERICAN repeat- 
ing order books are 
known for their extra 


‘+ / quality, Repeat orders 


/ follow as a matter of 
deserving choice. The 
sheets are pen ruled 
with standard head- 
ings, on white bond 
paper. Heavy press- 
board covers give firm- 
ness and protect the 
pages. Duplicating and 
triplicating styles, 


Line Includes: 


Stenographers Note Books 
(loose leaf or 
bound, with flexible or 
stiff covers) 

Repeating Order Books 

Students’ Note Books 
(and fillers) 

Bookkeeping Blanks 

Drawing Tablets 

Plain Pads 

Perforated Pads 

Petty Cash Pads 

Columnar Pads 

Legal Pads 

Bridge & 500 Pads 


These items are described and illustrated in our catalog, 
which will be sent to rated commercial stationers on request. 


Kalamazoo Stationery Company 
Kalamazoo, Mich. 


Division of Western Tablet and Stationery Corp. 








Point 


Out 
| i 


The 
Money 
Saving 

Features 





No waste of space. One of the 90 stock sizes 
fits exactly the transferred matter. Smooth 
surfaces inside and out. No projections nor 
anything to impede filing or finding. Sag- 
proof, bulgeproof and moisture resisting; 
light in weight and unusually durable. 





FILe 


Dropping the iid locks it automatically, which 


prevents spilling. 


Show QUIK-LOKS in your display—feature 
the low cost and extra conveniences. A wate- 
house with complete stock of all sizes is 
located near you. Write for literature and 


discounts. 





THE KAY-DEE COMPANY 


Lincoln, Nebr. 


3644-3664 S. 36th St. 
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FOOL PROOF 
CURMANCO 
Sales Register 


MAKES CARBON 
COPY EACH SALE 
Price Complete 


$5.00 


Patent 
No. 1738139 
Dec. 3, 1929 


This is the simplest Sales Register ever offered the business man It 
works like expensive machines, but it eliminates all cranks and is fool 
proof ‘he sales tickets are printed on double wound rolls and you pull 
both slips out by taking hold through the hole just below the cutting 
edge. The carbon paper goes between the original and copy slips and is 
fastened on either side of the cover by means of clips By pressing the 
top edge of the cover next to the roll the cover tilts up, opening a drawer 
to keep the duplicate slips for record 

Every business should have a receipt form and the manufacturers can 
furnish the slips with customer's printed heading. Prospects get the ma 
chine complete with one roll of plain sales tickets ready to use. Sales 
men have an unlimited field. Never before has the business public been 
offered a machine as complete for so little money 


Liberal Profit to Distributor 


Currier Manufacturing Co. 
15 N. W. Terminal 
MINNEAPOLIS, MINN., U. S. A. 








The 
VARITYPER 


IDEA— 


It’s a simple one to grasp. 


Second—lit's just a question whether 
you prefer a typewriter with 





just one set spacing between 
characters and between lines 
-—@f-— 


The Varniryper with variable 
spacing between characters 
and between lines permitting 
condensation vertically and 
horizontally. 














VARITYPER 
Incorporated 

2 Lafayette St. 
New York 


Will gladly 
furnish you 
information 
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LOOSE LEAF 


Cincinnati, Ohio. E. F. Perry, who had been with The Sam‘! C. Tatum 
Company and the Wilson-Jones Company, is organizing lines to carry in 
His address is 3515 Evanston avenue 





the central west and the south 

Jackson, Miss.—The Office Supply Company has received the exclusive 
agency for products of the National Blank Book Company 

New York, N. Y.—James R. Marshall, who had been with the local 
office of the National Blank Book Company fifty-two years, lately as man 
ager, has retired from the service 

Opportunity for Business 

Philadelphia, Penna.—The LaWall Systems, bookkeeping, 829 Windsor 
square, has been registered in the common pleas court as a commercial 
title by Harold J. LeWall, Haverford; Charles E. Wetzel, 241 South St 
Bernard street, Philadelphia; F. Page Seibert, 239 South Melville street 
Philadelphia ; Gordon M. Jones, 829 Windsor square 





PENS AND PENCILS 








Chicago, lil.-Wm. A. Welty, of the Wm. A. Welty Company, took his 


first vacation in twenty years last month. He spent it in his own domicile 


and domain, knowing Chicago to be a summer resort of prime quality, per 
mitting the enjoyment of home comforts while recreating 

Chicago, I!.—-Vacations of Eberhard Faber Pencil Company salesmen 
were all finished the middle of August, and all of the Chicago staff were 
organized to take to the road September 1 George Schlagel, assistant t 
E. A. Meyer, returned in time to help the men get started He spent 
several weeks with his wife, driving to New England points and return 

San Francisco, Calif.-The Townsend pen and pencil line, including 
desk sets, has been taken over by the W. H. Hovey Company of the 
Jewelers’ building, which has coast distribution for this New York pen 
and pencil line in all the territory west of Denver, Colo 

San Francisco, Calif.—Prior to the opening of the fall school term, 
August 11, the local stationery houses gave good window space to display- 
ing the new ‘‘Ticonderoga’’ school sign of the Joseph Dixon Crucible Com 
pany, especially in school window displays.—L. A. Wagner, coast pencil 
man for the Joseph Dixon Crucible Company, has brought his family back 
from Santa Cruz, where they have been on vacation, in time for school 


opening. The various salesmen are out on their territories 


i - 
On the Outside Looking In 


Current Comment on the Copy and Plans of the Manufacturers and Dis- 
tributors of This Field, and Brief Reviews of Magazine 
Articles of General Interest 


Heywood-Wakefield Company.—Printers’ Ink discussed the policies ap- 
plied to ‘‘Advertising Merged Products,’’ with reference to the sale of 
branded competitive products be continued after a merger. The Heywood 
Wakefield Company was merged in 1923, bringing the Heywood and Lloyd 
products under identical management. It was felt that the merged sales 
force could not sell both lines advantageously, so each line retained its 
identity, with separate advertising and sales campaigns. 

The National Cash Register Company—This company’s system of training 
salesmen was cited by Sales Management in an article, ‘“‘Where Sales 
Training Links Up with Salesmen’s Compensation.’’ 

W. A. Sheaffer Pen Company—aAdvertising Age reported on the four-color 
rotogravure section prepared by this company for co-operative local adver- 
tising in newspapers. The company was a pioneer in this fleld of advertis- 
ing, having started with the Sunday Chicago Tribune when that publication 
initiated color rotogravure work as a regular feature. 

L. C. Smith & Corona Typewriters, Inc.-—Printers’ Ink published ‘‘A 
Sales Expectancy Formula for Salesmen to Use’’ which told how this 
organization applied the micrometer to every sales territory to determine 
how many Corona typewriters can be sold therein. 

Of General Interest 

Printers’ Ink published ‘‘Hints on the Management of Prize Contests.’’ 
Mention was made of a contest conducted by the Eaton, Crane & Pike 
Company, which led people to write more social and personal letters 

C. K. Woodbridge, former president of the Dictaphone Sales Corpora- 
tion, contributed an important series to Printers’ Ink. He discussed va- 
rious plans of compensation for salesmen, comparing the relative values 
of each type 

Nation's Business published ‘‘Tall Corn Has Unsung Rivals in lIowa,’’ 
bringing out the state’s industrial importance. One illustration of many 
showing scenes in Iowa factories, depicted the nib grinders in the plant 
of the W. A. Sheaffer Pen Company at Fort Madison. 


—<$—_<>___—_- 
Mexico Changes Duty on Erasers 

Commerce Reports] A Mexican presidential decree, effective August 
12, 1930, has reduced the duties on a number of commodities. Erasers 
are included Cylindrical erasers of rubber measuring up to twenty 
millimeters in length by ten millimeters in diameter (fraction 7.43.10) ; 
old rate, 1.20 pesos per legal kilo; new rate 0.25 pesos per legal kilo 

Rubber erasers not specified (fraction 7.43.19) rate not changed; 1.20 
per legal kilo. 


—— 
London Exhibiuen ot Inventions 
Commerce Reports] The sixth International Exhibition of Inventions 
will be held October 1-11, inclusive, in London. The Institute of Patentees 
(Inc.), sponsor of the exhibition, offers opportunity to place new products 
before the public. One section will be devoted to inventions which have 
not yet reached the market. Space rentals, including stands, range from 
approximately $25.00 to $500. Wholesale and retail merchandising will be 
permitted, and diplomas of merit will be awarded 
A limited supply of the prospectus is available in the foreign fairs sec- 
tion of the United States Bureau of Foreign and Domestic Commerce, 
Washington, D. C 
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STEEL FOLDING 
CHAIRS 


in All Finishes 
Wood or Upholstered Seats 


WARK-BEACON 


STEEL FURNITURE CO. 


1410 S. Wabash Ave. CHICAGO 
Pe CLARE HAP 


NOW ts 























» THE TIME 
To Stock Up! 





ere supply time is 

here. Be prepared to fill 
your orders of these special- 
ties, which are the finest on 


the and 


price. 





market lowest in 


Blank index tabs supplied in 
1Q"-1” and in 6 and 12 inch 
. , strips, in sage, buff and white. 
ree samples 
n rice lists -_ 
one 2 * We also manufacture the Im- 
proved Letter Folders and 


Loose Leaf Patches. 


The Warshaw Mfg. Co. Inc. 


35 York St., Brooklyn, N. Y. 


sent upon re- 
quest. 
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Use 
SHALLCRVSS 


MIMEV BUND 
PHILADELPHIA 


for Appearance and Results... 


Years of experience in this field, plus the knowledge and 
resources of one of the finest paper mills in the country, 
have combined to produce this high-quality Mimeo Bond, 
watermarked as above for ready identification and as your 
assurance of quality. 

It has strength and color, is non-linting, shows no offset, 
takes pen and ink signature, is easy to feed and stack, and 
when used with Halco Dry Blue Stencils and Halco Rotary 
Duplicator Ink, produces the very best results obtainable. 


Specifications: Shallcross Mimeo Bond is carried in stock as 


follows: White, 16 and 20 Ib.—8'¥2x11, 82x13, 82x14, 
17x22, 17x26, 17x28, 22x34. Im 24-lb. in 17x22, 17x28. 
In Pink, Blue, Buff and Goldenrod in both 16 and 20 Ib.— 
82x11, 82x14, 17x22, and 17x28. Packed ten cut reams to 
a carton or five flat reams to a package, making it very con- 
venient for storage. 


Dealers will be supplied at mill prices. 


The: SHALLCROSS COM Pray 


Manufacturers of 


ww Ribbon-- Stencil Pesines 
FORTY EIGHTH and GRAVS FERRY ROAD 
PIWILMROELPHIA, U.S.A. 















With the improved 
business conditions, a 
display of any of the fol- 
lowing will make sales and 
profits for you: 


STYLE “L” DISPLAY, Contains 


150 10c window-front packets of Moore 
Push-Pins and Push-less Hangers. 


STYLE “*F”? DISPLAY, Contains 


12 10c window-front packets of Moore 
Push-Pins and Push-less Hangers. 


STYLE “*G” DISPLAY, Contains 


48 10c packets of Moore Push-Pins. 


STYLE ‘**O” DISPLAY, Contains 


36 10c Metal Boxes of Moore One-Piece 
(Cut-Out) Thumbtacks. 





Have your Jobber deliver to you the Display 
you need. Order it today. 


MOORE PUSH-PIN CO. 


113-125 Berkley St. Philadelphia 
Established 1900 











A Safe and Sound Bank Special 


THE BANDLESS CURRENCY MAILING BO 
FOR THE NEW AND OLD SIZE CURRENCY 


A PERFECT MAILER of strong, heavy. durable 
manilia paper of exceptional strength throughout. 
Ends and sides do not break in bending up over the 
eurrency and will stand the roughest kind of handling 
in the mails. 


The outside wrapper is genuine rope manilla as near 
cloth as paper can be made. It folds over each lap 
or fold at the ends to make a perfect, tight seal and 
attaches to the back of the box. It simply cannot tear 
or pull away without destroying the entire box. No 
more danger of torn and tattered boxes on delivery. 
Each size contracts one-half inch. In packing. squeeze 
the inner box tightly over the currency. moisten the 
gum on the outer wrapper and seal, bringing the end 
flaps over and sealing tightly to the back of the box. 
You then have a perfect fit and a perfect tight seal. 
On account of its lightness. from 2 to 4 cents in post- 
age is saved on each box mailed. 


Dependable bank stationers should have sample of 
this new line. No obligations to learn all about it 
now, 


The Smead Manufacturing Co. (Dept. C) Hastings, Minn. 


Makers of High Grade Bank Filing and Mailing Containers 
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“What D’ye Lack, 
Master?” 


: 
Early in the 17th Century, merchants had apprentices who : 


took post at the entrance to the shop and cried out their 
wares to passers-by. A powerful voice was a decided 
advantage in those days. 
Today, Coit’s Improved Lettering Pens perform this serv- 
ice more diplomatically and more effectively for retailers 
in various lines, for bankers, real estate men, in fact every- 
one using window or counter display. Demonstrate them 
sell them. Ask for assortment on sales trial, sent pre- 


paid. 


The Bridgeport Pen Co. 


Bridgeport, Conn. 


239 John St. 
















Unprecedented 
Sales Recorded 
for New 


COLUMBIAN- SUCCESS 
CALENDARS 


(Bases in Color) 


From all over the country, dealers 
are telling us of the amazing sales 
growth won by the Columbian 
**Success’’ line. —And of course, 
dealers’ profits have increased ac- 
cordingly. You too can capitalize 
upon this demand. Write for 
catalogue and prices, — today! 


Columbian Success 
ases come in 
Chinese Red, Ol- 
ive Green, Satin 

Black and Ma- 

hogany Brown. 
A varied color- 


COLUMBIAN 
ART WORKS, INC. 





appeal for 
office or 
home. 





1024 JUNEAU AVE. 





MILWAUKEE, 








“KILIAN” 


Unground Ball Bearings for the 
Metal Ofice Furniture Industry 
(PATENTS PENDING) 

All parts machined from bar stock and heat-treeted, 
outer races are one piece and can be made in any 
desired shape. (No soft stampings used whatso- 
ever.) 

For cradle slides our ball bearings and rivets are in one 
unit for quick assembly. 

95% of filing cabinet drawer slides in United States 
and Canada operate on “Kilian”’ unground bear- 
ings. 

Samples made to your specifications. 

KILIAN MANUFACTURING CORPORATION 


107 North Franklin Street Syracuse, New York 
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CATALOGUES 


Paragraphic reviews of current issues from 
the catalogue and allied fields, classified for 
convenient reference. 











Manufacturer 
The Swan Pencil Company, Inc., 221 Fourth avenue, New York, N. ¥ 
has distributed a new catalogue : an 
The Stationers Loose Leaf Company, Milwaukee, Wis., distributes a 


folder descriptive of the ‘‘Faultless’’ turning post posting binder, giving 
a detailed description of its construction and functions 

A folder in two colors from the L. C. Smith & Corona Typewriters Inc., 
New York, N. Y., explains five new features of the L. C. Smith type- 
writer, which include greater convenience in setting margins and tabular 
stops, tilting paper table, paper gauge graduated in inches and fractions, 
and an optional bail, which can be raised or lowered without the neces- 
sity of latching. 

“The Business Letter Goes Modern’’ is a four page bulletin issued by 
Varityper Incorporated, 2 Lafayette street, New York, N. Y. This features 
the ability of the Varityper to use—on one writing machine—any one of 
a variety of types prepared for the Varityper—with two styles of type 
available at all times. Substitutions of other type characters are made 
in an instant 

From The General Fireproofing Company, Youngstown, Ohio, comes 
Catalogue No. 3077, descriptive of the company’s aluminum chair line. 
This is printed in black, blue and aluminum, the bright metallic tint 
being used for decoration, and as a background for the illustrations of 
the various chairs, permitting the half tones to show detail, and retaining 
the pictorial value of the illustrations. There are three lines, each in- 
cluding swivel and side chairs, for stenographic, general office and ex- 
ecutive use. 

From the Indiana Desk Company, Jasper, Ind., comes its twenty-fifth 
anniversary catalogue of office desks, tables, filing cabinets, chairs, cos- 
tumers, telephone cabinets, etc. This is a handsome book of sixty-six 
pages and cover, the latter a heavy embossed stock with printing in black 
and silver. Some of the finer items in this catalogue are illustrated in 
natural color, and each page carries modernistic designs in a blue tint 
In addition to affording complete information regarding the company’s 
lines, this catalogue is a fitting souvenir of twenty-five years of construc- 
tive work and development in the office furniture field 

Educational 

From the Gem City Business College, Quincy, Ill., comes its sixtieth 
annual year book. This is a handsome book of sixty-four pages and 
cover, detailing the courses and facilities, listing the students in attend- 
ance June 30, 1930, and showing representative illustrations of the 
school, students and bits of local scenery. 

Dealer 

S. D. Childs & Company, Chicago, Il., is mailing to consumers in its 
territory a new catalogue of commercial stationery and equipment items 
This is a handsome publication, conveniently compiled and copiously 
illustrated. 

Accessory Advertising Matter 

A lithographed display feature, 26x38 inches, is furnished to dealers 
by the Eagle Pencil Company, New York, N. Y. This display advertises 
the ‘‘Mikado”’ line. 

The Hotchkiss Sales Company, Norwalk, Conn., provides dealers on 
request with counter display stands on which can be shown Nos. la and 
2a stapling machines, with a box of staples 

—__—~——_—_———. 
New Zealand Tariff Revision 

Commerce Reports] New tariffs have been applied by New Zealand on 
various manufactured goods. Office appliances, paper and inks have been 
increased five per cent ad valorem, general duty, which applies to prod- 
ucts from non-British areas 








HOUSE ORGAN S 





Paragraphic reviews of current issues from 
the house organ field, classified for convenient 
reference. 


Manufacturer 

‘Ring Binders Are Modern,’’ said The Du Pont Magazine (E. I. du 
ont de Nemours & Company), in describing a line of Boorum & Pease 
books bound in ‘‘Fabrikoid.’’ 

Cellarets for the Offices of Today’’ were featured in The Leopold 
News (The Leopold Company) Various models are made te harmonize 
with the different Leopold suites 

The Royal Standard (Royal Typewriter Company, Inc.) told about the 
latest addition to the Royal portable—-the tabulating attachment, which 
brings big machine service to the user of the portable typewriter. 

The Skyscraper (The Shaw-Walker Company) told how a credit asso- 
ciation secured accessibility with fire protection. The card records were 
filed in two safes, with a working space between for the telephone and 
other conveniences 

“The Golfer’’ received his dues in Typing Tips (The Miller-Bryant- 
Pierce Company) telling of his shortcomings and long shots. And so, on 
and on, terminating nobly, ‘‘And no man can be both a good golfer and 
a bad husband.”’ 

‘‘Everybody Reacts to Good Nature,’’ said FiberstoK Fibers (National 
FiberstoK Envelope Company) in citing instances that show how an 
optimistic nature makes it easy to meet the ups and downs of life and 
business with a smile 

From the International Business Machines Corporation (International 
Time Recording Company division), 270 Broadway, New York, N. Y., 
comes a bulletin descriptive of the Electroprint,’’ a fully automatic 
time stamp, operated electrically 

The Woodstock (Woodstock Typewriter Company) published the ‘“Win- 
ning Approach’’—-which won a prize for Reginald Crane, a salesman of 
the company’s Chicago branch. This was a brief appeal to a typewriter 
user to allow the salesman to put in a machine on trial 

The foot control for automobiles, airplanes, addressing and other 
mechanisms was explained in It’s Said and Done (Dictaphone Sales Cor- 






Catalogue 


| on request 
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DESKS 
Since 1890 


OFFICE AND FACTORY 
2527 MOFFAT STREET 
CHICAGO 











The Chippendale 
in solid walnut, 
walnut or maheg- 
any finish. 





Craftsmanship 
Send for our new catalog and price list 


/NEWARK CHAIR COMPANY, Inc., ‘xv5"* 














246 












ii dddbddddddddddddddidddddddddddddddddLaLLLL222222QQQQAAAA, 


Lik 


NO. 967 





CONRADES is a name that commands respect 
wherever office furniture is discussed. It is the deal- 
er’s assurance of full value for the money. It has a 
record of nearly a century of building good chairs. It 
serves every office purpose in chairs and includes a sig- 
nificant group of matched office suites. Illustrated de- 
scriptive matter for dealer's information sent on request. 


CONRADES MFG. CO. 


1942 N. Second St. St. Louis, Mo. 
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THE PRESIDENT SUITE 








No. A 66F 
66°x 38 inches 


The President Suite, consisting of desk, table, 
costumer, waste basket, telephone stand and 
bookcase, is the newest development in the at- 
tractive line of office furniture made by Dietz 
makers of good desks since 1881. Made of the 
finest selected walnut. An artistic harmony that 
appeals to the eye and builds sales volume. 


Write for catalog and price list. 


THE J. F. DIETZ COMPANY 


CINCINNATI, OHIO 


k hipping to most busine enter 


verre. 





were 
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poration). The transcribing machine is controlled by the foot, leaving 
both hands free to energize the typewriter keyboard 

The Secovill Standard (Scovill Manufacturing Company) published 
“Commerce Goes Conventioning,’’ by Dr. Julius Klein, assistant Secretary 
of Commerce. The doctor’s contribution was illustrated by pictures of 
Scovill displays at various conventions of commercial associations 

A systematic mail campaign that followed through to sales was de 
scribed in Smith-Corona Sales News (L. C. Smith & Corona Typewriters 
Inc.) H. L. Smith, dealer at Salem, Mass., covered his territory em 
bracing over 100,000 names with three mailings, which brought excellent 
results 

Curtis 1000 Inc., St. Paul, Minn., has launched ‘‘Flaps and Facts,”’ a 
monthly house organ planned to be informative and authoritative on the 
subject of envelopes for mailing printed matter and merchandise. It con 
tains many ideas helpful to any business man using the mails in th 
transaciion of business 

“When Youth Speaks’’ in The National (National Blank Book Com 
pany) showed how the viewpoint of youth can be made an asset in busi 
ness. And when it is sufficiently vigorous, the idea of a practical youth 
can overcome the conservatism of his elders, and be permitted to con 
tribute to the success of a business 

The history of the Chicago branch of the Yawman and Erbe Manu 
facturing Company was contributed to the “‘Y and E’’ Idea by G. E 
Vinton, manager. This is the oldest of the company’s branches, organized 
in 1882. In all those years the branch has had but three locations, and 
eleven managers, four of whom came from the Pacific coast 

Retailers Review (W. A. Sheaffer Pen Company) narrated the action 
of a druggist who moved the cigar case to the rear and replaced it with 
the Sheaffer display case Formerly the cigars had preferred position 
the best in the store—but the profit margin on pen sales is greater than 
on cigars, so the pens were given the right of way 

Royal portable typewriter dealers are to have some fine advertising 
background, according to The Royal Standard (Royal Typewriter Com 
pany, Inc.) A full page display in The Saturday Evening Post telis 
readers of the standing and character of the portable dealer in every 
American community, and his part in the home and business life 

The Crown Tattler (Crown Ribbon & Carbon Manufacturing Company) 
comments on a report by the United States Department of Commerce on 
the importation of American typewriter ribbons and carbons into Ger 
many and England This is significant, according to the Tattler, as 
those two countries are among the leaders in the manufacture of those 
products 

A novel use of lumber crayons was reported in The Pencil News (Jo 
seph Dixon Crucible Company) A laboratory man sought to revive the 
lettering on engraved stem thermometers. The original inking becomes 
dim, and it is difficult to read the instrument. A No. 494 carbon black 
lumber crayon was rubbed over the etched lines, producing legible 
readings 

The Skyscraper (The Shaw-Walker Company) told of an installation 
arranged by McClain & Hedman, St. Paul, Minn., that enabled a firm of 
merchant tailors to increase the space devoted to displaying new pat 
terns. New office equipment reduced the space devoted to clerical and 
executive work, and allowed for increasing the display room 

‘“‘Make Your Office Smart’’ in Weston’s Record (Byron Weston Com 
pany) quoted a ‘‘business doctor’’ in prescribing for an ailing concern 
The editor showed how the smart office can be emphasized to every cor 
respondent through the use of Defiance bond stock for the letterheads 
creating an atmosphere of smartness and solidarity in every letter 

According to International Business Machines (International Business 
Machines Corporation) sixty-seven student salesmen have started courses 
of training in the tabulating machine division, working in various offices 
Following preliminary training in field offices the students will atten! 
the tabulating machine school at the factory, Endicott, N. Y., in the 
autumn 

“Why Inventories Affect Profits’’ in The Coach (published cooperatively 
by the Boorum & Pease Company, Eberhard Faber Pencil Company, C 
Howard Hunt Pen Company and Sanford Manufacturing Company), 
showed the relation between overstocks and hand-to-mouth buying. Sug 
gestions were made regarding the policy to be followed when insufficient 
capital requires careful selection and standardization 

Association 

Making Markets (National Association of Flat Rolled Steel Manufac 
turers) reported that a considerable tonnage of steel goes into making 
the cases and other metal parts of ‘‘Brownie’’ and ‘‘Hawkeye’’ cameras 
the product of the Eastman Kodak Company 

Dealer 

Stationery Suggestions (Graham-Chisholm Company) closed its first year 
with thanks for the friendly interest showed by many readers 

The ‘‘Skyscraper’’ desk was featured in Office Topics (Baker Print 
ing Company) as a fine type of office furniture for the executive and his 
secretary 

The Honolulu Item (Mercantile Printing Company, Ltd.) reprinted the 
*‘Sophistry of Taxation’’ from the Nation’s Business, to promote con 
structive thoughts on taxation 

Stationery Suggestions (A. Carlisle, Upham & Rutledge, Inc.) volun 
teered some useful information about portable typewriters, backed up by 
stocks of such machines as the Corona, Remington, Royal and Underwood 

The Office Co-efficient (Charles G. Stott & Company, Inc.) featured 
the Lyon desk tray as a useful desk accessory This builds up to any 
required height, and the design permits easy sorting of papers, and with 
drawal from the individual trays 

The table lands of the Pacific coast must be in the store of A. Carlisle 
& Company, Upham & Rutledge, Inc., according to Stationery Suggestions 
that lively house organ. A page told all about the ‘‘Steelart’’ tables and 
chairs made by Lyon Metal Products, Incorporated 

The summer slump is largely bugaboo according to The Blank Book 
News (The Columbus Blank Book Company) But ten per cent of the 
people in the average city are on vacation at one time. That leaves 
ninety percent of the possible prospect» on the job, consuming office sup 
plies and employing equipment 


Internal 
‘‘Personal Customers’’ in The Gill-O-Gram (The J. K. Gill Company) 
suggested the value of expert and willing service to customers When 


rendered zealously this sort of service impels customers to wait for the 
obliging clerk, creating a personal following which makes a favorable 
impression on store executives 

Changing the name of Mittineague, Mass., to West Springfield, brought 
about some pleasant recollections to the Strathmorean (Strathmore Paper 
Company). This old Indian name was difficult to write and pronounce 
to the outside world—and the prosaic English name now official will 
make it easier for the company’s customers to get the address right 
The old name was connected with many pleasant outings and enter 
tainments of the Strathmore folk 
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BRIEF CASE 
and 
TRAVEL BAG 
in One / 

















No. 221 
NATIONAL KARYALL 
Fold-apart style 


The National “Karyall,” a new case 
for modern business men, reduces 
luggage to a minimum. A brief case 
and travel bag in one—it is ideal for 
airplane travel or overnight trips. 
“Karyall” is but one of many new, 
unusual styles featured in the Na- 
tional 1930 line of over fifty pieces 
—completely described and illustrated 
in the new catalog. 


Send for it. 
National Brief Case Manufacturing Co. 


500 South Peoria Street Chicago, Illinois 
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The Adding 
Machine Does 


It For You! 


The saving of time and assurance of 





accuracy effected by adding machines 

now in use, if compared with the old 

pencil and pad method would reveal 

a stupendous total—even if only the 

offices in your immediate territory are 

considered. And for adding machines 

supplies there is an ever increasing 

market. Adding machine sales rec- | 
ords are constantly being broken. 


Be sure you are prepared to supply 
the sizes and kinds of adding machine . 
roll paper on call in your vicinity. (Z 


Stock CERTIFIED (registered trade 
mark), the full length, lintless, gE) 


smooth, tough paper. Let us send you 





samples and prices. 











U.S.LACE PAPER WKS,IN 
163 UNION AVE. BROOKLYN, 
















Where space 
is very 
valuable 


it will pay the office 
equipment dealer to 
display these light du- 
rable stools and stands 
and it pays the user to 
buy them. 


Furnished with rubber 
tips, steel caps or cast- 
ers. Descriptive mat- 
ter and prices on 


3 request. 
Searles Electric Welding Works 
Manufacturers 


1850 Fulton Street Chicago 
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Can You 
Sell Good 
Ribbons 
and 
Carbons? 
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A. P. Little Inc., are interested in hearing 
from men who can sell high grade type- 
writer supplies—men who know there is a 
difference in ribbons and carbons, and who 

can establish contacts for distribution of 

quality items. 

A. P. Little, Inc., have an established business, 
steadily growing, based on a policy of absolute 
satisfaction. Carbon and ribbon salesmen who can 

sell Quality goods can make a profitable arrange- 

ment with us. Are you interested? Write us. 


A. P. LITTLE, Ine. 


ROCHESTER, N. Y. 
New York Office: Bible House, 











Astor Place 
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QUICK AS A FLASH! 


End Mistakes—Double Speed with 


Precalculated Verified Answers 


Meilicke ready-made answers to routine problems cut calculat- 
ing time in half for Western Union, Western Electric and many 
other users. Any employee can use Meilicke Systems without 
training. There are no keys to punch. no levers to pull. Just 
turn the card and copy the anewer. 


The Meilicke line consists 
of the following devices: 


Interest Calculators 
Savings Bank Calculators 
Time Calculators 
Pay Roll Calculators 
Bonus Calculators 
Unit Basis Calculators 
Dozen Basis Calculators 
Freight Calculators 
Express Calculators 
Lumber Calculators 
Coal Calculators 
Commercial Calculators 
Butter-fat Calculators 
Yard Goods Calculators 
Discount Calculators 
Water Bill Extenders 
Electric Bill Extenders 
Price Checkers 
Vertical Cataloging 
Phone Indexes 
The Dictaform for letters, 
paragraphs and al! data. 





Meilicke Systems meet every need, and special Calculators can 
be supplied to meet any special requirements. Let us show you 
without obligation how Meilicke systems can save money for your 
business. Dealers, send for our new catalog. 


eilicke Systems 


3471 No. Clark St. 


Chicago, Illinois 














TAKING THE 
PULSE OF 
YourR BUSINESS! 


Information at a glance—exactly what you wish to 








know about any individual account, shipments, stock, 


collections, etc.—when you use 


Graffco VISE SIGNALS 


with your Card Files. These tiny devices are in- 
valuable to the business man who wishes to have 
instantly available accurate knowledge of the de- || 
tails of his business, 

Write for Catalog 


GEORGE B. GRAFF CO. 


64 Washburn Ave. 
Cambridge Mass. 























Graffeo Vise Sig 
nals are made of 
Plated spring steel 
in two sizes and 
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all data to be seen. 




















rng 


XNBERG 
FALTIES 





The Quality that Endures 


Certainly, everyone expects to pay for quality. Quality 
is the result of fine materials, skillfully fashioned by 
expert craftsmen. But only quality guarantees satis- 
faction—only quality endures long after price has been 
forgotten. 

Sainberg Specialties are quality products through and 
through—and they show it. A user is proud of his desk 
equipment if it is made by Sainberg. 

A descriptive brochure “Beautifying the Office” tells the 
whole story. If you haven't a copy write 


SAINBERG & CO., INC. 


37-43 West 26th Street 
NEW YORK 




















Polytype 


SIGN PRINTER 


Wa ale 
pata 





A word or two with each impression 


Every Stationer can profitably handle the Polytype sign printing out- 
fit, whether or not he regularly carries rubber 
stamp goods. Useful in retail stores, 
real estate offices, restaurants, schools, 
churches, clubs, newspaper offices, etc. 
Single characters or letters, or complete 
words or phrases are easily and clearly 
printed. The letters are one inch high 
and, by means of the Polytype aligning 
rubber and locking stick, can be groupe 
in words or phrases up to eight inches 
in length, thus printing a complete sign 
in one or two impressions, neatly and in 
perfect alignment. For window and 
counter display signs, Polytype offers a 
method superior to that of outfits hitherto 
introduced. Order one today; demon- 
stration will sell many others.  Illus- 
trated folder and price on request. 


HANS H. HELLESOE 


2444 Ainslie Street, CHICAGO 
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Typewriters 


United States exports of typewriters by countries during May, 1930 


In 


exports under this classification where the machine is driven by an elec- 


tric motor, the value of the motor is included with the machine 
Division of Statistics, United States Department of Commerce 


Standard, New Portable, New 
No 


Countries No Oo 
Austria . 89 $5,816 165 $6,840 395 $12,434 
Belgium ; 338 25,099 247 8,334 123 3,837 
Bulgaria . , 1 280 - : ° 
Czech ‘ : 247 16,970 178 6,633 79 2,080 
Denmark . ‘ 116 7,679 94 3,492 37 1,436 
Estonia ses 9 571 2 72 er 
Finland 42 2,946 ° “eon 26 1,419 
France ......... 1,783 138,499 210 7,535 890 35,544 
Germany ... : 125 8,303 510 18,376 64 2,202 
Greece 34 2,770 21 765—t«w 
Hungary . 5 380 174 6,354 a | 1,342 
Iceland ... ‘ 2 140 5 180 3 107 
rr , 47 2,295 248 8,718 68 2,336 
Latvia .... , 19 1,189 31 1,176 
Lithuania . 20 1,600 iy 
Malta, Gozo & 

CR. «co . ‘ 5 168 
Netherlands , 160 27,400 121 $500 215 5,480 
Norway ..... 173 14,095 177 6,552 59 2,047 
Poland & Danzig 542 41,231 297 12,070 
PUES ccccecen 219 15,842 166 6,894. ‘ 
Rumania ‘ 229 15,917 70 2,560 i) 50 
Sov. Rus. in Eur 19 1,800 3 108 
Spain . 246 13,416 282 11,687 223 7,773 
Sweden , 394 25,647 514 20,484 13 570 
Switzerland ‘ 160 33,351 387 16,840 5 160 
U. Kingdom 2.042 133,233 994 31,093 1,156 30,516 4 
Yugo. & Alb . 95 6,682 22 792 6 240 
Canada 570 38,484 106 15,475 173 5,646 
B. Honduras , ; 203 5 180 
Costa Rica , 2 140 
Guatemala eee 17 1,251 : 
Honduras 7 654 11 414 2 65 
Nicaragua { 280 ‘ ane l 30 
Panama ; 29 2,364 17 698 9 370 
Mexico .... rT R94 61,143 610 22,295 32 1,136 
Newf. & Lab . 35 2,531 10 425 1 38 
Bermudas .. a) 147 l 5 2 135 
Jamaica ...... 7 367 l 48 ; 
Trin. & Tobago.. 6 120 1 a, es 
Other B. W. Ind , 2 48 2 85 
Ce acdeseceene 86 5,995 73 2,670 20 802 
Dom. Rep....... 5 315 1 36 
Neth. W. Indies. 8 645 30 1,313 
F. W. Indies , 2 140 5 180 
Haiti, Rep. of : 2 130 3 125 1 65 
Argentina - 1,182 81,848 33 19,746 33 1,434 
Bolivia ... : 18 1,376 38 1,551 
Brazil ... 5a 43 3,527 73 2,784 24 1,124 
Chile - 449 34,951 322 12,622 23 814 
Colombia 18 1,353 36 1,642 1 38 
Ecuador 29 2,030 : - 
Surinam . 3 27 3 120 
©". Guiana... : 7 313 - 
Paraguay a 76 5,421 70 2,670 : 
Ta: wanes ; 51 3,782 176 6,351 13 160 
Uruguay 147 10,481 50 1,800 7 316 
Venezuela 26 2,094 35 1,491 3 155 
Arabia ... 2 150 
B. India..... ; 174 33,957 1,365 49,422 28 1,177 
ae 60 4,422 61 2,270 l 50 
COPEOR cccce 2 140 46 1,213 1 15 
China .. ’ 73 1,285 167 6,057 3 1,210 
Java & Madura 290 20,259 275 10,507 13 192 
Other Netherland 

E. Indies. . . 10 700 
F. Indo-China... 84 5,433 21 756 
Hong Kong 38 2,995 7 297 22 847 
Iraq ..... 26 1,820 17 BR6 
Japan ... 84 6,194 52 2,141 10 394 
Kwantung , 44 1,584 , 
Palestine I 100 19 765 
Persia t 320 
Philippine Is 185 12,665 186 6.696 15 846 
Siam .. 34 2.500 ) 180 
Syria 2 140 , 
Turkey 1 70 0 2 250 3 
Australia 336 23,592 115 4,140 25 901 
New Zealand 52 3,532 2 1,512 l 57 
Belgian Congo 10 640 10 375 
B. E. Africa 5 100 l 36 
Union of So. Afr 272 17,601 33 1,188 
Gold Coast ; 3 120 
Nigeria 4 332 : 79 
Other B. W. Ind 2 130 
Egypt 1 70 45 1,620 
Alg. & Tun 156 10,920 15 600 14 547 
Other F. Afr ; 9 637 , , 
Morocco ‘ 231 18,110 42 1,890 
Mozambique : 38 3,265 10 390 
Other P. Afr owes 17 610 2 4 
Canary Is. , 4 266 15 540 
Other 8S. Afr... 5 414 


o- 


By the 


Used & Rebuilt Parts of 


$69 
510 


334 


589 
36 


427 
030 


“ies 


271 


‘988 


301 


251 


38 


842 
879 
,368 
808 


141 


193 


ll 


4 


290 


335 


wea 


"108 


518 


13,984 $982,169 10,095 $374,800 3,933 $129,026 $87,866 


Total 
Shipments from the United States to: 
Hawaii .... : 126 $10,837 84 $3,444 1 $50 $85 
Porto Rico . 34 2,336 2 70 : 56s 100 
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No. 2419-6 LBS. 





If you wish to increase sales, 
Buy the chairs that will not fail 
PIERCE-CRAFT samples on your floor 


Means that soon you'll order more 


S.K. PIERCE & SON CO., 


New York Philadelphia 





GARDNER, 
MASS. 


Boston San Francisco * 








ve We Meet 
YOUR DEMANDS 











for a good-looking, dependable lamp 









Our catalog of Faries 
lamps affords a selection 
for all possible office re- 
quirements. 

The Slip-on shade is only 
one of many patented 
features exclusive to the 
Faries line. 

We also manufacture 
brass cuspidors and metal 
Sandurns. 


An inquiry for our 

“Office Supply Cata- 

log” will be answere 
immediately. 


No, 3685-P 


FARIES MANUFACTURING COMPANY 


Decatur, Illinois 
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A WIDELY SOUGHT 
OFFICE ACCESSORY 
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No. 1028 
20x 12x30 


Our catalogue shows three other 
styles of Magazine Stands 


The Quigley Furniture Co. 
Whitesboro, New York 


New York City Office 
130 West 42nd — Room 414 














Satisfy this Marae. 


INCREASED DEMAND |, _ 
of 


SCHOOL 
TIME 


T school time big volume 

comes to you unsolicited 
on Higgins’ Drawing Inks— 
and Higgins’ Writing Inks and 
Adhesives. 
And with just alittle displaay— 
a bottle or a Higgins’ display 
card here and there—this volume will be even greater. 
Make hay while the sun shines! Make bigger profits at the 
time when big profits come to you without effort! 





\ 


¥ 





Displays, descriptive literature and price lists from 


CHAS, M. HIGGINS & CO., Inc. 
271 Ninth Street Brooklyn, N. Y. 














OFFICE APPLIANCES 


Adding—Calculating—Billing—Tabulating 
Machine Exports 


United States exports of adding, calculating, bookkeeping and billing 
machines, etc., by countries, in May, 1930. In exports under this classi 
fication where the machine is driven by an electric motor the value of 
the motor is included with the machine. Parts of adding and calculating 
machines are not shown separately. They are included under a general 
classification, ‘‘Other machinery and parts of,’’ which is not segregated 
for publication. By the Division of Statistics, U. S. Department of 
Commerce 





Listing Typewriter, 
adding bookkeeping Non-listing Listing 
bookkeeping billing adding viding 
machines machines machines machin 
Countries 0 No No No 
Austria , ‘ 1 $684 , 20 $1,045 197 $10,125 
Belgium . bites 2 2.082 36 $31,434 , 118 7,892 
Czechoslovakia ‘ a) 1,944 117 9,527 
Denmark .. aa ; ate 2 735 59 4,038 
Finland - : 2 5 167 39 2,716 
PN sceane : 8 7.867 104 72 22,722 
Germany ... ‘ 6 6,245 63 } 147 9 3.985 
Greece Saee ‘ o 2 
SEED ccccece a di 
PT cabecccdcovnses 2 2,082 2 174 36,499 
Lithuania ......... , “s l l 7 
Netherlands ea 7 7,459 6 51 3,972 
Norway .... Ke l 1,146 12 : See's 27 1.355 
Poland & Danzig 1 1,375 : . 104 9.614 
Portugal iene ae ‘en ‘ 7 R31 
Rumania .......... : nae 7 957 , 40 3,045 
Sov. Rus. in Europe . . , 21 3,967 
Pee > 10,305 6 2,926 33 2,516 
SD ceeaesedecs 11 8,314 1 861 290 23,196 
Switzerland ...... 2 2,145 ; 20,705 116 8,517 
United Kingdom.... 10 9,138 143 64.533 ... , 276 28,625 
Yugo & Albania ‘ ‘ eine i) 2,479 ... ae 12 1,180 
COREE cocse . 4 4,158 23 9,611 ... oe 135 7,513 
Costa Rica oe er 2 567 , ‘ 
Guatemala ... een _ nee , , — 13 1,017 
DD ccccoeses ; jean. aes re p 4 330 
Nicaragua ‘ an ; : phon 7 600 
Panama . ; ° ; l SOB 2... se 13 698 
Salvador . 7 0 
Mexico ... 3 2757 10 8.287 20 1,200 35 3.077 
Newf. & Lab : : ‘ , 1 225 2 750 
Bermudas ee 1 Ho 
Jamaica , 23 2 999 
Trin. & Tobago : . — 
a Pare ‘ 2 1,401 a 221 
Neth. W. Indies . 2 36 
Argentina ......... 7 6.372 25 10,130 117 8.586 
- eéeeee . 6 6,441 5 3,324 1 35 
Ce canees ‘ ae ane i 3,077 145 13,040 
Colombia ... sues P epee wee ; 6 304 3 458 
PEO coeccetecconece ‘ aeee ene . 1 43 6 &3 
Uruguay boos , , eeas 1 ee aed 26 1,541 
Venezuela ...... > oes eee one Sane eee neds 35 3,521 
- Deiccoees - : nae 2 500 : 
Ph, MMe cesses ‘ swale 1 ) : 13 2,087 
GD cosncevses , dua : 1 135 
Java & Madura.... 2 2,112 3 2,052 . 51 3,720 
Other Neth. E. Indies ‘ ere . 18 1,560 : 
SD GEE ccscceee 2 oa ree. ane sean 2 228 
BOG cecces senees one es , sees l 75 
SEGRE ccccscocveccs : 10 1,800 10 R25 
Philippine Islands... .. eee ees 31.) «1,475 17 1,992 
Turkey oh eens ' 2 653 ; 
DE srcccdsee Oe 20,052 11 3,745 , 208 17,173 
New Zealand ; 4 806 
Belgian Congo. . 5 Ses eek “Che , 3 630 
Union of So. Africa ‘ ; 3 1,188 7 925 
 .. ° os 1 TS 
Egypt sennues ’ ‘ 7 600 
OT eee re . e 2 696 a . . ; 
Mozambique ...... , eee ees ?_— 2 15 
Canary Islands..... ... seeey een eee ens sees 8 723 
Total 109 $105,135 556 $278,921 105 $6,166 3,102 $260,041 
Shipments from the United States to: 
Hawaii nee +: wo $7,563 12 $942 20 $1,100 
Porto Rico : 2 $1,842 ... , 1 5 Ss 910 
Card 
punching, sorting Other 
Calculating and tabulating including used 
machines, machines nd rebuilt 
Countries No No No 
Austria . 20 $2,760 
Belgium 19 3,408 2 $8,000 21 $3,666 
Czechoslovakia 12 15,720 6 900 
Denmark 14 4,365 ; : 5 231 
Finland . 15 1,974 1 ae im 
France 117 19,001 28 3,599 87 5,510 
Germany 103 15,745 18 92 277 51 ». 9296 
Greece .... i ‘ 10 R50 7 : 
Hungary . . 2 405 2 6.500 4 1,122 
Italy .... ‘ 110 16,479 2 1,470 16 2,551 
Netherlands 44 7,449 3 7,600 10 360 
Norway ... , ; 13 5,280 ode ~ 78 
Poland & Danzig . 23 5,010 10 11,008 { 710 
Portugal ; ‘ 10 |S yr 10 2.040 
Rumania . 10 1,005 a 
Sov. Rus. in Europe ‘ 24 5,630 ... : snes 
Spain eeecces , 21 4,770 3 R800 33 R82 
Sweden Seacedenee ; 1 810 2 1,150 23 1,146 
Switzerland sesenoencue 72 11,340 12 855 
United Kingdom saaes 155 20,710 ... ideal 
Yugo & Albania.......... ) eee neta 2 410 
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BAR X 


for CATALOG AND PRICE LISTS 


EXPANDING 
POSTS 





IT OPENS EASILY 
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—~ ’ 
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WRITE US FOR PRICES 
LARGE OR SMALL QUANTITIES 


GRAND RAPIDS 
LOOSE LEAF BINDER CO. 


GRAND RAPIDS, MICH. 


Ingento Cutters 


for CARD AND PAPER CUTTING 





NOW MADE IN 7 SIZES 





A SIZE FOR EVERY NEED 
No. 1. 61% inch blade. No. 4. 12'% inch blade. 
No. 2. 81% inch blade. No. 5. 15 inch blade. 
No. 3. 101% inch blade. No. 54. 18 inch blade. 
No. 6. 24 inch blade. 











Manufactured Only by 
IDEAL SCHOOL SUPPLY CO. 
8316-8340 Birkhoff Ave. 
Chicago, Illinois 
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EARN what offices in your city are 

standardized on Vul-Cot waste baskets. M For 

Your stationer can tell you. Note the Ode, 
’ n 
names; the kinds of businesses; the kinds of Standarse 


management those offices have. Do a little 
thinking about it. U 
All the big companies are stand- 


ardized now on Vul-Cot—(except about ery ir 
4%). Their questioning and figuring are | > 

all finished now. When another waste bas- J > 
ket is needed, instantly they get another Ht 


Vul-Cot as a matter of course. 


“— 1 
It’s a real gain, or the big compa- 
nies would not all be so unanimous. If . 


you're missing it, why shut your eyes? Why 





not find out about it? Talk with the pur- 

h Ge f Waste 
chasing man or office manager of any big amet 
company. Or get ONE Vul-Cot. Put it Receive 


next to your own desk. In 28 days ask - 
yourself if it isn’t time every desk in your | “Right 
office had its own Vul-Cot. Rags | Every. Way 
Vul-Cots are a product of National | ~ 
Vulcanized Fibre Company, Wilmington, 

Del. Every real Vul-Cot is permanently 

name-marked. Look for it. Coiors or wood 

effects to match furniture. At Stationers. 

Right waste-disposal does effect business and a 
profit; in many ways. Look into it. THINK 

IT THROUGH. 


\\\\ 


NATIONAL VULCANIZED FIBRE CO 
Wilmington, Delaware 


Pacific Coast Representatives 


N. L. & K. W. Zeagler, 408 South Spring St., Los Angeles, Calif. 




















TRINER AIR MAIL SCALE 


Selected on Competitive Bids by U. S. 
Post Office Department Using 
30,000 No. 9 Scales 





EQUIPPING THE 
SERVICE WITH THIS 
SCALE IS THE GOVERNMENT'S 
MARK OF APPROVAL AND JUDGMENT 


It is entirely built of steel, with a brass beam and poise 
Each half ounce is clearly cut in beam with deep “V" shape 
notch—attaining easy and accurate weight. 

Price moderate for FAST SELLING. Write your Jobber for 
Triner No. 9 Air Mail Scale. 


TRINER SCALE & MFG. CO. 


2714 W. 21st Street Chicago, II. 


We also manufacture Parcel Post and Mail 
Automatic Scales used by the Post Office Service 


























Letter Trays 
Letter Baskets 
Waste Baskets 
Mail Baskets 

Filing Hooks 









No. 62 Letter Tray 

Worcester Wire Novelty Co., Inc. 

540 Hearst Tower Bldg., 
Baltimore, Md. 


Baskets and 
Trays retinned 
after making. 


All Trays come 
with rubber 
feet attached. 


Write 
for Catalogue 


ery way va) 


rh = A ewe. 














No. 00 Basket 


Gunn 
Early Colonial 
in Genuine Walnut 


CHARACTER 
STYLE 
REAL DESK COMFORT 


Wood or Lino Tops 


THE GUNN FURNITURE CO. 


Michigan 





Grand Rapids 


Catalog on Request 
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OFFICE APPLIANCES 


CHECK’ WRITER 
MEN? 


Have you seen SPEEDRITE? 
chine you have been waiting for. In- 
deed, it makes the whole world VIR- 


GIN territory again! 


Striking colors—unquestionably the 
most beautiful device in whole ap- 
pliance field. Two color imprint with 
ink reservoirs. Novel payee name pro- 
tection. Sturdy construction, easy 
quiet action. 

AND, for all its quality, beauty and 
value, SPEEDRITE carries the LOW- 
EST distributor cost! 


A collect wire from any REAL check 
writer man will bring mighty interest- 
ing details. 


HALL-WELTER COMPANY 
INCORPORATED 


180 St. Paul St. Rochester, N. Y. 











CROWN PRODUCTS, for more than a 
quarter century, have been making ‘Good 
Impressions”’ and afford: 


1: Exceptional durability. 


2: Excellent opportunity for energetic and 
capable distributors. 


3: A large percentage of repeat orders. 


They are backed by nearly thirty years 
of manufacturing experience. Samples 
and exclusive sales proposition upon 
request. 


Crown Ribbon & Carbon Mfg. Co. 
Rochester, N. Y. 
U. S. A. 
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Countries 


Canada _ 
Costa Rica 
Nicaragua 
Panama 
Salvador 
Mexico 
Newf. & 
Trin. & 
Cuba ‘ 
Neth. W Indies 
Argentina 

Brazil 

Chile 

Colombia 
Ecuador 

Peru 

Uruguay 
Venezuela 

KB. India. 

B. Malaya 
China a6 

Java & Madura 
Iraq 
Japan 
Philippine 
Australia 
New Zealand 
B. E. Africa 
Union of South 
Mozambique 


Tobago 


Islands 


Total 


Hawaii 
Porto Rico 


1930 


Africa 


Shipments from the 


Card 
punching, sorting 


Calculating and tabulating 
machines machines 
N 0 
105 18,279 27 4,975 
10 2,460 
5 18,325 
28 6,403 2 400 
i 675 ° seee 
) 662 
ri 1,494 
i 600 
115 19,681 ... 
i 960 20 23,400 
; ‘ 2 1,566 
l 297 Be 
esse l 800 
i 377 
) 840 
Ss 1,845 
11 5,385 
2 404 
6 1,310 
10 1,350 
14 3,437 
14 3,437 
18 1,854 
> 885 
2 660 
l 303 
3 675 
2 235 
165 $208,594 170 $128,290 


3 


United States to: 


$1,370 ... , 


720 


Other 
neluding used 
and rebuilt 


NO 


5 
l 
” 


338 


ans 


$27 


Carbons—Ribbons—Filing Supplies Exports 


,058 


United States exports of carbon paper, typewriter ribbons, filing fold- 


ers, index cards and other office forms in May, 1930. 


Statistics, United States Department of Commerce : 


Countries 


Austria 
Belgium 
Denmark 
Estonia 
Finland 
France 
Germany 
Greece 
Hungary 
Italy 

Latvia 
Netherlands 
Norway 
Poland & 
Portugal 
Rumania 
Spain .... 
Sweden . 
Switzerland 
U. Kingdom 
Yugo. & Albania 
Canada .... 

B. Honduras 
Costa Rica.. 
Guatemala 
Honduras 
Nicaragua 
Panama 
Salvador 

Mexico ° 
Newf. & Lab 
Bermudas 
Jamaica 


Danzig 


Trin. & Tob cee 
Other B. W. Ind 
Cuba ‘ , 
Dom. Rep 

Neth. W. Indies 
Haiti, Rep. of 


Argentina 
Bolivia 

Brazil 

Chile 
Colombia 
Ecuador 

B. Guiana 
Surinam 
Paraguay 

Peru 

Uruguay 
Venezuela 

B. India.... 
B. Malaya... 
St cadeccen 
China 
Java & Madura 
Other Neth. E 
Hong Kong 
Iraq 

Japan ‘ 
Philippine Is 


Ind 


Filing 


folders, index 
cards and 


other office 


forms. 
$105 
205 


181 


mre 
wo 
mn 


=) 
wee 


~ 
to 
=) 


By the Division of 


Carbon Typewriter 
paper. ribbons. 
Pounds. Dozen. 
cnn ine 50 $204 
516 $327 617 1,531 
1,314 781 160 395 
54 63 ‘ ones 
144 75 215 494 
262 178 27 1,008 
1,961 1,476 550 1,454 
51 110 
sane eT 14 63 
2,522 1,295 617 1,337 
315 308 36 82 
890 874 33 200 
161 84 147 430 
634 410 310 1,064 
31 31 man haus 
aan ose 92 264 
2,225 953 236 72 
736 602 178 458 
1,681 2,307 894 3,374 
21,395 17,340 3,160 8,431 
ne ‘ 106 200 
9,444 5,608 513 4,612 
67 50 6 14 
447 386 60 265 
165 240 131 289 
lll 116 ones sen 
88 125 . a 
1,706 1,414 9 49 
6,858 4,520 544 4,798 
859 310 17 68 
65 66 3 17 
5,272 5,339 922 2.205 
nas 591 7 7 
110 5 »9 69 
a 18 ecse 
3,141 3,900 184 6,316 
664 450 30 132 
1,844 2,401 194 697 
1,072 1,247 317 1,352 
499 432 332 918 
48 44 3 27 
oes 14 36 
419 592 64 301 
506 470 226 710 
933 612 103 345 
11,494 6,528 2,934 6,435 
340 215 163 736 
1,800 1,342 102 415 
648 538 84 311 
771 786 i8 122 
5 12 4 19 
57 34 34 87 
16.706 8,830 48 108 
524 567 265 830 




















Name 





Address 








Terms 








a 


THE color 

tells instant- 
ly. Let each col- 
or mean some- 
thing and Cook’s 
Signals will 
make your rec- 
ords quick and 
easy to use— 
“How to Sig- 
nal” sent on re- 
quest. 


The No. 20 Series “stays put” 
on visible indexes. 

















COOK’S FILE SIGNALS 


Made by THE H. C. COOK CO. 
ANSONIA, CONN. 





Cook’s Sig- 
nals are 
heavily 
enameled on 
stainless 
steel. Twelve 
bright colors 
and a style 
for every 
purpose. 
Write for 
samples and 
color card. 


v 
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Adding Machine Paper 


250 feet 
Guaranteed 


Write 
for samples 
and prices 


~e—— 


freefromlint 


YANKEE PAPER& SPECIALTY CO. 


Menasha, Wisconsin 


DANDY 


ENVELOPE 
SEALER 


Retail in The 


PRICE $12. Caitea ‘States 


“SAVES TIME WHEN MOST NEEDED” 
THE DANDY SEALI ER isa practical efficient and 


economical n which business he publi 
ons, fraternal organizations 
organizations buy readily 


ittention 


uses, 


ing tree attr 
p to wet the 


stablished dealers 


THE OFFICE APPLIANCE CO. 


191-195 Devonshire St. Boston, Mass. 


(Sole Selling Agents Dandy Sealer Corp.) 








An exceptionally 
white bond paper, 
accurately cut to 
machine widths. 


LOW PRICED. 






Nigeria 
Egypt 


Other |} Africa 
Mozambique 
Other P. Aft 
Other S. Aft 


OFFIC 
Filing 
folders, index 
ards and Carbon 
other office paper 
forms Pounds 
61 120 6 
0 
¥,455 1.312 
136 1,449 878 
S74 236 
239 
iid 1,329 918 
116 80 
09 
aT 156 
. 93 100 
238 
66 
$73,998 LLL,31L $81,579 


I 


Shipments from the United States to: 


Hawaii 
Porto Rici 


$8,759 


2,362 


1,420 $1, 
a1 


oo 


bol 


352 


Writing Instrument Exports 


United States exports of metal furniture 





Department of Commerce 


1,680 
67S 
24 

l 


216 


141,322 


Hou 
672 
1,461 

245 


9,637 


66,454 


-i- bo OO 


l 


l 


By the Division of Statistics, 
Refill 
able pen 

is & 

fill 

ad 
‘ in 

Austria $970 

Belgiun 613 

Bulgaria x08 

Czechoslovakia 

Denmark 1.315 

Finland 45 

France 7,710 

Germany oS 

Greece 160 

Iceland 135 

Italy 1,338 

Netherlands 241 

Norway xo 

Poland and Danzig 01 

Portugal 232 

Rumania 106 

Spain hbo 

Sweden 172 

Switzerland 706 

United Kingdo 17,421 

Yugoslavia 

Canada 8.975 

British Honduras 22 

Costa Rica 69 

Cuatemala 247 

Honduras 

Nicaragua 

Panama 242 

Salvador 0 

Mexico ;. 020 

Newfoundland nd 

Labrador 29 

Bermudas 

tarbados 

Jamaica 180 

Trinidad & Tobag 

Other British West 

Indies 

Cuba 32 

Dominican Republi 1S 

Netherland W « 

Indies 121 

French West Indie 

Haiti, Republic 

Virgin Isl d 

I Ss 2 

Argentina 2,694 

Bolivia 7 

Brazil 795 

Chile 2,432 

Colombia 218 

Ecuador is 

British Guiana 

Paraguay 

Peru 176 

Uruguay 184 

Venezuela 669 

Arabia 

British India 1,613 

British Malaya 805 

Ceylor S12 

China 1,674 

Java and Madura 1,619 

Other Netherland 

East Indies 78 

Hong Kong 5 

Iraq 127 

Japan 136 

Persia rf 

Philippine Island 43 

Sian 0 

Sov Russia ir 

Asia 

Syria 7 

Turkey SSN 

Australia 1.036 

British Oceania 

New Zealand 634 

Belgian Congo 125 

British East Africa 14 


it 


104 
OSS 
ooo 
O15 
502 


108 


6.218 
440 


6.27 


x 


SOO 
S00 


_- 


0,896 
6,095 


8.316 


ll 


941 
646 


84] 


203 


446 


Hsu 


9965 


aang 


108 


150 


SvUO 





APPLIANCES 


by countries during M: 


rypewriter 
ribbon 
Dozen 
il 35 
$14 673 
1,475 4,685 
262 643 
406 1,246 
7 xu 
*1.802 S61 504 
107 $484 
60 151 
iy, 1930 
Fountain pens 
Dozen 
61 $1,135 
a) 164 
4 90 
10 586 
65 11,671 
| 974 
744 10,686 
12 48 
127 177 
i9 ORD 
22 355 
8 295 
2 44 
1 32 
22 496 
49 832 
5 632 
10,453 23,183 
2 38 
274 1,584 
14 437 
21 917 
; 165 
9 1,422 
196 7,971 
l 28 
0 1,716 
i 72 
4 156 
th 2 338 
1S $89 
60 
2 o] 
6 7.380 
6 $13 
137 3.441 
SHH 9.785 
44 Hol 
S 241 
3 64 
116 755 
78 847 
103 2 095 
SI 
02 9 ORT 
&8 1,681 
1.081 °4.618 
on 2.559 
a 605 
l 19 
19 488 
138 1,212 
2 486 11,094 
17 519 
10 249 
l 19 
74 948 
170 3,708 
‘1 "664 
127 438 
3 463 
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The “Aluminum” Pocket Seal 
and other MARKING DEVICES 





POCKET SEALS SPECIMEN IMPRESSION LEVER SEALS 


Luil 


Cooke Self - Inking Numbering 
Rotary Dater Rubber Stamps Machines 


? 
—~ G] DFs—— a) 
ALEXANDER FARW 


NAME PLATES = 
BADGES METAL CHECKS 


MANUFACTURED BY 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 28 S. Jefferson St. 


Catalogue of Complete Line will be sent upon request 





WAX SEALS 

















REGAL REBUILT 
ROYALS 


Trade-marked~-Nationally Advertised 


Approved by the Manufacturer 


ROUGH TYPEWRITERS 


Stock in 82 Cities 
All Models 
All Types 


All Makes 
All Series . . 


Lowest Prices 


Write for the Regal Plan 


REGAL TYPEWRITER COMPANY, Inc. 


524 Broadway, 12-14 So. Jefferson St., 
New York, N. Y. Chicago, Illinois 


Cable Address: REGALTYPE, N. Y. 














The CARD... 
THE that demands an interview 


“BIG” || MANHATTAN 


THREE ¢ 
The GUIDE... 
to bigger business 
LIFETIME STEEL TABS 
The FOLDERS... 
that repeat and satisfy 


KRAFTEX 


LONG LIFE 


° 
OUR OFFER 


Let us help you to bigger profits 
and more satisfied customers. Write 

















-- NOW -- for a catalog and samples. 


THE DUNLEAVY COMPANY 


167 OLIVER STREET BOSTON, MASS. 




















PERFECTION No. 50 


PERFECTION No. 70 


STANDARDIZE ON THE 


GENUINE GEM AND PERFECTION 
DESK MEMORANDUM CALENDARS 


Handsome bases of heavy, cold rolled, pressed steel in 
black enamel, statuary bronze, nickel and brush brass 
finish. Arches which tip backward and forward to facilitate 
mounting the pads. Rubber plugs to prevent scratching 


“The House of Service” 


DEFIANCE © 


SALES CORPORATION! 
Stationers’ Glassware, Hardware and Specialties 


72 SPRING STREET NEW YORK 









































HERE IT IS! 


ASK FOR DEALER’S PROPOSITION 


It’s a“Knock-Out’ 





By 


SPECIAL 


D&T 
CHANGEABLE 
WINDOW 
DISPLAY 


NEON LIGHTED 





DAVENPORT-TAYLOR MFG. CO. 
412 Orleans Street 
Chicago, Ill. 


New York Boston Detroit San Francisco Los Angeles 


Deore ooo oes SeseSeSeSrs 
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Filing 
Folders 


> ° 








In the Gussco complete line of filing supplies you 
will find a comprehensive selection of folders for 
every need. Their quality will impress you. 
Their price will insure you of a good profit. 
Check over your folder stock now. We believe 
we can help you build your filing supply business 
as we have hundreds of other dealers. 
In the new Gussco Catalog you will find a com- 


plete lime of index cards, folders, and guides 
with metal or celluload tabs as well as the plain. 


GUIDE SYSTEM & SUPPLY CO. 


“The House That Sticks to the Trade’ 
335 CANAL STREET NEW YORK, N. Y. 
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)) Why overlook real | 
profits? Inves- | 
tigate SIMPLEX 









The 
(20) 
Twenty 
Reason- 
Why! 





Thousands of dealers enjoy the quick profits 
accruing from gold and colored stamping on 
fountain pens and pencils, books, leather, imita- 
tion leather, celluloid, wood, etc. Some do all 
such stamping in their territory. ‘They are 
using the SIMPLEX MODEL R, making a profit 
that seems too good to be true—and with a com- 
paratively small investment. 

SIMPLEX is quick and easily operated. It makes 
perfect lasting impressions at minimal cost. 


Write our Service Depart- 
ment today for full particulars 
Simplex Gold Stamping Press Co., Inc. 


425 Fourth Avenue, New York 
Tel.: Caledonia 4056 Cables: Mildoheil, N. Y. 




















NO-DENT 
PROTECT’OSE 
Chair Bumpers 
Chair Mats 
Cuspidor Mats 


etc. 





Pat. Pending 


OU profit by selling this line of 

service specialties created by 
RICE PRODUCTS CO. Six new 
items—all money makers for you— 
created to fill a need and designed to 
sell at a profit. Send for our com- 
plete line catalogue of office special- 


ties, today. 


Manufactured by : 


RICE PRODUCTS COMPANY 


Main Office Western Office 
CLEVELAND, O. LOS ANGELES, CALIF. 
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Refill- 
able pen- 
cils 
refill Metallic pens, 
leads. Other pencils. except gold Fountain pens. 
Countries. Dozen Gross. Dozen. 
Union of South 

Se - 1,219 54,473 2,873 86 46 66 1,274 
Other Brit. So. Afr cent 1,200 50 : ; tees 
PE er0¢ceese - 97 cm a bene 77 254 
Mozambique ...... Ponce 240 84 2 53 
Other Portuguese 

BONE. 00605600 %< 5 1 14 
Canary Islands..... 38 6 310 

Total .... .. $68,501 721,571 $103,275 7,987 $5,027 20,585 $159,406 

Shipments from the United States to: 
errr $470 12,564 3,438 225 $149 61 $1,111 
Porto Rico........ 664 9,210 937 : 68 1,824 

Metal Office Furniture Exports 
United States exports of writing instruments during May, 1930. By the 
Division of Statistics, United States Department of Commerce. 
Safes and Bank and 
cabinets, safety Other 
fire deposit office 
and vaults furni- Other 
burglar and ture metal 
Filing cases proof. equip- and fix- furni- 
Countries. No No. ment. tures. ture. 
ae 1 eens pene - $332 $18 
DE ssceade 82 1,560 28 $1,834 eee 723 156 
Czechoslovakia... .... ens 134 5,423 6000 405 34 
Denmark ...... 29 882 77 2,242 —e 15 72 
Finland ....... 16 1,107 4 200 eile pens ata 
France .... 2 37 882 30 1,305 cece 5,269 832 
Germany ...... 1 332 3 246 eoee 1,865 167 
OE saccuced 21 650 16 666 oee0 518 446 
a i. ace wees oees 2 110 eeee bnes eee 
i  steeaveeus 2 23 40 824 case 37 ose 
Netherlands .. 208 6,256 168 4,793 $318 1,465 416 
Norway : - 56 1,771 80 3,974 Pa 602 60 
Poland & Danzig ‘ : memes 066m -ton 238 54 
Portugal .. « 25 1,465 14 840 enue 242 ee 
Rumania ieee & ‘ — bose ence 35 — 
Spain ... oon 177 5,597 202 7,236 See 2,675 746 
Sweden .... se 162 6,876 42 3,039 = 240 1,314 
Switzerland : 13 BSS ce esen pene sean 400 
United Kingdom 203 8,386 216 16,176 oeee 17,413 1,489 
Yugo. & Albania .... re ae ‘eae coke 100 aus 
COMOGR .cccces 891 18,533 152 8,029 17,062 7,22 33,173 
Costa Rica..... 18 620 l 96 es 125 aces 
Guatemala - 5 329 l 84 Sec0 171 160 
Honduras ...... 26 1,031 13 664 soot 3,437 1,102 
Nicaragua ..... 20 1,185 9 366 bald S89 79 
PE. ccnccce 42 1,876 33 1,133 osen 2,226 2,665 
Salvador .. , 26 dens kn boa 2,804 313 
Mexico ......-. 332 10,104 150 8,119 e666 29,348 8,212 
Newfoundland & 

Labrador é ‘eee — 11 608 142 
Bermudas ...... 4 81 3 131 293 
SAMAR cecccces 2 192 13 800 122 
Trinidad & Tob.. 1 70 l 42 — 
Other B.W. Indies 1 20 3 68 — Saeie 63 
CUR acncsnecas 39 1,260 23 3,968 5,532 1,466 5,373 
Dom. Republic.. 5 158 7 166 enn 882 
Neth. W. Indies. 30 1,394 9 360 241 984 
Haiti, Rep. of... ‘a hae 3 166 23 182 
Virgin Islands . pose apes rT eees 17 
Argentina ..... 125 12,133 79 4,585 6,495 2 931 13,946 
Bolivia : rene wea — ent 47 40 
eer 76 1,906 71 3,702 3.544 1,154 
Chile .... . 70 3,405 74 3,321 nace 2,351 2,440 
Colombia ...... 23 779 57 3,638 603 1,247 1,702 
Ecuador .. . 26 1,221 2 174 279 36 
Paraguay .-s-. 82 2,560 .... sees er seb 
PEGD coceses _ 59 2,941 63 1,873 2,575 1,340 
Uruguay ...... 22 923 &5 2,654 192 aT 
Venezuela ..... 93 1,848 52 3,212 432 11,290 
A Gcsescece 69 2,497 43 2,337 123 3,743 
B. Malaya...... ee nése @60% or 54 462 
COPIOR coccccce 2 69 6 142 pms aan _— 
Ce cesecesen 39 1,371 30 2,189 8,626 9o4 276 
Java & Madura. 100 2,217 53 975 285 1,846 
Other Neth. E 

i [aa 38 1,245 2 238 “ _ 
F. Indo-China... .... rr 14 508 - . 15 
Hong Kong - 8 153 9 709 esen 7 eT 
i 163 4.365 60 9,739 4,515 1,230 9,855 
Kwantung ..... 12 330 aia 175 ner 
Palestine ...... ee rer =< 390 
POTHER ccccccoce 20 LGR seas a S008 een _ 
Philippine Is... 227 7,308 55 2,946 aces 1,272 2,706 
sae 16 03 13 956 425 396 
BTIR 2c cece see 1 73 oes soe 
TOEMET ccccvcce 4 184 sone aes 
Australia , 4 167 6 138 766 769 
F. Qceania..... .. sees 1 60 a 
New Zealand... 12 535 15 461 173 28 
B. E. Africa 17 1,030 549 660 
Union of So 

DETER ccccccs 134 1.535 2 586 1,385 433 
Gold Coast..... “Re ees nae 37 
Nigeria ........ see 1 72 oeee aa dential 
Egypt ......... 103 2,306 6 306 coee 642 2,923 
Alg. & Tunisia.. .... — 29 852 eee seer 618 
Liberia ........ rer sone when wee ea bees 204 
Morocco ....... sean pees Quen osee cose 60 14 
Mozambique ... 30 1,005 oe eese aiwe 320 

Total ........ 4,336 $133,652 2,383 $117,111 $43,151 $105,316 $118,009 

Shipments from the United States to: 

Hawali .ccccces 195 $7,968 50 $1,920 $199 $4,488 $9,090 
Porto Rico..... 32 956 34 1,098 seen 263 683 
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“Pelouze” Postal Scales 


HEY tell automatically the exact amount 

of postage, in cents, required on all mail 
matter, including parcel post rates by zones. 
Warranted accurate. Beautifully finished in 
French gray or gold bronze enamel. 


Made in Several Styles 


Intended for 
individual 
desk, library, 
office or ship- 
ping room 
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TAXUTAX AANA AXA ON 


New “Standard” 


Dealers Supplied by 
Leading Jobbers 
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ASK FOR 
PELOUZE SCALES 





ry 









ain 






National 


Pelouze Manufacturing Co. 
232-242 East Ohio Street, Chicago, Ill. 


Original Manufacturers Reliable Automatic Postal Sales 


“The Best Scales to Use Are Made by Pelouze” 
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(aX at yant 








a 





Navi 





2 bolts—2 bars— 
an efficient binder 


LooseLedt | 
ss (@) BD) one. 


Half a dozen pieces in all—two bolts and 
two bars, and two nuts, make a perfect binder 
for holding loose leaf forms. That’s the F-B, 
a simple inexpensive device used by thou- 
sands. 

The F-B is adjustable to width of records and 
distance of centers by means of extensible 
slides. The capacity is regulated by means of 
exchangeable posts of varying lengths—hence 
the marked usefulness of the F-B. 

Send for prices and discounts 
—_———— 


THE F-B MANUFACTURING CO. 


1228 Intervale Avenue New York City 
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BALTIMORE INDEX MFG. CO. 


(Specialists in Metal Tab Guides) 
AN ASSORTMENT OF FIVE COLORS 


BLUE - ORANGE - GREEN BLACK 


Your Name Can be Stamped in the Metal Tab 


| WRITE FOR , a 112-114 S. Calvert St., 
PARTICULARS Baltimore, Md. 
Feature the clear, lasting impressions 

Your trade will appreciate the extra quality in al 

Victory Stamp Pads. Made of high grade, long 

wearing materials, inks of brilliant hue and fast . 

color. Six sizes, from 2 x 334 inches to 4x9 | J 

inches. 


sha For that Sales Manual, Catalog, 
cmt —— rma. Book of Regulations, etc. 


PERFECTION METALS 


Our service is particularly designed for stationers 
who operate their own printing and binding plants. 
Many different types and sizes of ring and post 
binder metals are now being used and because we 
specialize in their production, frequently bringing 
out new metals embodying latest developments and 




















| | ha ciaes tile eb eeihielin omen cee ay Se ae this service is exceptionally valuable 
can c a 
| | ment and to advertise your entire business. All our = = om 
items can be put up under your imprint. Our | If you do not have our catalog, send for a copy. 
os Sa on request) includes many ste- Besides specifying and illustrating our many stock 
| STAMP PADS INKS MUCILAGE metals, it is a veritable compendium of useful in 
PASTE SEALING WAX formation on the subject. 


|Luther Ink and Stamp Pad Co. Loose Leaf Metals Co. 
[ores =| ee eee | 6816-6824 Arsenal St. ST. LOUIS, MO. 

















THE STEEL ENGRAVED BLANKS 

FOR BONDS AND STOCK CERTI- 
FICATES AND ALL PAPERS OF 
VALUE - THE BLANKS THAT 


LOOK LIKE REAL REAL MONEY 


y BLANK 





KIMN BROTHERS BANK NOTE ENGRAVERS 205-209 W.197" ST. M:V 
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COMMANDER —\ the leader of them all! 





A pencil of superior quality that you can be proud to handle 
and that will bring customers back to your store. Made of 
finest Southern Red Cedar wood with perfectly graded leads in 


5 degrees of hardness. Commanders are hexagon shaped, 





finished in yellow with long HEXAG ON gilt tips and red 

erasers. Packed 1 dozen to a box; ™% gross to a carton. 

Moderately priced; big sellers; big profit makers. S P 

Write for samples and our 1930 catalogue. Also manufac- WAN ENCILS 
‘ rs of ASI oO : Vuar © -1lO ‘lor: ‘or z J j oO 

turers of Casino, Vanguard, Othello, Flora, Fortuna, Ultim SWAN PENCIL CO., INC. 


and Stabilo pencils. 


221 Fourth Ave., N. Y. C. 


RIBBONS—CARBONS— DUPLICATING INK 


RIBBONS— Inked Ribbons of all description for all devices. 

CARBONS—Typewriter, pen and pencil. Carbon Rolls. A paper for every need and condition. 
DUPLICATING INK—For all types of modern and old style duplicators. 

THE TYBON RIBBONER MACHINE—Enables you to put ribbons up under your own im- 


print at a substantial saving. 


QUALITY! ECONOMY! EFFICIENCY! 
Send for our latest booklet, ‘YOUR OPPORTUNITY,” our new special offer NOW. 
“HIGH QUALITY” TYPEWRITER RIBBONS AND CARBON PAPERS 


TYBON CORPORATION 


1026 FILBERT STREET PHILADELPHIA, PA. 


























“YOUR QUESTIONS | AT. LAST! THE PERFECT 








ANSWERED FREE | | STAMP PAD 
ecceaiae ot i «a Ink dries immedi- 

ae STAAZC ately on paper, 

Subscribers to Office Appliances have free | ae but pad remains 


moist indefinitely. 
The only pad 
suited for use in 
tropical countries. 


access to a competent service bureau which 
1s prepared to answer almost any question 
relative to office equipment. 


9 BW CAVELSDPVBS We Wee => 
A considerable number of our readers have Siar SED WARROSACT 
: — Rubber Stamp Ink 


) is service self is , hy WS 4NC 
| found that this service in itself is worth Ss Se pao 





| many times the subscription price. yee ora sous Paves 
4 rT MTNA Rubber Type 
— Toy Printers 





c liance Co , 417 South 
ae ance Company, 9 So FULTON SPECIALTY COMPANY 


mae ELIZABETH, N. J. 





a 






































‘Sais Ink + These Cite one Sean = PROFITS 


Wiggins Patent Scored Cards printed in Printers everywhere are averaging a 50 

your shop and put up in neat Wearwell r cent profit on these cards and cases. 

Lever Binder Cases will prove big money Vo ou can get started at once towards this 

makers for you. big extra profit. Send for one of our three 
Filling an already established demand sample orders today! 


they practically sell on sight. Protected 
by Wearwell Cases, Wiggins Cards are WIGGINS 
always fresh and clean and detach from 


Stubsof cardsheld firm- case with a smooth, straight edge. There Peerless CARDS 
ly by lever binder in case 
is, therefore, no waste from spoilage. Book Form 









Note smooth 
edge of card 
when detached 























Trial Assortment Order Special 
No. 1— 200 cards, 2 styles, and 2C ases, 2styles, $1.00 THE JOHN B. WIGGINS CO. 
No.2—1200 “4 * 8 4 * 5.00 1157 Fullerton Ave. CHICAGO 705 Peoples Gas Bidg. 


Order Now direct from this Advertisement 


cE ays Wisgine Pesent ince Ones ¢ Wearvwell Lever Binder Cases 
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RIBBONS 


Sansom at Tenth Street 





U. S. TYPEWRITER RIBBON MEG. CO. 






ESTABLISHED 1895 


Dealers Inquiries Solicited 


CARBONS 


Philadelphia, Penna. 








I F R adjustable desk racks 


as telephone book holders find a 


= ready and instant buying response 

Attractively finished to match the 

desk or table and in various sizes. 

. Built of the best—can be grasped 

: and replaced in a jiffy—from any 

*, angle. Particularly suitable for 

4 directories of large cities. Used by 

ps telephone companies Also used 

3 for all quick reference purposes, 
ei visible records, et 

Send for descriptive civewars 


and discounts. 





Improved File &@ Rack Company 


86 Park Place New York, N. Y. 








For Quality in Felt 
Top Cushions 


Esco is the original in felt top chair 

cushions and pads. From the begin- 

ning, ithas been noted for the qualitv 

of materials used. And that quality 

has been consistently maintained 
Price list on request. 


Economy Products Corp. 
2901 Indiana Av. Chicago 








"4 











Rand Mak-ur-own 
== Index Tabs 


. a "Goes 
Offer unusual opportunities 


for profitable sales—national 
advertising brings customers 
to your store. 





Write for details of intro- 
ductory offer including at- 
tractive display and stock 
cabinet with $4.50 worth of 
merchandise—F REE. 


Get this display and stock 
cabinet EE 


THE VICTOR SAFE & EQUIPMENT CO. 
MARIETTA, OHIO 








Pith Wks Ile es LD 
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Solid Bronze Signs 


Write us about our line of high grade solid bronze SIGNS, 
NAMEPLATES, DESK SIGNS, TABLETS and the liberal dis- 
count to dealers. 

We will give you full cooperation in furnishing free sketches, 
special designs, etc. You can be sure of prompt service. 


UNITED STATES BRONZE SIGN CO. 
Office & Factory, 231-233-235 Centre St.. NEW YORK CITY 
“Where the best costs less” 


WON 


TOMOMUOMOMOMO) 











AT LAST! 4 Fs! Telephone 
Pad Holder 

—and a real profit-maker for you 
The Three-In-One Pad Holder is a Quality piece 
of equipment finely finished and designed to fit 
any office or home. 
Three positions of use include telephone, flat on 
desk, or angle position enabled by use of spring 
clip which folds underneath pad when not in use. 
Furnished in four finishes, oxidized copper, ma- 
roon, green, or genuine silver 
plate. Write today for com- 
plete description, prices and dis- 
counts. 


R.C. HAGLUND 


Office Equipment Division 
374 E. 3rd St., Jamestown, N. Y. 
























Ei is not merely chance that the trade looks 
to us for the latest and best in loose leaf, 
magazine, catalog and periodical binders. It 
is because our many years have been devoted 
to the development of the best. 


You are welcome to our catalog that you may observe 
for yourself. 


ENDLOK PARTS COMPANY, INC. 
200 Hudson Street, New York 
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SIMONSON 


For Vertical Letter Files, Ledger 
Check Files, Are 








NONE GENUINE UNLESS STAMPED U. S. 
PATENT NO. 794,749 ON METAL TIP. 


Roger A. Simonson & Co. 







Manufacturers 


PATENTED 

METAL TIP (SUIDES 
Posting Trays, Card Systems and 
Indestructible 








Send for Free Samp! d 
= Dealers’ Discount 


122 S. Michigan Ave., Chicago 








¢ ED SEALING 


GUMM TA pp 


Kraft or Colored 
Plain or Printed 











“QOUICK-1O-sTICK True GUMCRAFT Quality 
Meets the requirements of a 
national scope of Stationers 

and Paper Dealers. ( 
250 Rolls Kraft Gummed Sealing Tape ( 
60 Ib. 600 feet to roll—3 inch width @ 32}¢ 





i, 
lS 


173-177 LAFAYETTE ST., NEW YORK, N. Y., U.S.A. 


i i ii i i Ml i i i il a 
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Quick Sellers— Big Money Makers 


HORN ‘Instant’ Desk 


and Handy Files 
Pocket pages keep papers in or- 
der but instantly accessible, in- 
dexed A to Z, 1 to 31, or specially 
classified by celluloid covered re- 
movable index tabs. 
Idea Books 
with pasteless pocket pages for 
news clippings, striking advts., 
etc., instantly accessible. 
Albums for Every Purpose 









Autograph, Camera, Portrait, 
Posteard, Disc Record, Greeting 
Card, Memory. Address Books. 
Handsomely illustrated School 
Girl Diaries. 
Backgammon, Scrap Books, 
, Games, Double Dummy Bridge 
pards 
Write for Prices and Special Discounts. 





W. C. Horn Bro. & Co., ists 200 5th Ave., New York 











‘*Steel-Strong”’ 
The Quality Line of Coin Handling Supplies. 


4 Styles Coin Wrappers 
2 Styles Bill Straps 
Coin Bags—Coin Storage Trays 


Coin. Bag Seals - Seal Presses 
Manual Coin Counters 
Currency Racks—Tellers Moisteners 
Handy Wrapper Cabinets 


Nationally advertised in Leading Bank Journals, 
Sold exclusively through dealers 
Write for Catalog and Salesman’s Sample Case 


The C. L. Downey Co., 943 Clark St., Cincinnati, 0. 











Nationalize 
and Standardize 


Ame BRAND, running straight through every item of 
record-keeping equipment, saves time in selling, in buy- 
ing, in overhead. National covers everytning from Loose Leaf 
Ledgers to Pocket Memos; from Visible Records to Engage- 
ment Books; from Machine Bookkeeping Trays to Analysis 
Pads—all backed by National advertising. 


Selo’ 
{NATIONAL ) 


NATIONAL BLANK BOOK COMPANY 
HOLYOKE, MASS. 

















DEALERS WANTED 


for a patented typewriter 

cushion key, with advan- 

tages and merits no other 

key possesses. You'll get 

MORE key business by 
selling 


The Master Key 


(No Rubber to wear out) 
Write for Samples 
and Prices. 


Speed Key Mfg. Co., Inc. 
29 Columbus Place 
Brooklyn NM. 3s 














» RUDOR Flat 
-Drinking Cups 


) These flat cups are easy to han- 
dle and as convenient to drink 
from as a round cup and cost 
but half the price. Strongly 
reinforced to prevent leaking. 





lto 5M....$1.55 per M 
5to10M.... 1.35 perM 
10 to 25 M.... 1.15 per M 
ROUND CUPS—WRITE FOR 


Flat Cup 


R. ORTHWINE, 438 W. 37th St., New York, N. Y. 
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LISTO Choice of a Million Users 
..-. The Friendly BUSINESS PENCIL 
for Every Pocket—for Every Desk 


[% the Listo exclusive center-turn with the locked-in mech- 
anism—Aere is perfect balance Its slender, aristocratic 
barrel of non-metallic material, such as fine fountain pens are 
made of, gives—light weight. The “easy-grip’’ of its knurled 
lower barrel completes positive assurance of the ut 
most comfort and relaxation—greater wriling case PRICED 
than can be obtained in any other mechanical pencil. LOW AT 
Made in a variety of colors and color combinations. 50c 
Leads all colors. Address Dept. G. 


LISTO PENCIL CORPORATION 
ALAMEDA, CALIFORNIA 


Eastern Distributor: C. P. Willems, 202 S. State St., 
Chicago, Ill. 


EASY-GRIP - - - - CENTER-TURN 











The Vis-A-Memo 
Desk Pad 





every one at 
a desk a user 
—face to face 
with facts. 


Ravenswood Office Specialties Co. 
1800 Newport Ave., Chicago 


ROSCO Desk Necessities 








aA bdittan tn ~~ > > Aldeaiipsiiilmllizilllaadlit tate tal 


hb hh bh bh bbb bbb bbb ALAA 44440044 


LOOK T TIP TOP 


TRADE-MARK 


3 sizes 


FOR THE 


—the guide to qual- 
ity in paper clips 
: : : made of brcss 











No.0 


or steel. 


Sample display 
carton for Sta- 
tioners. 





: No.2 
THE TIP TOP MFG. CO., Inc., Syracuse, N. Y. 


Canadian Agents: Brown Bros., Ltd., Toronto 


—_—-—..sseororeoeoeeoeoeoeeoeeeoeeoeeoee------w----”-~~~”™ 
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BOEHNER 


Improved 


CARD HOLDER 


Stationers and printers 
use it to build up their 
volume on business and 
personal cards. It takes 
the rewular loose cards, BRBRRRYT wacos@oewwee 8 8 = Aumoma.taum 





formnene Bane Con 


LATHER ROVEL TCS 





holds them firm, keeps 





them clean Holds 

one as securely as a - 
full case Imported morocco binding—metal parts highly 
nickeled—28 different sizes. 

We manufacture eather novelties only we do not compete 
with engravers or printers Please mention size in asking 


for prices 
Address, Department OA, 


Improved Boehner Binder Co. 


142-1 Fox Street Aurora, Illinois 
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is = <= , Wy a e Compartments 
+ $11.50 LIST 
Liberal discounts to Office 
Supply Dealers on this and 
other 
A TYLER STEEL 
| STORE FIXTURES 
et including Shelving, Counters, Por- 
¢ Modet “nN” table Display Stands, etc. 
F) Table 
COLORS me 6 
TYLER SALES Red Mahogany (eS ae 0 
FIXTURE Co. srowe au sven aguas oesevav 
Mahogany SALES RACKS 
Muskegon Heights, live Green N 
Jade Green 
Mich. Gray Blue 

















A Distinctive Line 
that will hold your trade 


TURNER & HARRISON 
STANDARD, SILVER-ALLOY 
and GOLD-PLATE PENS 


Smoothest, slickest pens made 











© N°736r. 


PLAGE PraA uS « 


TURNER @ HARRISON 


0 





Catalog on request 


TURNER & HARRISON PEN MFG. CO., Inc. 


Established 1876 
PHILADELPHIA, PA. 


IMPRINT PENS A SPECIALTY 




















ell This 


A bathroom or health scale 
that can be sold for $12. At- 
tractive, with appealing 
lines. Colors: six-spring 
mechanism—250 Ibs. capac- 
ity. This scale cannot tip. 
Write for prices on this 
popular item. 


Hanson Scale Co. 


525 N. Ada St., Chicago 














XTRA—Just out! 


CONFIDENTIAL WHOLESALE 
CATALOGUE No. 650 


24 pages full of information. . . . Information and Prices 
on all makes of Typewriters, Adding Machines, Calculating 
Machines, Duplicating-Addressing-Folding Machines, etc. 


Write, Phone or Wire for your copy today! 


JELIABLE 
Typewriter & Adding Machine Corp 
‘All That the Name Implies" 


_303 W. Monrce Street, Chicago, Ill. 
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REBUILT 
MIMEOGRAPHS 


Every Mimeograph we rebuild is 
absolutely guaranteed. In our 
twenty-six years of experience we 
All models 


Investigate 


have learned how. 
completely rebuilt. 
now! 


MIMEO SERVICE BUREAU 


132 Nassau Street NEW YORK, N. Y. 
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STOP evertastinc NOISE 





SBSSSSESERS 
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Made for L. C. Smith, Remington, Royal and Underwood 
typewriters. 

When ordering state make of machine. 

Saves repair calls, does away with desk drumming, makes 
typewriter more quiet and snappy. 

The typewriter is quickly and automatically attached and 
as quickly removed, without tools, from the desk. 

Sold at all offices of The L. C. Smith & Corona Typewriters, 
Inc. Ask for trial. 

Dealers write for liberal proposition. 


Smith Noise & Shock Eliminator 
303 Kellogg Street Syracuse, N. Y. 




















Thousands 
Use Harvey's 


AUTOMOBILE EXPENSE 
BOOK 
Big Profits 
Get Your Share 
It Repeats 
SEND FOR A SAMPLE 


FRED W. HARVEY CoO, 


206 E.Genesee Syracuse, N. Y. 














PEERLESS CARBON & RIBBON MFG, CO. 
176-478 Broome Street, N. Y. 
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Loose Leaf Rings 


No Large Brass 
Joint to Tear Nickel Plated 
FIVE SIZES 


Paper 

| Inside Diameters 

: 4"—1.35 Per 100 
Open Easily, y4"—I 50 “ “ 


Close 1"——1.75 “ “ 
4 1% ” 65 “ “ 
Securely . >" i o « 





For loose leaf books, binding reports, blueprints, etc. 


Write for information Loose Leaf Metals 


on our lime of.. ... 
The E. W. Carpenter Mfg. Co. 
| Bridgeport, Conn. 











AIGNER’S 
“PATENT CUT INDEX TABS” 


Ready to attach. No missing letters or lost 
time assorting. 


BLANK INDEX TABBING 


Leather, Canvas, Vellum. Various extensions. 
6 & 12 inch strips. 


MEMO, RING AND PRICE BOOK 
INDEXES 


AIGNER’S STUDENT NOTE BOOK 
VERY SPECIAL LOW PRICES 








503 S. Jefferson, Canal Station, Chicago 
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SILICATE BLACK BOARDS 


Madc of the best material thoroughly 
seasoned—Framed or Unframed—All 


i 


Frames are Oak Finished. U. S. Gov- 
ernment Contracts and New York City 
Board of Education Specifications for 
40 Years. 


CORK BULLETIN BOARDS 


Sizes 18x 24 inches 


Framed or Unframed 
to 4x6 feet 


Frames are Oak Finished 
Dealers write for catalogue ' 
N. Y. SILICATE BOOK SLATE CO. 
20 VESEY STREET NEW YORK CITY 
2 eee ee V7 


H.H. COLLINS 
INK ERADICATOR 


wii: 2s 


S\.)\\a 








The Original 
Best By Test 


Small size retails for 25 cents Large size retails for 35 cents 
Attractive display cards with every dozen. 
At all Jobbers or 
H. H. COLLINS INK ERADICATOR CO. 
1325 GRAND STREET HOBOKEN, N. J. 


Send 15 cents for Sample. " 


“A little drop of ink 
Collins Ink Eradicator 


of makes millions think” 




















264 





OFFICE APPLIANCES 





[TH THE COLYTT “REDI- *ROLL”’ 


TELEPHONE MEMO 










A neat, compact writing shelf 
with paper roll. for attaching 
to the telephone stand for 
memorandums. MA 
Has continuous writing sur 
face for standard paper roll 
Sharp cutting edge for tear- 
ing off 

Takes up small «pace 

leaving room for 

hand grip on tele 

phone 

Easily attached PRICE 
Nickel and black $1.00 
finish 


Dealers Write for Discounts 
THE COLYTT LABORATORIES 565 Ww. Washington St. 


( Engineering } Chicago, Ill. 

















AZORA 


Azora air cushions and twirlers, two 
highly practical accessories, are mak- 
ing typewriting easier for thousands 
of users. Sales, both new and re- 
placement, are large. Write for prices 
and discounts. 





AZORA RUBBER CO. 


54th and 20th Streets 
CICERO, ILLINOIS 


Above Below 
THE AZORA THE AZORA 
TWIRLER AIR CUSHION 
RING (Cross-Section View) 





PAT. DECEMBER 21. 1915 




















— ~ i‘ The Roberts 


Roberts 
Numbering Machines 


Are sold by dealers throughout the world by 
a special merchandising plan which empha- 
sizes rapid turnover and only a small stock. 
Larger discounts than on any other line 
of numbering machines assure greater and 
quicker profits. 

Write for details 


Roberts Numbering Machine Co. 
694-710 Jamaica Avenue Brooklyn, N. Y. 


Western Distributors: Louis Melind Co 
362 W. Chicago Avenue Chicago, I1l **49”’ 
593 Market Street San Franci«co, Calif. 
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Gardner’s Pull Tab Leather Lines 


Card Cases, Bill Folds, 
Playing Card and Cig- 
arette Cases. Keep 
contents absolutely 
clean. Easy to get at. 








GARDNER'S HOT 
GOLD LETTERING 
MACHINES 





Write for Samples and 
rices 


P. A. GARDNER 
LEATHER WORKS 


Inc. 


709 Pine St. St. Louis, Mo. 








UL TA! Miof.\.i+Mot-i 

















L ENVELOPES 


have the welded 
reinforced flexible 
edge seams. Ex- 
tra strong and 
finished in appear- 
ance. (Patented 
processes. ) 









MARKILO Envelopes are made in all ring-book sizes. 

MARKILO INDEXER Strip (blank-label) ready-to-cut. 
Transparent signals, card cases, etc. Sample on request. 

The Dozen System vs. Decimals, Booklet Mathamerica 25c 


Markilo Co., Mfrs., 936 W. 63d St., Chicago, U.S.A. 














Generally acknowledged as the 
mark of Quality Protection. 


Universally recognized as Better 
Protection. 


The Meilink Steel Safe Co. 


Toledo, Ohio 




















FREE 
HAND 


Reg. U. S. Pat. Off. 


It Can't Slip Out 
Until You Release It 
That's the Free Hand 
binder—a handy little 
device, requiring only 
one hand. Papers are 
held securely until 
wanted. then released 
at atouch,. The Free 
Hand is thoroughly 
practical and needed in 
every office. Ask for de- 
scriptive price list and 


stock sizes. — —aae 
FREE HAND BINDER CO. 











227 PE ARL ST STREET NEW YORK, N. Y. 








MEET THE DEMAND 
Profitably 


In Apex, Summit, and Xtragood, the dealer has 
three qualities of ribbons and carbons to offer 
customers which cover the whole gamut of 
demand. In the supreme test of use, Union 
Ribbons and Carbons are in the front ranks, 
continually creating profitable business for 
Union dealers. Do you wish to meet the 
demand—profitably? Write us. 


UNION RIBBON & CARBON CO. 


Front and Laurel Streets 
PHILADELPHIA, PA. 
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| SINGLE FLUID 


N K= 
INewid ERADICATOR 


Zmoves ONE APPLICATION 
FROM 1 BOTTLE 
ONLY 


Hundreds of thousands in 
daily use round the world 


TRY IT 


Send 25c¢ for One Large 50c Size 


TRIAL BOTTLE 
INK-OUT MFG. CO., INC. 


MONTCLAIR, N. J. 
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Thousands of Dealers 
cant be wrong 


A product which brings repeat profits is proof of good 
buying judgment. Clarotype, a 10-year-old success, has 
spelled repeat profits for thousands of dealers. 


cLAR-O-TYPe 


THE MODERN TYPE CLEANER 


Clarotype is the one simple way of cleaning typewriter 
type. Tens of thousands of stenographers buy it each 
year. This item on your counter today will bring profits 
to you tomorrow from your shelves. Worthwhile profits 
too Let us give you complete information on this re- 


liable product . .. a necessity with profits of a specialty 


THE CLAROTYPE COMPANY, INC, 


16-K Hudson Street New York 





















Efficient and _ economical. 
Will keep correspondence 
and papers always on hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 





Stanley R.Bristow 
24 Central Ave.West Orange,N.J. 





Beach Publishing Co., 1351 Book Bldg., Detroit 








BEACH’S 
“Common Sense”’ 
TRAVELERS’ 
EXPENSE BOOKS 











now contain calendars 
for the last half of 1930 
and all of 1931. 


Send in your orders! 









































**Make Your Show Windows 
Pay Your Rent”’ 


“Don't Forg Vany Sales 
ire V ade ” the Sidewalk.” 
ONKEN TOWER Merchandise Dis 
players make Window Trimmings 
Effective and Easy 

ONKEN TOWERS are Wonderful 
for making quick changes in your 
window, 

ONKEN TOWERS have inter- 
changeable Features, Two-in-one 
ONKEN TOWER Merchandise Win 


dow Displayers are made in 5 sizes 
from 27°’ to 48°’ high and 12’ to 
36°’ wide. 

ONKEN TOWERS range in price 
from $6.00 up and made like a 


iano. . 
W rite for Description Matter No, 24 


THE OSCAR ONKEN CO. 
624 W. 4th St., Cincinnati, O. 








The Multi-Print Register 


“PRINTS 
THE 
TICKETS” 





Third copy rewinds for checking and is under lock and key. 
Gives an itemized record of each sale, cash or charge. 
Using rolls of blank paper saves printing costs. 
Let us quote you on our attractive agency proposition. 
- rw T ~ rorngn ~~ T 
MULTI-PRINT SYSTEM CO., INC. 
1l West 42nd St., New York, N. Y. 


Cables: **Multiprint”’ 



























_LILLER®=BRRAND 
DESK ACCESSORIES 


Catalog on request 


THE MILLER BROS. PEN CO. 
2 , MANUFACTURERS 
305 Broadway 


Meriden 
New York City . 


onn. 


= 








of 
a ; 
re : 3 
3 ~ J 
oF ———. | 7 - =) z= 
N = ee ee : 
38 WD FFICE ANTE E 2 38 
ow oe Se a 3 












Templar — 


The Aristocrat of Pencils 
OU irom lejeltiniam (crtelo ame) amare 
RELIANCE LINI 
RELIANCE PENCIL CO. xX 
airing ‘ 


PENHOLDETI ERASE! 


RY ENI 


FAC I 















ARE YOU? 


trade doings in 


of the 


BRITISH 






interest. 


Are you interested in 


GREAT BRITAIN? 


If so, there is only one 
way of keeping abreast 
of the times and that is 
by the regular monthly 
receipt and perusal 


STATIONER 


—a monthly journal for 
the Stationery and Allied 
Trade whose editorial 
pages are unique for 
news, instruction, 
originality and general 





ww" 
auPro 
e Cot 
« TH 
-- SEND yTIONER, EN 
oe" ‘ . is , 
ae , prit ces LoNDo™: 
: “A yuk 4 Verno™ apo? Rew> oo, The 
H Te the Prov d hambe ba aouth* ¥ ~ ¢ ovy oe 
. af . 
; ent - aprt IM 
; we TO. 
tio a axit 
; the at sami’ jerterho™* ) 
$ send 1m tie a ooe* ot = 
® British oon ainen* « 
® bh ¥ pur 
. atta 
. Name: a \ea* 
addre** gis a 
.* 





















. 
‘ 
. 
. 
. 
. 
. 
. 








OFFICE APPLIANCES 








The leading 


trade paper 


for the 
Office Equipment Industry 
in 


Germany 





BB 





“Biiro-Bedarf-Rundschau 


(Office Equipment Review) 


Founded and Edited since 1908 
by Friedrich V. Schack 


Issued Weekly 
Circulation in all German 


Speaking Countries 


Subscription Rates 
$4 per year $6 for 2 years 


Specimen copy free 


Buro-Bedarf-Rundschau 


Berlin-Charlottenburg 5 


Germany 
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ae 99 To us “M. B.” stands for “MON BUREAU” 
Toyou“M. B.” stands for “MORE BUSINESS” 





MON 
BUREAU 


LE MAGAZINE DE LORGANISATION 
COMMERCIALE & INDUSTRIELLE 
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Stapler users want neat, out-of-the-way, permanent fasteners for their papers 
—that’s why Acme Staplers satisfy. They give what is wanted. 


Those who have never before seen Acme Staplers like the principle on sight 
—just a simple demonstration is generally sufficient to clinch the sale. And 
the anti-clog mechanism insures Toeodem from trouble. Acme Staplers al- 
ways function. They also use our new type of “Cohered” Staples. 


Your inquiry will have prompt attention. Full information about the 








machines, profits and supply orders will be sent. Write us today. 


ACME STAPLE CO. 


1643 Haddon Avenue CAMDEN, N. J. 


This magazine has been in France the pioneer of modern 
business methods; it is the reason why it has gained so high 
a reputation among the most progressive business men of 
this country 


If you advertise your goods in M. B. you are sure to reach 
the very public that is interested in your goods: office fur- 
niture and general modern office equipment of every descrip- 
tion. Not only will your ads be read by a large and 
sympathetic public but your copy stands every chance of 
being believed, as M. B. in its capacity of an expert in 
sound business methods has won the confidence and affec- 
tion of its readers. 


If you want to appeal to the most progressive French firms, 
M. B. is the very medium for your advertising. You need 
not apply to any other. Just concentrate in M. B. Remem- 
ber that its initials stand for ‘‘MORE BUSINESS” for you 
and write today for a free copy of this live wire publication. 


The Advertising Manager 


“MON BUREAU” 


186, Faubourg St-Martin 
NSNSNHMLENENENHH HESS H OHH HOLA HEE ENEosesee 


PARIS Xéme Arrt. (France) 
WINGMEN OMEMES Ese 
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268 OFFICE APPLIANCES 


“A Good demonstration is universally conceded, 

practiced and accepted as the salesman's most 

effective means of explainin} merit and the 
buyer's safest assurance of worth.” 


Good Prospects! 
Plenty of them! 

And they are coming 
to see you this 


fall—at the 


NATIONAL BUSINESS SHOW 


New York At the Grand Central Palace 
October 20th to 25th, 1930, inclusive 


Chicago At the Stevens Hotel 
November 10th to 15th, 1930, inclusive 


“It’s the personal contact that counts” 


ncorporat 


Frank E. Tupper, President 


50 Church Street’ - NEW YORK 


Chicago: 417 S. Dearborn St. C. H. Hunter, Manager 
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Are you coming to the 
National Stationer’s 
Convention in Detroit 


Oct. 6 to 9? 


Business and Universal Peace is what we 
want and what we will get. 

That’s the important slogan of “Buzzards.” 
You cannot afford to miss becoming one be- 
fore our Convention Oct. 6-9-30. 

Write now to W. G. McKay, Secretary of 
Hotel Fort Shelby for an application, or mail 
him check for $5.00, so that your name will 
be voted upon at the first meeting. 

This organization is one you cannot afford to 
overlook. It will bring enjoyment, enter- 
tainment, good fellowship and surprises. 
Join today and you will be “grateful” of 
the opportunity given you to become a 
“Buzzard.” 
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BILLING MACHINE 


Burroughs 






































ANY MANUFACTURER OR WHOLESALER 47262 
~ 
Refer te 
Invorce Number 
For « OMerr 
Customers Order No. & Dat 2465 8/18/30 In Dete 8/19/30 Kegeter Re” a 
Requisition No Vendor's Nos. 2365 wat 
Contract No. — 
- At CUSTOMER - 
. ANYWHERE US A ic a 
-— = —_— 
SAME Rapes ee 
8/19/30 From ANYPOINT ae alias 
NP 235767 F.O. B. ANYWHERE : . 
GT-CB8&0-NP Prepaid or Collect PREPAIO Koteed 3 7 
2% 10 DAYS 
DESCRIPTION Paice | 1 Tasount ATS 
425 250% 
1250 12500 
987 286 23 
312% 3359 
225 otal 
47145 
161 24 
ONLY 


LESS 60-10-5% 512 
112 C es 
LESS FRT 608 LBS AT 26% CWT _ a 


























Writes and Figures the Bill—Completely 


The only machine that typewrites the invoice, extends every item by 
direct multiplication and prints its own results and totals. 

Compare your present billing procedure with these seven outstanding 
advantages offered by Burroughs Billing Machine. 


”» 
a 


BACKED BY 


Handles fractions in price or quantity. 


Calculates and subtracts amounts of 
freight or other charges. 


. Extensions computed by direct multipli- 


cation (not repeated addition) and print- 
ed by the depression of one key. 


. Extensions automatically accumulated, 


and total printed by depressing one key. 


5. The long underscore line above the total 


printed by a single depression of the 
underscore key. 


. The net extension computed by direct 


multiplication (not repeated addition) 
and printed by the depression of one key. 


. The net amount of the invoice printed 


by the depression of one key. 


Call the local Burroughs office for a demonstration, or write 


Burroughs Adding Machine Company, 6359 Second Blvd., Detroit, Mich. 


WORLDWIDE 


BURROUGHS 


2 BBs & ME: 





aN 





rererrea 


WOODSTOCK TYPEWRITER CO., 35 EAST WACKER DRIVE, CHICAGO, ILL. 











MORE THAN HALF 
THE TYPEWRITERS OF THE WORLD 


BEAR THE SAME 





| HAT is the most significant fact 

that affects the sale of The Pertable 
Underwood...the fact that more Under- 
wood typewriters are in service today than 
all other makes combined. 

Prospects for a portable see the Standard 
Underwood in use in business offices every- 
where. They know and respect the Under- 
wood name...they are familiar with the 
Underwood's justly earned reputation for 
light key touch, speedy operation, and 


unusual durability. 


ete ee 


When you offer The Portable Under- 
wood, you offer these same exclusive 
Underwood qualities, the same mechanical 
excellence, the same key action, the same 
light touch, the same Star-Wheel Escape- 
ment and the same durability. 

Purchasers of portable typewriters re- 
spect these qualities and value them... 
provided they are told about them. 

Unperwoop Typewriter leadership in 
the business world...the Underwood's popu- 
larity and widespread acceptance...is the 


solid bedrock on which today’s sales of 


THE PORTABLE 


UNDERWOOD § 


















NAME 


The Portable Underwood have been built. 

NATIONAL ADVERTISING of The Portable 
Underwood starts this fall. Full pages in 
color in leading magazines. Complete de- 
tails will be in your hands soon. The 
advertisements themselves are right now in 
the pressrooms of the national magazines. 

Don’t wait for this advertising to “break”. 
Prepare now to reap your part of the 


larger market it will help create. 


TO DEALERS NOT NOW HANDLING 
THE PORTABLE UNDERWOOD 


Write at once for details of the Under- 
wood dealership plan. Applications will 
be welcomed from responsible and aggres- 


sive dealers in territory that is now open. 


UN DERW OO D 


Standard, Noiseless and Portable Typewriters— 
Bookkeeping Machines 


Product of Underwood Elliott Fisher Company 
Distributed by 
UNDERWOOD TYPEWRITER COMPANY 
342 Madison Avenue, New York, N. Y¥. 
“UNDERWOOD, ELLIOTT-FISHER, SUNDSTRAND— 


SPEED THE WORLD'S BUSINESS™ 
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